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From The Editor 


OUTH PLUS SUCCESS IS A PARTICULARLY WINSOME 

combination. It's the stuff that makes poster-boys: 

young and successful. To celebrate such an amal- 
gam, this year we introduce a new annual feature, BT 
Young Super Performers, where we would select three 
young persons, one each from three categories—CEOs, 
Entrepreneurs and Ideators. To arrive at the final trio 
who've made it to our cover, reporters from our six bu- 
reaus began by farming out across the country, meeting ex- 
perts drawn from among corporate chieftains, entrepre- 
neurs, analysts, HR heads, venture capitalists and others to 
serve up a list of 72 nominees. The twin criteria: they had 
to be successful and under 40. BT's senior team then short- 
listed 15 names, five in each category. 

Then came the difficult part. Six judges—including an 
industrialist, a venture capitalist, an 
investment banker, an HR con- 
sultant and a bureaucrat—sat 
down for a debate on each of these 
names. As BT's sole representa- 
tive on that panel of judges I know 
how tough it was to select the final 
three. Each of the 12 other nomi- 
nees, whose names we are not go- 
ing to disclose, were equally out- 
standing performers and, in several 
instances, *he panel had to deliberate long and hard be- 
fore select ng or bypassing a name. The three on our 
cover emerge as the final winners. Do raise a toast to 
BT's Young Super Performers 2004. 

To those of who you think that India Inc is still fight- 
ing shy of moves abroad, here's some news: Almost 50 
M&A deals were struck overseas by Indian companies 
last year, valued in excess of Rs 8,000 crore. The previ- 
ous year, the respective numbers were a mere 28 and Rs 941 
crore. As for 2004, get ready to be swept away by a 
deluge of such deals. As BT's Assistant Editors Priya 
Srinivasan and Ashish Gupta report in their story this issue, 
the M&A fever has spread across a wide range of sectors, 
including pharma, automotive, IT, even oil and gas. 
Expect a fair amount of domestic deal-making too, espe- 
cially in telecom and banking (See page 107). Once 
again, remember that you spotted a trend first in BT! 

Finally, another exclusive that we are happy to bring 
you: A profile on the Dubai-headquartered Landmark Gro- 
up's impossibly media-shy owner, Micky Jagtiani. While 
Landmark runs seven stores (all are its departmental store 
chain, Life Style) in India, very little is known of the man 
himself. When Jagtiani, also a philanthropist, made his first 
public appearance in India recently, BT's Senior Editor 
R. Sridharan managed to convince him to talk about his ext- 
raordinary life. It's an inspiring story, hope you'll like it. 
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bt letters 


Hope For The Best 

Apropos your cover story Job Mania 
(BT, March 14, 2004), the jobs that 
are expected to be created in the 
next two years will be grossly inad- 
equate given the number 
of educated unemployed 
in the country and the 
millions that join their 
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ranks every year. Besides, these jobs 
will be mostly for urban aspirants 
and will hardly make a dent on the 
rural unemployment figures. This is 
the reason behind the rise in migra- 
tion to the cities. To defuse a crisis 
that is otherwise inevitable, the gov- 
ernment should initiate projects on 
an urgent basis that will create job 
opportunities in the rural areas. 
JAGMOHAN RATHI, through e-mail 


The two million jobs that your cover 
story Job Mania (BT, March 14, 
2004) talks about, will essentially be 
for people who are highly qualified 
and skilled, while simple degree- 
holders who lack technical educa- 
tion will not benefit much. 
However, even if these jobs help 
only the skilled urban unemployed, 
it still is cause for some cheer. 

K.L. UKEY, Nagpur, Maharashtra 


Taking Undue Credit 
The trends item Has India Tipped? 


(BT, March 14, 2004) was an eye- 
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opener. After a long period of rece- 
ssion, an upswing was more or less 
in the offing. The fact that the mon- 
soons—the lifeline of the econ- 
omy—have been excellent has also 
helped a lot. This fortunate combi- 
nation of circumstances, it seems, 
will help the NDA government to 
return to power despite its dismal 
record in governance. 

R.S. JOSHI, through e-mail 


A Premature Obit 

Contrary to what the correspon- 
dent states in the article Is The 
Telephone Directory Dead? (BT, 


А ты 











February 29, 2004), the phone 
book is still going to be relevant 
for some time to come. The busi- 
ness and yellow pages sections of 
the directory continue to be relev- 
ant with demand for them actu- 
ally rising. 


RAMESH GUPTA, VC C MD, Getit Infomediary 


Look Before You Leap 

This refers to IPO Buyers Beware 
(BT, February 15, 2004) in which 
our company has been mentioned 
as being a promoter of textiles with 
no experience in bulk drugs. We 
would like to clarify that our com- 
pany has been a promoter in the 
pharma sector for 14 years now, 
starting 1992, and during this 
tenure as well as prior to it, we 
were also in the textile business. 
SANDEEP GOEL, GM (Finance), Surya Medicare 


This refers to IPO Buyers Beware 
(BT, February 15, 2004) in which 
our company KJMC Global Market 
(India) has been mentioned as being 
‘virtually unknown’. We are repu- 
ted merchant bankers and the lead 
managers for bond issues of ICICI 
and IDBI, and have also lead man- 
aged several debt and equity issues 
successfully in the past. 

1.С. JAIN, Chairman, KIMC Global Market 
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integrates the critical security functions —alerting, protecting, responding and managing—to help companies run smoothly, 
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HE MOST INTERESTING THING ABOUT 
| cricket, perhaps, is that it inverts the 

Rich World and Poor World. In у 
the cricket economy, the West is poor. 
The Indian subcontinent is rich. Of 
course, we’re talking money here, 
the standard way ‘rich’ and ‘poor’ 
are spoken of, nowadays. 

The most fascinating upshot of 
this inversion can be seen in some 
price data; in a market system, they 
say, prices—like bikinis—reveal suf- 
ficient information to draw con- 
clusions from, even if they leave 
some people thirsting for more. So 
here’s the metric we have chosen: the 
broadcast spot rate for 10 seconds of commercial 
air time on a TV channel showing a one-day inter- 
national cricket match. 

During the final stages of the 2003 World Cup in 
South Africa, advertisers were paying up to $3,000 (Rs 
1,38,000) for a 10-second spot to reach ТУ screens un- 
der the Indian satellite footprint. This was more than 
what advertisers anywhere else in the world were 
paying to reach other audiences (in South Africa, 
Australia, the UK, West Indies, wherever). Barely a year 
later, advertisers are paying up to $10,000 (Rs 
4,60,000) for a 10-second spot for the very first 
matches of the tournament underway in Pakistan, 
and for the same audience (well, nearly). 

What does it mean? The current Indo-Pak series 
is a bigger event than the biggest-ever cricket 
World Cup. Phew! 

And that too, for potentially fewer eyeballs than 
the last time round. The World Cup was beamed by 
Sony Entertainment Television’s film-sports chan- 
nel, SET Max, which was estimated to reach almost 
twice as many households as Ten Sports now, 
which is beaming the current series (admittedly, this 
channel’s reach is expanding like there’s no to- 
morrow even as you read this). 

Regardless, by global comparison, it’s still an 
awesome audience. Sure, vast numbers of women 
(and some men) have little more than a score-check- 
ing interest in cricket. So classic household data 
tells us nothing about the actual size of the potential 
audience. But everybody knows the passion that 
cricket evokes. Crowds will gather round TV sets at 
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tea stalls, barber shops, market corners, any- 
where—even airport departure lounges. 

All included, guestimates suggest that 
k well over 300 million individuals in the 
region are the sort for whom the 

closest TV set in humanly reachable 

distance will become a magnet during 

the period of the matches (five one- 
dayers and three tests). 

That's a lot of people. More peo- 
ple, come to think of it, than everybody 
put together in the West who can 
tell the game apart from a chirpy 
insect, let alone explain what a 
finger-in-the-air signifies. 

That's the swing. The game has moved 
decisively towards the subcontinent. This is where 
the millions are. This is where the money is. Rich sub- 
continent. Poor West. This is where cricket has come 
to be a hysteria-evoking spectator sport of market-mov- 
ing proportions. In the UK, the ‘gentleman’s game’ is 
of rarefied interest, at most. | 

The irony, at least perhaps to the Anglo-Dutch 
originators of the game, is that ‘cricket’ is also a 
metaphor for cultural sophistication (dare one say, 
wealth), Cricket is not just adherence to rules, but adh- 
erence to a certain ‘way’ of gentlemanly behaviour. 
Painful as it is, we must admit to the presence of 
cricket hooligans in our midst—those who see the 
game in primitive, unremittingly adversarial, terms. 

Thankfully, we do have large numbers of cricket 
connoisseurs amongst us too—those who could help 
enlighten the rest on the game’s refinement. What’s 
on and what’s not on, for instance, in honourable 
cricket. What detached passion can do for perform- 
ance. What it means for a batsman to, say, ‘get both 
eyes in’, ‘assess depth of field’, ‘talk with his bat’, sur- 
prise the orthodox by turning a certain kind of de- 
livery into another sort of value-added stroke, and 
even get to ‘set his own field’. Likewise, what it 
means for a bowler to, say, ‘use the seam’, ‘engage the 
batsman’, turn confrontation to conversation, surprise 
with swing, and even get to ‘command the strokes’. 

If it all goes well, those 10 seconds should be 
worth every cent of the $10,000. It’s not for nothing 
that cricket is known more for its mind quotient than 
jock quotient. In its most admirable form, cricket is a 
game of chivalry, not chauvinism. 
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T FINALLY TOOK SOME 
imaginative copy by a few im- 
pressionable young journalists 
to create some buzz—~ just a 
modicum of it—around the lat- 

est round of the soap wars. 

Remember the 1990s, when Ariel 

and Surf Excel went head to head, toe 

to toe, and before that, the mid-1980s 
when Wheel and. Nirma went at it? 

Well, Procter & Gamble фес) and 

Hindustan Lever Limited (H1) were at 

it again in the first week of March: the 

former reduced prices of Ariel and 

Tide by between 33 per cent and 50 

per cent and the latter followed suit 

for its Surf Excel brand, Whar should 

have been big news in the Rs 6,000- 

crore soaps and detergents market 

was duly noted on Page 1 by most fi- 
nancial dailies that then moved on 
es | to, well, more pressing news. 
"non SENE r These days, that's the kind of 
Spare her details of the petty soap and cola treatment the Rs 7,000-crore car- 
wars, Mrs Bharat has her sights on bigger bonated soft drinks (CsD) industry 
and better things. Bv SHAILESH DOBHAL вее 100: One F-word, price, is passé, 
: although two more, pesticide and 
: E pollution remain relevant. And the 
t vane: tffe D soap and the cola wars, it is 
evident, are outmoded, They 
may remain among the most 
advertised categories on 
elevision, but consumer 
interest and that intangi- 
ble thingamajig 
called ‘happening- 
ness’, a function of 
sompetition, 
déregulation, and 
investments in the 
business, have 

! moved on to 

other markets such as 
utomobiles, tele- 
communications, 
and financial services. 

"Change is what drives 

“us as people now and 
that reflects our interest in 
new-world product cate- 
gories," says Santosh 

Desai, President; McCann- 

Erickson Advertising. 

With the economy growing at 8 
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Most FMCG рег cent plus, the fast moving con- 

sumer goods (FMCG) sector’s strug- 

| brands have lost gle to eke out 1 and 2 per cent 
their sheen growth is out of sync with the im- 

and become age of India consumers like to see. 

- pear-commodities Even colas, once synonymous with 


the great march of capitalism, have 
become old-world. “Colas have be- 
come a boring product now,” admits Harish Bijoor, an 
independent marketing consultant. Worse, most FMCG 
brands have become near-commodities. 

Today's happening markets are mobile phones (a 
growth rate of over 100 per cent in 2003), cars (20 per 
cent in the first nine months of 2003), motorcycles (12 
per cent), and consumer loans (65 per cent according 
to numbers provided by ісісі Bank). And so, con- 
sumers are more interested in the car market that is ex- 
pected to touch close to one million units this year апа 
in the mobile telephony one where Reliance has just 
launched a pre-paid option. The selling pitches happen 
at a feverish pace. ACNielsen ORG-MARG's AdEx report 
indicates that mobile telephone manufacturers were the 
eighth largest advertisers on television last year; they 
were ranked 40 in 2002 (car companies moved up from 
nine to seven and two-wheeler ones from 10 to six). 

Things could change if FMCG companies discover an 
all-new unique selling proposition. Given their track 
record, though, there's a better chance pigs will fly. 


SECOND COMING 


The Spark Avatar 


NCE THE SYMBOL OF FOREIGN DIRECT INVESTMENT IN INDIA,. 
Daewoo's Greater Noida factory became the setting for 
a battle between banks that had loaned Daewoo India 
some Rs 1,500 crore and militant unions. Now, the moth- 
balled plant could see some activity. Seventeen months af- 
ter buying out Daewoo Motors in Korea, General Motors has 
decided to acquire the company's assembly line (as op- 
posed to the engine and transmission ones) in India. This 
capacity of 85,000 units a year, says Jay Cooney, УР, 
Communications Director, Asia Pacific, см, will help the 
company foray into the "massive mini-car segment". Coo- 
hey expects the plant to go on-line in 12-15 months. Cou- 
pled with aw's 50,000 units a 
year facility at Halol, Gujarat, the 
acquisition, says Cooney, will make 
|. "GM India a player to be reckoned 
| with". First off, the plant is exp- 
ected to produce Chevrolet Spark 
(a reworked Daewoo Matiz). 
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Fading Glory 


Value Share. Jan. 2004 


Value Share Jan. 2003. 
-> Апе Compact 


Volume Share Jan. 2004 
~ Ariel Compact — 


Volume Share Jan. 2003 
Ariel Compact 29 


All figures are in- percentage 


pe REAL STORY: A CLOSER READING OF THE NUMBERS 
shows that smaller brands have held on to their 
prices, even strengthened it—what else can explain 
falling volume shares and steady value shares—while 
the big boys have made gains by slashing prices. If this 
isn't a commoditised market, what is? 

LODIPAYAN BAISHYA 
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NEWSMAKER 


Arun Shourie, 62 


OURNALISTS ARE LIKE TOWN CRIERS. THEY SPREAD THE 
J news, highlight instances of injustice by bringing 
them to public notice, and direct a shrill brand of 
indignation that only the honest can carry off at wrong 
doers of all hues. Ministers are different, or, at the least, 
supposed to be. They are administrators, wielders of 
enormous power who mete out justice (or dispense 
favours). Some of them are also politicians first and ad- 
ministrators later, but since India’s Minister for Disin- 
vestment, Information Technology, and Telecom- 
munications, Arun Shourie isn’t a member of the dem- 
ocratic Lower House of India’s Parliament, but of the 
more-elitist Upper House, he is, arguably, ап admin- 
istrator first and politico later. He was also, in an ear- 
lier life, one of India’s most respected investigative 
journalists and kept up a shrill campaign against the 
Ambanis of Reliance. 

Shourie’s impressive stint at The Indian Express 
showed the world that he was passionate about causes. 
The pursuit of truth is the common cause for most in- 
vestigative journalists and the man brought to this 
quest a mixture of analytical skills, straightforward 
wordplay, near-religious zeal and doggedness that 
made him the best in the business. He seems to have 
carried these traits into his ministerial office. The 
cause, this time, was disinvestment of the govern- 
ment’s majority holding in a variety of businesses. 
This magazine has always batted for the cause; ergo, its 
ideology isn’t very different from the minister’s. 
Shourie’s zeal appears to have motivated his unortho- 
dox approach to the process: when certain political lob- 
bies opposed the privatisation of some government- 
owned hotels, he orchestrated a media campaign high- 
lighting the deplorable financial status of the properties 
(including two articles authored by himself that this 
magazine was proud to feature). 

Recent events, however, show that the minister 
may have just allowed his passion for disinvestment to 
cloud his usually impeccable logic some. A quick recap: 
the government decides to divest part of its stake in six 
public sector companies, some blue-chips, over 20 
days to raise Rs 14,000 crore. The route? Initial pub- 
lic offerings through the book-building route that one 
merchant banker calls “hardly Pos because it was (is) an 
artificial book-building exercise; everything that in- 
vestors wanted to know about these companies was 
known; and most investment banks wanted to part of 
the book-building”. Surjit Bhalla, Managing Director, 


SHOME BASU 





Oxus Research and Investments, a New Delhi-based 
emerging-markets advisory, explains that any effort to 
build a book artificially for a blue-chip stock that is al- 
ready in everybody’s portfolio is accompanied by sell- 
ing pressure. “The collective pressure to sell depresses 
the price of the stock for a short time period before it 
bounces back when the selling pressure stops,” says 
Bhalla. Investors, then, manage this by selling the 
stock, and then buying it back at a lower price. That’s 
exactly what happened in this case. 

Shourie saw red: he told investment bankers the 
government knew who was hammering stock prices, 
blamed two corporate houses, and in an interview to a 
television news channel, said, “I told them (invest- 
ment banks) that we have the records and that they are 
being watched.” The big brother attitude did the trick: 
the bulls returned to the market, the Psu stock the 
government was selling found many takers, and psu 
scrips moved up smartly. Unfortunately, the episode 
dented Shourie’s credentials as a laissez faire reformer. 
And in this magazine’s opinion, he has the distinc- 
tion of being the second minister in recent times to, well, 
take things personally. 

ASHISH GUPTA 
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GOOD NEWS 


Gains Of Peace: 
Rs 500,000 For 10 Seconds 


m The price of peace becomes evident as 
Ten Sports manages to sell 10-second 
spots for the forthcoming India-Pakistan 

cricket series for Rs 500,000. 


mThe government slashes 
excise duty on steel products 
from 16 per cent to 8 per 
cent, and removes import 
duty on coking coal; the 
steel boom accelerates. 


ASHISH GUPTA 
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Regione Lazio 


Lazio. A central, strategic region, among Italy's leaders in 


• 
terms of GDP, per capita income and number of business 
e enterprises. A strongly growing district which offers 
attractive opportunities for investment or partnership with 


local companies. Visit Optime, the new web portal created 
by Sviluppo Lazio Agency to foster dialogue between 
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Tamil Nadu: A Matriarch Wakes Up — * 


The buzz is, J. Jayalalithaa has morphed into the kind of chief minister industry loves. 


NE STORY HAS IT THAT A BRAVE BUREAUCRAT PICKED 
О up his courage and suggested Tamil Nadu Chief 
Minister J. Jayalalithaa travel to Bangalore to see the 
progress Karnataka was making in terms of becoming 
a preferred destination for IT and rr-enabled services 
companies. “When she came back,” says a Chennai- 
based ІТ exec, “the scales had fallen from her eyes". 
That narrative may be apocryphal, but Tamil Nadu is 
in the news as a preferred investment destination. 
Exhibit A: Infosys Technologies recently announced that 
it would invest Rs 1,250 crore in a 129-acre, 3.5 mil- 
lion square feet facility that would house 25,000 emp- 
loyees in The Mahindra Industrial Park near Chilgleput 
on the outskirts of Chennai. 
Exhibit B: Azim Premji, Chairman, Wipro, met with 
Jayalalithaa and asked for 100 acres of land. Wipro has 
also asked for 15 acres in an IT park coming up at 
Coimbatore. 
Exhibit C: The February 21 issue of The Economist car- 
ried a special report on India. 






down to Tamil Nadu’s decision to go out and 
communicate its USPs (unique selling 
propositions) better. “ІТ Secretary Vivek 
Harinarain had repeatedly made pre- 
sentations on the need for this; he finally 
had his way,” says Jain. Perception was in- 
deed the state’s undoing. In BT’s survey of The 
Hottest States For Business (See Business Today, 
September 28, 2003), it ranked No. 5—No. 2 in terms 
of objective criteria and No. 6 in terms of perception. 
The strategy seems to be working. Builders such as 
The Chatterjee Group Urban Infrastructure Holdings 
(promoted by Purnendu Chatterjee) are investing in cre- 
ating technology parks in Tamil Nadu. Real estate 
costs less than it does in Bangalore, the city has a bet- 
ter-connected airport, salaries for coders are lower 
than in Bangalore, and attrition rates are a fraction 
Bangalore’s. B.G. Menon, the Chief Operating Officer 
of Mahindra City is confident of signing two more 
Infosys-like deals soon. 


Tamil Nadu was one of the two 
states that advertised in the issue. 


@ Third largest economy among states 


Not everyone shares that sen- d 
with a state domestic product of 


timent. “I believe Tamil Nadu 


There’s more evidence, some 
anecdotal, some empirical, even 


Rs 153,000 crore in 2003 
@ A reasonably well-received 


is very unfriendly; investments 
from my country have gone to 


apocryphal, of a similar nature. 
Like the story of a seminar or- 
ganised by the Federation of 
Indian Chambers of Commerce 


industrial policy in 2003 
@ Chennai is India’s healthcare capital 
@ Ford and Hyundai are based here. 


Karnataka and Andhra Pradesh,” 
says the head of the South Indian 
office of a European major’s 
Trade Commission. That’s in the 






and Industry (FICCI) at which Accounts for 27.5 per cent of India’s past, insists Dorothy Thomas, a 
the СМ spoke. Setting the auto components exports partner at Kocchar & Co, a law 
agenda, a FICCI-functionary listed @ Accounts for 42 per cent of the firm specialising in entry-strate- 
the things industry would like to country’s leather exports gies for multinationals. “We get 
see the state do. When she got ө India's second-largest software four to five queries from overseas 
up to speak, Jayalalithaa ad- exporter after Karnataka companies interested in in- 
dressed these issues with re- 9. 752 елден саймен vesting іп Tamil Nadu 
d fr € , » А , 
sponses that ranged from ‘done that produce 77,500 everyday,” she says. The 4 


to ‘Mr X of the XXXXX de- 
partment will be looking into 
this’, and ended by saying that 
now that these issues had been addressed, industry 
had better invest in the state. Such imperiousness was 
once the bane of the state’s fortunes in terms of its abil- 
ity to attract investments. Now, it would appear, the 
same is being put to good effect. 

Sudeep Jain, the Managing Director of 
Elcot, a state-run agency that facilitates the 
creation of IT parks, puts much of this 


J. Jayalalithaa, CM, Tamil Nadu: 
Read my lips 


engineers every year 








tide, it would appear, 
has changed. 
NITYA VARADARAJAN 
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essons From The Wild West 


What Indian Inc’s promoters could learn from Disney and Dell. 


НЕ VISITING CARDS OF TWO. HIGH-PROFILE CHIEFS OF 
high-profile global companies will now be a lot sim- 
pler. Whilst Michael D. Eisner of Walt Disney was 
knocked off the Chairman’s pedestal by rebellious 
shareholders—he will continue to be C&o—Michael Dell 
of Dell Computer will relinquish the СЕО hot seat 
come July, and continue as Chairman. Efforts to draw 
a parallel between the two redesignations are tempting, 
` yet the circumstances are different in each case. Eisner 
| was clearly under investor pressure to perform, whilst 
- Dell had no such compulsions. Yet, what's significant 


is that scandal-struck Corporate America is slowly, 


but surely moving towards separating the roles of the 

_ Chairman and the СЕО. Dell is now іп an elite league: 
In 1998 Intel Chairman Andrew Grove handed over the 
CEO position to Craig К. Barrett and in 2000 Bill 
Gates vacated the СЕО seat for Steven Ballmer. 

Back home, it's tough to find instances of a divor- 
ce between the role of the chairman and the CEO, par- 
-ticularly at the crême de la créme of Indian business. 
Suggesting such a separation would invite ridicule and 
a “how-dare-you” and “do-you-value-your-job” glare. 
It’s not uncommon to hear head honchos predicting a 











20 BUSINESS TODAY MARCH 28 2004 


widening gap: between ownership and: management but 
the proof of the pudding is in the eating. And, as of 
date, the pudding is still being: baked in the oven. 

The objective of a company's board, headed by the 
chairman, is to govern. The СЕО? is to manage. These 
are two different roles, given that the Chairman has to 
challenge the CEO at some time or the other in protect- 
ing shareholders’ interests. If the board is overshadowed . 
by the СЕО, there’s little chance of its members asking 
tough questions about the company’s numbers, invest- 
ments and strategy. If the Chairman and the СЕО is the 
same person, it’s like a performer and the judge of the 
performance being the same person. Scandal-struck cor- 
porate America has had plenty of provocation to ques- 
tion the сһаігтап-СЕО relationship. Does India Inc 
need to wait for something similar... 


Buffett On Dalal Street? 
Althought last fortnight’s gossip 
about Warren Buffett investing $1 
billion (Rs.4,600 crore) in ONGC’s 0-2 
public offering. proved to be a figment of a rather 
desperate imagination, the chances of “Тһе Sage of 
Omaha"—whose followers, known as “Buffetters,” 
could outnumber the number. of Deadheads (at least 
those still alive)—cosying up to Indian markets aren't 
that unreal. Buffett is sitting on tons of cash—all of $27 
billion (Rs 124,200 crore), as of December 31, as рег 
the disclosure made by his company Berkshire Hatha- 
way to the 5ЕС in mid-February. Not just that. Buffett, 
who hates selling stock (he’s been holding scrips like 
Coke for decades now), has been doing exactly that. In 
the quarter ended December 31, Buffett sold his hold- 
ing in four companies, and reduced his stake in eight. 
Whilst the value of those sales may be just a fraction of 
his total portfolio of $35 billion (Rs 161,000 crore), fact 
is Buffett i is d onein pos unus Е He's 











So, what should he do with $27 billion? A few billions er 
in emerging markets, which are still attractive despite 
some fears of over-concentration, would do just fine. 
Of course, Buffett has to be convinced that India is 
more attractive than say Latin America or Russia or Asia 
(ex Japan). Don't rule it out. 

BRIAN CARVALHO 













Remov a th 
paper bi 





ViewWise'" is a proven industry leader in Enterprise 
Document/Image Management solutions. ViewWise 5.5 
seamlessly integrates with your current applications 
providing input, storage and retrieval of images 

and all native file formats. 


Easy to Use and Access - Check-in/Check-out 


copies of documents and file structure 


| Layers of Security - NOS, ViewWise security, 


plus 128-bit encryption 
Concurrent Processing, OCR & 16 Annotation Layers 


Online, Nearline, and Offline Storage Options 


For more information or to request a live demo, email us at: 
business@syntaxsoft.com or contact us at: 


Syntax Soft-Tech (India) Pvt. Ltd. 
A 101 Company (5 | ‹ 


Corporate Office: Syntax Soft-Tech(I) Pvt Ltd., 
#147, 8th main, 3rd block Koramangala, Bangalore - 560 34 
Ph.: 91-80-51380700 Fax: 91-80-51217382 
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CURIOSITIES 


Reliance’s Wrist- 
watch Mobile 


What is it: A wristwatch phone 
with a plug-in camera, nothing we 
haven't seen in а 007 pic. 


Features: 98 grams; voice 
commands and voice recognition; 
infrared ear-piece. 


Price: Rs 23,900 
Maker: Telson (Republic of Korea) 


Usage: 1. Hold wrist at chest 
height and use speaker-phone. 


2. Use the infrared ear-piece. 


3. Sport metal ring (comes free) on 
finger, draw attached wire and plug 
to wrist-watch, and take calls 
through the ring. 


Quotable quote: "This is a lifestyle 
product being introduced for the 
first time in the world; there is a 
potential market for it in thou- 
sands," says S.P. Shukla, President 
(Wireless Products and Services), 
Reliance Infocomm. 


VENKATESHA BABU 


NEXT 


After Das 








Q&A 


"International 
beer Brands 
Work In India" 


Russ A BEER COMPANY IS A 
esired profession among lager- 
conscious college students. But for 
Graham Mackay, the business is 
deadly serious. SABMiller, the company he beads, became the 
world's second largest brewer after its 2002 acquisition of Miller from 
Philip Morris. It bas breweries in over 40 countries, revenues of 
over $9 billion (Rs 41.4 crore) and sells 115 million hectolitres of beer. 
In India, SABMiller is present through a joint venture between sub- 
sidiary Mysore Breweries and Shaw Wallace. On a whistle-stop 
tour of India, Mackay managed a quick interview with Kushan 
Mitra. Not over a beer. Excerpts. 





VIVAN MEHRA 


Beer is a local business. How can you internationalise it? 

As we have seen with the limited success of Castle Lager in India, in- 
ternational beers do work. International brands can span borders; just 
look at Heineken. And they also allow companies to develop scale 
economies. The global beer market is growing, but the international 
brands are growing at a furiously fast clip. 

Any chances of launching any of the other three major brands in the SABMiller 
stable (Miller, Peroni, and Pilsner Urquell) in India? 

We are contemplating a launch soon, but we have not decided what 
and when. Scale is important. 

India consumes very little beer (0.6 litre per capita) versus the bigger countries (100 
litres per capita plus). Can the market grow, and how fast will it grow? 

India is a traditional spirit drinking country. Generally, positive eco- 
nomic indicators lead to increased beer consumption, and I believe the 
same will happen in India. 

You must have had a lot of beer over your life, what is your favourite beer? 

I have had a lot of beer, from various parts of the world. Strong, mild, 
heavy, name it. But, my favourite has to be Pilsner Urquell. 





Ce OF INDIAN INDUSTRY (СІІ) DIRECTOR GENERAL, TARUN DAS HAD 
planned to step down way back in 1997, when he turned 58. But the TINA 
factor ensured that the man, who has single-handedly transformed a Kolkata- 

ж based association of the engineering industry into an influential, rich (annual 
a budget: Rs 110 crore), 750-employee strong confederation of 4,800 companies, 
E ) continued. Seven years later, at 65, TD, as Das is known іп some circles, called 
R it a day. N. Srinivasan, an old си hand, will take over as the new director gen- 
| eral. TD will not stop working, though. He will до а Narayana Murthy at си and 
БА has been appointed Chief Mentor. “This designation was decided іп consultation 
ae with Narayana Murthy (Infosys’ Chairman and Chief Mentor and a member on 
сі!5 board),” jokes Das. “He has proprietary rights over it.” 


SHOME BASU 


SAHAD P.V. 





lake over 


Visit Ooty, the gateway to the heart of nature. Dip your 





soul into the cool caress of its emerald waters. Walk 
through verdant and lush forests. Make your way to the 
secret heart of its jungles and experience its wildlife and 


wild beauty that goes on forever. 


Ooty is 98 kms from Coimbatore, 


gre Tou, For details on TTDC's attractive package tours with excellent accommodation and transport facilities, Z EN 
= А а please contact:TTDC, Tamilnadu Tourism Complex, Wallajah Road, Chennai - 600 002, Tamilnadu, India. / fR \ 
Т): Ph: 91-44-25388785/25361640. Fax: 91-44-25382772. E-mail: dir-tour@tn.nic.in Website: www.tamilnadutourism.org | ay | 
3 Call; Chennai 91-044-25389857, 25383333 New Delhi 91-011-23745427 Mumbai 91-022-24110118 \ / 
de aun нек“ Goa 91-0832-2226390 Bangalore 91-080-22286181 Hyderabad 91-040-27667492 Kolkatta 91-33-2437432 ZY 


Visit us at www.tn.gov.in 
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COPING 


What DRL's 
Loss Means? 


NES FOR GREATER 
predictability'. That's 
the term of choice at Dr. 
Reddy's Laboratories after 
The US Court of Appeals 
for the Federal Circuit de- 
termined that the patent 
extension covering Pfizer's 
Norvasc(r) (amlodipine be- 
sylate) is applicable to Dr. 
Reddy’s amlodipine 
maleate. “We are clearly 
disappointed by the court 
decision and had expected 
that the views expressed by the Chief Judge in 
the dissent would have been the position of the 
majority," says сео С.У. Prasad. "However, we 
remain committed to investing resources to cre- 
ate a sustainable US-based business of spe- 
cialty products and new chemical entities, as 
well as generic medicines." The view on D- 
E: street is that the strategy of pursuing 'non-lin- 
bud ear growth opportunities' (read: generics and 
specialty products) is 'sound', but that the 
current setback may temporarily delay Dr 
Reddy's US-plans. As it will enlighten Indian 
be Pharma that the US doesn’t really present a 
[Ё get-rich quick opportunity. 





Dr Reddy’s Prasad: 
It’s not the end of 
the world 


E. KUMAR SHARMA 
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The State Of States 


Some expected; others, surprising. 


Indian Private Investment 






59,298.6 


34,086.1 
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All figures are investment approvals in Rs crore 


THE USUAL FACTS 


ш The Indian private sector prefers, in that order, Gujarat, 
Karnataka, Tamil Nadu, Andhra Pradesh, and Maharashtra. 
ш The North-Eastern states and Bihar (their numbers aren’t 
shown in the graphic, above) are off the radar . 


THE NOT-SO USUAL FACTS 


= Communal violence hit investments by the Indian private sec- 
tor in Gujarat in 2002, but for the last two quarters of 2003- 
04, the state has been No. 1. 
ш From No. 5 in the last quarter of 2002-03 in terms of private 
sector investment, Uttar Pradesh has fallen to No. 7 in the last 
quarter. However, recent announcements by BSES (now Reliance 
Energy) regarding a power project in the state could change that. 
ш Tamil Nadu is the undisputed No. 1 in terms of attracting foreign 
investment. Orissa, with its mineral resources, comes in second. 
m Karnataka has slipped to No. 5 in terms of its ability to at- 
tract foreign investments. Maharashtra and Andhra Pradesh re- 
tain their No. 3 and No. 4 positions 
ш For the record, Gujarat comes in at No. 6 in terms of its abil- 
ity to attract foreign investment. 
Now you know. 

SUPRIYA SHRINATE 
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_ Available at Louis Philippe Stores, Pianet Fashion, Trouser Town and other leading menswear stores. 











ceotoons 


by Saurabh Singh 


HLL’s Vindi Banga decided to 

turn his Project Shakti into a pan- 
India movement to cover 100 
million rural consumers.. 


| BEY 


Singh and Mulayam Singh Yadav got Infosys CEO Nandan 
Nilekani to bat for the state... 
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с 
.. L.N. Mittal of Ispat International and brother Р.К. Mittal of Ispat Industries crossed swords (again) over а steel mill in Bosnia. 
| The PERMAWHITE 
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CURRENCY 


Is The Rupee Headed 
For Stronger Climes? 


Y YES, AND YES (AND WE COULDN'T FIND A DISSENTING 
view despite looking long and hard for one). 
Between January 2003 (Rs 47.99 to the dollar) 
and March 2004 (Rs 45.24 to the dollar on 
March 3), the rupee has gained 5.7 per 
À cent. And foreign exchange analysts be- 
lieve it will gain another 3 per cent 
over the next six months. Investment 
bank JP Morgan sees the exchange 
f rate at Rs 43.80 to the dollar by 
September 2004. The logic: foreign ex- 
; change inflows will increase, especially 
with India Inc. taking advantage of relaxed 
borrowing norms to tap overseas sources of funds. And 
with the dollar continuing to weaken against other cur- 
rencies, things will likely stay that way for some time. 
ROSHNI JAYAKAR 





MOBILITY 


A Notebook On Every Desktop’ 


и 


qu HOW IT LOOKS. IN 2003, THE 
portable computer (notebook) mar- 
ket in India grew 72 per cent, from 
48,666 units to 83,724 units. Red- 
uction in import and excise tariffs (from 7 
39 per cent to 19 per cent and 16 percent ~i 
to 8 per cent respectively), growing demand 
from a mobile workforce, and the complete absence of 
a grey (read: smuggled) market are the three reasons for 
this, although as Shuchi Sarkar, Head, Marketing, 
Personal Systems Group, HP puts it, "the market is 
growing on a small base". Alok Ohrie, Vice President, 
Personal Computing Division, Івм India (the company has 
just launched notebooks priced below the psychological 
barrier of Rs 50,000), is more sanguine, pointing to the 
global desktops:notebooks ratio of 2:1 as evidence of fu- 
ture growth. The corresponding Indian ratio is 30:1. 
VENKATESHA BABU 









VANDANA KANDPAL 


"BT's most аи women’ club: All 
aboard Haveli of Seahorse 


PARTY. 


Women Aboard! 


Sane 21, 2004 between 
5 p.m. and 8 p.m. 


. The place 


The Piramals' Haveli of Seahorse, an 


old Arab dhow (registered in 1882), 
on the Arabian sea. 


The occasion | 
A party to honour BT's 25 most 


powerful women in Indian business 


( see BT, ызчы з= 23,2003). 


3 Dr Swati Pirathal; head of strategic 
alliances, Nicholas Piramal. She and 


Kalpana Morparia, Deputy Managing. 
Director, ICICI Bank (both among the 
25), conceived the idea of forming a 
BT's most powerful women club, 
while on flight from Mumbai to Delhi. 
Who were there 


Nine of the BT's powerful women in 


business made it to the dhow: Vinita 
Rai, Simone Tata, Kalpana Morparia, 
Lalita Gupte, Chanda Kochhar, 
Renuka Ramnath, Shikha Sharma 
and Meenakshi Madhvani. Also 
present were other women of note. 
What they did 

Told stories, blew balloons, sang, and 
danced the Salsa. 

The Food 

Home-cooked Gujarati, Thai and 
Continental. 

The Club's next party 

ICICI Towers later this year. The host: 


ICICI Bank's five powerwomen. 


-ROSHNI JAYAKAR 














Bharat Petroleum's solutions fer Industrial & Commercial requirements 
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Keep in*touch. 
Without losing your cool. 


It's'a whole new experience. It's convenient, economical and profitable. It's the newly 
revamped e-commerce portal from Bharat Petroleum. Not only can you order and track 
your petroleum product requirements and get regular price updates, but also reconcile 
statement of accounts, a feature unique to ezibiz. 

You can get accurate delivery details including the tanker number and regular price 
updates from the convenience of your desktop. No more paper indents, no more follow- 
up calls, no payment hassles. Just log on to http://ebiz.bpc.co.in and stay in control. 
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FUELLING BUSINESS 


AATCHI & SAATCHI-57t 
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^ APPROXIMATELY 
HOUJ MUCH DOES 
IT COST? 


IF YOU BUY OUR 
SYSTEM TT WILL 
PAY FOR ITSELF 
IN THREE YEARS 








ITS HARD TO SAY. 
IT DEPENDS ON 
MANY FACTORS. 


YOU'LL SAVE 
$10000 PER 
YEAR. 


FINE. TUST TELL Y 
ME HOUJ MUCH 
MONEY TT WILL 





YOUR 
VENDOR 
TAUNTAGE 
TS QUITE 
EXCELLENT 
TODAY. 


WELL THEN, IF IT 
PAYS FOR ITSELF IN 
THREE YEARS, IT 
MUST COST ABOUT 
$30000. 


THAT WAS A 
LITTLE TRICK 
Т CALL “MATH.” 


Тор апа Senior Management Executives апа Professionals 


Number of days during 
which the participants 
will stay away from office 


One Year IIMC Business 


CEOs, COOs, VPs, GMs and also Business/ 
Divisional Heads and Functional Heads 
holding high impact responsibilities 


*Strategic Skills 
*People Related Skills 
*Strategic and Organizational Leadership 





Senior and Middle Management executives 
working in international business area or 
are planning to shift to international business 


“Senior and Middle Management 
professionals holding specialists' positions 
Production/Maintenance Legal, Quality 
Assurance, Corporate Training etc) 
“Faculty of business schools/University 
teaching in basic discipline areas 
“Administrators and bureaucrats 


“Strategic skills in international business 
*Doing business in Asia 

“Cross-cultural issues 

“Networking with international organization 
"Interdisciplinary perspective 

*Role of the professionals in managing their 
individual specialized activities 
"Contribution to wealth creating process of 
the firm to which they belong 


6 Days every three months. 
Total: 24 days spread over 
one year 

6 Days every three months. 
Total: 24 days spread over 
one year 


10 days twice, over six 
months. 
Total: 20 days 





ANSUI 
CITB EBANK 
ASIA PAINTS 


LAXO 


NOVA TIS 
JK TYR 


иЎнНіпаи Temples іп 5іпдароке:. 4 


Working with the Corporate Gods has paid off yet again. 


>» UNIQUELY 


wiqopore 








P-offering: Union Minister Arun Shourie takes a sip of "Pakola" 


Cheers To It 


India and Pakistan look to boosting their trade relations. 


ЕЕ TWO COUNTRIES DIVIDED ONLY BY А POROUS BORDER AND BAD 
politics, India and Pakistan are rather surprising trade strangers. 
Last year, their trade amounted to a minuscule $262 million (Rs 
1205.2 crore), which is less than a fifth of India’s trade with 
Bangladesh. Cross-border business had picked up in 1998-99, ahead 
of Prime Minister Atal Bihari Vajpayee’s historic bus trip to Lahore, 
but quickly fell when the Kargil war broke out. 

With renewed hope in the air, businessmen from both countries 
see a new opportunity to boost trade. Federation of Indian Chambers 
of Commerce and Industry and its Pakistani counterpart FPCCI recently 
organised a “Made in Pakistan” trade fair in New Delhi to showcase 
the estranged sister country’s prowess in textiles and agriculture 
(The star of the show, however, was Pakola, a Pakistani soft drink that 
found several takers at the fair). FICCI President, Yogendra Modi, be- 
lieves trade can help bridge the political divide. “There is a lot both 
countries can offer each other, and trade can easily reach $10-12 bil- 
lion (Rs 46,000 crore-Rs 55,200 crore) within five years,” he believes. 
While ЕРССІ5 Vice President Sheikh Maqbool Ahmed agrees with 
Modi’s assessment, some others seem less sanguine. “Right now 
the mood is positive, but who knows what might happen tomorrow,” 
says Arshad Alam, Vice President, FPCCI. “We cannot plan long 
term on a shaky foundation,” he says. Indeed, since expecting trade 
to reinforce the foundation may be a bit unrealistic at this juncture. 

KUSHAN MITRA 


DASH BOARD 


~Y ONGC’s Subir Raha has 
BE reason to cheer: His 
4 company's IPO was 


subscribed in just 

11 minutes. That’s quite a 

sequel to being the most valuable 
company in India. 
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Emami Whips 
Up A Super Star 


| i ~ 


Manish Goenka, Director, 
Emami Group: Cashing in on AB's 
selling prowess 


T'S ONE OF THE MOST HYPED ENDORSE- 
ment deals in recent times. Emami 
has signed on Big B as the brand 
ambassador for an all-time high price. 
“Negotiations, which had been carry- 
ing on for a month, culminated in a 
deal on March 3,” reveals R.S. 
Agarwal, co-Chairman, Emami Group, 
without disclosing the fee being paid to 
super star Amitabh Bachchan. For 
Emami, which has relied on star power 
to sell its range of cold cream and 
cosmetics (previous ambassadors have 
included Madhuri Dixit and Juhi 
Chawla, among others), Bachchan 

should be the crowning glory. 
ARNAB MITRA 
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NOKIA 


"EOPLE 


Built-in Torchlight 


In a land where the environment is as diverse as the culture, and light plays a 


| А NOKIA 1100 
< designed specially for our country. With an Anti-Slip Grip, Built-in Torchlight % MADE {3B INDIA 
^ 


hide-and-seek with shadows, it comes as a breath of fresh air to have a phone 


and a Dust Resistant Cover, the new Nokia 1100 truly is a phone Made for India. 


Гасэо ccc cec) Always insist on original Nokia India Warranty to safeguard against buying used, refurbished or temperet on Nokia India Waranty 
Nokia Cer line 962 28 555 55 lis applicable only for phones imported by Nokia India Pvt. Ltd. lus a 


#To call from a mobile phone, check with your service provider. Care line available in Ahmedabad, Bangalore, Chennai, Delhi, Hyderabad, Кайр, КОГО, Mumba bin, 
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Reliance’s Dilemma 


Atypically, Reliance finds itself cornered. 


N MID-FEBRUARY, THREE OIL PSUs (INDIAN OIL, 

Hindustan Petroleum, and Bharat Petroleum) 
dropped a bombshell on Reliance Industries. They 
told the Ministry of Petroleum that they would need to 
cut their offtake of petroleum products (petrol, diesel, 
and kerosene) from Reliance’s Jamnagar refinery by 60 
per cent in 2004-05. In the current fiscal, the Ambanis- 
owned Reliance sold 7 million tonnes of petro products 
through the three psus. And 12.3 million tonnes, or 45 
per cent of production, in the previous year. 

Hectic negotiations that followed the announcement 
seem to have yielded little headway. Reliance Industries 
Chairman, Mukesh Ambani told reporters at an unre- 
lated press conference that the private refiner had no 
intentions of renewing the contract. That may be eas- 
ier said than done, though. The company’s gargantuan 
refinery in Jamnagar produces 33 million tonnes of 
petro and related products. Although Reliance, like a 
few other private oil companies, has the government’s 
approval to set up retail outlets (5,849 of them) across 
the country, so far it has just three on the ground. Amb- 
ani has promised to set up 300 outlets by June 2004 and 
another 600 by March 2005 but the task is herculean. 
Around nine approvals are required for each outlet, 
which can mean a significant build time. The only sil- 
ver lining is a separate contract Reliance has with 
Indian Oil which involves the state-owned oil behemoth 
buying from the private sector company once it has ab- 
sorbed its own produce. This agreement is valid till 
March 31, 2008, but could provide little relief, given 
that ТОС is expanding its own capacity. So, after exports, 
direct sales and captive consumption are accounted for, 
where will 45 per cent of Reliance’s production go? 
Mostly to the spot market in the country (spot contracts 







i 


Reliance Chairman, Mukesh Ambani: In a bit of a spot 


are for less than a year), and about 6 per cent to mar- 
kets overseas. 

But why are the psus loath to renew the contract? Appa- 
rently, the trio itself has increased its own refining and 
production capacity through expansion, and currently 
is operating at an average capacity utilisation of 95 per 
cent. To accommodate Reliance's throughput, they have 
to find markets abroad. Here's the rub: Despite the glut 
in domestic market, petro products fetch far higher lo- 
cally (profit margins can be as high as $3 per barrel, or 
Rs 138 per 119 litres) because of import parity pricing 
and tariff protection, besides sales tax exemptions. 

Remarkably, despite the fracas, Dalal Street hasn't 
panicked. The Reliance stock was in the Rs 566-580 
price band when BT went to press. According to one 
analyst, part of the confidence stems from Reliance's 
modern refinery, which yields higher gross margins 
compared to its PSU competitors, or even other Asia- 
Pacific refineries. For instance, Reliance had a gross mar- 
gin of $6.5 per barrel in the quarter ended December 
31, 2003, compared to an Asia-Pacific average of 
$3.5. The other source of confidence, of course, is 
Reliance’s uncanny ability to emerge on top of its 
problems—always. After all, the government’s stake in 
HPCL goes on the block soon. 

ROSHNI JAYAKAR 
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PINAKI PAUL 


Mother Of All Fevers 


What do board exams have to do with productivity loss? 


ARENTOUS NERVOUS. EVER HEARD THE WORD? NO? LET’S LOOK IT UP IN 
BT’s dictionary Flip, flip...here it is: Parentous nervous (n). A 
deadly virus that attacks parents with children appearing for board ex- 
ams, causing extreme nervousness, loss of sleep, and a near-para- 
noia about leaving children unsupervised. Sounds familiar now? You 
bet. With an estimated 9.7 lakh children appearing for the 10th and 
12th board exams across the country, the virus is having a field day. 
Work has taken back seat, as anxious parents take to standing outside 
examination centres in show of support to their harried children. 
The moderately concerned take half-a-day off work, the rabid ones 
days—a week, a fortnight, or as long as the exams last. As for corpo- 
rate productivity, well...“Any loss can be made up by working over the 
weekend, but you need to give your child three hours of your time if 
ће so demands," argues Sunil Gupta, Үр, Coca-Cola India. Translated, 
it means: “Hey, will somebody get these heartless shareholders off my 
back? It’s the board, for god’s sake!” And guess what? Some em- 
ployers are actually sympathetic. Says Y.V. Verma, Head of HR at LG 
Electronics: “An empathetic approach helps in developing more trust 
between the employee and management.” That only goes to prove that 
there are enough edgy parents who'll quit if forced to choose between 

their job and children. Parentous nervous, we bow to thee. 
SUPRIYA SHRINATE 





Go, girl: You can top the class 


CHIC 


Complete Chukker 
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How the M-banks Stack Up 


Number of public issues handled by merchant bankers 











Kotak Mahindra Capital Т IS TURNING THE CLOCK BACK—LITERALLY. 
Past fortnight, Jaeger-LeCoultre 
отаи) (re)launched the wrist watch it espe- 
“thle Lynch л! “але cially crafted іп 1931 for Polo ріау- 
aps, ryaman, А : 
Enam Financial Consultants Microsec, ers in India. Named Reverso, the 
ЮМС, watch sports an innovative case that 
ICICI Securities Ashika flips over to protect the fragile glass. 
The obverse side is also meant for ы 
AK Capital personalisation. In the days of the Raj, 


Allianz Securities 


HSBC 
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Figures are for April 2003 to March 2004 Source: Prime Database 


36 BUSINESS TODAY MARCH 28 2004 





customers had their family’s crest or 
coat-of-arms printed on it. Today, though, 
customers are more likely to get monograms 
printed or diamonds encrusted on their 
personalised piece. Starting price: Rs 1.5 lakh. 
Snob value: It is hand-tooled in the Art Deco style, 
and remains true to the principle of manual 
winding. Ending price: None. 

AMANPREET SINGH 
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Hyper-Threading Technology from Intel. 
Getting more done faster can only 

be good for business. And the 
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THE BT YOUNG SUPER PERFORMER SURVEY 
CELEBRATES TWO THINGS THAT PROVOKE UNIVERSAL 








HIS MAGAZINE'S THRIFT IN THE USE OF APPELLATIONS 
such as prodigy, whiz kid, and wunderkind has not 
rendered the terms any less popular in a culture 
obsessed with youth and success. India's fixation with 
the genus stems from an ethos that stressed extreme hu- 
mility. *Try and be spectacularly pedestrian," used to 
be the unspoken message, “and if you make the mistake 
of succeeding, do not advertise the fact.” Primogeniture, 


13. years may have changed things some—it is all 
right to publicise success, for instance, even sport vis- 
ible signs of it-—but even today, people well past mid- 
dle age dominate the fields of politics, religion, and cin- 
ema, all opiates of the masses. 

As it often happens in such cases, rather than lessen 
the appeal of wunderkinds, this has served to amplify it. 
India sees them everywhere. A two-year-old’s ability to 
spell a-p-p-l-e is all it takes to convince well-meaning 
parents that they have a child prodigy on their 


is hailed a Vishwanathan Anand in the making. 
Every street where cricket is played boasts its own 4 
Sachin Tendulkar, And in a lemming-like rush to 
prove themselves, their parents, teachers, or 
friends right, young people compete in every- 
thing from neighbourhood fashion contests to 
dance competitions (Boogie Woogie anyone?) — 2—7 
on television to examinations that. promise 
entry into India's hallowed halls of academia, the 
Indian Institutes of Technology (irs) and the Ж. 
Indian Institutes of Management (IIMS). 
Flameouts.abound. Engineering and 
business schools such as the ones named in 
the last sentence have chestnuts about top- 
pers who could no longer take the pressure 
and flunked in their later semesters or 
trimesters, some dropping out altogether. 
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ACCLAMATION: YOUTH AND SUCCESS. BY R. SUKUMAR 


not meritocracy, was the norm. Events. of the past 






















hands. A schoolchild aware of the Sicilian Defence € 





Corporate India is replete with tales of fast trackers 
whose careers disintegrated after one extravagant 


' failure. If there's one thing the world loves more 


than a wunderkind, it is a fallen wunderkind. For 
every one of the 72 of the species that constitute this 
magazine’s universe of wunderkinds (and the shortlist 
for its Young Super Performer survey), then, there are 
a few thousand others that began well and promised 
much, only to fade into the kind of insignificance that 


© can only be found in the teeming dome of the great bell 


curve that is life. Now that we've paid our respects (and 
maintained the regulation two-minute silence) to these 
shattered dreams, on to more cheerful matters. 

Like the one thing we would like to highlight 
about the winners, Sulajja Firodia Motwani, the joint 
мр of Kinetic Engineering; R Subramanian, the MD of 
Subhiksha Trading Services; and Prasoon Joshi, the па- 


tional creative director of McCann Erickson. No, 


this isn’t the factoid that all three have been to 
business school. Instead, this has to do with the 
two metrics relevant to the survey: youth and suc- 
cess. The trio features in this magazine because it 
has done great things (albeit, in different fields), and 
because it satisfies the age-limit criteria set (Young 
Super Performers need to be under 40 years of age). 

B That, though, doesn’t necessarily mean its achieve- 
f ments will fade into insignificance once we start 
- considering those of people over 40 years of age. 

Firodia Motwani's turnaround effort at Kinetic, 
‘Subramanian’ s revolutionary discount-store model, 

and Joshi’ s trend-setting use of vernacular street 
, lingo in advertising are all accomplishments 
| that are age-neutral. As the advertising line for 
the Business Today Young Super Performer 
Award puts it in the kind of ungrammatical 
splendour that only ad-lines and song lyrics can 
-— carry off: Below 40, Above Everyone Else. 
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АМА HAS TO GO TO WORK SO THAT SHE 
сап bring money to put in your piggy- 
bank,” Sulajja Firodia Motwani enligh- 
tens her three-year-old son, Sidhant. That does the 
trick. Sidhant is thrilled by the prospect of embarking 
on a shopping spree in the evening with his mother. r 
The piggybank is Sidhant's pride and treasure and he Р) 
goes about boasting of the many coins his mother has | 
earned for him to his friends at playschool. Sulajja’ 
never forgets to put a coin in the piggybank everyday. 

And, once a week, mother and son get together to 

splurge all that money. Today will be one such day. 
© Whilst having breakfast, the duo decide to buy puzzles 
with all that hard-earned money. 
Whether she’s planning a day out with Sidhant, or 








“SULAJJA 
_ "HIRODIA 
MOTWANI 


_ JOINT MANAGING DIRECTOR, 
KINETIC ENGINEERING 





test-riding à scooter, or negotiating ah advertising deal 

арк бие _ with a ту channel, or visiting a dealership, ог sewing up 

: .FIRODIA MOTWANI, . an alliance, the Joint Managing Director, Kinetic 
KINETIC СЫ ГІ. | Engineering—flagship of the Rs 1,100-crore Kinetic 

7 KINETIC ENGI NEERING | group—usually has it all figured out, the 12-hour daily 

i WOULD PROBABLY STILL | work schedules and frequent touring notwithstanding. 


BE PEDDLING OUTD ATED In her own words, she's *hyperactive and imbalanced". 


A combination of those traits may not be enough to take 


-IF IT WASN'T FOR 5ШАЈЈА 


ON OPEDS AND SCOOTERS. most mortals too far towards fortune, fame and smiling қ 
2 BY RINGI G ` TEAA ds shareholders (їп fact it could lead to disastrous conse- 
о pop манира ад ЖА, TU г quences) but for Sulajja—and for Kinetic—it's worked 
RA | like a charm because going against the grain is just 
what was needed at this hitherto-conservative business . os 
| І ry group. Slowly but effectively, 5шайа helped Kinetic ) 
_ HASN'T JUST ENSURED SURVIVAL, break away from old patterns by looking at the opera- | 
а ыу Se тты tions through a fresh pair of lens. AC be | 
_ SHE'S CHANGED MINDSETS Қ. If it wasn’t for Ѕшајја, the Kinetic group would | 
АТ THIS 34-YEAR-OLD COMPANY. һауе probably vanished from the Indian business canvas, | 
QUE р P She hopped on board seven years back when the | 
BY SWATI PRASAD Firodias were making Kinetic Honda scooters in a / | 
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SULAJJA IS KEEN ОМ 
EXPANDING IN SOUTH 
EAST ASIA, TO WHICH 
SHE WILL SOON BEGIN 
EXPORTS OF SCOOTERS 
AND MOTORCYCLES 


it a point to make an egg for Sidhant’s breakfast. If he 
doesn’t find an egg made by his mother on the dining 
table, the three-year-old prefers to skip the meal. 
That’s by and large Sulajja’s only tryst with the kitchen. 

She then leaves for Pimpri-Chinchwad—an ind- 
ustrial town on the outskirts of Pune—where the 
Kinetic Finance Ltd (KFL) and Kinetic Engineering 
Ltd (KEL) offices are located. Nowadays, she mostly 
spends the first half at KFL. The company has entered 
into a joint venture with Citibank. “NBFCs get funds at 
a higher rate. On its own KFL would not have been via- 
ble in the long run. Through this Jv, Citibank is taking 
care of all the funding needs." KFL has started a 
scheme whereby Kinetic offers Rs 2,004 more than the 
market price of an old motorcycle for customers who 
want to exchange old bikes for a Kinetic Velocity 
(KEL’s new 100cc motorcycle). 

Another new business close to her heart is Kinetic 
Marketing Services Ltd (KMSL), started five years back 
as an experiment. Through KMSL, Kinetic sells vehicles 
(especially mopeds) directly to the customers. “It 
was doing very well. So we spun it off as a separate 
company іп 1999. It now sells 2,000 vehicles per 
month from some 50 locations.” 

Sulajja now wants to take the idea forward. She is 
close to finalising a deal with a leading consumer 
durables firm whereby KMSL will sell microwave 
ovens, water purifiers, generators, and inverters 
through its network. “We want to expand to 100 loca- 
tions and sell the vehicles in 4,000.” According to 
Sulajja, KMSL today is the second-largest direct selling 
company after Eureka Forbes. It posted a turnover of 
around Rs 100 crore last year. 

Around 1.30 pm, Sulajja leaves KFL for a quick 
visit to a dealership in Pimpri-Chinchwad. She is remo- 
ving mopeds from Kinetic showrooms. All Kinetic 
showrooms would now be under a new format. The 
project is known as “showrooms of the future". Sulajja 
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wants separate showrooms for mopeds. “In the midst 
of Aquilla motorcycles and Italjet scooters, mopeds are 
a misfit," she says. The moped showrooms would be 
located in smaller areas, targeting artisans, vendors 
and people working in small shops and the like. 

It's not as if Sulajja is ignoring the moped seg- 
ment. In fact, she wants to inject some excitement 
into it. The company recently soft-launched a 100-cc 
scooterette, King, which has the engine of a four- 
stroke bike, but the body of a moped. Sulajja hopes to 
sell around 3,000 units of King every month. Kinetic is 
also gearing up for the launch of a new version of 
Nova, a 113.5-cc scooter. 

The high-octane enthusiasm though is clearly reser- 
ved for the bikes. Like Aquilla, a high-powered hot rod 
brought into India through Kinetic's technical agreement 
with Hyosoung of South Korea. Aquilla was intro- 
duced as a limited edition motorcycle last year. The 
company sold 300 motorcycles through this scheme. 
Kinetic now wants to take Hyosoung's Aquilla bikes to 
the US and Europe. Scooters, from Italjet of Italy, too 
will get a look-in. Kinetic will manufacture seven state- 
of-the-art scooters for Italjet and export them to world 
markets. Kinetic is free to launch these scooters in 
India as well and Sulajja wants to take two Italjet 
scooters to the domestic market this year. “Тһе agree- 
ment with Italjet gives us a one-time access to the 
Italian scooter manufacturer's world-class, contem- 
porary portfolio. New models generally take 18 to 
20 months and an investment of at least Rs 20 crore. So 
we save on time and money." 

Whilst Italjet will also help Kinetic strengthen its 
presence in Europe, Sulajja is also keen on expanding 
in South East Asia, to which she will soon begin exports 
of scooters and motorcycles. *As per an agreement with 
Honda, we were not allowed to export to these mar- 
kets. But now, we shall begin exports of scooters and 
motorcycles to South East Asian countries." 
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It’s 2 pm, and time to grab a bite. A quick one. 
Sulajja prefers vegetarian food. Her favourite restaurant 
in Chinchwad, Mayur, serves Gujarati food. “I gain 
weight very fast, unlike my younger sister Vismaya. So 
I prefer a low-calorie diet.” 

The latter half of Sulajja’s day is spent at Kinetic 
Engineering Ltd. She wants Kinetic Velocity adver- 
tisements to feature during the Indo-Pakistan cricket se- 
ries. On her way to KEL, Sulajja gets busy negotiating 
with TEN Sports. Kinetic would be introducing a new 
advertisement for Velocity during the cricket series. 


YOUNG BLOOD 


One of the key changes Sulajja’s made at Kinetic is to 
induct a host of young people into KEL, since 1998. And 
it’s not only the family siblings, sister Vismaya (28), УР 
(Corporate Affairs), and brother Ajinkya (23), General 
Manager (Marketing), who’ve been roped in. Over 
the past five years, the JMD has brought many young 
professionals onboard. More than 50 per cent of the 
senior officials at KEL are below 40. “After my entry into 
Kinetic, the average age in the group came down by 
around 10 years.” It doesn’t end there. She’s also 
added six professional directors to the boards of all 
Kinetic companies, and over six years has pulled in 200 
new dealers, taking the total strength to 450. 

“The timing of her arrival was perfect,” says M. K. 
Khera, with whom Sulajja shares the умр designation. 
Both Khera and Sulajja joined the company around 
the same time. “Kinetic needed a youthful face. And she 
knows what the younger, modern customer wants,” adds 
Khera, who is 20 years her senior. Adds Ajay Raina, СОО 
and Director, Kinetic Finance Ltd. “She has the sensitivity 
of a woman and the authority of a boss.” 

Sulajja has a few unusual rules for her staff. No one 
should call her madam or Sulajjaji or Mrs Motwani 
(“that makes me feel very fat”). JMD will do just fine. 
No one should come to the airport with bouquets to 
greet her. And no one should stand up when she 
walks in. The exception, of course, is her kid brother 
Ajinkya, who can’t help but refer to her as Sulajja didi. 
“Ajinkya is very sharp and practical. I am grooming 
him to be the СЕО,” she adds. 

At 4.30 pm, Sulajja strolls into KEL’s R&D centre. It's 
time to test the Italjet scooters and a Hyosoung mo- 
torcycle. She hops on to a 250-cc scooter and races it 
over a bumpy patch. She's done it many times be- 
fore. “Му mother-in-law once told me that she is sur- 
prised that I am alive." She's broken her arms thrice, got 
knocked on the head once, and had to spend eight 
weeks on crutches in the US back in 1992 when she 
managed to get her leg burnt by the silencer of a 
friend's Ducati. The good part about that last mishap is 
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that's when she met Manish. They tied the knot in 
1993. “I have always done more of guy things (with ref- 
erence to the biking, not marriage)." She also does a bit 
of scuba diving, rollerblading, and mountain biking. 
Unsurprisingly Sulajja's role model is her grandfather, 
the late Н.К. Firodia. “Не knew that I have the vigour 
and enthusiasm to take his business forward." He died 
of cancer three days after Sulajja came back from the US 
to India. *The Rs 1-lakh car was my grandfather's 
dream project," she says. Sulajja wanted to make that 
dream a reality. But the high excise duty made it diffi- 
cult for Kinetic to launch the car at that price. “We 
parleyed with the governments at that time—the (I.K.) 
Gujral and Deve Gowda. But it didn't work out." 
Today, even though the excise duty is 
down to 15 per cent, “it makes little 
sense to launch a car at that price." 
According to Sulajja, the 
Honda jv (at that time) had 
left little opportunity for 









SULAJJA'S MOVE TO 

INDUCT YOUNG PROFES- 

SIONALS HAS PAID OFF. 

, THE GROUP’S AVERAGE 
AGE HAS COME DOWN 
BY AROUND 10 YEARS 


growth for the group. “Today the circumstances 
have changed. It would not be wise to enter the 
car market. But if someone else is making a 
Rs 1-lakh car, we would be only too happy to be as- 
sociated with that project. We plan to supply some crit- 
ical components for Tatas’ Rs 1 lakh small car.” 

Sulajja invariably takes work home. And if she is hav- 
ing dinner at her parents’ place, all family members end 
up talking shop. “It’s easy to be a working wife. But it’s 
very difficult to be a working mother. If I am away for 
three days in a row, Sidhant gets very low. So I do all 
I can to make my trips shorter and be home with my 
son. I work overtime, take two to three flights in a day, 
just to be back home with him," she adds. 

It's 9 pm and Sulajja's calls it a day at work. But there's 
one important task on the to-do list that's still unfin- 
ished: She's got to spend time with Sidhant before he 
dozes off. She couldn't find the time to take him shop- 
ping. Luckily, Sidhant has forgotten all about the puz- 
zles. He is busy with his gun. His maid does not know 
how to load the gun. He was eagerly waiting for his 
mother to get home. Sulajja loads the gun. Sidhant is all 
smiles. After all, mother knows best, not just about 
domestic bliss but also about marketplace blitzes. 
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into the workings of the retail industry. It seemed that 
globally, the No. 1 retailer made most of the money; 
the No. 2 managed to get by, but the others had to 
eventually down the shutters. 

In Chennai, a market traditionally more recep- 
tive to organised retail, there were some 15,000 kirana 
stores, besides RPG Group’s FoodWorld. Surviving in 
between the two categories of retailers needed some 
out-of-the-box thinking. After some more research and 
analysis, the IM-A grad of 1989, zeroed in оп a discount 
store format that, as it emerged, is uniquely Indian. 
With Rs 5 crore in capital from promoting company 
Vishwapriya Financial Services, Subramanian launched 
Subhiksha, with a simple proposition: It would sell 
everything at a discount (of 5 to 17 per cent) to the 
MRP. Today, the chain has 139 stores in Chennai and 
some other cities of Tamil Nadu, 1,000 employees, and 
by the end of this fiscal will have Rs 230 crore in reven- 
ues and Rs 5 crore in net profits. All created by a short, 
unassuming man with a razor-sharp mind (at B-school 
he was reverentially nick- 


named thalaivar, which 
is Tamil for Chief, HE’S HOT & 
HOW 


for perennially top- 
ping the class). Г 
For turning conventional 
retail wisdom on its head 
with a made-for-India 
format 





SPOTTING 
A NICHE 


А big part of the reason why Subra- 
manian has done much better than what 
his critics expected is Subhiksha's 
(Sanskrit for prosperous) unique 
hybrid model. It is one that 





has the systems, proces- For proving 

ses, and clout of a big his critics wrong 
organised retail chain, | by actually making 
but the no-frills con- profits with a 






venience and access of a contrarian model 


neighbourhood store. The 
choice of positioning has meant | 
that Subhiksha caters to the middle class, both | 
upper and lower. Therefore, the model has 
been configured in such a way that it drives costs 
out of the system in every area of its activity. | 
Consider how Subramanian, an irr Madras 
alumnus, has achieved that. For starters, Subhi- 
ksha stores are bare bones. Their size ranges 
between 1,500 and 2,000 sq ft, they have 
no air-conditioning, no fancy lighting, and no 
attractive display. In fact, customers can't. 4 
even touch and feel the product they want 4 
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to buy. Subramanian’s argument: What Subhiksha 

sells is not fashion but grocery and food items such as 

rice and detergents, which do not require touch and feel. 

The closest that Subhiksha shoppers get to a touch-and- 

feel experience is at a model store in Tambaram, where 

a wall-to-wall display shelf stocks samples of each 

product sold in the store. The samples have a label each 

stuck underneath to the shelf, and the customers must 
note down the item code number on the order form 
they are given upon entering the store. A counter help 

takes the form, picks out the ordered products from 

shelves behind the counter, and delivers them along’ 
with the bill for payment. The only other retailer who 

follows a system similar to this is the government- 

owned Central Supplies Department (CSD). Subramanian 

explains his unorthodox methods: “Unlike other play- 

ers, Subhiksha has built up consumer expectations 

and we must ensure that we are the cheapest.” 

The supply chain is geared to deliver on this 
philosophy. Most of the products are 
sourced directly from the producer or 
manufacturer. For instance, rice is 
bought from mills in Raichur, pepper 
from Wynad, and cardamom from 
Ooty. All products are purchased on 

cash to squeeze out the maximum 
discount possible, and stock 
keeping units (SKUs, 









































For getting or the products in 

ji arhent the store) are res- 

ooked to the tricted to the 
concept of no-frills, : 

пасини fastest moving 


ones of about 
1,500. A supply 
chain software keeps 
track of inventory, and a fleet of trucks 
does milk runs from the warehouses to 
keep the stores well stocked. | 
Daily innovations are things that imp- 
| rove processes and add to wafer-thin mar- 
- gins. Take distribution, for example. Until 
. afew months ago, about 18 trucks used to 
leave the central warehouse in Chennai at 
seven in the morning to supply to all the 70 
stores in the city, and return by three in the 
afternoon. Thereafter, the vehicles would 
have nothing else to do. Nowadays, a stag- 
gered delivery system and better route plan- 
ning have allowed Subhiksha to reduce the 
fleet size to 11 and ply it longer. 
Similarly, when it emerged that or- 
der fulfilment was taking more time 
M than it should, Subramanian and his 
team came up with a simple solution. 
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PHOTOGRAPHS BY С. KRISHNASWAMY 





DESPITE SUBHIKSHA’S 
GROWTH, THE CHAIN 
15 PRETTY MUCH A 
ONE-MAN SHOW. 
SUBRAMANIAN IS 
TOTALLY HANDS ON 


They simply transplanted the stock management system 
from their pharmaceutical department, where shelves 
and SKUs are coded uniformly and SKUs stored in cate- 
gorised bins to reflect the way warehouse stored its own 
stock. The results were immediate: The staff did not 
have to waste any time looking for products, besides 
which stock-out situations were minimised. Says 
Subramanian, who did a two-week stint at Citibank af- 
ter IM, before joining his mentor (late) S. Vishwanathan 
at the ailing Enfield Industries to help him turn it 
around: “What we learnt is that the whole process 
should have a factory-like sameness and efficiency.” 


ENTREPRENEURIAL PASSION 


Despite Subhiksha’s growth, the chain is pretty much 
a one-man show. Subramanian, because of his obsession 
with getting things right, is hands on in all areas of the 
business. Part of it is actually unavoidable. For two rea- 
sons. One, retail is a nascent industry and not too 
much of ready-made talent is available in the market. 
Two, given the modest margins with which Subhiksha 
operates, it would be unviable to rope in expensive top- 
notch talent, which may or may not fit in with the 
chain’s austere style of functioning. 

Ergo, Subramanian’s strictly regimented day at 
work begins early and winds up late in the evening. He 
is usually up at half-past five in the morning and begins 
by reviewing the previous day’s work and drawing up an 
“action plan” for the day ahead. Between half-past 
six and quarter-past seven, he speed reads at least 
eight newspapers, including two regional dailies. By 
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quarter-past eight, after a few minutes of prayer, he is 
off to work in his black Mitsubishi Lancer, where he 
invariably eats his breakfast of idlis or cornflakes. 

Although none of his working days is typical, it 
is long and hectic just the same. Subramanian makes 
it a point to visit each of the 70 shops in Chennai at 
least once a month, and those outside once every six 
months. Earlier, visits to the warehouses used to take 
eight hours out of his weekly work schedule, but 
now that’s been cut down to four. All important de- 
cisions—which could range from changes in SKUs to 
store location to supplier agreements—are made by 
Subramanian. He’s also the point man for investors 
in Subhiksha, including ІСІСІ Ventures, which owns 
a 10 per cent stake in the company. 

While recruitment of store staff is done by an ext- 
ernal agency, Subramanian insists on personally inter- 
viewing managerial hires. He’s even set aside a fixed 
time for the interviews: 6:30 pm to 9:00 pm. There’s 
a set of qualities that he looks for in each category of his 
employees. For example, the chief manager is expected 
to have team management expertise and an ability to 
think on his feet. The manager must pack boundless en- 
ergy to carry out daily duties and interface with cus- 
tomers. At the end of the first three months, the new 
manager’s performance is reviewed. The way 
Subramanian does it is to sit with the concerned man- 
ager and do a man-on-man appraisal. The decision to 
stay or leave, then, becomes mutual. Still, the longest he 
is able to retain a manager is 15 months. “It’s the atti- 
tude that matters, I don’t lay any emphasis on book 
learning or marks,” says Subramanian. 
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The store staff is hired from areas nearby and is 
trained for 20-25 days in three or four phases. Once in 
every five days they are tested for speed and produc- 
tivity—how long does it take for them to gather and bill 
10 items. Until a year ago, the attrition rate used to be 
a high of 25 per cent, but now is down to 10 per 
cent, partly because of an increase in entry-level salaries. 
A front-end employee with a high-school certificate 
starts off on Rs 3,000 a month, with provident fund and 
other benefits. Of the 1,000-odd employees, only a 
quarter are on Subhiksha’s own payrolls. 

Over the years, Subramanian has put in a man- 
agement structure that despite some selective weaknesses 
has supported the quick growth. Broadly, there are two 
teams: The backoffice team looks after centralised op- 
erations such as accounting, warehousing and ІТ, while 
the front-end team manages the stores. There’s a 
manager for every three stores who reports to a 
chief manager for business development who in 
turn reports to a vice president. The vPs—there аге 
five of them—are responsible for the sales targets and 
answerable only to Subramanian. 


EVOLVING BUSINESS 


But as Subhiksha embarks on phase 
two of its growth, which involves go- 
ing to newer locations such as Mumbai 
and Delhi, Subramanian will need a 
much more robust structure, which at 
the same time must be flexible enough to adapt to 
local needs. No doubt, the man knows as much. He first 
thought of growing out of Tamil Nadu two years ago, 
but refrained from making the move because of his un- 
familiarity with markets outside. Even in Tamil Nadu, 
Subhiksha made mistakes, but fixed them as it went 
along. But a new market may be less forgiving of sup- 
ply problems or order fulfilment delays (FoodWorld ran 
into severe problems after it opened in Pune, and it took 
a long time to sort them out). Therefore, Subramanian 
had to perfect the existing system as much as possible 
before exporting it to, say, Mumbai. 

Having established the chain in Tamil Nadu, 
Subramanian is trying out new things with the dis- 
count store format. Ratnakumar’s early morning trips 
to Koyambedu are part of a pilot project that 
Subramanian has started in Chennai, and that is of vend- 
ing fresh fruits. The case for it is compelling enough. 
Subhiksha has 1.5 lakh customers, and if each of them 
bought fruits worth Rs 200 a month, it would mean Rs 
36 crore in additional revenues a year. But it wasn’t the 
first time that Subhiksha tried its hand at selling produce. 


Its earlier attempt to sell vegetables failed because the 
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losses from wastage exceeded the profits it earned on 
them. Subramanian didn’t give up, and decided to try 
fruits instead because of their longer shelf life. He 
also decided to understand the market dynamics thor- 
oughly before making another attempt. Which is why 
Ratnakumar had to make “dry runs” to Koyambedu the 
first several days. 

A growing customer base has prompted Subra- 
manian to add newer lines to the chain’s departments. 


One is 350 new skus of branded goods where no dis- 


count is available, but have been added because of cus- 
tomer demand. Another is a direct-to-home supplies of 
medicines. To kickstart the experiment, a field force was 
sent out to each of the existing customer households to 
understand their medicinal requirements. Currently, 
Subhiksha's representatives are in the process 
of convincing its grocery shoppers to also 
buy medicines. 
One thing that the chain has 
going for it is the discount it offers 


SUBRAMANIAN'S AMBITION 


А 1S TO BE REMEMBERED 


AS ONE WHO CHANGED 
THE INDIAN CONSUMER’S 


PERSPECTIVE 
ON RETAIL 


on medicines. Drug stores generally have a mar- 

gin of 17-20 per cent, but Subramanian is willing 

to do with 7 per cent and pass on the rest to his cus- 
tomers. The interesting bit: Even at this level, the per- 
centage margins are double that of grocery and more 
than 10 times that of fruit. The business is tricky, 
though. So far in Chennai, anybody who tried selling 
medicines at a discount—like True Values, which 
lasted but a year—has had to shut shop. Subramanian 
is hoping Subhiksha won’t meet the same fate. 

To be sure, there’s a long haul ahead of him. His 
self-admitted ambition is to be remembered as a man 
who changed the Indian consumer’s perspective on ret- 
ail. So far he’s played his cards carefully. Watching his 
expenses, choosing locations carefully, managing 
suppliers and customers with an earthiness that’s 
typical of a southerner. The ballgame now is vastly dif- 
ferent: He’s talking of 2,000 stores across the coun- 
try in another eight years. That would mean rev- 
enues of Rs 6,000 crore, making him the undisputed 
discount chain warrior. Could things go wrong? 
Certainly. But one thing is for sure: One way or an- 
other, Subramanian is an entrepreneur to watch. 
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earthen cups—a local specialty, he confesses, “Actually 
Гуе had a very conservative upbringing”. Born in 
hilly Almora—now part of the. new state of 
Uttaranchal—into a middle class Brahmin family, 
Joshi had a peripatetic childhood, thanks to a father 
who was a civil servant in the state education depar- 
tment. By the time he was in college, he had moved all 
over Uttar Pradesh; from Meerut to Lucknow to 
Ghaziabad to Rampur. “What I remember most are the 
music and books our house used to be 

always full of.” Mother 
Shushama, a trained Indian 
classical music singer from 
the Rampur school, and 
still a regular fixture on 
the local radio station, ens- 
ured that every evening, no 
matter where, the Joshi family 
got together for an impromptu 
jam session. It was at these sessions that 
Joshi picked up an understanding of Indian 
music and instruments, skills that were to 
prove invaluable later in life. 

Family get-togethers aside, Joshi was 
the archetypal loner. He preferred to 
spend hours by himself, wandering in the 
woods around his house, writing poetry, 
reading all he could lay his hands on, and 
indulging in what he calls his favourite pastime, 
“soaking in life.” “Advertising is a borrowed art 
form. Like a sponge, every creator must soak up 
and store every experience he’s fortunate to 
have,” he spouts. 

None of this stopped Joshi 
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from topping his school For helping 
examination. He knew, “a McCann Erickson 
run-of-the-mill career was рг еч е 





not for me”, but to please 
his father who wanted to see 
him in the Indian Administrative 
Service, Joshi treaded the well-charted path of ac- 
ademia. After passing out from S.L. College in 
Rampur, he graduated from D.N. College, 
Meerut, even earned a Masters degree in sci- 
ence from N.A.S College, Meerut University. 
While the degrees piled up, Joshi’s restless 
stirring grew stronger. Seeking “new experiences” 
he turned to books on art, literature, and philos- 
ophy. The more he read, the more he wanted to be 
a writer. His first book—a collection of dark and 
brooding existentialist pieces—was published when 
he was only 17. He continued to write through 
his various stints in academia—his fourth 
collection is due this year—but never really 
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thought one could make a living from writing. That 
was until his summer training with Trikaya Grey, 
Delhi. “I realised that it was possible to make money 
from writing,” he says. 


TAKING OFF 


There was no stopping Joshi. After his MBA from IMT, 
Ghaziabad, he joined Ogilvy & Mather, Delhi, as 
junior copywriter—he was hired on the spot after 
he penned copy for a Sera tiles ad in five minutes. It 
was here that Joshi found his first mentor, the 
agency’s then National Creative Director, Suresh 
Mullick. In the midst of a presentation within the 
agency, Joshi piped up and suggested that the ad 
be set to a certain kind of music. Mullick, an 
Indian classical music aficionado himself, was 
impressed enough to ask to meet alone with Joshi. ; 
Joshi’s star was in the ascendant; within five 
months, he had scripted his first ad film, for 
Modi Tyres. 



























Joshi had the makings 
of a successful copy- 
writer: command over 
the language, a keen 
insight into human 
psyche, and the 
mandatory fire-in-his- 
belly. Unshackled from 
parental control and doing something he 
really enjoyed for the first time in his life, 
Joshi threw himself into his work. Out 
of this emerged his 1996 campaign for 
Nokia, Zindagi ki raftar mein rishton ko 
peeche na chootne dein (Don’t allow life 
in the fast lane to jettison your rela- 
tionships), focusing on a simple uni- 
versal theme—call mom today. 

Over the 10 years he spent at o&M— 
the last as Creative Director at the 
Mumbai office—a signature Joshi style 
evolved. And successful campaign fol- 

lowed successful campaign: social mes- 
sages for polio and oral contraceptives, films 
for Asian Paints, Pond’s Cold Cream or the 
much-acclaimed series for Cadbury’s Dairy 
Milk and Perk. “What I like most about 
his work is that it’s a hard hitting slice of life 
spiced with the punch of local dialect,” says 
A.K. Dhingra, formerly Director, Sales and 
Marketing, Perfetti Van Melle. Perfetti 
Brands like Chlormint, Alpenliebe and 
Coffitos are still handled by Prasoon. 

In a dark room in McCann Erickson’s 
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“THE GREATEST 
SATISFACTION 1 GET 
CREATIVELY IS WHEN 


MY ADS BECOME 
PART OF PEOPLE’S 
EVERYDAY LIVES” 


Bangalore office, Joshi fires up his Apple Power Book 
G4 and takes this writer though a guided tour of his 
popular Coca-Cola commercials starring Bollywood star 
Aamir Khan. The thanda matlab line came from Joshi’s 
visits to North Indian households where a guest is al- 
ways given the option of drinking something hot 
(garam) or cold (thanda); the shot of Coke bottles 
being chilled in a well from seeing farmers cooling man- 
goes thus. And the ads became cult phenomenon. 
“Most Indians are suckers for good dialogues,” chuck- 
les Joshi. “More than international awards, the great- 
est satisfaction I get creatively is when my advertising 
becomes part of people’s everyday lives and conver- 
sations.” 

Knowing what works is one thing, translating it into 
flesh-and-blood campaigns in an industry fixated with 
western mores is another. Joshi has not only churned 
out successful ads reflecting the country’s Hindi heartla- 
nd but also bagged international awards for the same. 
“Why be ashamed of who we are?” he asks. “If we are 
basically loud and melodramatic, so be it.” Such talk 
may have been blasphemous even a few years back. 
Now with marketing managers of every hue looking 
towards “Indian” India for growth, Joshi, with his 
real-life insights is being hailed the new Messiah. 

If luck and timing helped kick-start Joshi’s career, 
determination and an appetite for learning put it into 
orbit. Ridiculed five years ago for his non-existent 
knowledge of Western music, Joshi educated himself 
with his customary zeal. “From rock to punk to blues 
to classical music I worked my way through it,” he says. 
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“Artist by artist, album by album. I knew I was making 
up for lost time and there was no time to rest." Seeking 
*new experiences", he doesn't care where the new 
ideas come from. Be it a Punjabi taxi driver who made 
him listen to his compositions under a Delhi flyover in 
the middle of the night or a wandering madman who 
Joshi claims was one of the most erudite people he's 
ever met. *He's one of the really few original cre- 
ative thinkers who never cease to surprise," recalls 
Santosh Desai, President, McCann Erickson. “There was 
this time he had to compose a song in 10 minutes 
and what he came up with was outstanding.” 
Mentors also played a large role in Joshi’s ascendan- 
cy to the top. If it was Mullick who gave Joshi his first 
break, it was international adman Neil French who 
“inspired his craft” (along with an introduction to coun- 
try crooners Mickey Newbury and Johnny Cash). “He 
taught me that an idea, no matter how exciting, is noth- 
ing if not backed by thorough craftsmanship, it’s a fifty- 
fifty partnership,” recalls Joshi about French, who is 
now Global Creative Director for the entire WPP group. 


THE MANAGER 


The afternoon sun streaming through McCann 
Erickson’s Bangalore office catches Joshi in the midst 
of a conversation with key members of his creative 
team. On the walls are framed campaigns of McCann’s 
award-winning international work. “If you are not 
helping sell the product, then it’s not advertising,” he 
intones. Questions are asked, queries raised, and art 


pulls are spread out and dissected. Milky tea arrives in 
styrofoam cups, adding to the thick fog of cigarette 
smoke. Joshi falls into that breed of new creative 
professionals that believes in getting the client to buy 
into the creative idea. He is convinced that relationships 
with clients need to be cultivated over the years, not just 
by the client servicing arm of the agency but also by 
senior creative people. 

If Joshi is an “instinctive creator”, then being a good 
manager is something he's working very hard at. As 
concerned about agency revenues as the creative image, 
he quickly runs through the list of Bangalore clients— 
TVS, Kwality Walls, ITC foods—and discusses what 
can be done to boost business. Naturally, senior man- 
agers are impressed. Says Sorab Mistry, Executive 
Vice President, Asia Pacific, McCann Erickson, “There 
are a lot of great creative people but what I find out- 
standing about Prasoon is his ability to churn out 
great creatives, working within the confines of the 
client's objective and strategy framework." 

А bearded and bespectacled art director wants to 
hire a new art guy. Joshi is not so sure. “I hate firing 
people,” he later confesses, “that’s why it becomes very 
important to hire the right person." Quality, more than 
quantity, is what he looks for. The number of creative 
people in the Delhi office has come down from 22 to 
14 but Joshi is not in a hurry. “I like to spend a lot of 
time with all potential recruits, spread over couple of 
interviews. An individual comes aboard with all his ex- 
periences, fresh perspectives and this is what really en- 
riches the agency." And while integrity, experience and 
understanding the client's business are prerequisites, the 
bar to be a part of Prasoon's team is as much genetic as 
grooming. “The person has to be naturally gifted; either 
you have it or you don't," he says very matter of factly. 

Watching Joshi at work, one realises that he takes 
his motto of leading by example very seriously. “Pitches 


are won on confidence and trust. If you're not honest 


the client will read it on your face," he tells his 
Bangalore team. The fact that so many creative brains— 
well known for their oversized egos—sit eagerly hang- 
ing onto every word he says, proves the part-time 
lyrics writer is doing something right. 

Even finicky clients feel the same. His creative rep- 
utation and portfolio of past campaigns means that 
McCann has been able to bag a large number of pres- 
tigious accounts since Joshi came aboard two years 
back: LG, Pears, мрту India, Balsara, Dabur and 
Marico. Then there is his legendary partnership 
with McCann Erickson's Strategic Head Santosh 
Desai, something Mistry calls, “a thriving marriage of 
the creative and strategic”, and Desai terms, “an 
alignment of world views.” 

Being able to balance the creative and the 











managerial is something Joshi picked up from another 
mentor, O&M’s Piyush Pandey. “I had heard so much 
about Piyush and wanted to work with him and thus 
was assigned to the Bombay office,” recalls Joshi. 


LOOKING AHEAD 


Joshi is rushing to catch a flight back to Mumbai. 
“Nowadays, schedules are so hectic that І often don’t 
know where ГЇЇ be tomorrow." The man—who writes 
and thinks best in moving vehicles—scribbles all his 
thoughts, ideas and observations into a red-bound 
notebook. Wife of eight years Aparna understands his 
schedule: she is a 10-year advertising veteran herself and 
the head of the western operations of Ogilvy's direct 
marketing arm. Ogilvy is where they met. 

Joshi's schedule is indicative of the task at hand. 
Over the past two years, McCann has already 
built up a reputation as a creative hotbed, second 
probably only to his last employer, O&M. “Ї want 


= “PITCHES ARE WON 
x» ON CONFIDENCE AND 
TRUST. IF YOU ARE 


NOT HONEST, THE 
CLIENT WILL READ IT 
ON YOUR FACE” 





to churn out more Cokes, more Chlormints. The 
deadwood has been pruned and now there’s a 
great team in place.” And the learning never stops. 
Standing beside the gleaming white colonnades 
of Kolkata’s Princep Ghat, which dates back to the 
early 18th century, Joshi is talking about the secret 
pitch that bought him on one of his rare visits to the 
city (the McCann office in the city shut down a few 
years back). Popping open a packet of Manikchand 
gutka—he sheepishly admits he’s addicted to chewing 
tobacco—he runs through the afternoon pitch he 
made along with two other colleagues who had also 
flown in from Mumbai. “It was our second presenta- 
tion and this one was made to the marketing depart- 
ment.” McCann already handles a brand for the client, 
one of India’s best known corporate houses, but in to- 
day’s dog-eat-dog world he knows one can’t be com- 
placent. Joshi is serious, but it doesn’t take long for the 
frown on his face to turn into his customary grin. 
There’s a long-distance call on his Nokia 
Communicator. McCann has just bagged a Rs 20- 
crore account from Marico. “What’s amazing is that it 
was done in just five days,” he grins. The musical 
copywriter has struck the right chord again. Ш 
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First the statistics: the photographs of 
one day, and those of Prasoon, over 


That probably explains the logical sequence in the work days 
Kinetic and the managing director of Subhiksha. As for the 
McCann, he confesses that his travel schedule is hectic but that 








Sulajja Firodia Motwani апа К. Subramanian were shot over 
three days in three different cities (whoa there!). 
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METHODOLOGY у 


 INDIAS YOUNG SUPER 


EGINNING THIS YEAR, BUSINESS TODAY HAS INSTITUTED A SURVEY TO IDENTIFY AND HONOUR 

bright young sparks below the age of 40 in the country. 

$ To generate a master list of people below 40 who have done outstanding work under three 
categories—CEO, Entrepreneur, and Ideator—BT’s own reporters in all its six bureaus spoke to 
an array of experts, ranging from corporate honchos to HR professionals to analysts to indus- 
try specialists, to come up with 72 names under the three categories. This list was further whit- 
tled down to 15 (five under each of the three categories) by BT's senior editorial team. To sel- 
ect one final winner under each of the categories, BT brought in a panel of experts to argue for 
and against each of the 15 names. The judges comprised Vinita Rai, Revenue Secretary, 
Government of India; Ashwin Dani, Chairman, Asian Paints; Ajay Relan, Managing Director, 

јаз Citigroup Venture Capital International; К. Pandia Rajan, Chairman and Managing Director, 

Э Ма Foi Management Consultants; Munesh Khanna, Managing Director, NM Rothschild & Sons 

‹ ) (India); апа Sanjoy Narayan, Editor, Business Today. 

On February 14, 2004, the six judges gathered at a hotel in Delhi for an in-camera debate on 
each of the 15 names. After three hours of argument and counter argument the judges agreed on 
the three final winners. It wasn’t easy, considering that the other 12 nominees, whose names BT 
will not disclose, had equally outstanding achievements to their credit. But at the end of the day, 
there could be only three winners. You’ve already met them in the pages of this magazine. 











VUHAW NVAIA 


OUR JUDGES" 


(L TO R) MUNESH KHANNA OF NM 
ROTHSCHILD & SONS (INDIA), 
ASHWIN DANI OF ASIAN PAINTS, 
REVENUE SECRETARY VINITA RAI, 
K. PANDIA RAJAN OF MA FOI 
MANAGEMENT CONSULTANTS, 
AND AJAY RELAN OF CITIGROUP 
VENTURE CAPITAL 
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Retail’s Reclusive 


illionaire 


Once upon a time, Micky Jagtiani was a near-alcoholic and a chain 
smoker, but in the 30 years since, the media-shy Indian has built 
himself one of Middle East's most successful retail chains, with more 
than 280 stores and Rs 3,000 crore in revenues. By к. SRIDHARAN 





OON AFTER HE LANDED IN : ’ . А 

Delhi 16 hours after Һе Micky 5 Retail Empire 

first boarded a flight from It spans the whole of Middle East, with several stores | in each country. 

Dubai, Mahesh “Micky” nce 

Jagtiani hopped into a 
waiting car and put himself through 
another half-hour ride on the con- 
gested NH-8 to his store in Gur- 
gaon. There, Jagtiani—a short, 
avuncular-looking man, with a salt- 
n-pepper French beard, and kind 
eyes—spent an hour checking out 
all the sections in the three-storied 
departmental store, watching cus- 
tomers as they made the most of 
the store-wide sale. 

That a jet-lagged man (his flight 
from Mumbai was first diverted 
to Ahmedabad and back to 
Mumbai, before it managed to land 
in Delhi after the capital's surprise 
fog cleared in the afternoon that 
day) would want to proceed on a 
store tour rather than stretch him- 
self out in his hotel room did not 


5 | . tiii Corporate Office (Dubai - United Arab Emirates) ва Retail Outlets Figures indicate number of stores 
surprise the organisers of a retail *Except that of Life Style, figures for all other stores are projections for June 2005 
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summit in New Delhi—the prime 
beneficiaries of his visit—and cer 

tainly not Jagtiani’s staff or friends. 
As it happened, his reputation had 
preceded him. No sooner had ће 
finished his speech at the retail do 
than a crowd mobbed him. Jagtiani, 
who wasn’t expecting such a re 

sponse and hence wasn’t carrying 
enough business cards, seemed em 

barrassed by the attention. “I don’t 
know why all these people want to 
meet me,” he remarked, looking 
genuinely surprised. 

The answer should be obvious. 
Thirty years after he landed up in 
Bahrain as a 22-year-old with 
$5,000 in his pocket to open a shop, 
the Dubai-based СЕО of Landmark 
group has built himself one the 
largest and most profitable retail 
chains in the Middle East, with 
more than 280 stores, 6,000 em 
ployees and an estimated $650 mil 
lion (Rs 2,990 crore) in revenues 
(since the group is privately-held, ac 
tual numbers are not publicly avail- 
able). His retail operations (See 
Micky’s Retail Empire) span the 
UAE, Saudi Arabia, Kuwait, Bahrain, 
Qatar, Oman, and India, and in- 
clude a wide variety of for 
mats—departmental stores to baby 
products to footwear. Some reckon 
that had Jagtiani’s group been listed 
in a country like, say, the UK, he 
would be the seventh richest Asian 
in the country. Not bad for a man 
who, self-admittedly, grew up as 
boy with “two left feet” and wh: 
“never could get anything right” 


Cautious Builder 

Today, that may seem like a good 
self-deprecating joke, but 30 years 
ago Jagtiani—Micky to senior col 
leagues and Mr. Micky to the cof 
fee boy and other juniors—proba 





z bly meant it. Soon after he arrived 
= in Bahrain, his brother, a year older 
to him, died. His father, who rep 
resented foreign companies in the 
> Middle East, and mother (who was 
= Dubai’s first business woman) als 


Mahesh “Micky” Jagtiani: 
Retail Pasha of the Middle East 


Slow and Steady: In the last five years, Jagtiani’s Life Style has opened seven stores in all the major metros 


died in quick succession. The 
deaths profoundly impacted 
Jagtiani. Beginning his teenage 
years, he had been living a life of 
extremes. He was an alcoholic (“I 
used to drink a bottle of whisky 
every day”), smoked four packets 
of cigarettes a day, and gambled. 
Following his schooling in Mumbai 
and Lebanon, Jagtiani had been 
sent to London by his father to 
get a degree in accounting. But he 
wasn’t interested in education, and 
ended up driving a taxi instead 
before moving to Bahrain. 

When he opened the first 5,000- 
sq ft Baby Shop in Bahrain, Jagtiani, 
along with his only employee, would 
unload cartons, manage the display, 
and even mop the floor. Along the 
way, as he diversified into newer for- 
mats and opened more stores, he 
developed a unique retail philoso- 
phy that still pervades his tightly-run 
set up. For instance, he hates hiring 
people who are “clever” (the word 
is his own) because he believes they 
would never like to get their hands 
dirty unloading cartons or waiting 
upon customers. And to him, re- 
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tail is all about getting your hands 
dirty. If you haven’t spent time on 
the shop floor, you can’t possibly 
hope to rise in Landmark. “Micky’s 
CEOs (business heads) are all hands- 
on people,” says Arvind Singhal, 
Chairman, KSA Technopak, who 
wooed Jagtiani over three years to 
speak at the retail summit. 


The media-shy 
Jagtiani is passionate 
about work and puts 
in 14 hours a day 


While Jagtiani likes to call retail 
a science, he himself has let his gut 
feel dictate his moves. In other 
words, he’s kept his eye on the con- 
sumer needs. For example, 
Landmark was the first to identify 
baby products (with Baby Shop) as 
a big opportunity in the UAE, sim- 
ply because it had a large population 
of Asian expats, who tend to spend 
more on children than European 
or American expats. Similarly, 


1 Жеме а 


Landmark followed Ikea into the 
home furniture and furnishing space 
with Home Centre, but unlike Ikea 
decided to price itself aggressively. 
Says Shavak Srivastava, a Dubai- 
based retail consultant: “One of the 
most important things in retail is 
having a finger on the consumer 
pulse, and Micky seems to know 
his consumers better than most.” 
Jagtiani’s own predilections have 
imparted certain peculiarities to the 
retail group. For example, Jagtiani 
loves hiring chartered accountants. 
According to him, not only are they 
good with numbers, but they keep a 
low profile and are not overly ambiti- 
ous. (As an aside, he says the bias 
could also be because he himself 
could never become an account- 
ant.) The media-shy Jagtiani (a Google 
search for Micky Jagtiani throws 
up just three pages, with references 
but no profile) is passionate about 
work, putting in 14 hours even to- 
day. While retail is his first love, 
he is into several other businesses, 
and is said to be toying with the 
idea of building the largest budget 
hotel in Dubai with 1,200 rooms. 
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Interestingly, though, Jagtiani’s 
success outside the Middle East has 
been mixed. For instance, he 
bought the Ciro Citterio chain in 
the UK in 2001, but ended up los- 
ing money. Last year alone, the 
chain racked up £10 million in 
losses. It is now owned by Hilco 
Trading, a retail turnaround spe- 
cialist. Even in India, at least so 
far, Jagtiani has been cautious. The 
only format he has brought in is the 
departmental store Life Style, 
which, five years after it entered 
the country, has only seven stores. 
Besides, none of Landmark’s other 
successful formats (Home Centre or 
Baby Shop) has been brought in. It 
is, however, possible that they make 
a debut sometime in the future. 


The Philanthropist 

Despite his fabulous wealth, Jagtiani 
says, he’s a man of frugal habits. 
Until last year, the only property 
he owned anywhere in the world, 
he says, was a one-bedroom apart- 
ment in Bandra left to him by his 
father. Now though, helped by ex- 
pat-friendly property ownership rules 
in the Middle East, he has bought “a 
piece of land” in Dubai where he’s 
built a home for his wife of 25 years. 
He says the only key he has in his 
life is his car key, because he doesn’t 
believe in locking his office. And un- 
til recently he would only fly coach, 
and when in London, would tube it, 
and not think twice about making 
his own bed or washing dishes. Says 
Ishwar Chugani, Executive Director, 
Giordano Fashion (Middle East): 
“Success hasn’t changed Micky at all 
in the last 10 years. He’s still hum- 
ble and low profile.” 

So what explains his Mercedes 
Benz, his Tag Heur wristwatch, or 
the Versace belt and designer suits? 
Jagtiani’s answer: It’s a short cut 
to acceptance among those (prima- 
rily business associates) who don’t 
know him well enough. Otherwise, 
the man, who has embraced 
Buddhism and has 55 statues of 
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Buddha at home, is happy walking 
his stores, or dabbling in alternative 
medicine, and doing social work. 
Sometime soon in the future, 
Jagtiani, who has three children, 
wants to hand over the group to a 
professional (his eldest daughter is 
working for a retail chain in Hong 
Kong and wife Renuka heads Splash 


зар effortlessly 
switch hats is what 
makes Jagtiani what he is: 
A wildly successful retailer 


Concept, besides overseeing some 
part of the sourcing) and plunge 
headlong into social work in India. 

Despite the fact that he hasn’t 
spent much time in India, Jagtiani is 
inordinately fond of the country. 
He already runs an orphanage and 
an old age home in Chennai called 
Our Home, which also offers a 
computer literacy programme for 
slum children. Whenever he is in 
Chennai, Jagtiani makes it a point to 





Retail Enigma: Jagtiani’s rare public appearance in India draws a huge crowd 


sleepover at least one night at Our 
Home. His logic: If the facilities 
aren't good enough for him, they 
aren't good enough for the others. 
There's lots more that Jagtiani 
wants to do in the area of social 
work. “ГЇЇ fund anybody who can 
start a non-political mass move- 
ment in the country," he says. But 
the next moment when the 
Chairman of an American archi- 
tectural firm pulls Jagtiani out of 
our meeting for a quick word, he is 
back to business, asking the 
American to send him samples of 
the firm's work and a man to 
Dubai for preliminary discussions. 

No doubt, it's this ability to ef- 
fortlessly switch hats that makes 
Jagtiani what he is: А wildly suc- 
cessful retailer, but also the busi- 
ness' best kept secret. As he con- 
cludes our late evening meeting and 
makes his way to a waiting Opel 
Astra to head for yet another one, 
he says: *I don't want to die with 
any money in my name." 

"Guess you can be dismissive of 
wealth, when you are the Middle 
East’s most profitable retailer. ПІ 
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KOLKATA 


IT! 


The only red you're likely to encounter 

in Kolkata these days is geeks painting 

the town a deep shade of it. The city 

has woken up late to the advantages 

of playing host to coders, but is now 
making up for lost time. BY ARNAB MITRA 


Scene 1: You could be forgiven for mistaking it for the 
corporate office of a large, eco-friendly denizen of India 
Inc. The large, well-lit marble lobby is tastefully done up 
with ethnic paintings and handicrafts. Spiffy chrome and 
mirror-lined elevators zip you up to the seventh floor 
where a broad marble corridor leads you, past a flight of 
gleaming marble stairs, to the Information Technology 
Department of the state government. Best of all, there 
are no pesky petty officials to bog you down and keep 
you from your business. 


Scene ІІ: Cut to Saturday afternoon. It’s the beginning 
of the weekend and тт developer Kiran Balimane, his wife 
and four-and-a-half-year-old son are among a throng of 
people waiting for a table at a hot, new generation 
restaurant on the fourth floor of a futuristic shopping 
mall. The place is choc-a-bloc with guests. There’s just 
45 minutes left for the matinee show of Khakee at 
the multiplex within the mall complex. The Balimanes 
decide to skip the fine dining experience for the day and 
head for the food court a floor above to catch a pizza be- 
fore heading for the movie. 
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Scene III: it's late evening on Saturday. There’s a line 
of cars half a mile long, moving slowly forward, dis- 
gorging guests in front of a tony hotel. The crowd, 
comprising young and not so young couples—many of 
them software developers—is headed for the disco in the 
basement of the hotel. It’s all a one-way movement. 
Inwards, And there they will stay till the wee hours of the 
morning— drinking, boogieing and networking away the 
stress of the week just gone by. 


HERE DO YOU THINK THESE SCENES ARE 
being enacted? Bangalore? Hyde- 
rabad? Chandigarh? Guess again... 
it’s good old Kolkata, where the Marx- 
ist leopard is changing his spots. And 
laying out the red carpet for the information technology 
sector! At last count, there were about 185 ІТ companies, 
employing more than 15,000 professionals operating at 
the Salt Lake stp in Kolkata. Most of the biggies are here: 
TCS, IBM, PwC, Skytech Solutions, Wipro, Satyam... you 
name the company and chances are that it’s here. If 
it’s not, it’s probably waiting while the government 





Destination Kolkata: CA-TCG Software's office at the Bengal Intelligent Park 


processes its application to stake out the land here. And the numbers are be- 
ginning to stack up. The state exported IT products worth Rs 1,200 crore 
last year. Small beef, you might say. But hold on, there’s more: The state has 
set a target of ratcheting up IT revenues aggregating 15-20 per cent of the 
national average by 2010, up from 3.5 per cent now. “It’s ambitious but 
achievable,” says West Bengal’s ІТ minister Manabendra Mukherjee. 


The Kost Factor 


For an industry that’s supposed to throw geography into the dustbin of 
history, the reasons for converging in Kolkata are remarkably mun- 
dane: lower costs, access to a large pool of trained manpower and, of late, 
a government that has woken up to the potential of information tech- 
nology and the virtues of private enterprise. 

“Cost is a major factor,” says Rathin Dutta, Chairman and CEO of 
PricewaterhouseCoopers Pvt Ltd (PwC), commenting оп the sudden appea- 
rance of Kolkata on the country's rr map. *Land, and consequently rents, 
in Kolkata is still a lot cheaper than in other cities. Manpower, too, costs at 
least 20 per cent less here compared to, say, Mumbai or Delhi," he says. And 
attrition rates are much lower too. A Kolkata techie is unlikely to jump ship 
for a few hundred rupees more per month. Adds Rajarshi Sengupta, 
Executive Director, Рус: “In this sector, where human capital is the 
principal resource, that's very important. And in which other city would you 
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Companies that now call Kolkata home. 


СОМРАМУ; Tata Consultancy Services 
WORKFORCE: 1,500 
FUTURE (WORKFORCE) PLANS: 3,000 by end-2004 
REMARKS: This is TCS’ fourth largest facility 
in the country 


COMPANY: ІВМ 
WORKFORCE: 1,500 
FUTURE PLANS: 4,000 in the next two years 
REMARKS: The company plans to make this 
its second largest facility in the country 
after the one at Bangalore 


company: Cognizant Technology 
Solutions 
WORKFORCE: 800 
FUTURE PLANS: N.A. 
REMARKS: The company's second largest 
development centre; Cognizant is 
expanding capacity and has leased 
40,000 square feet of office space and 
sought three-to-five acres from the state 
government for the purpose 


company: Wipro Spectramind & 
Wipro Technologies 
WORKFORCE: П.а. 
FUTURE PLANS: 3,500 (1,000 IT-enabled 
services and 2,500 IT employees) 
REMARKS: The 12-acre centre will open 
doors in March 2004; the company has 
already asked the state government for 
eight more acres for expansion 


COMPANY: Skytech Solutions 
WORKFORCE: 330 
FUTURE PLANS: 2,900 by 2007 
REMARKS: The company sees an additional 
requirement of 60,000 square feet of 
office space by the end of the year 


COMPANY: Pricewaterhouse Coopers 
WORKFORCE: П.а. 
FUTURE PLANS: П.а. 
REMARKS: The company has invested in a 
two-acre campus with 100,000 square 
feet of office space. 


COMPANY: Satyam Computer Services 
WORKFORCE: 500 
FUTURE PLANS: 1,500 by March 2005 
REMARKS: The company plans to build a 
facility on three acres of land it 
has identified 
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Why Kolkata isn’t a bad place for IT. 





find an ІП, an ИМ and an 18, not to speak of other reputed 
institutions like Calcutta University, Shibpur Bengal 
Engineering College and Jadavpur University?" ит, 
Kharagpur, is two hours away from Kolkata but that 
slight distance is immaterial in the context of the issue, 
he feels. A November 2003 study by a consulting firm of 
Ires locations in India ranked Kolkata and Chennai as the 
cities with the highest skills at solving rr problems. 

The easy availability of qualified personnel is a ma- 
jor selling point for the state. According to Siddhartha 
Mukherjee, Vice President of Cognizant Technology 
Solutions India, this, and the “significantly lower” ope- 
rating costs, is what drew his company here. 

Point taken. But these advantages existed in the past 
as well. How come the ІТ industry remained stillborn in 
the city till recently? Two things have happened. “The 
perception about West Bengal is beginning to change,” 
says О.К. Chaudhuri, СЕО of Skytech Solutions, a joint 
venture between United Airlines of the US and Purnendu 
Chatterjee's ТСС. “More people are now willing to look 
at the state as an investment destination." And that 
brings us to the other reason: government policies that 
create an enabling atmosphere for businesses to thrive in. 
"The state suffers from a positioning problem," says 
Cognizant's Mukherjee, “and the government has only 
now started putting in place the machinery to tackle this." 

"Radical change is the key when you're out to 
change perceptions," says Dutta. *We should look at the 
chief minister exempting the ІТ sector from the purview 
of bandhs in this context.” He was referring to the 
Buddhadeb Bhattacharjee government's decision to 
notify software development as an essential service— 
the only state to have done so. *Pictures of the iT 
crowd gorging away at Red Hot Chilli Pepper (a popu- 
lar restaurant in the Salt Lake Electronic City) in the next 
day's newspapers created the right kind of splash," 
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says Sengupta. A lot of this good work was undone by 
the second bandb in February, but government officials 
say things will improve in future. 


State Of Mind 

The state, too, is keen to put its best foot forward. 
"We want to leverage West Bengal's obvious advantage 
as a knowledge destination. Our goal is to turn the 
state into the preferred rr destination not only in India 
but also in the whole of Asia and the world," says 
Mukherjee, who, incidentally, is the only МВА in the state 
Cabinet. “The government is committed to creating an 
enabling atmosphere where knowledge workers and 
companies can thrive.” As a first step, the rr department 
has moved into a new office on Camac Street in down- 
town Kolkata. And it's unlike any government office that 
the state has seen before: This correspondent reached the 
IT secretary's office without encountering or being 
stopped by a single person. *A corporate ambience is 
essential for success. Investors must feel comfortable do- 
ing business with you," says Dr G.D. Gautama, Princi- 
pal Secretary, Department of Information Technology, 
Government of West Bengal, who holds a PhD in optical 
fibre communications from ir, Delhi. 

By the looks of it, the state has begun to get its act 
together. “We found the government responsive. When 
we were starting out in 1996-97, it really expedited 
things for us," says Cognizant's Mukherjee. 

"Seeing is believing," says Gautama. *When we 
approach prospective investors, we ask them to come 
and see the place for themselves... we ask them to talk 
to those who're already here. It's only then that they re- 
alise that the negative perceptions about the state are not 
borne out by ground realities." 

Dutta agrees. “Kolkata offers facilities that are as 
good or as bad as those in Bangalore, Hyderabad, or 
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bt infotech 


any other Indian city,” he says. Incidentally, it was 
PwC that pioneered the tech sector in the state when it 
opened its development centre in Salt Lake in the 
mid-nineties. Adds Cognizant’s Mukherjee: “Several of 
our clients who conducted due diligence—and applied 
very exacting international standards—on our facilities 
here returned satisfied. And Salt Lake is very close to the 
city proper. So, unlike in other cities, knowledge work- 
ers don’t have to commute large distances to get to 
work. From an operational perspective, there are 
hardly any downsides to doing business here.” 

Rajeev Goswami, CEO of CA-TCG Software (CATS) 
says: "We're doing high-end product development work 
here and face no obvious problems." Most people 
abroad don't know much about Kolkata. *It's a throw- 
back to the days when Americans thought Indians rode 
only elephants and lived on trees," he chuckles. 

Chaudhuri, however, feels that the social infra- 
structure must improve. *We need more malls, pubs 
and hangout joints that youngsters typically want 
nowadays." He accepts that things 
have improved in the past five years 
but says much more needs to be 
done. 

But Cognizant's Mukherjee has a 
different take on this. *Social infra- 
structure is not an issue now. At 
least at Cognizant, we've never faced 
a problem getting someone from, 





techies on bandh days poses huge logistics problems. 

There are other irritants, too. Ankur Basu, a project 
manager at CATS, is upset at the state government's 
decision to levy a five-year tax on cars. “Most techies 
don't stay at one place for five years. Yet we have to pay 
the five-year tax. It's enough to turn you off the place." 

Skytech's Chaudhuri also feels there are philo- 
sophical issues involved. “I’m not sure what's lacking 
here..., he says, *Perhaps it's ambition and vision... or 
the ability to look at the bigger picture. Why else has 
Kolkata not been able to produce a Narayana Murthy 
or an Azim Premji of its own?" 

Gautama accepts that there are shortcomings but 
says the government is serious about addressing them. 
"We're late starters in the ІТ race,” he admits frankly. 
“So we have charted a plan to move forward aggres- 
sively into a leadership position in this sector.” His 
department has unveiled a single-window clearance 
mechanism that hand-holds every investment pro- 
posal from conceptualisation to commissioning. “West 





The CAGR of software exports from Bengal between 1996 and 2002 averaged 90 per cent 


say ПМ-А or B to relocate to Kolkata.” 

“But seniors still think hard before relocating to 
Kolkata,” adds Goswami. “Getting your children into 
good schools is a big hassle here.” But this particular 
problem plagues parents all over the country and is not 
peculiar to Kolkata. 

PWC's Sengupta points to the city's vibrant club 
culture. *Where else in India can you get this?" he asks. 
"Add to this the numerous good schools, colleges, 
hotels, restaurants, pubs, night clubs, health spas, and 
coffee bars and you have everything that an upwardly 
mobile techie wants in terms of social infrastructure 
and after-office-hours entertainment options." He, too, 
accepts that more would be better but feels what's 
available is adequate. But there are downsides as well. 
Frequent bandhs and work stoppages create road- 
blocks to a hassle-free work environment. *Even 
though ІТ establishments are exempted from the 
purview of bandhs, commuting to work becomes an is- 
sue," says Cognizant's Mukherjee, adding: *Attendance 
on bandh days is definitely lower than on regular 
work days." And arranging transport for hundreds of 
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Bengal has a very favourable rres policy with reportedly 
the most favourable fiscal incentive package in India,” 
the Hewitt study says. “There’s tremendous competi- 
tion among the states to attract investments. So unless 
we differentiate ourselves and offer something more, 
we'll be left behind,” Gautama says, displaying the gov- 
ernment’s new-found sense of pragmatism. “A huge 
amount of money is going around and, fortunately for 
the state, we’re now getting a fair slice of it.” There’s 
money flowing in all right, making the Software 
Technology Park (5ТР) in Kolkata the fastest growing in 
the country. The compounded annual growth rate 
(CAGR) of software exports from the state in the 1996- 
97 to 2002-03 was 90 per cent. 

The figures are impressive but measures growth 
from a small base. As ІТ grows and consolidates in the 
city, this kind of Mach-level speeds may be difficult to 
maintain. But that isn't worrying the state IT department. 
Minister Mukherjee and mandarin Gautama are focu- 
sed on their targets and are busy charting plans to 
achieve them. The game, set and match point is still some 
way off. For now, it's only Advantage Bengal. 
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Strong economic growth pushes 
the BT-IRICS to an 18-month 
high. Are we moving from 
feel-good to feel-great zone? 

BY SHAILESH DOBHAL 


HERE ARE TWO WAYS YOU CAN READ THE 
BT-Indica Research Index of Consumer 
Sentiment (BT-IRICS) for February 2004. 
At 163, its highest in 18-months, the in- 
dex—which measures consumer confi- 
dence across 10 major cities—has merely inched five 
points from an already high-and-happy 158 in 
September 2003. The index ought to have done much 
better given that these five months saw some really 
heart-warming developments—peace talks with 
Pakistan, a bumper crop, pre-election sops from the 
government and above all a resurgent economy. 

On a more happy note, and that's the real story 
here, even though the index hasn't moved much, 
most individual parameters of consumer sentiment 
have shot up. Price-adjusted real income is hugely 
up and so is expectation on income and business en- 
vironment. Purchase intent is in sync with the up- 
beat sentiment and is very buoyant. 
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What's holding the index down is the perpetual 
concern on prices and jobs. With inflation at a high of 
5.8 per cent, the negativity on prices is real. So is the 
overwhelming concern for jobs in a country with 27 
million unemployed, even though 2.2 million new jobs 
will be created across sectors like telecom, retail, ІТ, BPO, 
insurance and healthcare in the next two years. For the 
consumption mood to continue, the government of the 
day, post-elections, has to immediately address these 
issues lest they spoil a perfectly laid out party. 

For now, marketers need not lose heart. 
Comparison of the index in January 2003 at 136 
and how the year played out—a stupendous 28 per 
cent growth in automobiles, 15 per cent plus in textiles 
& apparel, even a growth rate touching double-digits 
in the otherwise declining Rs 40,000-crore fast mov- 
ing consumer goods—should be indication enough of 
the bounty that awaits them, well other things remai- 
ning same, when BT-IRICS stands a good 20 per cent 
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SHOME BASU 


ahead in February 2004! 

There is across the board opinion amongst mar- 
keters that this growth is sustainable. Well, they now 
only need to do enough to engage consumers' upbeat 
sentiment. The mantra is to create a buying season— 
rationalise price, create shopping festivals, ride with 
promotions on high involvement events such as 
the upcoming India-Pakistan cricket series et al. 

It seems to be the season of plenty all around. 
*Such is the feeling of optimism that marketers 
across the board are not only upping ad spends by 
around 15-20 per cent but are loath to miss any 
advertising opportunity, no matter how small," 
says Satyajit Sen, Associate Vice President, 
MediaCom. Barring any major geo-political blun- 
der or a disastrous monsoon this year, we are 
clearly into positive territory. 

ADDITIONAL REPORTING BY ARNAB MITRA, 
DIPAYAN BAISHYA AND SUPRIYA SHRINATE 
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Confidence is at an all time high in the 
last 18 months 


Aug. '02 Jan. '03 Apr. '03 Sep. '03 Feb. '04 


Index based on the assumption that a consumer confidence score of 12 in Aug. ‘02, is equal to 100 


„РОК THE CONSUMER, THE SUN IS SHINING BRIGHT... 


Very brightly in fact, with highest ever scores on everything 
6000 SAME — WORSE 
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AND NOT A PATCH OF GREY IN THE HORIZON, FOR 
TOMORROW MAY BE EVEN BETTER... 


Well almost, for apart from jobs and price negativity, everything is at an all time high 
6000 SAME WORSE 
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-AND PURCHASE INTENT JUST GOT MORE BUOYANT 


Though the consumer is still stingy on impulse/discretionary spends 
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All figures are in percentage 
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Season of plenty 


6% INCREASE in job optimism (R5 14 per cent versus R4 8 per cent)— 
О number of people saying employment will be GOOD next year 


8% JUMP in consumers (R5 65 per cent versus R4 57 per cent) 
O who believe it is a GOOD time to BUY a DURABLE 


8% INCREASE (R5 88 per cent versus R4 80 per cent) 
O in consumers who will SAVE MORE 


1 1 % JUMP (R5 65 per cent versus R4 54 per cent) in people 
O who say that it is a GOOD time to BUY an AUTOMOBILE 


13% JUMP in number of people (R5 57 per cent versus R4 44 per cent) who 
O believe that their REAL INCOME, after adjusting for inflation, has gone up 


Income Compared To Last Year Financial Status Next Year Business Condition Next Year 
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TRENDS 
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W Good MSame Bad ^ Others Comparative figures are for February 2004 (R5) over September 2003 (R4) — Figures are in percentages 


he only thing that can spoil the party for the North, it seems, is a bad monsoon this 
year. For now, the region's growth engines—agriculture and medium-sized industry— 
are firing on all cylinders. Real income is hugely up and economic expectations have 
gone through the roof. “А couple of big initiatives are likely to benefit the industry in 
the post-election period," adds Atul Sobti, Senior Vice President (Sales & Marketing), 


Reaping a golden harvest 
Hero Honda. Keep your fingers crossed. 
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Up, up and away 


1% DROP (R5 12 per cent versus R4 13 per cent) 
О in people who say job market will be GOOD next year 


3% INCREASE (R5 42 per cent versus R4 39 per cent) in consumers 
O who say their price adjusted REAL INCOME has gone UP 


4% DROP (R5 53 per cent versus R4 57 per cent) in people 
О who want to SAVE MORE 


5% JUMP (Е5 70 рег cent versus R4 65 per cent) іп people 
O who say now is a GOOD time to BUY an AUTOMOBILE 


(= STATUS QUO (R5 69 per cent versus R4 69 per cent) 
— J in consumers who say now is a GOOD time to BUY a DURABLE 


Income Compared To Last Year Financial Status Next Year Business Condition Next Year 


39 48 
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W Good Ш$ате “Вай Others Comparative figures are for February 2004 (R5) over September 2003 (R4) Figures are in percentages 
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E boom in IT and automobiles, the engines of the South’s economy, has meant 
that the region remains the front-runner in consumer sentiment across the coun- 
try. Intention to buy a house or an automobile is the strongest here. And on an equally 
happy note, from the marketer's perspective, the propensity to save is down and is the 
lowest across regions. “Income growth and high computer literacy across the region 
is adding to the upbeat mood here,” says R. Ravi, General Manager (Sales), Electrolux 
Kelvinator India. But concerns over jobs cloud an otherwise clear horizon. 


Save! You must be joking! 


DEEPAK С. PAWAR 
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Still а laggard 


2% DROP (Е5 27 per cent versus R4 29 per cent versus) 
O in consumers who say their REAL INCOME has gone UP 


2% DROP (R5 88 per cent versus R4 90 per cent) 
O in people who say they will SAVE MORE 


6% DROP (R5 6 per cent versus R4 12 per cent) in consumers 
О who are optimistic on JOB opportunities next year 


1 6% JUMP (Е5 71 per cent versus R4 55 per cent) in number 
О of consumers who believe now is a GOOD time to BUY a DURABLE 


( =) STATUS QUO (R5 41 per cent versus КА 41 per cent) in number of people 
= J who believe now is a GOOD time to BUY an AUTOMOBILE 


TRENDS 
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W Good MSame WiBad Others | Comparative figures are for February 2004 (R5) over September 2003 (84) Figures are in percentages 


he story of the East is more about the future. Personal income is set to go 

up. Family-financial status will improve drastically and believe it or not, 
Kolkatans even feel that business conditions will turn for the better an year from 
now! “The consumer seems more upbeat now. If only the state government now 
steps in with the right policies and approach,” adds R.S. Agarwal, Chairman of 
Emami. Well, if only! 






Spring in the step 


1 % INCREASE (R5 11 рег cent versus R4 10 per cent) 
О in number of consumers who are OPTIMISTIC about JOBS next year 


6% INCREASE (R5 60 per cent versus R4 54 per cent) 
O in people who believe now is a GOOD time to BUY an AUTOMOBILE 


9% JUMP (R5 63 per cent versus R4 54 per cent) in the number of 
О consumers who believe now is a GOOD time to BUY a DURABLE 


1 4% INCREASE (К5 89 per cent versus R4 75 per cent) 
O in consumers who intend to SAVE MORE 


1 8% JUMP (Е5 57 per cent versus R4 39 per cent versus) 
O in people who say their price adjusted REAL INCOME has gone up 


Income Compared To Last Year Financial Status Next Year Business Condition Next Year 
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hile southern Maharashtra may be still reeling from the near-drought it experienced 
last year, it is boom time for the rest of the Western region. There is a spring in 
^ the consumer's step and walk-ins at restaurants, coffee bars, and multiplexes are up. 
“We are seeing newer kinds of customers, entire families, even people from socio-eco- 
nomic class B," says Sudipta Sen Gupta, Head (Marketing), Café Coffee Day. Lower in- 
terest rates are driving growth in sales of consumer durables and automobiles. ICICI Bank 
has seen its retail disbursal grow by a phenomenal 65 per cent in the current fiscal. 





More things change... 
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On the wings of a booming market 
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bt consumer confidence 


INDICA RESEARCH INDEX OF CONSUMER SENTIMENT—FEBRUARY 2004 


The Indica Research Opinion 


It's The Real Thing 


HE INDICA RESEARCH INDEX STANDS AT 163, A TOUCH HIGHER 
| than it was in September 2003 (158). It is a clear increase 
from where it was a year ago in January 2003 when the in- 
dexed figure stood at 136. It had stayed pretty much unchanged 
from January to May last year. The upswing was in September 2003. 
The sentiment on all the constituent elements has improved now 
when we compare it to the status a year back. The trend in the sen- 
timent is however clear. 
ш The feeling that ‘now’ is a good time to buy auto has consistently 
gone up; as have the actual auto sales. Durables have picked up too. 
= Expectations on business conditions next year have improved fur- 
ther from September 2003. у 
m The expectations on prices and employment over the next year 
however have simply not changed. They were, and are, low. 

Good corporate results, pay hikes, the ‘feel-good’ that a buoyant 
stockmarket and abundant mon- 
soons create in an average SEC 
А/В householder, availability of fi- 
nance, sops provided by the gov- 
ernment, perceptions of overall 
business conditions... are all 
clearly not enough to translate 
into a positive outlook on these. 
Some telling action is called for, to 
evoke that feeling on job creation 
and employment; and on the be- 
haviour of prices. 
| There аге sectors where all 
AE. ee се employers seem to look for is 
п Business conditions next year a running pulse and yet have a 
и Employment next year problem finding people. 
п Price next year Competition is pummelling down 
= Buy durables the prices in telecom. Then why 

the quizzical reluctance to let feel- 
ings go on these two counts on the part of the consumer? It’s likely 
it’s because the centre of gravity is shifting to the employer in the 
larger context. So, the average householder can be expected to in- 
tuitively pause before spending that money. Unless, of course, 
the increases in income is at such a high level that a sudden 
whoosh of disposable income is created. 

So businesses will have to learn to live with the fact that exit poli- 
cies and ‘higher power of employer’ and so on do have a flip 
side—the uncertainties go up in the minds of the employee—the 
chap planning to buy that aftershave or Ac. To paraphrase David 
Ogilvy, the consumer is not a moron—she is your employee. 


The Clouds Are Lifting 
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Indica Research's Executive 


Director B. Narayanaswamy 
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Growth Backed By 
Technology At MTR Foods 
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With Real-Time 
Information At NPIL 
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Organisation At ONGC 


Customer-Driven 
Telecommunications 
At Tata Telecom 
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This is the age of technology. And it’s not just about the state-of-the-art gadgets and gizmos 
that can make you drool. It’s also about mundane topics such as efficiency, productivity, employee 
motivation, and customer satisfaction. But these are the parameters on which today’s businesses 

are judged, and Information Technology plays a major role in each one of them. 


Enterprise Is 
П 





п recent times, the importance of a strong technology backbone has grown тапі- 
fold for organisations. O.P. Munjal, Co-Chairman & mp, Hero Cycles, one of India’s 
most successful businesses, is well aware of the role ir has played in successfully 
executing his plans. He says, “Hero Cycles has grown to be a company with a dif- 
ference and uniqueness by using IT.” 

Given the complex dynamics of today's business environment, companies require 





88 BUSINESS TODAY MARCH 28 





systems that enable real-time decision-making 
that help them save on costs and time, minimise 
risk and achieve competitive advantage. 

And today, as more and more Indian com- 
panies make a beeline for global markets, 
they will need to look at technology as an 
enabler. Ravi Uppal, Managing Director of 
engineering giant ABB Ltd., says, "ABB has а 
global presence and a large manufacturing 
base. Hence, it was imperative to have a 
strong, robust ERP system." 

Recent trends have shown that Indian 
companies are no longer shy of making invest- 
ments in IT. IDC, an т market research firm, has 
said in a recent report that ir spending in 
India will grow anywhere between 6 per cent 
and 8 per cent or more. According to Gartner, 
another market research firm, more than 21 
per cent of Indian organisations will deploy at 
least one type of enterprise application soft- 
ware in the next 12 months. 

Also, in times like these when budgets are 
tight, companies are turning to ir applications 
to deliver во! (Return on Investment) for new 
investments as well as existing applications. 
Examples abound (see "Delivering Returns"). 

More than the money though, organisa- 
tions need to look at investments in business 
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e Mahindra and Mahindra: 
a. Reduced inventory by 30% 
b. Dealers from 12,000 to 6,000 
c. Company from 7,000 to 3,500 
d. 5095 reduction in replenishment lead times 


e Marico: 
a. Reduced lost sales due to stock-outs by 
28%, improving total revenues by 1.5% 
b. Reduced costs associated with supply chain 
exceptions by 2596 


e ABB: 
а. Increase in operational efficiencies by 15-20% 
b. Revenue grew from 160 million euro in 
2000 to 198 million euro in 2001 
e L&T: Recovered the entire investment it made 
within 2 years 


software as a tool to improve collaboration 
with its most critical entities: internal processes, 
employees and customers. 


AUTOMATING PROCESSES 
The internal processes of an 
organisation are best managed 
by an ERP (Enterprise Resource 
Planning) system. Most of 
India's large organisations have 
already adopted or are in the 
process of adopting such sys- 
tems. Automating the internal 
processes generates huge 
benefits for companies, such 
as speed of operations and 
more efficient decision-making. 
Harsh Mariwala, смр of 
Marico Industries, one of the 
early adopters of an ERP system 
in India, says, "One of the most 
important triggers for ERP was 
competition—speed was req- 
uired in improving our cost 
structure and cycle times. Another 
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у Ravi Uppal, ‘Managing Director, ABB 
important trigger was the organisational change 
that we encountered. We had become a divi- 
sionally organised company from a functionally 
organised company, which resulted in diverse 
decision making.” 

But once the internal processes are auto- 
mated, companies feel the need to extend the 
power that iT provides to the other compo- 
nents of the value chain. And current trends ref- 
lect that such a movement is indeed happen- 
ing in India. 


MANAGING THE EMPLOYEE 

The success of internal processes of an orga- 
nisation is fundamentally based on the skills 
and motivation of the people who make them 
happen: the employees. In today’s knowledge- 
based economy, companies need to fully lever- 
age their human capital to meet company 
goals quickly and efficiently and sustain a 
competitive position. This requires integrating 
employee processes and information with busi- 
ness processes and strategies to achieve opti- 
mal business results. 

According to ipc, the human resources 
management and payroll processing applica- 
tions market in the Asia-Pacific region will exp- 
and at a compound annual growth rate (CAGR) 
of 5.6 per cent, reaching $5.7 billion (Rs 26,220 
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crore) by 2007, compared to 
about $4.3 billion (Rs 19,780 
crore) in 2002. 

IT in HR is not just about 
managing payroll activities 
and leave applications of 
employees. A host of other 
activities can be performed: 
Internet-based recruitment, 
online performance appraisal, 
query posting and grievance 
redressal, employee-man- 
agement interface, online 
training, mapping employee 
skills to tasks, discussion 
boards, among others. 

But more than the tools, 
organisations have to emp- 
ower individual employees with 

greater control over one’s growth, 
which will ultimately lead to greater value to the 
organisation. In such a scenario, every emp- 
loyee can be provided with a complete 
roadmap to overcome his gap areas, as well as 
information about opportunities for growth 
within the company. 

Such an employee-centred HR model can 
bring in its wake several benefits such as inc- 
reased innovation, reduction in employee cost, 
manpower rationalisation, increased employee 
productivity, increased collaboration among 
employees and others in the value chain, and 
a host of other benefits. 

Sadly though, proper employee manage- 
ment has traditionally been a neglected area in 
Indian enterprises. And the use of IT to empo- 
wer the employee is even less widespread. A 
simple number of people to number of Pcs 
ratio in an organisation is enough to point out 
this fact. In a survey of leading 100 companies 
across various industries done by software 
body NASSCOM, a high 33 per cent of respon- 
dents had a рс to employee ratio of over 0.6 
per cent, implying that one computer is shared 
between two employees. 

Only when employees have easy access to 
information, swift disposal of their queries, are 
motivated and aware of their growth path, can 
companies expect them to deliver where it 
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matters most: providing quality serv- 
ice to the customer. 


CUSTOMER-CENTRIC MODEL 

With several studies confirming that 
the cost of acquiring a new custo- 
mer is much higher than retaining an 
existing one, the focus for organi- 
sations today is on building long- 
term relationships with customers. 

The simplest example would be 
that of your neighbourhood tea stall, 
where the tea vendor will know the 
preferences of each of his several 
customers. And how does a large 
organisation do that? Through iT 
Systems, or cRM (Customer Rela- 
tionship Management) systems. 

Mallika Srinivasan, Director of trac- 
tor manufacturer TAFE Ltd., says, "rr is helping 
us enhance transparency, quicken decision 
making and build a life long relationship with 
each individual customer.” 

One of the drivers of electronic свм has 
been undoubtedly the internet. cRM solutions 
support customer management on three lev- 
els: first, in all forms of interaction with cus- 
tomers; second through complete integra- 
tion of CRM processes in office, manufacturing 
and supply chains; and third for decision sup- 
port and analysis of market data. 

CRM helps the most by giving compa- 








е 


90 BUSINESS TODAY MARCH 28 2004 


The most important tr 
were competition an 
Harsh Mariwala, CMD, Marico Industries 


VINHWVHS HS4ALIN 


SPECIAL 








gers for our ERP implementation 
organisational change 


4 
nies access to customer data that сап be 
analysed using sophisticated tools to derive in- 
telligent information about revenue, demand, 
and the latent need for innovations. Special 
analytical functions demonstrate, for example, 
which clients or marketing channels are espe- 
cially strong sources of revenue or which 
sales cycles are tapped out. All these lead to 
greater profitability for enterprises. 

Among Indian companies also, there is 
a lot of interest in сям solutions. Industry 
verticals such as automotive, telecom, retail 
and insurance are embracing сям in India 
in a big way. Some of the major adopters 
include Asian Paints, L&T, bcm Shriram, Sudar- 
shan Chemicals, Tata Telecom and Cadbury's. 

However it's not enough to just have a 
system that delivers data and keep customers 
satisfied. What's needed in addition is a busi- 
ness environment at the core of which are 
customer relationships, rather than just the 
delivery of products and services. 

In the old economy, companies had a 
choice: excel at products and operations, or at 
customer service. But today, companies need 
to excel at both. And this can only be made 
possible by a customer-centric business 
model, in which the supply chain is driven by 
demand. Companies that can evolve in this 
direction will become market leaders.  W 
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Exponential Growth 
Backed By Technology 


Bangalore-based packaged foods manufacturer MTR Foods has ambitious growth plans over the next 


three years, and has implemented an ERP system to support the growth of the organisation. 
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READY FOR MORE: Driven by IT, MTR Foods will soon have more outlets, such as this one at Bangalore, all over India 


TR Foods had a humble beg- 
inning. It all began with a small 
restaurant—Mavelli Tiffin 
Room—in Bangalore in 1924, 
almost 80 years back. But in 
recent times, the company has expanded 
beyond recognition. It has moved into pack- 
aged foods such as spices, ready-to-eat (Rte) 
foods, frozen foods, etc. In fact, MTR boasts 
of one of the largest brands of ice-cream in 
Bangalore. The advantage of MTR 's products 
is their price points, which are generally lower 
that its competitors. Besides Bangalore, they 
have set up a retail chain, with both company- 
owned as well as franchisee-owned outlets, 





across the country. 

Mostly family-owned (with some insti- 
tutional investors), the company began its 
expansion about two to three years back, 
when professionals were inducted into the 
top management. And in fact, most of the 
management at MTR Foods comes from 
India’s leading FMCG company, Hindustan 
Lever Limited (HLL). 


INHIBITING GROWTH 

Though the company has grown reasonably 
well, it has no plans to sit on its laurels. 
Sadanand Maiya, Chairman, MTR Foods, 
says, "We want to grow to Rs 500 crore in 
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three years.” With revenues of Rs 103 crore in 
2002-03, that will take some effort, but going by 
past records, Maiya can be expected to drive 
his company to his target. 

However, for that to happen, the iT sys- 
tems of the company had to be robust enough 
to support such explosive growth. Maiya says, 
"We have a full meal complement, over 250 
products, so manual control is very difficult. 
With the existing systems, we couldn't have 
controlled this growth." 

The basic problem faced by MTR Foods 
was that it had different systems for different 
locations. As a result, though consolidated 
information was available on a periodic basis, 
near-real-time information, required for efficient 
operations, was not available. 

For instance, according to J. Suresh, CEO, 
MTR Foods, if inventory was down by a cou- 
ple of weeks, control over stocks and receivab- 
les became very difficult. He says, “We wanted 
seamless integration and a single view of 
data across our organisation.” The way MTR 
Foods saw it, systems should not be inhibitors 
to growth; instead they should be key drivers. 


Риттімб Systems IN PLACE 

To put its IT strategy on the fast track, MTR 
Foods took the advice of a consultant, who rec- 
ommended an евР (Enterprise Resource Pla- 
nning) system. After evaluating several options, 
MTR Foods decided to implement SAP ЕВР. 


DEEPAK G. PAWAR | 


We want to grow to Rs 500 crore in three years. 
With our earlier systems, у 
Sadanand Maiya, Chairman, MTR Foods zi 
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PROBLEMS: 

Lack of integration: Had different systems for different 
places. MTR wanted a single view of data across the 
organisation. : 
Low receivables: Control over receivables was almost 
non-existent, incurring losses for the organisation. 
Lack of control: Managing a full meal complement of 
250 products manually was proving to be a problem. 
Зоштом: SAP ERP 

IMPLEMENTATION STARTED: April 2003 


Go tive: August, 2003 


IMPLEMENTATION: 

e Underwent some changes in organisational structure 

e Around 10% of the software had to be customised 

BENEFITS: 

e Improved ability to track inventory 

e Time to close account books brought forward 

e Real-time information leading to better decisions 
and quick action 

e Full transparency of information 

e Greater efficiency in receivables collection 

e Better control over day-to-day activities 

e Collection has gone up 


Implementation started on April 1, 2003 
and went live in four-and-a-half months, in 
mid-August. Five modules were implemented— 
finance, management accounting, production 
planning, sales & distribution, and materials 

management. The company, instead of 
developing systems from scratch, used 
SAP's best practices for the food industry 
while implementing the applications. 
And even in this short period, the ben- 
efits are apparent. Suresh says, "SAP has 
improved our ability to track inventory, 
time to close account books was brought 
forward, there is full transparency of infor- 
mation, and online information has led to 
better decisions and quick action.” 
Despite already having derived these 
benefits, Suresh believes that it will take at 
least two years for the company to derive 
full value from the ERP system. And after 
that? Suresh signs off: "After that we will 
look at other IT initiatives" ш 
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Managing Resources With 
Real-Time Information 


To help sustain its growth plans and get real-time access to information, pharmaceutical major Nicholas 
Piramal India Limited underwent an extensive IT overhaul, centralising all IT systems into one. 


uccessful companies do not 
necessarily have the best sys- 
tems in place. Consider Nicho- 
las Piramal India Limited (NPIL), 
the flagship pharmaceutical 
company of the Rs 2,500-crore Piramal 
Enterprises, one of India’s largest business 
houses. With revenues of Rs 1,136 crore in 
2002-03, NPIL can be expected to have sys- 
tems in place to manage its multi-locational 
activities, growing partnerships, acquisi- 
tions, manufacturing, and adhering to reg- 
ulatory requirements. 

But it wasn't so, not till about six months 
back, and the problem was compounded by 
the complexity of the pharma business, where 
NPIL had its finger on virtually every pie. 





Business Issues 

NPIL does business in both Indian and export 
markets. In India, distribution works on a push- 
to-chemist strategy, because chemists push 
medicines to customers that give them higher 
margins. Most pharma companies need visi- 
bility to meet demand. That visibility has to be 
backed up by efficient inventory and supply 
chain management systems. 

And for exports, companies have to follow 
highly-regulated processes. As a result, they 
need systems that help them adhere to the 
requirements of these processes. 

Then, traditionally NPiL has grown through 
acquisitions. But all acquired companies had 
different systems, so consolidation and inte- 
gration was a problem. For instance, NPIL acq- 
uired ісі Pharma two years back. ісі Pharma 
was using an евР (Enterprise Resource 
Planning) system called BPCS, and NPIL was us- 








ing one called MscPro from оло. So after the ac- 
quisition, the company had two ЕВР systems. 

To add to all this, NPIL has major expan- 
sion plans on the table. Harish Chawla, cio 
of NPIL, says, “We plan to grow three times in 
the next three years.” As such, it became vital 
from every aspect that NPIL had a sound iT 
system to support its existing business, as 
well as back its future growth plans. 


PROBLEMS OF INTEGRATION 

However, till six months back, NPIL had several 
problems with its Іт systems. The most trou- 
blesome bottleneck was a decentralised IT 
environment, wherein there were servers at all 
its 40 locations, and each location had its own 
software solution. Then there were separate 
systems for all its functions such as sales, 
operations, financials, HR, etc., and a sepa- 
rate system for creating consolidated reports. 
Collating data from all these servers, offline, 
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was a nightmarish task, and control over pro- 
cesses was difficult to say the least. 

This also led to low usage of ir. For ins- 
tance, though HR had an online intranet system, 
since it was not connected to the other data 
servers, employees could not do Hr-related 
activities online. 

The company realised that its iT systems 
needed a major overhaul. Chawla says, "We 
wanted to reduce the number of applications 
and have a single view, so we decided to 
centralise our entire rr setup. Controls were dif- 
ficult to implement, which will become easy 
with centralisation. Once we decided to cen- 
tralise, we decided to relook the entire system" 


ResrRUCTURING THe Tech BACKBONE 

On that note, in May 2003, NPIL began evalu- 
ating several ERP systems such as SAP, 
Oracle and sp Edwards. After extensive deli- 
berations, the company completed its asses- 
sment in July 2003 and decided to implement 
mysaP ERP for Pharma, an application cus- 
tomised by ERP major SAP to suit the requi- 
rements of the indian pharma industry. Specific 
reasons for selecting SAP were: 

1. US ера has norms for drug manufacturing 
companies. SAP has systems that help com- 
panies adhere to these norms. 

2. With an 80 per cent marketshare in the 
pharma industry, a SAP ЕВР implementation 
can be done in quick time, with the added 
advantage of having all the intricacies of the 
pharma business such as how to get suppliers 
into the system, managing taxes, уат, etc., 
pre-built into the system. 

The implementation started in November 
2003, and is expected to go live on June 1, 
2004, with more than 600 users. The most 
challenging part, business blueprinting, is over, 
and systems configuration and user training are 
yet to be done. 

After spending close to Rs 15 crore on 
hardware, network connectivity, SAP licences, 
implementation, etc., NPIL can expect to derive 
a host of benefits. According to Chawla, after 
implementation is complete, it takes about two 
to three months for the system to settle down. 
Thereafter, мр. expects that SAP will help it to 


2004 








Pharma major Nicholas Piramal India Limited is 
implementing SAP ERP to help it grow by an esti- 
mated three times in the next three years. 








improve the quality of its processes and prod- 
ucts, sustain its long-term growth plans, imp- 
rove visibility, streamline production through 
accurate demand forecasting, hasten decision 
making, improve efficiency and productivity, 
and give it a better view of inventory and acco- 
unts receivables. 

NPIL has also generated quantifiable ret- 
urns on its investment, but is not willing to 
share them. Chawla says, "We've generated 
во! figures. All parameters have been defined. 
This implementation will definitely impact our 
bottomline. In fact, without that, по ir project 
can get off the ground.” " 
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Integration Across The 
Organisation 


With major expansion plans on the anvil, including a foray into oil retailing, India's most valuable 
company, ONGC, is integrating all its functions under one all-encompassing ІТ system. 


n today’s competitive business envi- 

ronment, even the most successful 

organisations have to build reliable 

information systems. And the impor- 

tance of this foundation is not lost 
on the Oil & Natural Gas Corporation (ONGC), 
India’s most valuable company with a market 
cap of over Rs 1 lakh crore. 

Subir Raha, смр, ONGC, points out the 
value of IT to a business: “The differentials in 
quality of information, and in speed of access 
to such quality information, make or break 
your future in business.” 


LEVERAGING IT 
Deriving business benefits from ir is not new 
to омас. As far back as 1996, the company 
undertook Project Kuber, wherein it imple- 
mented SAP в/з ЕВР (Enterprise Resource 
Planning) system for its finance function. 
Thereafter, in Dec 1999, омсс started another 
project, Project Shramik, where it deployed 
SAP for automation of all HR modules inclu- 
ding payroll and administration. Implemen- 
tation started in mid 2000 and it is expected to 
go live by mid 2004. 

But piecemeal implementations such as 
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these were never going to be enough. 
And Raha, who joined омас in 2001 from 
another oil giant, Indian Oil Corporation, 
was intent on integrating all the func- 
tions of the company under one umbrella. 
His motto: “One data, one system". 

Raha had his reasons. Despite the 
earlier implementations, the company 
suffered from lack of availability of real- 
time information. Monthly reports gene- 
rated were not enough to take forward- 
looking managerial decisions. 

And so was born Project Ice (Infor- 
mation for Consolidation and Efficiency). A 
six-month study, undertaken by software 
major SAP, recommended that all operations 
and offshore business operations of ONGC be 
integrated into one, single ЕВР system. 
Besides core activities such as drilling, this 
also sought to include associated activities 


ONGC's IT ROADMAP 


Since 1997, ONGC has embarked on three IT projects. 


PROJECT KUBER - 
Brief: Automation of finance department 
Started: 1997 _ 
- Live: Mid-1999 | 
PROJECT SHRAMIK 
Brief: Automation of human. resources - 
- Started: Mid-2000 
Live: Mid-2004* 
| PROJECT ICE | МЕ 
Brief Brief: Automation and integration of the entire enterprise 
Started: October 2002 
Live: December 2004* 
* EXPECTED 


ONGC's IT projects are expected to bring several 
benefits. Here are a few: 


e Elimination of redundant data 

e Standardisation of business processes 

e Single point data entry and visibility across the enterprise 
e Easier corporate consolidation 

e Better managerial control 


e Elimination of need to manually create interfaces 
between different systems 


e Faster adoption to IT systems as per future needs 


HIGH PAYBACK FROM INVESTMENT 
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such as mudding and cementing, which most 
global energy companies tend to outsource. 


јаме ON THE CAKE 
Project ісе includes the implementation of 
the entire mysAP business suite, with 26 mod- 
ules to be implemented across омас and its 
overseas arm, ONGC Videsh Limited (ом) in a 
30-month period. The first phase of the proj- 
ect, started on Oct 22, 2002, went live on 
Oct 1, 2003. This included 2,500 users in the 
western offshore business. On April 1, 2004, 
the western onshore business will go live, 
which will add another 2,000 to 2,500 users. 
By end-December 2003, all other regions are 
expected to go live, and then Project Kuber 
and Shramik will also be integrated with it. 
Once that happens, ONGc expects that the 
System will eliminate redundant data, stan- 
dardise business processes and facilitate 
greater managerial control. The investment is 
estimated at Rs 100 crore. A. Kaviraj, Exe- 
cutive Director, Corporate Planning & Chief, 
Project ісе, ONGC, says that's reasonable: “Rs 
10,000 crore is our total annual budget. If we 
don't get timely information, even 1 per cent 
slippage can cost us Rs 100 crore.” 
Besides, with its current drive towards 
globalisation, and plans to roll out its retail ini- 
tiative within the next three years, ONGC will 
need its systems to be up to global stan- 
dards. And Kaviraj believes the SAP imple- 
mentation will go a long way in serving the fut- 
ure business needs of his organisation. Ш 
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Customer-Driven 
Telecommunications 


Tata Telecom has transformed itself from a PBX-selling company to a customer-focused communications 
solutions provider, thanks to IT. And to top it all, it expects an IRR of 129 per cent on its CRM investment. 


oday, we are much closer to our 
customers. We understand their 
requirements better,” says Amal 
Thakore, Chief Financial Officer of 
Tata Telecom. However, it was not 
always so. Till the late nineties, Tata Telecom 
was just a manufacturer of PBx equipment, 
with a business model centred on stream- 
lined, cost-efficient manufacturing. But when 
import restrictions on telecom equipment were 
lifted, it found that importing PBx equipment 
was cheaper than manufacturing it. It then 
decided to alter its business strategy. 


RESTRUCTURING THE BUSINESS 
To address the changed environment, Tata 
Telecom decided to adopt a customer-respon- 
sive business model, and provide “enterprise 
converged communications”, where voice, 
video and data run over a single ip (Internet 
Protocol) network. But this needed a complete 
overhaul of its operations, including its product 
portfolio, organisational structure, people prac- 
tices, skill development methods, channel 
strategy, etc. And it needed a technology 
backbone that could help bind it all together. 

The company set the ball rolling in early 
2000 by rotating its organisational structure to 
put the customer on top. Niru Mehta, Vice 
Chairman, Tata Telecom, says, “Putting the cus- 
tomer at the top of the pyramid forced us to 
look outside of ourselves and view our busi- 
ness from the standpoint of the customer" That 
standpoint required the company to alter its 
approach to communication to an interactive 
dialogue with the customer. 

И created new job categories, compen- 
sation schemes for employees, and training 


~ 





programmes. The main objective was to create 
a company that could understand customer 
requirements, anticipate their needs and deliver 
on those requirements., 


Getting There With IT 

To enable this strategy, it needed a strong ir 
foundation. Tata Telecom's older systems were 
limited in functionality. With 60 per cent of its 








revenue coming from existing cus- 
tomers, the company realised that its 
ability to have accurate customer infor- 
mation readily available across all 
sales, marketing and service chan- 
nels would determine the success of 
its customer-responsiveness strategy. 

In August 2000, Tata Telecom deci- 
ded to invest Rs 20 crore over three 
years in an integrated iT infrastruc- 
ture. A team of 12 senior and mid- 
| level managers, led by coo Sunil 
Gambhir, selected sAP R/3 ERP and 
mysaP CRM (Customer Relationship 
Management) applications, and unu- 
sually, decided to start implementing 
both simultaneously—R/3 in October 
2001, and mysaP CRM a month later. CRM by July 2002. To enable its new busi- 

By April 2002, н/з went live, and mysaP | ness model, it created 130 different matri- 

ces, populated by data from mySAP CRM, 
THE INVESTMENT to help it take business decisions. 

And Tata Telecom is happy with the re- 
sults. Mehta says, “Understanding custo- 
mer needs and delivering against them in 
a profitable way is proving to be a winning 
strategy.” Here are some of the benefits: 
e More effective lead management: 
Every lead, whether it becomes an order 
or not, is entered into the system, making 
E value opportunities readily apparent. 

; pp e Enhanced pipeline visibility: сам data 

Rr allows Tata Telecom to predict demand 
.. $150510 апа revenue accurately. 

e Better use of service resources: All 
Ano THE RETURN customer calls now come to a single, 
ИД ДШ БИН ОИДИ ЦИИ cental location, and are automatically 
Шаш БАН о УД ИЦТ ЕСИ allotted to service engineers based on 
Telecom expects an Internal Rate of Return (IRR) of availability and skills. 
e Quicker use of capital: Inventory turns 
have improved by 1 per cent, reducing 
carrying costs, and order-to-delivery time 
reduced by two days per order. 

Despite these successes, Tata Telecom 
is continuously evaluating its products 
and services, driven by information from 
ту$АР CRM. Mehta says, “Our ability to 
respond to customer needs more rapidly 
and accurately than the competition will 
become an important differentiator” Ш 


Here's a breakdown of Tata Telecom's investment in 
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WO SETS OF FACTS AND 
| opinions are being widely 
reported and debated today: 
one emphasising the feel-good fac- 
tor, and the other abysmal poverty 
levels. Some of these facts can be 
synthesised to illustrate how India’s 
growing global financial assets could, 
if used innovatively, lead to a vir- 
tuous cycle of investment in under- 
invested areas such as irrigation, 
agriculture, social security and heal- 
th services, reducing poverty for 
vast numbers, while simultaneously 
prodding growth rates, and become 
mutually reinforcing. 

India’s acknowledged foreign 
exchange reserves are now close to 
$105 billion, and growing. As of 
now, RBI data shows that the average 
returns on those reserves is an ann- 
ual 2 per cent. Given that the rupee 
is appreciating against the dollar at 
a higher rate than this, there are 
no effective rupee earnings on the 
reserves. A good proposal, then, 
would be to redeploy some of the 
money—say, $20 billion, less than a 
fifth of the reserves—from low- 
paying foreign (mainly US) securi- 
ties, to investments in India’s infra- 
structure development. 

That could be done via the mec- 
hanism of a special purpose vehicle 
(SPV), with subsidiaries to direct in- 
vestment towards specific projects 
prioritised on the basis of the coun- 
try’s needs that private participation 
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and budgetary allocations are prov- 
ing inadequate in meeting. For exam- 
ple, irrigation, primary education, 
rural roads and healthcare. 

The spv and its subsidiaries would 
be enabled to make a mix of equity 
and debt investments in infrastructure 
projects at zero-interest—equivalent 
to the current returns on India’s re- 
serves. With such low-cost financing, 
output costs would be considerably 
lower and more manageable than 
in many current projects (the Dabhol 
Power Project had prohibitive costs). 
Uneconomic costs deter demand. 

Together with investments in 
ports, power and highways, resource 
mobilisation of such magnitude could 
drive up and sustain growth rates in 
a multitude of sectors through the 
multiplier effect, even as the infra- 
structural constraints on India’s 
competitiveness are eased. 

Let us take another restructuring 
suggestion from the corporate 
world. The market capitalisation 
of just the public sector oil com- 
panies is about Rs 227,830 crore. By 
a rough guess, the overall market 
value of the government’s holding in 
the public sector—as well as depar- 
tmental undertakings capable of 
corporatisation such as the Rail- 
ways—could broadly be a three to 
four multiple of the oil psus’ market 
cap. Meanwhile, government debt 
to the banking sector is estimated at 
close to Rs 600,000 crore, even as 


Deploying 
Reserves 


credit diversion to the in-deficit 
government continues as a result 
of the ‘risk aversion’ of banks that 
inclines them to government secu- 
rities instead of commercial lending. 

Now, policy guidelines have been 
issued to encourage banks to incre- 
ase exposure to equity. Public sector 
equity divestment is on, too. What's 
needed now is a jump in scale. For 
instance, if the government were to 
sell Rs 100,000 crore of its PSU equ- 
ity holdings to the banks and retire 
its debt to them, and banks in turn 
lend Rs 100,000 crore to retail in- 
vestors for acquisition of PSU equity, 
a structural debt-equity swap would 
take place. The shareholding would 
shift from the government's hands to 
the public’s hand. The banks’ lend- 
ing would move from the govern- 
ment to retail investors; Rs 100,000 
crore translates into Rs 1 lakh each 
over 10 million income tax assessees. 

Fiscal prudence through such 
debt reduction would produce inte- 
rest savings that could be used for 
poverty alleviation. Another cor- 
porate suggestion: perhaps the 
government budget should start 
reporting both assets and liabilities. 

To conclude, if incremental fis- 
cal changes in India have made 
such a difference already, what 
might be the result of some dyn- 
amic policy intervention? 


| Sanjiwan Sahni is а Delhi-based 
management and economic consultant 
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СЕ ANYTHING, THE RS 1,168-CRORE 
(revenue from newspaper busi- 
ness, 2002-03: Rs 256-crore) 
< Bhopal-based Dainik Bhaskar 

group should become a case study 
in management schools on how 
to institutionalise success. And 


ously fickle, and often unprofes- 
sional and unprofitable, language 
newspaper market. 

_. Over the past 20 years, starting 
with Indore, the third edition (af- 
ter Bhopal and Gwalior) of its 
eponymous Hindi-language news- 
paper Dainik Bhaskar (ов), the 
group launched 17 more editions 
in quick succession to become the 
country's largest read newspaper 
with 1.57-crore readers, according 
to-National Readership Survey 


- PUSHING CIRCULATION IN 
AD-RICH MARKETS... 


*Includes 5; 04, 118 of its Gujarati 
newspaper’ Divya Bhaskar 
A médabad 



























that too in the country's notori- | 








(NRS), 2003. And a highly profi- 
table one at that (see Dainik 
Bhaskar: The Story So Far...). So 
much so that all the 20-odd рв 
editions, some just two years old, 
are not just market leaders, but 
in the black too! 

"Before committing to a inar 


I look at three things: size of the 


advertising market, the gap in the 
market to quickly get to number 
two slot at the least, and most im- 
portantly, existing market leader's 
reader friendliness,” says Ramesh 


Chandra Agarwal, the 61-year-old - 


Chairman of the group. In. рв 
speak what it means is simply this: 
enter ad-rich and uncluttered mar- 
kets such as Rajasthan, Haryana, 
and Gujarat and avoid commit- 
ting too much to already saturated, 


с А| passion for newspaper business, finger on readers" pulse and s sawy marketing 
.. allow Dainik Bhaskar group to conquer markets at will. ву SHAILESH DOBHAL 


Dainik Bhaskar: The Story So Far... 
































cut-throat or ad-dry markets in 
Uttar Pradesh, Punjab, and 
Himachal Pradesh. 

But could it be just this which 
gives his newspaper business success 
in market after market, a 75 per 


| cent projected sales growth in 


2003-04 (to Rs 448-сгоге) even 
when the advertising market, the 
back-bone of any newspaper busi- 
ness, grew by just over 10 per cent? 

“Today our biggest strength is 
the ability to understand the reader 
and the market very well,” says 
Sudhir Agarwal, Managing 


· Director. And that marketing can 


help open doors. For that has been 


the story since 1996 when the 


group launched рв in Jaipur, 
Rajasthan, and dislodged an en- 
trenched competitor, Rajasthan 





..AND AN OBSESSION WITH NUMBER ONE SLOT IN 


EACH MARKET (WELL ALMOST)... 


Number One 


Hindi.newspaper market 





*Gujarati newspaper market 
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Indian language newapapers' first family (from left): Pawan Agarwal (Director, Dainik Bhaskar), Sudhir | 
Agarwal (Managing Director), Ramesh Chandra Agarwal (Chairman), and Girish Agarwal (Director, Marketing) | 
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...HAS SEEN SALES AND PROFITS SOAR. || 








Source: Company figures/industry 





/ 1995-1996 (Audited) п 214 160 37.4 | 
| 10.7 
| 
2002-2003 (Audited) 256 | 
Debt equity ratio: 0.65 
20.7 | 
| 
2003-2004 (Estimate) 448 | 
Debt equity ratio: 0.60 | 
21.9 | | 
2004-2005 (Estimate) 536 |! | 
Debt equity ratio: 0.55 419 || 
=, Total sales and РАТ in Rs crore W Advertising sales W Circulation sales И Total sales E Profit after tax | | 
ЕЛ 
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Patrika, virtually overnight! What 
also helped is that none of the big 
national media houses ever con- 
sidered a language newspaper. as 
core to their empire. By the time 
they woke up to the opportunity, it 
was too late; DB had virtually dis- 
covered and monopolised a virtual 
gold mine. *Last year, one of the 
country's biggest print companies 
wanted to partner us in a venture 
that would have bunched all their 
language titles with ours. We said 
no, for their papers do not have 
much reader strength and more- 


over we did not want to lose our ` 


-identity under a bigger banner,” 
“adds Agarwal Sr. 
-. Combining a smart strategy of 
self-styled mass market surveys 


| that not only help custom-make | 


the newspaper to every individ- 
ual market need but even pre-book 
orders with low entry-level cover 
pricing, DB prised open market af- 
ter market, and in no time domi- 
. mated them. From Jaipur in 1996 
to Ajmer, Jodhpur, and Bikaner 
the following year to Chandigarh, 
Panipat, and Hissar in 2000 to, fi- 
nally in June 2003, its first. non- 
Hindi foray with Gujarati-language 
Divya Bhaskar in Ahmedabad. 
The scope of these DB surveys 
needs mention here, for these 
aren't sample surveys, but all-in- 
clusive ones amongst the target 
market. Nearly two lakh house- 
holds were covered in the first 
mass survey by DB in Jaipur, 12- 
lakh ones in Ahmedabad, and 7.4- 
lakh ones for Divya Bhaskar’s Surat 
launch later this month. 
“Ош surveys are not mere con- 
«sumer research. For that you need 


ко cover just 3-4 per cent of your 


target audience. With à mass-based 


survey you get mass brand aware- 


ness and mass involvement, and 
that's true expansion of the market," 
says Ramesh Chandra Agarwal. 


Well it worked in Jaipur, where 


readership of Hindi- -language dailies 
soared 121 per cent since the DB 
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launch in 1996. Even Ahmedabad 
saw a 32 per cent growth in read- 
ership of Gujarati-language news- 
papers between NRS 2002 and 
ACNielsen ORG-MARG's readership 
survey in September 2003, post 
Divya Bbaskarslaunch. | 

But surely anyone who has seen 











Bhaskar's juggernaut roll, virtually 
uninterrupted all these years, can 
copy from its all too simple meth- 
ods? So what gives it near invinci- 
bility in conquering markets at 
will? “The success is in the detail, 
the passion that we work with and 
this, not many people are able to 
copy," adds Sudhir Agarwal. For 
starters, the entire Agarwal family 
shifts temporarily to the city the 
clan plans to conquer next, wife 
and kids in tow. The Agarwals 
spent three months in Ahmedabad 
before Divya Bhaskar’s launch last 
June. *Newspaper is a completely 
city-to-city product and we need to 
stay there to understand the 
reader," adds senior Agarwal. 
The company meticulously 
plans even the minutest detail of 
how it enters a reader's house, 


the way it asks questions, books ` 


orders et al. And for votaries of 
core-competence, the group is a 
complete antithesis, for it does 


not hire any market research | 


agency for such mammoth sur- 
veys but administers it entirely 
through its employees, who are 
re-skilled temporarily for it. 

So assiduously does the group 






work on delivering local reader- 
driven content and hooking her 
completely, that it is able to up 
cover price, once market leader- 
ship is achieved, almost to plan. 
All 16 DB 'editions, barring 
Faridabad, launched post Jaipur in 
1996, today sell at Rs 2.50 com- 
pared to Rs 1.50 at launch. 
Competitors, however, are in- 
credulous. *What market leader- 
ship are they speaking about? ques- 
tions Shreyas Shah of Gujarat 
Samachar. “They are at just 50 per 


|. cent of our circulation in 


Ahmedabad and we have not even 
lowered our cover price," he adds. 
Independent observers, like Amit 
Ray, Executive Vice President of 
Optimum. Media Solutions, one 
of the biggest media buyer in the 
Ahmedabad market, have a some- 
what more balanced view: *Our 


_ sense is that circulation of Gujarat 
Samachar and Divya Bhaskar 


would be almost at par, though 
Gujarat Samachar still has the per- 
ceptual leadership.” Still, that's no 
mean achievement for Divya 
Bhaskar, in just six months that 
too, given that Gujarat Samacbar 
was selling upwards of 3.5-lakh 
copies of its Ahmedabad edition. 

The next two years will be con- 
solidation time for the group, with 
an emphasis on expanding Divya 
Bhaskar in Surat, Baroda, Rajkot, 
Mumbai, even New York. 

“For us now, the language bar- 
rier is over. So all markets where 
we can get the pulse of readership 
by speaking to readers in Hindi 
could be a potential market for 
us,” says Ramesh Chandra Agarwal. 


In its quest for five million plus 


circulation, almost double of the 
current 2.5 million-odd, in the 
next five years, the Dainik ‘Bhaskar 
group may enter all markets 
where an Indian language can 
dominate. To start with, the bliss- 
ful existence of happy Marathi 
and Oriya-language newspapers 
could soon be threatened. M 
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А whole range of industries is looking to acquisitions within India and 


abroad to gain critical mass. BY PRIYA SRINIVASAN & ASHISH GUPTA 2 


T А RECENT AWARDS 
function in Mumbai, 
Finance Minister Jas- 


want Singh made an - 


«А. unusual and impassio- 
ae ned plea to the gathered chieftains 
of corporate India. “The $100 bil- 
lion that we have in forex reserves is 


_ there for your use. Please use it and. 


ро ahead and reach out to the 
world, "i s yours to conquer." Well, 


jit à on the ‘India Shining’ 
wb 


own story. The remark 


neous bout of 


applause from those gathered, inc- | 


ding the likes of Anil Ambani, 


; Anand Mahindra, and M.S. Banga, 


among a host of other corporate 
~ head honchos. Clearly the minis- 
ter had struck a chord. 

And why not? There is enough 


: evidence to suggest that Indian 
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corporates have never been more 
aggressive in terms of expansion 


plans and importantly, never more - 


optimistic about their chances over- 


seas. Domestically, the M&A market 


is starting to see structural changes 
reflective of а more mature M&A 
climate, while overseas plans are 


nothing short of a deluge, The proof 
of the pudding in this case is clearly ciliti 
сіп the acceleration of deal flow. “I 


A dipstick across leading Indian 
corporates reveals nothing short of 
a potential overseas acquisition wave 


of sorts. Take the pharma sector. 


Major players like Nicholas Piramal, 
Ranbaxy Laboratories, and Dr 


Ке44у% Labs are actively looking 
for acquisitions to either penetrare 


new markets gain тап 


can safely claim that оп ап average brins val 


. investment banks have seen at. 
ici: а 50 per cent increase іп де 
‘over the second half of last 
.says Rashesh Shah of boutiq 
vestment firm Edelweiss С 


Agrees Vedika Bhandarkar, Head of | 
Investment Banking at JP Morgan | н 


. Chase: “There 15 а perceptible. 
change in mood, and we should ђе _ 
seeing a lot of deals, particularly 

international, following the second | 


quarter of this year." 





HOT SECTORS Т0 


The M&A fever is epidemic in its proportions. 


SECTOR THE MOTIVE 


Gain manufacturing 
toehold in markets 
overseas since valua- 
tions, especially in 
Europe, are attractive 


AUTO/AUTO 
ANCILLARY 











Crack the overseas 
generics market 
with facilities that 
meet stiff regulatory 
standards 







PHARMA 4 





Build a strong 
marketing front-end 
for increased 


TECHNOLOGY 7007 % customer comfort апа 


3 ease of servicing 


INFORMATION УУ emm | 








Penetrate markets 
abroad to create 
opportunities both 
downstream and 
upstream 


OIL & GAS 





Prepare for domestic 
consolidation, and 
leaverage expertise in 
markets comparable 
to India 


TELECOM 





Tap newer sources 
of raw material, 
and set up finishing 
units closer to end 
consumer 


METALS 
AND MINING 








Acquire critical 
mass domestically, 
and plug gaps in 
terms of portfolio 
of services 







BANKING 





and also in the US," says a senior 
Ranbaxy official. Dr Reddy's for its part 
is scouting Europe and has also evinced 
interest in acquiring Heumann, a German 
generics company owned by Pfizer. 

Moving to another (and fairly unrela- 
ted) sector, Indian auto majors are mak- 
ing an aggressive push in global mar- 
kets. The sector is keenly watching 
Mahindra and Mahindra (M&M), fol- 
lowing its failed Rs 2,000-crore bid for 
Finnish tractor company Valtra. “We 
would continue to look at acquisitions 
across our businesses—it could be in 
tractors, auto components or IT serv- 
ices," says Hemant Luthra, Executive 
VP (Corporate Strategy), M&M. The deal 
sizes could vary from about $10 mil- 
lion (Rs 46 crore) for IT services to about 
$50 million (Rs 230 crore) for an auto 
components business and, of course, 
the Valtra bid is some indication of the 
potential deal size of a tractor business 
acquisition. The company is expected to 
bid for and possibly conclude a mega 
overseas acquisition in the course of the 
year. The sector is especially under 
scrutiny following Tata Motors' acqui- 
sition last month of Daewoo 
Commercial Vehicle in a deal valued at 
$102 million (Rs 469.20 crore). 

M&M is not the only company on 
the prowl in the auto ancillary busi- 
ness. Significant players like the Delhi- 
based Sumi Motherson Group and 
Omax Auto are also in the fray for 
overseas deals. Chennai-based Sundram 
Fasteners Limited (SFL), which just con- 
cluded a deal to acquire hot forgings 
unit, Cramlington Forge, from the UK- 
based Dana Spicer and is also in the 
midst of a merger with Chennai-based 
Autolec, continues to “keep an eye out 
for opportunities," according to Sampath- 
kumar Moorthy, УР, SFL. 

Companies like Raymond and con- 
sumer durable major Videocon are also 
quite vocal about their intention to snap 
up overseas companies. Raymond's 
Gautam Singhania says that the com- 
pany is “looking at three acquisitions 
abroad, though nothing has been fi- 
nalised yet.” Raymond 15 particularly 
interested in an acquisition in Europe. 
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WHO'S 
ON 


Companies big and small are 
scouting for opportunities. 


COMPANY 


Mahindra 


SUMI 
MOTHERSON 


ОА 


«7, Bristol-Myers Squibb Company 


IndianOi! 





THE BUZZ 


Expected to make another 
sizeable bid following its 
failed Rs 2,000-crore bid 
for Finnish tractor major 
Valtra late last year 





Looking for acquisitions in 
Europe and Australasia. 


Understood to be scouting 
for overseas acquisition 


Scouting for acquisitions 
in Europe 


Expects to conclude an 
acquisition this year with 
a specific focus on brand, 
geographic strengths, 
and technology 


Looking at acquisition-led 
growth in Europe and US 


Expected to enter the 
Indian market with acqui- 
sition over the next year 


Continues to scout for 
overseas acquisitions 


Expected to conclude over- 
seas acquisition this year 


Expected to conclude ano- 
ther acquisition this year 


Looking at equity stakes 

in government-owned oil 
cos in Nigeria, Madagascar. 
Other markets on radar 
are Indonesia, Nepal, 
Bangladesh, and Malaysia 


Looking at Sudan, Iran, 
Egypt, and Russia for 
investments in oil 
exploration & production 


Looking at acquisitions 
in Europe 


Hoping to acquire Thai 
CRT, a large TV tube maker 
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Videocon chairman Venugopal 
Dhoot says his company is “al- 
ready in the final stages on some 
deals”. He adds that the company 
can raise about $50 million (Rs 
230 crore) internally and use that 
to leverage about $250 million 
(Rs 690 crore) more. 

Oil and gas is another sector 
poised for action. Indian Oil 
Corporation, for instance, is un- 
derstood to be interested in par- 
ticipating in the disinvestment 
process of government-owned 
oil companies in countries like 
Nigeria and Madagascar to make 
inroads into both refining and 
retail in these countries. ONGC 
on its part is looking at Sudan, 
Iran, Egypt and Russia to make 
further investments in oil explo- 
ration and production. 

The clarion call seems to be 
‘globalisation’ and the numbers in 
terms of deals last year bear this 
out. According to data put out by 
India Advisory Partners, an M&A 
advisory firm based out of Mum- 
bai and London, there were a 
total of 49 overseas acquisitions 
by Indian companies in 2003 as 
opposed to 28 in 2002. The total 
value of the overseas acquisition 
deals in 2003 stood at Rs 8,049 
crore vis-a-vis a paltry Rs 941 
crore in 2002. But that’s just on 
the overseas acquisition front. 
M&A deals within India, including 
private equity deals and overseas 
firms acquiring Indian firms 
grossed a deal value of $4.7 bil- 
lion (Rs 21,432 crore) in 2003, 
down from $8.7 billion (Rs 
41,798 crore) in 2002. 

While the numbers for dom- 
estic deals may be down, the 
report clearly explains that 2002 
was a year of a few large deals 
(deal value of over $111 mil- 
lion, or Rs 533.28 crore, each) 
while there were just four such 
deals in 2003. Also deals in 2003 
happened across sectors. These 
factors prompt Kai Taraporevala 





UMESH GOSWAMI 
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“WE ARE LOOKING AT 
COMPANIES THAT 
BRING VALUE IN TERMS 
OF BRAND, GEOGRAPHY, 
OR TECHNOLOGY” 


SWATI PIRAMAL/ HEAD (STRATEGIC 
ALLIANCES) / NICHOLAS PIRAMAL 





of India Advisory Partners to 
comment, “my view is that you 
will have more depth in the M&A 
market now.” 


The Rationale For M&A 

First, the domestic scenario. The 
sectors that are already in the 
throes of consolidation and ex- 
pected to move into the next cycle 
of consolidation in India are tele- 
com and banking. The rationale, as 
Rajiv Gupta, MD, DSP Merrill 
Lynch explains is simple: “We 
had done an analysis on sectors 
that have employed large capital 
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and found that most of these sectors 
are highly fragmented. This is espec- 
ially true of the Indian banking sec- 
tor—18 prominent banks have deplo- 
yed in excess of $5 billion (Rs 22,665 
crore)—and the telecom sector 
where there are around six players 
in mobile telephony. There are just 
too many players, so we expect a lot 
of M&A to happen in these sectors.” 

As for valuations in the domes- 
tic market, they are definitely up, 
what with capital markets on a roll. 
While logic dictates that this should 
deter sellers who would want to 
hold on to their stakes in expecta- 
tion of even better valuations, in- 
vestment bankers like Ambit’s Ashok 
Wadhwa have a slightly different 
take on it. “Valuations are getting 
re-rated and there is actually greater 
interest among sellers now.” On 
the same pragmatic note, Shah of 
Edelweiss points out the buyer’s 
perspective, “Consider a listed com- 
pany that is trying to acquire a small 
unlisted company in a sector like 
steel. Suddenly, the target won’t 
seem so expensive given the way 
markets have gone up.” 

To get a sense of the apprecia- 
tion in share prices just consider 
the kind of price movement that a 
fast growing company like Bharat 
Forge has seen in the past year. The 
scrip, which currently is quoting at 


GLOBAL PUSH 


2003 was a record year for overseas acquisitions. 








NO. OF DEALS DEAL VALUE 
49 8,049 
Figures are in 
Rs crore 
941 
2002 2002 200 


2003 


Source: INDATA Report 2003 
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M&M IS EXPECTED TO BID FOR AND POSSIBLY 
CONCLUDE A MEGA OVERSEAS ACQUISITION IN 


THE COURSE OF THE YEAR 


ANAND MAHINDRA/ үс & MD/ MAHINDRA & MAHINDRA 
Га а RS SS Se OE SPSS NT E SLIT US 


about Rs 785, was at Rs 250 or so 
same time last year. 

There are other broader reasons 
for the hectic M&A activity accord- 
ing to investment bankers like 
Munesh Khanna, мр, Rothschild 
(India). “Profitability in Indian com- 
panies has gone up and there are 
better cash flows, where do you in- 
vest these? Companies also want 
to expand,” he says. 

Thanks to the new-found effi- 
ciency, capital availability has just 
gotten easier, especially for blue 
chips, whose ratings automatically 
improve with an increase in the effi- 
ciency level. Added to this is the eas- 
ing of regulatory norms such as the 
RBI allowing external commercial 
borrowings of upto. $500 million 
(Rs 2,266 crore) across sectors (this 
was earlier restricted to specific sec- 
tors). “Interest rates are very attrac- 
tive. In fact, triple A rated companies 
are borrowing at 6 per cent in the 


Indian market as opposed to second 
or third rung companies, which are 
borrowing at 9 per cent. So there is 
an arbitrage opportunity in acqui- 
sition,” says 5. Srinivasan, Co-Head 
of Investment Banking at Kotak. 
As for overseas acquisitions, the 
primary reason for the interest from 
Indian companies seems to be the 
attractive valuations of firms, parti- 
cularly European ones. (See An Eye 
on Europe) Reason: They find the 
going tough thanks to an appreciat- 
ing Euro and the emergence of sev- 
eral lower cost manufacturing cen- 
ters. Moreover, from an Indian com- 
pany’s perspective, European firms 
with an existing client base offer a 
ready springboard to global markets. 
Explaining the benefits of the 
Daewoo Commercial Vehicle ac- 
quisition, Tata Motors’ Ravi Kant 
says: “We are looking at three acti- 
ons: Increased marketshare for 
heavy commercial vehicles in Korea 
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АМ EYEON. 
Bargain-hunting Indian raiders find a new 
destination: Europe. 


for Daewoo, products in the med- 
ium commercial vehicle segment 
through joint efforts of Tata Motors 
and Daewoo, and further explo- 
ration of other international markets 
with this combined product range". 

Also take the case of Wockhardt, 
which recently acquired CP Pharma- 
ceuticals in the UK. “We have a 
three-fold criteria while considering 
- an acquisition. It should fill a strate- 
gic gap by way of access to new 
territories, product segments or 
technologies. Second, it should in- 
crease (our) marketshare and, third, 
it should create value through im- 
proved efficiencies of the merged or- 
ganisation," says Wockhardt's 
Chairman, Habil Khorakiwala. 
Apparently, the underlying logic is 
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applicable to other industries as 
well. *Given our stated vision of 
being an integrated player in wire- 
line, wireless, data and international 
long distance, it makes sense for us 
to have global bandwidth," says a 
Reliance Infocomm spokesperson 
of the recently concluded $211 mil- 
lion acquisition of FLAG Telecom. 


Integration—The Acid Test 

The true value of an M&A deal can 
be extracted only if the merged en- 
tity is able to function as one com- 
pany following the merger. 
According to investment bankers 
like Bhandarkar, this is possibly the 
biggest stumbling block in any 
merger. "The biggest issues are in- 
tegration and the cultural fit," she 





says. Indian companies, however, 
are swiftly finding solutions to the is- 
sue. Take the case of Bharat Forge, 
which has put in place a concrete in- 
tegration model following its 
takeover of the 116 million Euro, 
German company, Carl Dan 
Peddinghaus, a couple of months 
ago. It has created a 100-day inte- 
gration program, with targets be it 
in micro-management or strategic 
integration. “We have basically cre- 
ated integration teams across man- 
ufacturing, purchase, procurement, 
design, engineering, sales, basically 
everywhere with the purpose of 
understanding and integrating the 
various processes," says Amit 
Kalyani, ҮР & cro, Bharat Forge. 
Even for a smaller firm like 
Pune-based ІТ company KPIT 
Cummins, which concluded the ac- 
quisition of Houston-based SAP 
consulting firm PANEX late last 
year, integration was built into the 
transaction model itself. “We 
worked with them even before the 
deal, decided on the company focus 
and strategy together and then 
worked out the post-merger eq- 
uity structure in such a way that 
payouts are available only if the 
business goals are achieved,” ex- 
plains Ravi Pandit, Chairman and 
Group сво, КРІТ Cummins. 
Finally what is the investor base 
saying to all of this activity? Are 
the markets cheering these moves or 
are investors being cautious about rea- 
ding too much into these deals? Far 
from it. “I think the true potential of 
these deals is yet to be discovered by 
the market,” believes Atul Kumar, 
Director of Mumbai-based broker- 
age firm, Practical Financial Services. 
His argument: Some of the blue 
chips that have struck deals in recent 
months have obviously seen margins 
in overseas markets that they haven’t 
got here. “Some of it is really big 
stuff,” declares a sanguine Kumar. 
Let’s hope ће is right. @ 
ADDITIONAL REPORTING BY 
NITYA VARADARAJAN 























The transition towards the integrated world has already begun. With a strategic location, in the international context, 
india has today become a natural hub for further growth. And to this IT enabled India, Hiranandani Business Park 
provides a complete, responsive and productive work environment. An environment that offers comprehensive 
business solutions to enterprises geared to play an eminent гоіе in this emerging, integrated world. 


Hiranandani Business Park, 


Powai - Mumbai 





"MEET | EE 





Winchester 


Floor Plate: 49,000 sq.ft. (Approx.) | Area Available: 10,000 sq.ft. to 5,00,000 sq.ft. (Арргох.) | An approved IT ni | 
ideal Socio-economic infrastructure | State-of-the-art IT operational infrastructure | 24 x 7 hi-productive work ambience | Residential leasing options avaiable 


A few of the corporates flourishing at the Hiranandani Business Park: 
* Prudential • Wipro Spectramind е Mentorix е Maersk Sealand « Mastek - Deloitte 
* NCR * Zenta * Epicenter Technologies * Blue Star Infotech • Е - FUNDS International 


Commercial offices also available at Delphi. Area 2,735 sq.ft. to 3,75,000 sq.ft. (approx.) 





Olympia, Central Avenue, Hiranandani Business Park, Powai, Mumbai - 400 076. 
E-mail: bizparkGhiranandani.net e Website: www.hiranandani.com 
Tel.: 2576 2554 / 6748 * Fax: 2570 6444 * Mobile: 98215 22909, 98202 35991 
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. INTERVIEW WITH PASQUALE PISTORIO , 





PRESIDENT & CEO, STMICROLECTRONICS 
i 


TODAY MARCH 28 2004 





HE RESEMBLANCE 15 STRIKING, PASQUALE 
Pistorio, CEO of the Geneva-based $7.2-bil- 
lion chipmaker STMicrolectronics is a dead 
ringer for Vitalstatistix, the chief of the 
Tel Gaulisb village we all know 50 well form 
| Фе works of Messrs. Goscinny and 
22 Uderzo. That’s only apt: within bis 
| industry, Pistorio is a legend of sorts. 
< The great microprocessor meltdown of 
the early 2000s left ST unscathed, 
thanks largely to Pistorio’s decision 
(as early as the.1990s) to.focus оп | 
chips for devices and appliances, not 
just computers. The 68-year-old was 
in India to inaugurate ST’s new de- 
velopment centre in Noida, a Delhi 
satellite. He spoke to BT’s R. 
«Sukumar about India, ST, and (listen: 
< carefully) the technologies he is bet- 
. ting on to stimulate chip demand in 
-< the future. Excerpts: | 





























. You're an India regular. How many times 
5 have you visited the country? 
Мапу times; roughly, once a year. We opened a liaison 


office in India in 1984, or 1985, and the software | 
centre іп 1989. If I go back in time, I think what - 


influenced my decision was that India had the intel- 
lectual infrastructure to provide the right talent to 
any position in the company. 
The university. system was excellent, the schoo! 
... System was excellent, the legal system was very good, 
and the people were educated. This was a big decision: 
so, in 1989, we started hiring young (Indian) engi- 
neers and sending them for training to Europe. From 






a pretty good and satisfying experience.: 
_ There were problems in the late 90s, when people 
were leaving ST because there was a boom in software 


and everyone was going to the US. We were becoming | 


a kind of training base. . Биг again, the experience of all 
this was very good. | 
There is another reason for our presence in India, 
and this is our philosophy. You get into a market for sev- 
eral reasons: resources you wish to tap, access to the mar- 
ket of your products, and economic conditions. In 
- India, the resources ate there, the economic condi- 








companies, Bangalore has become a very 
vironment that requires our presence. We are opening | 
‘this office and we have rented space for it. If things work 


| that point to now, we have 1,500 people. So, it’s been | 





tions are there, but the market for our products is not’ 
there. I believe that in the next 10 years—and hopefully | 


in the next three to five years—we will see very fast 


growth in the demand for our silicon because there is a. 


fast-growing affluent middle class and a.strong де > 


mand for electronic appliances. There . 
will be the ke arie of scale in the. 
market that will justify manufacturing, 
Бош by Indian corporations and MNCs 
^n India to manufacture. 


Му Noida, and why not Bangalore? 2 
When you set up shop, the only other | 
"chip major here was Texas Шыны 
апа it was in Bangalore. ue 
That's right and we were the next. We 
are now opening а centre in Ban gal 
But in 1989, Delhi, the capital, 
better in terms of infrastructu 
stance) international connect 
when the time came to put d 
second centre, we asked 
‘Why not Bangalore?’ 
cided to stay where we already were. 
Now, with the presence of so many mu 








out, we will go ahead and make a campus there too, but 
so far we think this is a great place: There is also another 
advantage here. The employee turnover in the Noida 


area is much less. In our business, this is a big advantage. 


You were speaking about the Indian market... What kind 


of volumes would you need before you think of manu- 
facturing in India? Volumes are picking up in cellular 
phones, set top: ки 


I don't think it’s only volumes. Our current infrastruc- 
. ture, our locations of manufacturing, will serve us in our 


plan of expansion for the next five years. So, for the 
next five years, we do not perceive the need to look for 
other locations for manufacturing operations. However, 


after then, we will see if the volume pushover will be 


able to justify...1 think the market is going to grow. 10- 
15 per cent a year worldwide; India will grow double 
that. So this market will become very important. Our 
sales here will grow very rapidly. 
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How location specific do you need to be in the 
chip industry? 

For some products, very, for some, not at all. There are 
certain basic products like memory. You can do mem- 
ory chips in Taiwan or Korea, and ship them all over 
the world. But if you are making customised chips, then 
it is advantageous to be close to the customer. 


How closely do you work with contract manufacturers like 
Flextronics? 

Flextronics is a big customer. So is Solectron. I’ve 
read in the press that Flextronics is considering a ma- 
jor manufacturing presence in India. 
They see what we see, the growth of 
an affluent middle class demanding 
electronic appliances and, therefore, 
there is no need of importing, you 
can manufacture here. 

If you allow me to be honest and 
frank, I think the Indian environment is 
a bit difficult for manufacturing for two 
reasons: the procedural or bureaucratic 
system is too slow for the speed of our in- 
dustry. And the other one is infrastruc- 
ture. Telecommunications is no longer a 
problem in India, but your airports do 
not reflect a major manufacturing power. 


ST didn’t get affected when the micro- 
processor industry went into a slump in 
the early 2000s because it had already 
decided that it would focus on chips for ap- 
pliances and cellular phones in the early 
1990s, a revolutionary strategy at a time 
when everyone was looking at computers. | 
believe you invest around 10 per cent of 
your operating profit every year on re- 
searching future technologies... 

First, let me specify the number. The 
operating profit is variable; so I will 
make it sales. We invest 0.5 per cent of 
sales in research, non-product linked 
research. Companies that plan to stay here in the long 
run must look into the future. We spend $30-$40 
million a year doing this; in research activities that are 
associated with future revolutions like nanotechnology, 
biotechnology, and MEMS. 

A company has the obligation to serve the future. 
We have engineers in the Berkeley; we have engineers 
in MIT, in University of Melbourne, we have engi- 
neers in the most advanced universities of Europe, 
and this is a window in the knowledge areas that we 
spend some money. Not in isolation; we are working 
with centres of knowledge at the most advanced uni- 
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versities of the world to be sure we'll be catching it early 
enough. For example, this so called system on chip, that 
has been the buzz word in the last 10 years; if I re- 
member, in 1983, when we opened our design centre 
in Germany, we were speaking publicly on the system 
solution on silicon, well, the system wasn't there, but we 
knew this was the way technology was progressing. 


Name one emerging technology important from ST's 
point of view. 

One is MEMS, which is not so emerging; it is emergent. 
When we started working on it, 10-12 years ago, it was 
emerging. Now, it is coming into 'vol- 
umes'. Second one that is relatively 
closer is biotechnology applied to 
biochip. Not having organic material 
based transistors, but having biotech- 
nology applied to silicon so that we 
can have medical applications. In the 
next five years, you are going to see a 
huge variety of biochips for medical 
applications, DNA identification, lab on 
a chip. Third one, which is a bit re- 
mote, but which has huge implications 
is nanotechnology. 

Nanotechnology can create totally 
new materials. To mention some of the 
things we are working on: we believe 
that you can do solar panels using plas- 
tic dotted with nanocubes rather than sil- 
icon. This way we can have photo-elec- 
tric conversion at the price of oil. If 
you can generate electricity at the price 
of oil it will be fantastic. Then, there is 
photonics. We have invented long ago, 
silicon emitting light, and using the light 
to connect parts within the silicon, in- 
stead of using diodes. We see a huge po- 
tential if the light can become the con- 
necting material rather than the wires, 
the speed will increase. 


How important are the India operations to ST? 

Very important. Let me make some quantification. If I 
look at the workforce of ST, it's about 44,000 people. 
Out of those 44,000 people, there are 8,500 engi- 
neers. Out of that, 1,000, going on 1,500 are here. We 
are saying that over 10 per cent of our R&D population 
is in India. In the next three to four years, we will more 
than double this population in India, but we will not 
more than double our overall engineering workforce. 
Because you have very good engineers. At the out- 
put level, an Indian engineer costs much less than an 
European engineer. 
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Of Value 
Sensitivity 


А“ “AUTHORITY ON CREATIVITY. HUH—COME 
again? That Edward de Bono should be 
regarded as such, and that too by people 
who often gag at the very notion of ‘author- 
ity’, speaks volumes. Born on Malta in the 
Mediterranean, this one-time student of med- 
icine and psychology has had thousands of 
one-hour-thinking bouts gazing at the sky 
from some island or the other. And the ben- 
efits have accrued to thousands who’ve fol- 
lowed his mind from ‘Lateral Thinking’ to ‘Six 
Hats’ and beyond—the tools he prescribes for 
deliberate creativity (not an oxymoron, he EDWARD DE BONO 
assures, since there’s nothing mystical about it). New millennium thinker 

The neural networks of the brain are a 
self-organising information system. The Greeks trained it to think in a well-defined linear pat- 
tern (A, B, C...). So? So tweak it, for a change. Go lateral. Perhaps even through random as- 
sociations. Hear Bono? Think not Edward, but U2. Hear U2? Think not the band, but U-236. 
Hear U-236? Think nameless streets, strings, obsession, euphoria, lateral inversion, freedom... 

Make any sense? Make sense of it, anyhow; new solutions require creativity. *Don't judge the 
way forward," Bono (Ed) urges, “design it.” His motto: “Not ‘what is’, but ‘what can be’.” So 
get provocative. Ask. “Why is democracy defined as a race?” Use any expressive tool. “Language 
is an encyclopaedia of ignorance.” It’s inadequate. “We operate on the basis of learning to recog- 
nise standard situations and then to supply the standard response,” rues Bono. 

To break free, try ‘thinking mode’ diversity. The tool? Six Hats. Get six people to discuss 
the same issue, but with six different thinking hats to indicate different roles for each. 
White for unbiased information. Yellow for benefit-think. Black for critical assessment. 
Red for hot intuition. Green for fresh alternatives. Blue for a calm overview. For the next meet- | 
ing, switch hats around. And go again. 

Impressed? No? “Frames of judgement make a huge difference,” says Bono, a self-described 
‘new millennium thinker’, “That is why the assessment of new ideas is so very difficult. Few peo- 
ple have developed value sensitivity enough to assess an idea on its own merits.” His cry is for 
greater sensitivity to value (of the unfamiliar kind). It could change your future. “If you never 
change your mind,” he poses, “why have one?” 


DEEPAK G. PAWAR 











If you stop learning today, you stop leading tomorrow. | 


Номат 


For over 20 years, Seagate has been the undisputed leader in PC-based storage. But as the demand increases for 
non-traditional appliances for the Consumer Electronics (CE) and the personal storage segment, we are also 
putting our experience & learning into delivering cutting edge storage technologies for the same - with initiatives 
like our Design Service Centers for CE manufacturers. After all, the future belongs to those who learn to adapt. 
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SAVE OVER 

| | 

Tax crunching is not а drag when you think of the Rs 21,000 you could save. 

| 


T'S THAT TIME OF THE YEAR 
Ё again when tax payers 
; worry about taxes, one of 

the two things Mark 
Twain described as ‘cer- | 
tain’ in life. (Or was it Benjamin 
Franklin? Either, being | 

Americans, these certainty | 
nks were unaware of the 
wonders cricket could pull 
off.) The purpose of this piece 

is to save you not the worry—that you will 
anyway—but the part that eventually counts, 

the money. This is best done, at least 
legally, by reducing your tax liability. 
"Fhat is best done via the ‘two fat ladies’ 
solution: the rebate available under Section 
88 of the Income Tax Act, 1961. This 
lists several investment options which, if 

taken, reduce your tax liability by 15 

per cent of the money invested subject 
to a ceiling of Rs 15,000. In other 
words, if you put Rs 1 lakh into 
these assets, you can knock a clean 
Rs 15,000 off your tax bill. Do note, 
however, that this benefit is not avail- 
able to you if your gross annual incom- 
e is above Rs 5 lakh. | 
Now, you're unlikely to 
jnyest a lakh without an idea 
of how good these invest- 
ments are. Here's a 
look at some invest- 
options. 


The First Rs 15,000 
The first option under 
Section 88 for most is life in- 
surance, since this not only 

offers the bene- 
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SHIVAY BHANDARI 


Tax Structure 





fit of protection but also a rebate. 
Your premium is treated as the in- 
vestment for calculations. It is, of 
course, a long-term deal till maturity 
many years later, so this is not an in- 
vestment in the regular sense. Still, 
you need to choose well. You should 
- avoid concentrated-premium policies. 
This is because if the premium is above 
20 per cent of the sum assured, the ex- 
cess part will not be considered for the 
Section 88 rebate calculation. 

Another must-have for many is the company 
provident fund (PF, in which the company typically 
puts a part of your salary, like it or not). Now, РЕ off- 
ers an unusually attractive return for the safety it 
assures. “It is offering 9 per cent tax free return, 
the highest available now," says Gautam Nayak, 
Chartered Accountant. You could choose to take 
your PF contribution to the maximum limit (20 per 
cent of your Basic pay plus Dearness Allowance). 
The downside is that this is a relatively illiquid option. 
“It will be very good for people who are going to re- 
tire in five years," says Nayak. 

Another safe fund worth opting for is the Public 
Provident Fund (PPF), which also stands out for the high 
interest it pays (8 per cent, tax-free, which is generous 
these days). “As it is giving high interest rates, it is good 
even as a pure investment," says Kanu Doshi, Chartered 
Accountant, rebate or no rebate. *But investors should 
also keep in mind that this interest rate is not through- 
out the tenure," he cautions. The rate changes from 
year to year, and some say it is just lobby pressure that 
has kept it so high for so long. 

That done, you could look at investments that are 
relatively liquid. National Savings Certificates (NSC) 
are a good option. They are currently offering an 8-per 
cent return, compounded half yearly. The return is 
taxable, but as the interest is compounded, you can 
claim the Section 88 benefit on the interest as well. 
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Of course, it takes some effort. BY NARENDRA NATHAN { 


Tax Saving Instruments 





Another worthwhile option could be Equity 
Linked Savings Scheme or tax saving Mutual Funds 
(MFs). The lock-in period here is three years. Also, 
bear in mind that these carry high risk. But since you 
can invest only up to Rs 10,000 in these to avail of 
a tax rebate, you needn't worry about having too 
much exposure to stock volatility. 

Yes, there are investment limits. In all, you cannot 
put more than a total of Rs 70,000 in all the above 
mentioned investments in pursuit of Section 88 ben- 
efits. So, if it's an entire lakh you must invest, where 
would the other Rs 30,000 go? Into infrastructure 
bonds issued by ICICI, ІрвІ and so on. These offer low 


-interest rates (around 5.5 per cent these days), but are 


safe. Interest payments on these are tax-exempt under 
Section 80L (up to a limit of Rs 12,000), so the return 
on these is tax-free in your hand. 


Saving More 

With Rs 15,000 saved, we advise you not to get 
complacent. Because there's plenty of tax being 
saved by those with incomes above the Rs 5-lakh 
qualification limit for Section 88. What are they 
using? Some of the less well-known sections of the 
Income Tax Act, including Section 80CCC and 





save Over 21,000 | 
Floating Fund Attraction 
Quarterly Dividends 


80D, which are available to all а 
income brackets (yes, you too). 
The deductions under these are 
made directly from the figure for 
taxable income, and this could 
spell some terrific benefits at 
higher levels. 

Insurance companies’ 
pension plans and med- 
ical insurance deals fall 
under this group. p- 
per limit is Rs 10,000 for 
each, and if you put 
money in both of these 
your could knock another 
Rs 6,000 off your tax bill. So there—you 
have an extra Rs 21,000 to yourself already 
this year. This is not bad for Rs 1,20,000 
invested—on which, remember, you are still 
to get the actual returns as they come 
(they're mostly safe). c 

And if even that's not sol you 
could deduct expenses from 
your salary by paying interest 
on a housing loan (up to а 
annual limit of Rs 1,50,000, 
and only for a self-occupied 
house). And the principal compg 
nent (up to Rs 20,000) is eligible for 
rebate under Section 88. Fiscally 
speaking, it makes sense now more 
than ever to liquidate tradi 
‘grab-and-flee’ holdings such as 
jewellery and gold to put 
in the initial sum for 
a housing loan. 
you're young, you 
could also deduct repay- 
ments on an educational 
loan (up to Rs 40,000; 







































Capital Gains And Pains 


ATAXATION OF 
INCOME FROM 
SHARES 


allowed up to eight years of the education’s comple- 
tion). Other minor tax offs include the recently 
introduced one on your child’s school expenses (up to 
Rs 12,000 per child, and for only up to two chil- 
dren). This will also be treated as investment under 
Section 88. “But keep in mind that it is available only 
for the approved institutions,” says Doshi, “Coaching 
classes are not eligible.” 


e-Filing 
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And Yet More 

Those were the investment tricks on the assumption of 
a standard salaried income. But if your sources of in- 
come are diverse, then you may find other savings as 
well. Take capital gains---which you the retail investor 
should have made lots of, this past year. 

Short-term capital gains are treated like normal 
income and taxed according to the tax-bracket. Long- 
term capital gains—on assets held over a year—are 
treated differently depending on the source. If from se- 
curities (that is, from stocks, mutual funds and so on), 
the tax rates are flat 10 per cent without indexation ben- 
efit or 20 per cent with indexation benefit. For other 
assets, the tax differs (See box Capital Gains and Pains). 

The sale of a house, for example, attracts a daunt- 
ing 20-per cent tax (with indexation benefit though)— 
а reason why the property market lacks liquidity and 
Indian geographical mobility remains so low. Further, 
you have to hold the asset for three years to get it qual- 
ified for long-term capital gain. 

If you're holding on to your equity portfolio, you 
gain benefits under Section 80L, which spares you 
tax on dividends (and even interest on approved 
instruments) up to a limit of Rs 12,000. 

If you have a house on rent, and that too a house 
you bought on a loan, consider yourself lucky. You 
can claim the entire interest on that loan (no upper 
limit) against the rent you receive. The loss, if any 
(under the ‘income from house property’ head) can 
be set off against any other income (salary, business 
and so on). "This should help to reduce the overall 
tax liability," says Nayak. 

It pays, then, to be an asset builder. And that too, 
assets that are, by and large, deemed safe for all prac- 
tical purposes of normal life—the sort of responsible 
behaviour that fiscal policy is supposed to encourage 
in all citizens. 
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Attraction _ 


Debt investors, and there are many diehards, may want to think about floating 
funds for a moment. By SHILPA NAYAK 


NDIAN INTEREST RATES HAVE 

been on a decline for three 

years and more, and debt 

fund investors have enjoyed 

marvellous double-digit re- 
turns as a result. This is because 
falling rates go with rising secondary 
market prices of earlier-issued 
bonds—the scramble for which 
raises their market value as trad- 
able assets (and lowers their yield). 
. After a long season of rising as- 
sets, it’s time now to face reality. 
Already, some smiles in the debt 
market have turned to frowns; the 
past few months have seen some 
debt funds generate negative re- 
turns for a change. If this is shock- 
ing enough, worse could yet come. 


HEDGING RISKS 


Floating Rate Assets 

Under Management 
DSP Mutual Fund 198 
Birla Sunlife Mutual Fund 190 
Tata Mutual Fund 200 
HDFC Mutual Fund 83 
Kotak Mutual Fund 202 


Figures in Rs crore 
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So if you’re wondering if you 
could lose your shirt in the sup- 
posed safety of the debt market as 
well, you’re reading the right thing. 


Worry Addressal 
Well, could you? If you want 
an instant answer to the 


According to him, the ‘loss of cap- 
ital’, as some debt funds have gene- 
rated lately, happens only for short 
periods of time. So if you are a debt 
fund investor, just holding on for 
longer would be enough. 

Still, if you’re allergic 

to risk, as most debt in- 


paca OTN col hadga leah a repel 
has actually hap- risks by allocating vestment а 
pened over the last a part of our Can you hedge 
Кезш ыды а. COUN DONO о 
because the returns to floating 

can be recovered by rate products Some Directions 


lengthening the invest- 
ment horizon. 

Hear out Sandesh Kirkire, 
Senior Vice President and Head, 
(Fixed income security investments), 
Kotak Mahindra Mutual Fund. 
“One would generally not lose capi- 
tal in debt funds unless there is a 
credit default,” he says, “which is 
unlikely in portfolios that are inves- 
ted in government securities and 
highly rated corporate debt.” 





Debt investment is no 
simple affair involving 
the loaning of money at a 
prefixed rate of interest. It involves 
secondary market transactions, and 
this makes it almost as dynamic as 
the stock market. The obvious way 
to begin any formulation of a debt 
investment strategy is to 
examine the direction 

of interest rates. 


RAJAT BARAN 




















































You have invested a fortune to build up your shop. 
_ It's your dream and your life. 
But... even a little carelessness can make you pay a heavy price which would result in 
your efforts and profits being shattered in a whiff. 
United India's Shopkeepers Policy protects you from the uncertainties surrounding you like 
Fire, Flood, Riots, Burglary, Accidental nd so on. It's an 
invisible protection from possible dan 
A must for every shopkeeper: 
SHOPKEEPERS POLICY 
from 












before 











In the old days of heavy govern- 
ment intervention, banking ineffi- 
ciency meant that money deposited 
at low rates needed to be lent at 
high rates, and economic rigidities 
meant that inflation was always a 
threat. The double whammy’s out- 
come? High lending rates. In any 
case, even if those conditions were 
changing, rates remained unrespo- 
nsive because they were state-con- 
trolled more than market-set. 

Over the 1990s’ reforms, as 
the financial system was partly 
freed and exposed to competi- 
tion, efficiency rose and infla- 
tion—after threatening to break 
out during the mid-19905' 
boom—stabilised somewhat, mak- 
ing space for lower rates. 

That’s the structural story. The 


confusion arises from subsequent. 


changes in the demand and sup- 


ply of funds, the interaction of. 


which gives us the rates in a market 
system. The recent recession saw а 
drop in both inflation and credit de- 
mand, resulting in rates falling even 
lower than they otherwise would 
have (on account of just market 
efficiency). This, broadly, is the 
period in which debt fund investors 
made so much money. | 
But the reality is that rates can- 
not fall forever. Even under a bout 
of self-sacrificing banking generos- 
ity, the rates cannot, as a limit, fall 
below inflation. And a “poten- 
tially inflationary economy” 
is something even lay in- 


Bhandari, Head of risk management, 
Indus Ind Bank. Likewise; all that 
Satyavrat Mohanty, Fund Manager 
(Debt Segment), Birla Sunlife 
Mutual Fund, is willing to accept is 
that interest rates are “almost bot- 
toming out at this point in time”. 
The reason bond prices have 
not tumbled and rates are not rising 
much is that the economy is still 
suffering from a ‘liquidity over- 
hang’, bankspeak for cash still hang- 


DEBT DUTIES 





ing around undeployed. Besides, 

the Reserve Bank of India (ЕВ) is still 

the primary rate-setter, and is unli- 

kely to upset the Government’s bor- 
rowing programme. 

Last reported, though, the RBI 

was set to issue bonds of its 

own (another category 

of sovereign debt) 


vestors are talking A floating rate fund _ to suck out liq- 
sour Mororenany isaptrdebt | шіт produced 
economic activity investors na . lar-buying ac- 
uad D s credit market where | ү ү зн 

emand, resulting їп 3 Н е rupee from 
a sharp reversal of the there 5 uncertainty appreciating too 
rates’ direction. in interest rates much. The size of 


So, are bond markets 
nervous? Are rates rising? A 
little bit. “While minor corrections 
can’t be ruled out, interest rates 
would continue to be on the softer 
side over short term,” opines K.G. 
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this ‘stabilisation’ 

programme, at over 

Rs 40,000 crore, is said to be 

staggering, Rarely has the Indian 

debt market been flooded this way 
with so many bonds. 


It all adds up to the message 
that expecting rates to remain stable 
well into the summer of 2004 
would be foolish. 

Bankers, meanwhile, are watch- 
ing other sets of variables as well. 
They know they must always be 
prepared for a surge of credit de- 
mand—in case the incipient eco- 
nomic revival is sustained. “If the 
economy continues to grow at 7-8 
per cent over the next few years,” 
says Ved Prakash Chaturvedi, СЕО, 
Tata Mutual Fund, “һе demand 
for credit and investments will. rise 
significantly, resulting in interest 
rate inching up, as interest is noth- 
ing but the cost of money." Then 
again, you can't really be too sure. 


Float Hedge 

So, what we have is short-term sta- 
bility in rates, and uncertainty beyo- 
nd that. The good news is that you 
can hedge your risk by allocating a 


. part of your debt portfolio to float- 


ing rate debt product. 

If you switched from a fixed 
rate home loan to a floating rate 
one just to keep your interest risk 
exposure in line with the market 
rate, you'll identify with this idea. 
“А floating rate fund is apt for 
debt investors in a market where 
there is uncertainty in interest 
rates," says Chaturvedi. 

Floating rate funds are a low-risk 
option, and aim to make at least 
65 per cent of their investment in 
floating rate debt of some sort or 
the other. Modern instruments 
could be used, such as swaps of 
fixed rate payments for floating 
rate payments. Of course, some 
part of the portfolio is composed of 
regular fixed-rate debt—money 
market instruments and the like. 

In all, says Mohanty, “An expo- 
sure to floating rate funds reduces 
the interest rate volatility.” Unless 
you have a clear picture of circum- 
stances ahead, a floating fund might 
be exactly what you need. 

Spare it some thought. 
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N ENTURIES SINCE THE 
( . . first game pie was divided 
| up, dividend play is poorly 
understood by people at large and 
well-understood by strategists. It 
helps corporates juggle tax liabilities, 
alter the return-on-net-worth figure, 
and secure investor support. In Japan, 
it even deters hostile takeovers. But 
what's with the quarterly wave? 
It's a barely emergent trend, but 
2 Ње names involved are Reliance 
Energy and HCL Technologies. No 
- lazy thinkers, these two. Or maybe 
it’s just a matter of convenience, 
© “Аз all companies now һауе to 
. make quarterly profit-and- 
- loss accounts and balance 














ious, ask if there are 
other factors in play too. 
Anc indeed, there are. Thanks to 
е Finance Act 2003, dividends 
from equity shares have become 
. tax-free in the hands of investors. 
With this, investor focus—particu- 
2 larly of high networth individuals— 
‘has shifted to high dividend-yield 
companies. The clamour now is for 
companies, even growth-industry 
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: A few firms have started paying quarterly dividends to investors. 
.. Could the trend catch on? ву NARENDRA NATHAN 


ones, to give out the cash made 
rather than reinvest it for growth. 
The dividend pay-out ratio (divi- 
dend outgo as a percentage of net 
profit) of HCL Technologies has 


gone up from 8 per cent three years 


back to 60 per cent now. Ask the 
company, and you will hear of inte- 
rest rate stabilisation. Elaborates 
S.L. Narayanan, Corporate ve. (Fin- 
ance), HCL, “With interest rates 
stabilising and reduced opportunities 
for gains on treasury income, there 
is no reason for us to hold on to the 
surplus. So we have started inc- 
reasing our payout ratios to right- 

size the balance sheet. Let 

the shareholders get 


sheets,” says Kaushal Dividend play helps their money back and 
Shah, Analyst, LKP corporates juggle tax invest it according to 

· Securities, “they have liabilities. alter their risk appetite.” 

_ started distributing ' By virtue of the 
. dividend as well.” return-on-net salience they get in 
If something Worth and secure | investor mindspace, 
unds a little too obv- investor support. quarterly payouts act 


as a signal of a com- 
pany's confidence in future 

profits. So the markets like it all 
the more. In animal spirit terms, 
it's the sound of money gushing 
along. Of course, the quarterly div- 
idend must not be a token sum. 
On this, HCL’s dividend (100 per 
cent of face value) is significantly 
stronger than that of Reliance 
Energy (10 per cent). 





But then, as Sumeet Mehta, Ana- 
lyst, IDBI Capital Markets, explains, 
"The investors at Reliance Energy 
now are investing for growth and 
not for dividends. The quarterly 
dividend yield would work out to be 
very small.” Indeed, Reliance 


 Energy's dividend of Re 1 on a mar- 


ket price of Rs 742 per share amo- 
unts to a mere 13 basis points—not 
much of a boost for dividend yield. 

For small shareholders, the 
cheque may actually be too small to 
bother claiming. So why bother 
with a quarterly dividend? Surely, 
sending four dividend warrants a 
year involves higher transaction 
costs. “Administrative costs have 
indeed gone up," admits HCL’s 
Narayanan, “But that is a small 
price to pay for improving the at- 
tractiveness of the HCL Tech stock.” 

That’s a rationale, sure. But 
something tells us there's some- 
thing in the air as well. Maybe it is 
what Shah is suggesting—part of 
the quarter-to-quarter mindset that 


seems to have overtaken everybody 


in the financial world. While a year 
used to be the assumed ‘unit’ for all 
mental measurement once, it has 
started becoming a quarter. 
Whatever it is, the quarter-by-quar- 
ter game is unnerving those who 
remain steadfastly dedicated to 
analysis as a whole. . ffl 










































— —— Returns over the last one year 


120.60% 


— 55% dividend declared in January 2004* 


Returns over the last 3 years 25.08% — — 


— Returns over the last 5 years 22.15% 


Returns since inception 13.14% —— 





Y у "65. 5.50 per unit on face value of Rs. 10/- (МАУ Rs. 30.07) 


A story of non-stop growth! 





UTI 
MASTERGROWTH 


a 


Investment Objective : An open-ended equity fund for investments in equity shares, convertible & non-convertible debentures and other capital and money market instruments 
with a provision to invest upto 50% of its corpus in PSU's equities and equity related products. The fund aims to provide unit holders long-term capital appreciation & income 
distribution. Load factor : Entry load 2%. No exit load. Minimum investment : Rs. 5000. REGISTERED OFFICE: UTI Tower, 'GN' Block, Bandra Кигіз Complex, Bandra (E), Mumbai - 
400 051. STATUTORY DETAILS: UTI Mutual Fund has been set up as a Trust under the Indian Trust Act, 1882. SPONSORS: The State Bank of India, Punjab National Bank, Bank of 
Baroda and Life Insurance Corporation of India (liability of sponsors limited to Rs. 10,000/- each). TRUSTEE: UT! Trustee Co. (P) Ltd. (incorporated under the Companies Act, 
1956). INVESTMENT MANAGER: UTI Asset Management Co. (P) Ltd. (incorporated under the Companies Act, 1956). RISK FACTORS: All investments in mutual funds and 
securities are subject to market risks and the NAV of funds may go up or down depending on the factors and forces affecting the securities markets. There can be no assurance 
that the Fund's objectives will be achieved. Past performance of the Sponsors/Mutual Fund/Scheme(s)/AMC is not necessarily indicative of future results, UTI MasterGrowth Is 
only the name of the scheme of UTI Mutual Fund and does not in any manner indicate the quality of the scheme, its future prospects or returns. Realisation of all the assurances 
and promises made, if any, are subject to the laws of the land as they exist at any relevant point of time. There could be instances where no income distribution could be made. 
The scheme is subject to risk relating to Credit, Interest Rate, Liquidity, Securities Lending, Investment in Overseas Markets, Trading in equity and debt derivatives ( the specific 
risks could be Credit, Market, llliquidity, Judgmental Error, Interest Rate Swaps and Forward Rate Agreements). Please read the offer document for detailed Risk Factors and 
consult your financial advisor before investing. 








* Churchgate (Lotus Court): 22822513, 22885976 * JVPD: 26201995/2648 * Kolkata (Rash Behari): 24639811/3 * Kolkata: 22436571/5947, 22203046 
* Chennai: 25210356/25210347 * New Delhi: 23319786/7827, 23731401* Preet Vihar (New Delhi): 22529374/9379 UTI 4709 
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substantial share of the feel-good air that Indians аге 
A =ч to breathe today has obviously been 

engendered by the nation's remarkably resurgent 
economy. The robust growth curve that crucial sectors of 
Indian industry have witnessed of late has, in turn, been 
propelled to an appreciable extent by a sturdy slew of high- 
performing public sector enterprises, which have, since the 
very decade after Independence, been the backbone of the 
country's industrial infrastructure. 

Indeed, among the many things that India can justifiably be 
proud of as it steps into a new era of hope in the new millennium 
are a host of its public sector enterprises. Several of these PSUs 
(especially the ones in the financial sector), having made the 
dauntingly difficult transition from the mixed economy years to 
the post-liberalisation period with 
striking ease, rank among the 
world's best companies in terms of 
both their organisational health 
and their consistent demonstration 
of efficiency. 

The strong market response to 
the upcoming ONGC float, the 
largest-ever public issue in India 
and the second largest in the 
world, has only reconfirmed the 
company's enviable status. The 
public issue of another frontline 
PSU, GAIL, too, has been 
oversubscribed several times over. 

Companies like UTI and SBI 
have spearheaded the country's 
economic reforms process. They have been instrumental in 
creating the strong fundamentals necessary for the long 
protected market to be opened up to competition. These 
companies have yield long-term dividends for both individual 
investors and the Indian economy as a whole. 

To cite one illustrative instance of how the financial sector 
PSUs have coped with competition, SBI Life, backed by the 
vast State Bank of India network, has got the better of several 
aggressive private sector players in the group insurance sector 
and jumped into the second spot behind the public sector 
behemoth Life Insurance Corporation (LIC). 

While the PSUs in the financial sector have firmly held their 
ground on domestic turf in the face of mounting competition, 
several of the eleven navratna PSUs -- SAIL, IOC, ONGC, 
MTNL, VSNL, GAIL, NTPC, IPCL, BHEL, BPCL and 
HPCL - have all lived up to their special billing as companies 
with the potential to evolve into world players. 





The reputation of these companies of course stems from the 
fact that they have played a crucial role in conjunction with the 
nation's leading private sector companies in bolstering the 
Indian economy in the six decades since Independence. Their 
consistently strong showing in the account books bears 
eloquent testimony to the rare foresight and skill that the top 
management of these companies has brought to bear upon the 
task of guiding the fortunes of these thriving PSUs through 
changing times. 

Navratna companies like ONGC, which is rightfully 
recognized as one of the world's best-run corporate outfits and 
GAIL, among numerous others, have matched the 
performance of many private sector companies. Economic 
reforms have brought about a sea change in the way India does 
business, competition has got 
stiffer each year over the past 
decade, the continuing process of 
restructuring of PSUs have 
constantly shifted the goal-posts 
and the granting of greater 
autonomy has  necessitated 
drastically altered styles of 
functioning. The PSUs have 
proved more than equal to the 
challenge, soldiering on with 
unwavering focus and purpose to 
achieve and sustain commercial 
viability. 

Also laudable has been the 
showing of PSUs іп the 
petroleum and natural gas sector. 
ONGC's market capitalisation, for instance, has been better 
than any company in the private sector. The company, along 
with several others of its ilk, has contributed a lion's share to 
the positive image that many PSUs enjoy in the market today. 

Even as several PSUs, set up in the decades immediately 
following the Independence, are currently on the government's 
disinvestments list, the sturdy performers have gone from 
strength to strength, earning for India great prestige in the 
international business arena. In a crucial period of 
restructuring and growth of Indian industry, PSUs have been 
in the forefront of the drive to create better infrastructure and 
trigger the dramatic process of revival for the economy. 

As India makes its presence felt in the global marketplace, 
the country's formidable public sector units have grasped the 
implications of the roles they are expected to don, shifting 
gears to be in consonance with the needs of new millennium 
and keep forging ahead on the path of growth. 
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Where there’s there’s HP 


Powering marine engines, propelling airplanes, energizing industries, mechanizing agriculture, 


igniting stoves, lighting lanterns ... HP is synonymous with energy in India. 


For the last 29 years and more, Hindustan Petroleum has meant different things to different people. For some it represents an abundant 








supply of Petrol & Diesel. For others it stands for the easy availability of LPG and lubricar 
Thousands of others see in it an inexhaustible reservoir of Kerosene and other 

petroleum products for meeting their energy needs. For all of them HP signifies an 
ever-radiant source of energy. Energy that is making a big difference to millions of 

lives. In the new millennium HP is all set to unveil an exciting new phase in its growth 

Diversifying into Oil Exploration and Production, Power Generation, Renewable “ү? 
Energy ventures and much more. Confident of creating 

a future full of energy. Confident of enriching the lives 

of millions. 


* PETROL * DIESEL • LPG * KEROSENE • AVIATION FUEL • NAPHTHA • FURNACE OIL • BITUMEN • LOW SULPHUR HEAVY STOCK • LUBES & GREASES » SOLVENTS * INDUSTRIAL SPECIALITIES 








HPCL 


HPCL is a mega Public 
Sector Undertaking (PSU) 
and is the second largest 
integrated oil Company in 
India, with Navratna status. 
The Corporation has framed 
a long term Perspective Plan 
for the period upto the year 
2020. HPCL's total capital 
expenditure during the 
Ninth Plan Period ending 
March '03 was Rs. 5560 crores. HPCL has proposed capital 
expenditure (including equity investments in joint ventures) of 
Rs. 11000 crores during Tenth Plan. 





To succeed in the competitive environment, the Corporation 
has taken up initiatives such as Business Process 
Reengineering exercise, creation of Strategic Business Units, 
ERP implementation, HR initiatives such as Organisational 
transformation, safety, ISO certification of Refineries / 
marketing / pipeline operations, branding of fuels, supply 
chain management for improving logistics, customer oriented 
approach, upgradation and modernisation of facilities. 


The sustained efforts of the entire HPCL team has resulted 
in an all-round "Excellent" performance for the eleventh year 
in succession in 2001-'02, since signing of the first MOU with 
the Ministry of Petroleum & Natural Gas. HPCL's 
performance for the year 2002-'03 also falls under "Excellent" 
category, as per self assessment. 


The Organisational Transformation exercise currently in 
progress in HPCL would enable the Corporation to co- 
create afresh a Corporate Vision and develop strategies to 
attain the Organisation goals, understand the customer need 
and develop a road map for the future. The process would 
address the aspiration of all the employees, develop a 
common understanding on the issues facing the company, 
make HPCL a learning and innovative organisation to 
continuously deliver superior value to its customers and 
other stakeholders in an extremely competitive scenario 
shaping for the Oil Sector. 


Established in 1911, Central Bank of India was the first Indian 
commercial bank which was wholly owned and managed by 
Indians. The establishment of the Bank was the ultimate 


realisation of the dream of Sir Sorabji Pochkhanawala, 
founder of the Bank. Sir Pherozesha Mehta was the first 
Chairman of a truly 'Swadeshi Bank'. In fact, such was the 
extent of pride felt by Sir Sorabji Pochkhanawala that he 
proclaimed Central Bank as the 'property of the nation and the 
country's asset’. 


Among the Public Sector Banks, Central Bank of India can be 
truly described as an All India Bank, due to distribution of its 
large network in 27 out of 28 States as also in 4 out of 7 Union 
Territories in India. Central Bank of India holds a very 
prominent place among the Public Sector Banks on account of 
its network of 3126 branches and 286 extension counters at 
various centres throughout the length and breadth of the country 


In view of its large network of branches as also number of 
savings and other innovative services offered, the total 
customer base of the Bank at over 25 million account holders 
is one of the largest in the banking industry. 


During the past 92 years of history the Bank has weathered 
many storms and faced many challenges and thus could 
successfully transform every threat into business opportunity 
and excelled over its peers in the Banking industry. 


LIC Jeevan Saathi Policy 
Features: 

This policy is issued on the lives of the husband and wife 
provided the female's life belongs to Category I or is actively 
engaged in her spouse's business. 


Special Features: 

Incase of death of one of the policy holder the surviving 
partner gets the sum assured, the premium is stopped and on 
death or maturity full sum assured along with bonus is paid 
back. 


Survival Benefits: 
If one or both the lives survive to the maturity date, the sum 
assured, along with the accumulated bonus, is payable. 


Death Benefits: 

In case either of the couple dies during the policy's term, 
two things happen. One, LIC pays to the surviving spouse 
the full sum assured. And, two, the policy continues on the 
life of the surviving partner without him/her having to pay 
any further premiums, i.e. the life cover on the survivor 
continues free of cost. 
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The sum assured is again be payable on the death of the 
other partner in case both the husband and wife were to die 
during the term of the policy. Vested bonus would also be paid 
along with the sum assured on the second death. In such a 
case, then, the death benefit is double of the sum assured, 
which is why the policy is called Jeevan Saathi ‘Double Cover 
Joint Life Plan. 


The SBI Edge 


Commanding unsurpassed respect and legacy in the Indian 
financial expanse, the SBI is committed to offering you 
financial solutions that extract maximum value from business 
and market situations. 


While the bank is strongly positioned to structure financial 
packages that anticipate the changing business environment, 
its vast network--the world's largest-ensures delivery channels 
of unmatched reach, both in India and abroad. 


State Bank of India has opened the first Offshore Banking 
Unit (OBU) in India at the SEEPZ Special Economic Zone, 
New Bank Building, Andheri (East) Mumbai 400,096 on 17th 
July 2003 - another landmark in the history of India's 
Financial Sector. 


The OBU will be deemed as an overseas branch of the Bank 
and undertake activities like 


€ Raise funds in convertible foreign currency as deposits 
and borrowings from Non Residents sources. 

@ Transact in foreign exchange with residents in India 
who are eligible to enter into or undertake such 
transactions in terms of various Rules and Regulations 
as framed under Foreign Exchange Management Act, 
1999. 

Ф Open foreign currency accounts abroad as well as with 
other OBUs in India 

€ Trade in foreign currencies in the overseas market and 
also with banks in India where both legs of the 
transactions are denominated in foreign currencies. 

@ Provide customised loan and liability products for the 
benefit of clients 

Ф Maintain Special Rupee account with an Authorised 
Dealer in India out of the convertible foreign exchange 
resources for meeting local expenses 

• Buy Rupees from an Authorised Dealer in India to fund 
the Special Rupee Account. 


Established by Sir Dorab Tata 
in 1919, New India was the 
first fully owned insurance 
company in India. New India 
was a pioneer among the 
Indian Companies on various 
fronts, right from insuring the 
first domestic airlines in 1946 
to satellite insurance in 1980. 


With a wide range of 
policies and the corporate 
belief - "Service - Gateway to Growth", New India has 
become one of the largest non-life insurance companies, not 
only in India, but also in the Afro-Asian region. 





Of late Bancassurance has been a major source of business to 
cater mainly to personal line of insurances. By capitalizing on 
bank relationships, NIA has been able to capture much of this 
undeserved market. NIA has effectively initiated bancassurance 
start-up in collaboration with figuring in top 1000 banks of the 
world. Recently, NIA has also signed MOU for bancassurance 
with India's largest commercial bank that is SBI occupying 98th 
place, with Corporation Bank occupying 509th place, Punjab 
National Bank occupying 395th place and Union Bank Of India 
occupying 578th place in the Banker's world. 


New India, pricing appropriately as per tariff and exercising 
prudence in acceptance of business especially not dragged into 
price war and under cutting of rates is expecting a premium 
completion of Rs 4050 crores for the financial year 2003-04. 


Of late NIA has marketed "Pravasi Bhartiya Bima Yojana" a 
new cover which will be a boon to NRI workers. 

"Health Plus" is another new cover designed to penetrate 
into a huge untapped insurance market. 

NIA has been rated "A (Excellent)" by A.M. Best Co., 
making it the only Indian insurance company to have been 
rated by an international rating agency. 


Therefore, as quoted by Mr.A.V Purushothaman-Director & 
General Manager at New India Assurance, "It is desired that in 
this highly competitive business we should have a high quality 
profitable portfolio while at the same time we should not 
forget to establish a strong insurance relationship with 
clients by maintaining high claim service standards." 
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RISK TAKERS 


Bureaucrats 
In Business 


What motivates IAS men to quit the safety of bureaucracy to get into business? By AMANPREET SINGH 


42 
(L to К) J.A. Chowdary, 


Unshackling the fette 


UREAUCRATS ARE RISK AVERSE. 
B Risk averse, risk averse, risk 
averse. But then, everyone in 
Indian Bureaucracy is not a bureau- 
crat. Most are bright people. Several 
have spied a corporate world oppor- 
tunity in influence peddling. Some 
are actual businessmen within. A 
few have had the guts to do some- 
thing about it. It’s the few, the guys 
with confidence, intellect and dar- 
ing-do, who are most interesting. 
J.A. Chowdary was once a tech- 
nocrat from the Department Of 
Electronics (ров), 1985 batch, invol- 
ved in I&T Ministry projects such as 
the Software Technology Parks of 
India (srP), for which he oversaw 
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work in both Chennai and Ban- 
galore. “Great initiatives came from 
my pen,” he boasts, in recollection. 
But he yearned for a bigger chal- 
lenge—in the form of a more active 
role in what his pen had intended. 
So іп 1996, Chowdary left STPI to 
start PortalPlayer, and put “teach- 
ings into practice”. Now called 
Pinexe Systems, his company desi- 
gns integrated chips. “We are able to 
supply chips to major CE compa- 
nies,” he beams, pleased with how 
the venture has shaped up. 

Yet, Chowdary won’t forget the 
fear of the unknown that lurked in 
1996, when he abandoned the cosy 
comfort of bureaucratic power to 





Sunil Tandon, H.R. Srinivasan and Vivek 


Kulkarni 





wager his future on a start-up idea. 
Success hasn't been easy, though. 
Pitfalls came in the guise of “inves- 
tors running away during the Sep- 
tember 11 problems", but the risk 
was well worth it. Today, Chowd- 
ary earns more, influences business 
more and gets more time with his 
family. But he still holds the Bure- 
aucracy in high regard, clear that it 
has potential to do much good. 


Motivations Matter 

For all the power, a bureaucrat is 
not his own boss. As chief of в2к, an 
analytics BPO outfit based in 
Bangalore, Karnataka's former IT 
secretary Vivek Kulkarni is very 








— — Ihe constraints of governance have led several 








much his own man. In 2003, after а 
meeting with friend and analytics expert 
Madhukar Angur in the US, Kulkarni 
_ quit a 22-year career in the Civil Servi- 


all the BPO action he saw around him, 

~ with a new unit opening up every week. 
| This way, Kulkafhi is free to do his 
own thing. “When I was a secretary in 
1 Bio-Technology," he recalls, “it was 
frustrating when I wanted to go on a 
. tour and I needed permission for every- 
thing. The government still operates 
оп redundant British colonial ideas." 
-. What he misses, though, is the fraternal 
222 врше of the services that contrasts with 
- the cut-throat hurly-burly of business. 

22 Ву way of grounding, Kulkarni is 
sure glad for the experience of having 
played problem-solver to a third of a 
district at an age of just 24—an experi- 

_ ence that helps him as СЕО now. Then, 
there's the sheer breadth of human 

z "interactions he's had. It’s another gain. 
гг His vast network of business chiefs and 
.... , politicians doesn't hurt either, Business 
















-. self into the ins and outs of golf. 
су Golf is the passion of another bure- 
|. aucrat-turned-entrepreneur, Н.К. 
Srinivasan, who raves about the courses 
ој Kuala Lumpur. In 1994, when ће 
© quit the Indian Railways, he hadn't 
thought much about risk. He didn't 
want to suffer "paralysis by analysis". 
He just quit. He was fed up of what he 


| saw as a place where “horses'and don-: 


keys ran the derby together”, and went 
"job to job" in the corporate world be- 
fore setting up Take Solutions in 2001. 
Srinivasan is proud of having used 
his Railways experience to generate 
value from thin air, and now has a cen- 
tre in Malaysia as well, offering logisti- 
"са! and other ‘supply-chain solutions. 
Рог a logistics expert to craft software, 
he holds, is better than a software guy 
‚ figuring out logistics. 
· -For Sunil Tandon, who left the 14s in 
1997, the big motivator was the need to 










ces of the Karnataka Cadre to get into _ 


22 nowis good, and he has even got him-.' 


prove his worth. Other than that there 
" жеге the usual ‘push’ factors. “Boredom 
and Rs 7,000 per month were the rea- 
sons for leaving—in that order,” he re- 
counts. In 2001, Tandon started Capital 
Partners, which helps companies set 
themselves up. “The greater risk,” he 
says today, “would have been to stay put 
in the bureaucracy.” Starting an enterpr- 
ise has been both exciting and humb- 
ling—since the buck now stops with 
him. Yet it is “more fulfilling than grind- 
ing files”, he says, sighing at the visions 
of changing the world he had entertai- 
ned on joining the 145 in 1983. “Over a 
period of time,” he reflects, “the system 
makes brilliant people spineless.” 
Does Tandon regret the iAs? No, 
‘What he would not exchange for the 
world is the experience garnered from 
working in varied ministries, from fin- 
ance to agriculture. And he owes the 1А5 
his experience of working with the 
likes of Manmohan Singh and Montek 
Singh Ahluwalia. 


"Whack On The Head 
Business, of course, has its own burea- 
ucracy—as anyone who has read 
Lawrence M. Miller’s Barbarians To 
Bureaucrats, or better still, worked in big 
corporations, will testify. This is perhaps 
why dumping the bureaucracy is the 
biggest relief to those looking for a 
liberal splash of colour in their lives. 
Ask Rashmi Uday Singh, who quit 
‘the IRs in 1990. She was “uncomfortable 
with power". The гах, raids she was 
required to conduct were “nightmarish”, ` 
and she gave it up for a TV show called 
Health Today and authorship of a cook- 
ery book series. She also runs the Good 
Food Academy and has dabbled with a 
café called the Good Food Gallerie. 
“Нег inspiration? “Renoir,” she laughs, 
“or one of those brilliant impressionists 
who was.a tax collector.” She also rec- 
alls “waking up one fine day and real- 
ising that Mozart was dead by the time 
he was my age...so what am | doing?” 


ex-bureaucrats to start businesses of their own _ 
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COUNSELLING 


| work for a small search firm that specialises in recruiting peo- 
ple for high-profile jobs, such as ceos. My colleagues and | are 
facing a problem—the high-handedness of my immediate 
boss. He shares a good rapport with our chairman, and 
has managed to bag a couple of out-of-turn promotions 
over the last two years. Now he behaves like he owns us, giv- 
ing us verbal lashings. His behaviour unnerves us all in office. 
Should we take legal action? 

Abusive behaviour is something you'll have trouble 
proving in a court of law. Before you take this drastic 
step, you should first find out if you are the only one 
facing this problem, or it's a collective complaint. If it 
is, and you feel your immediate boss is not likely to be 
open to criticism, then you should seek an audience 
with your chairman. If your chairman feels you've 
got an acceptable grievance, the matter may get sorted 
out without messy interventions from a court. Besides, 
characters like your immediate boss are not uncommon 
in the workplace, and are usually put in place by deeds 
of their own making. 


Гат a manager with a reputed call centre in Delhi. The work 
hours are pretty exhausting here, and I'm feeling a bit 
jaded. ! would like to take some time off and refresh my ener- 
gies by indulging in some of hobbies, such as travelling 
and photography. The problem is that my company is 
expanding, and getting leave is out of the question. I'm 
also unsure about quitting, since it may be difficult to get ano- 
ther job, particularly considering the good pay package | get 
here. What should | do? 

I'm sure it's not as bad as you are making it out to be. 
You don't really need a long vacation to recharge 
your batteries. If anything, that may just make you a lit- 
tle complacent. What you actually need is a small 
break, which can be truly rejuvenating. You can even 
take a weekend or two off and go somewhere close by. 
That way, you may even be able to reach there by car, 
and the long drive itself will refresh your mind and your 
faculties. Once you reach there, you can indulge your 
favourite hobby—photography. There are plenty of 
places around Delhi where you can choose to go. 


HELP 
TARUN! 


| work for a software multinational giant as Vice President, 
Marketing. The organisation | work for has merged globally 
with another software giant, and it took almost a year for the 
companies to synergise their operations. This has, however, 
created a piquant situation for me. In the new entity, | 
have to share my position with three others. That job, too, І 
managed to retain only after a fresh round of interviews. I’m 
finding it difficult to cope emotionally. Is this a matrix orga- 
nisation, flat structure, or what? 

Well, the fundamental fact is that you still have a job. 
And more than anything else, that should calm you 
down emotionally. Imagine if you had to face a layoff— 
common enough in merger scenarios; surely that 
wouldn’t have been emotionally uplifting for you. As for 
the structure, it appears that the organisation could not 
make up its mind about the abilities of the people 
competing for the post, and decided to retain all. The 
other thing could be that the merged entity is big 
enough to require more than one vice president for 
marketing. Whatever the reason, you still have a job, 
and that’s the happy bottomline for you. 


| am an equity research analyst with a fund manager in India. 
| want to grow professionally, and so am considering moving 
to the United States. However, | have a limited budget 
and not much idea on how to go about it. How do | conduct 
a reasonable job search for people of my profile in the US? 
Do you think it would be right for me to take a three-week 
holiday from my work? Please advise. 

Taking a longish break from work to look for another 
job is never a good idea. Besides, the US employment 
market has slowed down in recent times. Also, after 
9/11, security concerns have resulted in policy changes, 
which make it all the more difficult to get a job there 
quickly. If you have good contacts, or a brilliant aca- 
demic and professional track record, it’s worth a try. 
Otherwise, the best option for you would be to work 
for a US-based multinational, if you’re not working in 
one already, and request a transfer to the US. If none of 
this works, wait for the work environment in the US to 
get better, and then make your move. 


Answers to your career concerns are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to Help, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Jnandewalan Extn., New Delhi—1 10055. 
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Getting 
The Idea 


Entertainment software is in—if you get the idea. 





Teamwork pays: Audio, visual or whatever input 


(55 А PRETTY FACE? YOU'RE ON. THAT'S HOW IT IS 
in the audio-visual game. But if you twist your 
earlobes forth and focus your gaze, you'll get a lot 
more. And a potentially big-bucks job behind-the-cam- 
era or in the studio. Post-production work that was 
going overseas is increasingly being done in Indian stu- 
dios. Foreign crews are floating around too. Oliver 
Stone, for one, wants to shoot Alexander in Punjab, 
which would spell some 100 jobs with salaries rang- 
ing from Rs 5,000 to over Rs 50,000 per week. 
Then there's the Tv boom. Needed: editors, cine- 
matographers and sound engineers. “The average ser- 
ial requires 75 to 80 people," says Sameer Nair, 
COO, Star TV India, *And as quality increases, more 
people will get employed at higher levels." A rookie 
‘assistant producer’ starting on Rs 10,000 per month 
could draw three to five times that figure in just 
three years. What's most needed, says Sunil Lulla, 
Executive Vice President, Sony Entertainment 
Television, is ideation skills. And despite so many peo- 
ple wanting to join, says Anita Kaul Basu of Synergy 
Communications, “There is still a problem in getting 
good people—it is still a matter of chance." 
KUSHAN MITRA 
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Serious 


Skill Polishing 
Coaching institutes or finishing schools? 


E НАР TO HAPPEN, AND IT DID. FINISHING SCHOOLS АВЕ 
sprouting up to help aspirants get BPO jobs. Akiko 
Callnet, Hero Mindmine, North Star, Convergeon 
and Planetworkz are some of the better-known ones 
across the country. And it’s not just about getting the 
language straight, as these call centre training schools 
insist. It’s also about—ahem—accent ‘neutralisation’, 
culture sensitisation, computer usage and soft skills. 
The training modules, which last from a month to 
a quarter, typically cost between Rs 10,000 and 
16,000, and bank on the logic that many call centres 
prefer pre-trained manpower, “by which they save 
considerably on the inhouse training costs and time”, 
in the words of Vikas Sharma, coo, Akiko Callnet. 
So do the pre-trained have an advantage? Not 
necessarily, feels Joby Joseph, Vice President, Training, 
EXL Services, who attributes the success of these ins- 
titutes to the throngs of applicants who need serious 
skill-polishing. Besides, wouldn’t the best BPOs insist on 
training their agents their own special way? E 


SUPRIYA SHRINATE 
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Cashing in: BPO schools have sprouted all over India 








wow 


Over 1,50,000 job openings, 6,000 companies. 
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TECHNICAL SUPPORT 


ot this position we are looking for а professional with at least 2 
ears of IT Experience. Incumbent should have qualification in engi- 
cering or computer science and preferably an exposure to the Telecom 
omain. Job Code: 337513 
ATM ARCHITECT/TECHNICAL LEAD/SENIOR 
SOFTWAREENGINEER | 
Velankani Information Systems Ltd 
с are looking for a person with B.Tech./M.Tech. or an equivalent 
ualification with 4 - 14 years of experience іп development of ATM 
tacks or ATM stack based products using off-the-shelf stacks. 
Job Code: 337596 

КЕ JAVA PROGRAMMER 
ataayu Software Pvt Ltd 


ot this position we are looking for a professional with at least 2 


ent should have an experience of 5 years оғ more as a project 
er. Overseas working experience will be an advantage. Incumbent 
uld have good communication skills. 
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RESEARCH STAFF. MEMBER 
IBM Global Services India Pvt. Ltd. 

Incumbent will be involved with design, development and proof c 
concept delivery of Eclipse based solutions. He/She will interface wit 
the IBM SWG for customer engagements to understand custome 
requirements and understand the future. roadmap. for customer solu 
поп. Job Code: 337494 


PROJECT ы 


Vivid Logic India Pvt Ltd 

This position will be responsible for project planning , participation i: 
design reviews, preparation of design/coding ышын, effort esti 
mation for new projects, study of system requirements, resource plan 
ning and technical training for team members. Job Code: 337587 


LOTUS PROFESSIONAL 

Atco 

For this position we are looking ft a person with 2-3 years of expeti 
ence in Lotus Notes. Incumbent should have a knowledge of all th 
aspects of Lotus Notes, 

Job Code: 337612 


BUSINESS ANALYST 

TCG Software Services Pvt. Ltd 

For this position we are looking for a person with strong analytica 
skills and а thorough knowledge of the workings of fixed income 
Prefetably, the incumbent should have worked in Banking /Financ: 
domain and should have a knowledge of UML. Job Code: 336375. 


JAVA PROFESSIONALS-JAPANESE BPEARING 
LA.P.Company Limited | 

We ate looking for a person with 3-7 years of IT expereience includin; 
5-6 billingual projects, Incumbent should be fluent with spoken anc 
written Japanese. In addition he/she should have strong foundatior 
in Core Java and C in Linux environment. Job Code: 336256 





Log on to www.jobsahead.com 





Wea are ик for a smart and 
“port орар it in T tance une Ita у 


ACCOUN 
idav Pujar а atid ied iates | 2271 Марко Trans 
Responsibilities include analysis of financial health of the обрана но; р 
ancial planning analysis, banking and corporate functions, depart- — dently and hand 
mental costing, financial projections based on the health of the... be comfortable with Tally and Microsoft C 
organisation, cash budgeting and MIS Job Code: 335890 Job Code: 335745 


E 


ES: PORES & SECURITIES SETTLEMENT. BUSI 
-This position wil be responsible 
core Байып area, Incumbent should hav. 
application platforms / deplovment/ implem 
‚ gies. Job Code: 531015 


| RESEARCH ANDINVESTMENT BANKING 
ts Services Pvt, Ltd. 
Managing teams in investment banking, equity research and financial 
consulting, Responsible for direct client interaction and will work with 
London and New York based engagement managers in developing 
clients. Motivating and troubleshooting problem areas of the team. енй воа 2nd стей ровна agenci 
| embers, » Code: 334578 Á i © quality and cash receipts. Job Code: 326828 


OPPICER 
Company Pvt. Lid. 
n will will handle accounts entry, passing of vouchers, 
опе. checks on bills/accounts payable, conveyance, bane recon- ; 
ciliation and other matters realated to finance. | MIS vicpuistoh v and unum pt ча айа тоной n 
pe Code: 334440 : bent should. have knowledge of accounts and expo 


с Jffice.Job Code: 327875 
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SALES & MARKETING! 
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FIELDSALES ENGINEER - INDIA 

perinda | 
Incumbent will provide technical support in sales presentations, 
product demonstrations, and installations for the company’s entire 
ine of high availability hardware, middleware, and telecom- 
ica ons s proraenl software. Job Code: 337496 


AJOR ACCOUNT: MANAGER 

bsAhead.com | 

€ are looking for an individual with account management and rela- 
nship building skills. Incumbent should have 4 to 7 years experience 


tporate sales and should have good communication and analytical 
. Job Code: 337942 


SALES & SERVICE ENGINEERS 
PR Corporation 
€ ate looking for a science graduate/electronics diploma holder to 


e our online pH system and electrode across Maharashtra, Gujarat 
1 Goa. Job Code: 336121 


COUNT MANAGER - BESI - BANGALORE 

bwan CyberTek Pvt Ltd 

umbent should have hard core experience of handling turnkey 
jects. and selling business solutions. He/She should have good 


dge of Karnataka/ Bangalore market in the BFSI segment. 
ode: 333744 


MARKETING MANAGER 
Prakashan Pvt. Led. 
mbent will be required to achieve sales targets, manage smooth 
rking of the Area/ Region alloted, handle manpower/team of ex- 
cutives and managers and generate sales by innovative and creative 
marketing options. Job Code: 337926 


To Apply to these Jobs: Log on to www. Басова. сот әкі type the Job Code 


SR. EXECUTIVE -SOFTWARE SALES 

Frontier Business Systems Pvt Lid 

We are looking for people with 2-4 years of experience with excellen 
selling skills. Incumbents should have experience of selling soft 


ware and a knowledge of e-business. 
Job Code: 337705 


CORPORATE RELATIONSHIP MANAGER 
JobsAhead.com 

The ideal person for this position should have done corporat 
sales for 2-5 years: An impeccable sales track record of achieving 
targets in corporate sales / direct sales is a must. 

Job Code: 337976 


PRODUCT SPECIALIST - ANAESTHESIA (EAST) 
Baxter India Pet. Led. 

Incumbent will meet sales and marketing objectives of the zone by 
seeking critical product related feedback from the sales team and 
providing this feedback to the Marketing Manager so to facilitate 
development of appropriate marketing tactics for the product. 
Job Code: 334313 


MANAGING CONSULTANT/PRINCIPAL 

The Gallup Organization 

Job requirements include excellent project and time management 
skills and upholding Gallup’s standards and protocols in the 


` delivery of services. Incumbent must be highly motivated and 


should have a master’s degree and at least 4 years of experience іш 


consultancy. Job Code: 333992 


MARKETING MANAGER 

Real Craft Designs Pvt Led 

The incumbent should have good industry contacts in and asin 
Bangalore industry. He/She should be able to generate leads for 
the sales team to sell our CRM software products. Female candidates 


will be given a preference. Job Code: 337014 








Choose from over 1,50,000 Job openings, 
6,000 corporates. 
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Fill in your ambition 


Hang around feeling safe and you'll never 
overcome any CHALLENGES. Or then 
make it big. Exactly why, at JobsAhead 
we help you achieve your ambitions by 
making sure your resume reaches the 


wee шит „ШР 
right people at the right time. With 


mum кн Gm БЕН жән ғын сыш хык: m 

unique tools like TextStar - that helps top 
corporates like ICICI, Wipro, L&T and UB 
Group, to identify and locate you. So if 
you're ambitious and dreaming big, 
make sure you act too, by logging on to 


www.jobsahead.com 


And realize your true potential. 


First name in career portals 


TRITON/D/04/2055 


www.jobsahead.com 


T у are the. top one percent of corporate 
ndia. Quiet achievers, rising stars, 


ure czars, people who go about 


ist doing their job, yet stand. out, like 
goldfishi in a glass bowl. 


As our ‘search consultant and 

as a member of Ma Foi's 

Search Business Group. you. 

will be interacting closely with the cream of 
corporate India... a division 

that sources the best talent for. 

India's top corporates. 


“Тһе right candidates would 
.have an excellent academic 
_ background, with preferably 

a management degree. 
- Relevant experience and deep 
understanding of one or more of 
the foll lowing industries is desirable: 


; Health Care, Life Sciences, Manufacturing e 
5 (Discrete & Process), Banking & Finance, | 
| Technology | (ІТ, ITES . & Telecom) and 


Education. Ability to engage with 


_ Senior Management and. passion. for. 


Busi ess Development is critical. 


Please mail 


will bé absorbed as Pri 


those. wm 6-9 year 





oral communication skills and 
presentation skills essential. . 


As our consultant, you will be part of India's 


largest” НК Services company . with a 


team strength. of 300 members... 
an ISO 9001:2000 organisation 
that serves over 850 clients 
д 29 locations. - 31 offices 
India and 4 overseas 
Loodan, Dubai, Singapore 
and i Lanka. SS 
The. positions are located. at 
“a Delhi, Mumbai, Chennai, 
. Hyderabad & Bangalore. 
your resume to 
insear 'emafoi. com within days ^ | 
You may also o spy by post. r courier | IL 


14" & i, E Floor, Community Centre, PVR« отр 5 Saket, | 
New Delhi 110017. : 





^ franchisees. 


at Mp aero 


Visit us urviicespellcitiecon 





INTERIOR WARRIOR 


Rural Market 








In 2002, 40-45 per cent 
of multinational consumer 
products company LG’s 
Sales came from 
semi-urban and rural 
markets. Today, 65-70 
per cent does. This is 
how the Rs 4,500-crore 
behemoth did її. 


BY SUPRIYA SHRINATE 


G ELECTRONICS INDIA IS 

an unusual company. 

How unusual? Well, 

enough to have motiva- 

tional posters—Leader’s 
Marketing, Premium Marketing, 
Fast Innovation, Fast Communi- 
cation. Great Culture, Great People. 
Lead the Market, Meet the Market, 
Create the Market they scream—in 
the washroom (and in other places) 
within its Noida facility. 

Enough to insist that managers 
report for duty at 8.30 am, well 
before everyone else. 

And enough to derive the bulk 
of its growth from the rural market 
(honestly, how many companies 
you know can claim that?). 

India's rural market—estimated 
at 128 million households—is the 
Holy Grail for most marketers. 
Few, however, embark on the path 
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LG did in 2002. The urban market 
for its products was growing at a 
sleepy 6 per cent, and LG decided 
to look to the semi-urban and rural 
markets for that elusive growth. 
The Korean consumer prod- 
ucts major (with Rs 4,500 crore in 
revenues, it merits the appella- 
tion) wasn't the first company to 
venture into the great Indian hin- 
terland that accounts, by some es- 
timates, for 41 per cent of India's 
middle class, and 58 per cent of 
the corresponding purchasing 
power. The way it chose to do so 
was unique: central and remote 
area offices (CAOs and RAOs). 
Those aren't mere abbreviations. 
A CAO is how LG refers to an office 
in a Class B town; and RAO, how it 
refers to one in a Class C town. 
Today, LG boasts 60 of the 
former and 65 of the latter and 


| BT Manag "RURAL MARKET | 


LG’s Managing Director K.R. Kim: 
Thinking ahead of the competition 





rather than merely create offices, 
it has fashioned profit-centres that 
are empowered enough to deserve 
their own independent budgets for 
logistics, after-sales service, acc- 
ounts, even sales and marketing. 
Managing Director K.R. Kim belie- 
ves “this unique and aggressive 
model” will help LG stay ahead of 
the competition. In terms of the 
number of towns and cities it rea- 
ches, the company, arguably, is ahead 
of the pack: it reaches 3,823 towns. 


That’s not something the com- 
petition is in awe of. R. Zutshi, 
Director (Sales), Samsung India, 
LG’s arch rival (its revenues in 2003 
were Rs 3,708 crore) isn’t in favour 
of “wild expansion”. 

The company has been content 
to work its two-year-old strategy 
of hosting roadshows in small 
towns to boost sales. Zutshi swears 
by this strategy’s efficacy in in- 
creasing penetration and market- 
share. Still, there’s no denying the 
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2001 
2002 
2003 
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3.315 
4,500 
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fact that the CAO and RAO model 
has worked for LG. 

Its marketshare in the washing 
machine, microwave oven, colour 
television, and air conditioner mar- 
kets is 25.5 per cent, 36 per cent, 
19.6 per cent, and 34 per cent, re- 
spectively. Samsung’s is 20, 30.5, 
15.1, and 14. This year, 2004, LG 
hopes to register revenues of Rs 
7,000 crore. The rural market, 
explains Anil Arora, Head (Mar- 
keting), LG, will boost volumes, 
while the urban market will con- 
tinue to grow in terms of value. 


Information Edge 

Information is the ingredient that 
provides LG’s business model with 
an edge: feedback from caos and 
RAOs is looped back into the com- 
pany’s product development (or 
product adaptation) process. Thus, 
LG’s air-conditioner with plasma 
technology can’t be found in 
small-town markets. 

Today, LG’s entry-level colour 
television retails for Rs 5,050, air- 
conditioner for Rs 19,990, and 
frost-free refrigerator for Rs 
12,500. Each of these offerings 
has been specially crafted for non- 
urban markets. For instance, LG 
discovered that it could make 1.2 
tonne air-conditioners for Rs 
2,000 less than the 1.5 tonne ones. 

Then, there’s the advertising 
angle. At LG, most tactical adver- 
tising is local. Catalogues that once 
used to be printed by HQ are now 
printed by four vendors across the 
four zones; the branch offices place 
orders directly with them. The 
branch offices also decide on 
hoardings, the use of mobile vans, 
and other promotion-related is- 
sues. And 23 call centres back 206 
service centres manned by 1,500 
engineers across 141 cities. 

The LG experience shows that it 
is possible for a company to posi- 
tion itself as a premium-player in 
the urban market and still make 
inroads into the rural one, although 
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WHAT LG DID 





PLACE: LG was among the first to institutionalise the concept of the 
remote area office (RAO). Today the company has 65 RAOs, 
60 central area offices (CAOs), and 40 branch offices 


MANAGEMENT: RAOs апа CAOs aren't just sales offices; they are 
full-fledged profit centres with elaborate decision-making powers 


CONNECTIVITY: An on-line back-end facilitates the monitoring of 
RAOs and CAOs on a daily basis, enabling micro-marketing 


PRODUCT: LG follows a ‘Different Models, Different Channel’ 
strategy. Products are customised in terms of pricing and features 


to suit local requirements 


PROMOTION: The branches have complete control over tactical 
advertising—from choice of medium to creative execution 


some competitors are quick to al- 
lege that LG’s reach-intensive strat- 
egy does not have room for the 
creation of assets. For the record, 
LG claims to have invested Rs 500 
crore in its Greater Noida facility 
and is investing an equal amount in 
a new one in Pune 

Videocon may claim to be 
India’s first real rural-market fo- 
cused consumer durable com- 
pany—“We started from 


Ahmednagar in Maharashtra and 
then moved on to the metros, a 
fact that worked to our advan- 
tage,” gloats Venugopal Dhoot, 
Chairman, Videocon—but it is 
LG that has given the term rural 
market play an entirely different 
meaning. “LG thinks, acts and 
reacts one step ahead (of the com- 
petition) and that should never 
stop,” says Kim. Well, there are 
no full stops in rural India. 
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HE PROFOUND THING ABOUT TOM 


= 
Peters, the uber-search guru of 
Excellence, is this thing... er—no, 
what was it? Phew: memories are 


sure getting short round here (even 
annual calendars are bizarre nowadays, forget 


= 
the longer-span ones). 
Ah—at 60, Peters is still kidding. Swearing at 
stovepipes. Hollering “All bets are off”. 
Prodding everybody to “Try stuff”. Daring the 


youth like there’s no tomorrow. Throwing 

phrases like ‘virtual state’ at hall audiences. 

A half-crazed Tom Peters gets angry, a Alarming folk about a “profound shift” of mil- 

former bureaucrat gets talkative, and an lennial import. Getting Dorling Kindersley—!— 

{ : to package the message fashionably. Making one 

IITian gets to the soul of his alma mater. confession after another. Raving about mouth- 

wash and razor blade design. Awarding 

Mohandas Gandhi an Oscar. And generally 

going “bonkers”—as Fortune groaned the other 
day. Any more, and it'll be a Pepsi ad. 

“Pm Mad as Hell,” growls the foreword. 
Gladiatorially, at that; ready to rattle the walls. 
But offering, instead, a sense of what the last few 
years have done to poor America. Done, that we 
all suddenly need to ‘re-imagine’ all our enter- 
prises and institutions all over again. “Business 
is personal... not an abstraction. That’s the 
whole point of this book,” he goes, sounding sus- 
piciously like yet another do-your-own-thing 
pep talk for the Choice Generation. 

But hang on, the book’s design is too spaced 
out to resist. Rather like web-surfing, actually. 
Multi-directional and quasi-randomised, with 
artistic mouse-here cues and exclamation points 
dangling forth. Also, 
sidebar after bar, and 
rant after rant. 

Rant after rant? For 
innovation to get any- 
where, Peters wants 
you “pissed off”, in his 
own subtle words. He 
succeeds best with an 
old quote on rainbow 
colours from the man 
who once compared 
India to the equator, 
f ! Winston Churchill— 
Re-imagine! "Pity the poor brown." 
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days should begin to madden you. By the 
time he deems America—with its long history 
of a quarter-millennium—the planet's most 
competitive market for thoughts, you may 
well want to jump into the fray yourself. 

While this book manages to update the 
classic eight principles of ‘Excellence’ to 
current times, it has rather few wow in- 
sights to offer. Wild nuggets on animal 
symbiosis, cool. But otherwise, the expe- 
rience economy has been around since 
the first traded orgasm. Design and beauty 
aren't exactly left unranted for. That every 
brand needs a *plot, a reason for being, a 
passion" has been hyperlinked to success 
for quite awhile now. 

“What... at heart... are you made of? 
That—and that alone—is what Branding is 
all about," propounds Peters. Does this 
“Drastically. Alter. Perspective."? Naah. 

But hey, the book is still one spacey ex- 
perience. It’s dramatic. And it's different, 
whether or not its algebra is taken to be 
linear or exponential (to use some—gasp— 
‘pseudo’ words). Hmmm... “Try stuff." 

Now that's some bankable business advice 
from a McKinsey strategist-turned-guru 
thought to be losing his mind in the corridors 
of conservatism. So try it. Being M-A-D—for 
a Mutually Assured Destiny. W 

ARESH SHIRALI 
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BACK OF THE BOOK 


А HARD 
NIGHT'S WORK 





If the suburbs are Sin Country, then Vie is the Capital. Under swaying palms, full moon and 
а breathtaking view of the Arabian Sea, the place is teeming with spaghetti tops, macho 
half-undone silk shirts all bumping and grinding to lush, easy rolling beats and swinging notes 
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ad results. 




















“I hear the suburbs | are rocking, 
glowers at me. The » ego check them out.” I jumped аг 
maraschino cherry, has . ће chance (tell me, who wouldn't. | 
worked itself free of my 2 Yudi—in regulation tight-fitting | 
swizzle stick and is slowly black t-shirt and gelled hair—looks 
Tonm its way up through my kiwi- exactly like the regular party ani- 
fruit daiquiri. It grows larger with mal he is. “Doesn’t anyone go to town 
very passing second. Its stare becomes * | anymore?" I ask. 
more menacing. It pauses for a moment on “Dude, Juhu is where all the action is; 1 
the r rim of my frosted glass before flinging itself mean half of Bollywood lives between here and 
my face. I jerk back, the bar stool teeters and the last: Bandra; glitz, glamour and beautiful people they're all 
thought to cross my addled brain is, “Maybe this here.” A quick chat and few Bacardis later my hit-list 
. wasn't such a hot idea." of nightspots for the night is ready. 
| Nr 222022 А group of young revellers is going across the road 
Five Hours Байес оор Rock Bottom, the latest magnet for clubbers and 1 
A silver-grey menu proclaims it as Rain: Bar & десіде to tag along. The red-lit endless stairs seem to 
Eatery. Amidst swaying bamboo from te pebbles < descend all the way to Dante's nether-nether land 
and low-slung tables, early inum d e digging _ before one emerges into a huge cavernous smoky 
tikka infused hall. Strobe lights pick out gyrating toned bodies, 
with: tequila, shrimps with Bw m e and chicke spaghetti tops compete with mini-skirts, designer suits 
escalope—their plates illuminated kering can- . мић muscle shirts. Couples cuddle in alcoves while 
| dies. A few steps up from. ; anda blast there is a thirsty throng around the watering hole. Burly 
| of bone rattling bass hits т dimly lit inter uus b bartender. Christopher recommends 
: nuggle ar | ) d ipei ncóction of fresh lime, 


TK tonight ; ' 
and 1 turn around surveying the huge JBL 
boom boxes pounding anc (d reverbera- 
4 | [i sly fl ting wit test in lounge, progressive and new age 
| admirer while three sharp suited foreigners imperi- — music very little rock is played). Perched high 
ously blow cigar rings. — - above his adoring and undulating flock, in a miniature 
This is my first stop in what will Бе awhirl-. cockpit, the resident р] holds court, spewing out a slew 
wind tour of Mumbai’s suburban nightlife. A bar-hop- | of psychedelic messages. that are flashed with bewil- 

. — ping odyssey through the lanes.of Bandra, Juhu and _ dering speed on gigantic plasma screens. 

_ Andheri. inspired by my editor's last visit to Mumbai. Hedonistic highs may be what lure the young 
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With its minimalist décor, exorbitant beverage list and theme parties (in case you didn't 
guess, tonight is 1920s night), Tres Botas is a favourite haunt of the expatriate community 


and restless to nightclubs but once there, the place can 
be anything, even a Rolodex-pumper’s delight. “I 
find it a great place to network and even meet potential 
clients,” confesses Deepa a 20-something boutique 
owner, brushing back strands of wispy black hair. 
Insomnia, the swanky nightclub at the Taj may be 


shutting down but the suburbs show no signs of slow- 
ing down. New night spots are springing up, in narrow 
lanes, converted restaurants, fading bars, abandoned 
basements and five star-hotels. With evocative names 
like Zaha, Hawaiian Shack, Onyx, Temptations, Zouk, 
Velvet Lounge, Enigma, On Toe’s. the appellations 





A group of revellers is going across the road to Rock Bottom, the latest magnet for clubbers. The 
red-lit endless stairs seem to descend all the way to Dante's nether-nether land 
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RAIN 





Amidst swaying bamboo fronds, white pebbles and low-slung tables, diners at the Rain are digging 
into “new world cuisine"—chicken tikka infused with tequila and shrimps with prawn mousse 


(and, of course, the tariffs! ) vary from lounge-bars to 
resto-bars to pubs and plain old discos. Ironically, 
what’s on offer is quite uniform. The promise of exotic 
lip-smacking fare, heady beverages, and the warmth of 
young companionship. With so much to choose from, 
discernment and exclusivity go hand in hand for the 
city’s club lovers. Inveterate dance-lover Melissa strikes 
an incisive chord when she says, “You should be able 
to tell the wannabes from the real happening places.” 

Everybody wants a slice of the action. Krishna 
Tamang hopes he'll be second-time lucky with Dusk. 
Veteran restaurateur and owner of two chic Chinese 
restaurants, he’s just remodeled his Bandra discotheque 
Fluid and relaunched it as a “lounge bar for the 25 
plus”. Raw silk bolsters, Thai trellis, glass ceilings, 
Balinese statues, it’s not just the food and drink, even 
the architecture at this place is “fusion”. “Food, bev- 
erage, gorgeous interiors are all very well but it’s still 
very difficult to quantify what makes or breaks a 
place,” confesses Tamang sitting in Devil’s Den, one of 
Dusk’s four theme sections. The Devil’s mask mounted 
on the wall is leering at me but I persevere, settling on 
an orange cocktail. 

Young professionals, yuppies, artists, socialites, 
celebrities, budding actresses... if the clientele is eclec- 
tic, bar owners appear to be an equally off-the-wall 
breed. A Yale-educated epidemiologist is the last per- 
son you expect to find in the middle of Bandra, eleven 
о” clock at night; decked in a tiara, red elbow-length 
gloves, matching patent leather boots with a black 
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feather boa carelessly wrapped around her neck. 
Rachel Sacks—she also happens to be a flautist—is 
co-owner of Tres Botas, a four-month-old Tapas bar. 
With its minimalist décor, exorbitant beverage list 
and theme parties (in case you didn’t guess, tonight is 
1920s night) it’s a favourite with the expatriate com- 
munity. Says Sapna, a peripatetic Atlanta-based soft- 
ware entrepreneur, who regularly visits nightspots 
across the world, “When I’m in Mumbai. Their jazz 
evenings are something I try not to miss.” 

Unfortunately there’s no jazz playing tonight and 
after hours of being closeted in dark smoky halls, 
some bracing sea air is what I needed to clear my 
fuzzy head. On Juhu beach I spot Vie Lounge & 
Deck. My head already feels heavy, but I decide to take 
a look. If the suburbs are Sin Country, then Vie is the 
Capital. Under swaying palms, full moon and a breath 
taking view of the Arabian Sea, the place is teeming 
with spaghetti tops, macho half-undone silk shirts all 
bumping and grinding to lush, easy rolling beats and 
swinging notes. I weave my way through the swell and 
heave of hard bodies to the inside bar. On offer are for- 
eign bartenders and over 200 original concoctions, in- 
spired by fresh fruit blends. Ymmm! That's where 
the maraschino cherry decides to try me for size. 

My hobbitesque adventure is interrupted by a 
muscled hand on my shoulder. *It was late, the place 
was shutting down and I should do myself (and my 
liver) a favor and go home." Couldn't argue with 
that. Goodnight. Efl 
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508131; Salem: 2332122: Siliguri: 2524079; Shimla: 26570-46/48; Surat: 2650485, 5530048; Thane: 5375836, 25982659; Thrissur; 3090920; Tiruchirapalli: 2740761; Tirunelveli : 
Tirupathi: 5561058; Trivandrum: 2320853, 2321302; Udaipur: 5102-254/545; Vadodara: 2341780, 5540299; Varanasi: 2226-320/439; Vijayawada: 2473520, 5563620; Visakhapatitem: 2752653, | 


2598650; Warangal: 2552610. 
Alternatively, for Prospectus & Application you can also send Нв. 450 (by DD in favor of ICFAI University, Ac. ISFS, payable at Hyderabad) 
to : Campus Programs Admissions Department (CPAD), The ICFAI University, 43, Nagarjuna Hills, Punjagutta, 
Hyderabad 500082. Ph: 040-23435319-22. Fax: 040-55781303. Email: cpadGicfai.org 
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With 2 year subscription 


This Chic Travel Chill Bag can be filled 
with your beverage cans, salads, 
sandwiches, wine & fruits. Drive out 
with it to the countryside for a picnic. 
It comes with convenient pockets for 
your napkins and cutlery. So get ready 
for that weekend getaway. 


@ Ultra Chic Travel Chill Bac 
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With 1 year subscription 


This Insulated Travel Handy Bag, is just 
what you need for your drinks and 
snacks. It comes with 2 handy 
compartments for your coke or beer 
cans as well as your sandwiches and 
salads. Also perfect to take with 
you for those office lunches. 


2 Year Subscription Gift 
_ (buy 12 Issues Get 12 Free) 


D 57 


With 1 year subscription 


You want a bottle of white wine on your 
picnic, but somehow it's not at the right 
temperature. Presenting the Travel Plus 
Insulated Wine Cooler, complete with 
pockets to keep 2 glasses, napkins 
and a corkscrew. Perfect for that 
romantic getaway. 
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Choice Of Two Gifts 


India Today Travel Plus 

in it's new exciting avatar 
brings to you the 
“Subscription Plus” Offer. 
Apart from savings of up to 
WIN SATYA PAUL TIES 50% on the reduced cover 
With a 2 Year Subscription price you also get to choose 


from guaranteed amazing gifts 
Satya Paul is a premier designer label that will make the perfect 
for International couture, pret-a- accompaniment for your next 
porter, saries, fabrics, ties and weekend outdoor trip 


accessories. Inspired by the works of 
various world famous artists Satya 
» | Paul has now revolutionised men's 
4 %, |  wearformen. 


THE FINEST IN TRAVEL AND MORE 





Please use the coupon and business reply envelope at the back of the magazine to subscribe 





It's A Fish, It’s Nemo’s Nautilus, 
It’s The Nokia 7600! 


HE NOKIA 7600 LOOKS FUNNY. GIVE IT FINS AND A TAIL AND IT WOULD LOOK 
like a juvenile pomfret. It is definitely fishy to use. Mind you, this is the 
first WCDMA-compatible (that is 3G network capable) phone in the country. 

I quote from Nokia’s publicity literature: Introducing a bold icon 
for the age of mobility. The distinctly new-paradigm Nokia 7600 imaging 
phone is a synchronous blend of torqued curves and the latest technology. 
It’s compact, futuristic, and conveniently contoured to fit your palm. Um, 
it still looks like a fish and I look and feel stupid holding it to my ear. 
Thank god, for hands-free, but Nokia has given such a length of cable that 
I end up looking like Inspector Gadget. 

Admittedly, the phone is an easier messaging device compared to the 
Nokia 3650 (remember the U-shaped marvel?), but that is not saying much. 
Arranging the keys in two rows on either side has led to an irritatingly small ‘6’ 
key and an ‘accept’ key, which is half the size of the ‘cancel’ key. I have still to 
figure out what the target audience for the phone is. Methinks it is targeted at six- 
year-olds because only they have fingers small enough to operate the phone. 

That said, this phone does have a lot of nice features, a great 65 by 536 
pixel screen, a music player capable of playing Mp3 and ААС files, and most im- 
portantly a great camera capable of capturing images at a decent 640 by 480 
resolution, as well as capturing decent quality video with sound (I’m currently 
making a office-video called The World’s Funniest Office Movie). 

However, it was while using this phone that I discovered that the MMs 
service offered by Airtel and Hutch in Delhi, to put it bluntly, is pathetic. 
People with MMS complain that it takes 10-15 minutes to send a message, 
if it is ever lucky enough to leave your outbox. The easiest method of trans- 
ferring images is to hook-up the phone to your computer with the USB con- 
nector that comes with the phone. 

The Nokia 7600 is a very cool toy, but that is what it is, a toy and an 
expensive one at that, with 
a retail price of Rs 26,939. 2 | 
If this is ‘telephonie’ haute f 
couture, I will stick to 
the pret range. 
Thankfully, Nokia 
still does a great 
job at that. 
KUSHAN MITRA 
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ATTACK OF - 


THE FUNNY 
PHONES... 


ONES... — 


YOU HAVE A NOKIA PHONE THAT... 
looks like а fish, one that — 
looks like a weapon to club | 
someone with, another = 
which looks like an Ostrich 
egg and then there is the _ 
‘geometry box’-shaped ME 
Communicator. Its not just | 
Nokia—Motorola, Siemens, | 
and Samsung have funny — 
looking phones as well, 
which range in shape апа 
size to resemble anything — 
from the male sex organ to 
Marge Simpson's hairdo. — — 
But why the fascination | 
with the funny shapes? Is it | 


` because somebody put a bit 
of rep in the designers mom- 


ing cup of coffee? Actually, 


. the truth is the explosion of | 


shapes has come around, - 


_ thanks to technology minia- | 
 turisation and platform shar- 


ing. Most Nokia phones have 
the same innards, it is only | 


_ the skin that is different. A — ' 
phone can actually be the | 


size of a small wristwatch, | 


_ апа Reliance India Mobile is 
_ actually offering а CDMA 


phone in that size. Тһе prob- - 
lem facing engineers now is. 
about batteries. The mo- 
ment you see innovation | 
there, expect phones to get | 
funnier, 2-0 EUM 
But do people really like | 
these new shapes? Well, by. ' . 
the number of people holding | 
the new Nokia 6600, one | 


. would assume so. Siddhartha 


Basu, Tv-presenter and 


· new-convert to the ер, ^. 


thinks the phone is ‘rather | 
handy’ and has a ‘nice feel" | 
to it. And what about the 
‘geometry box’, with the | 
earpiece on one side and the | 
screen on another? "It's a 


. status symbol and it is a 


good phone to boot," was | 
what Sanjeev Sharma, мр, | 


.. Nokia India, once told this 
. correspondent. No wonder | 


he uses one. 
KUSHAN MITRA 


HEALTH NOTES 
THE PERFECT CURL 


EN BEGINNERS START 
weightlifting, they tend to 
focus on their biceps. The 


reason is simple. In our minds, mus- 
cles equal biceps. The first muscles 
boys in their teens try to develop are 
the biceps. That’s probably wrong. 
Smart weightlifting involves devel- 
oping large muscle groups like the 
back muscles, leg muscles, chest and 
shoulders first rather than ‘vanity’ 
muscles like the biceps and the tri- 
ceps. Also, nearly every exercise for 
developing back muscles also works 
the biceps. So, it is actually possible 
to tone and strengthen your biceps 
by doing only workouts for your 
back muscles. 

Still, if you’re serious about 
sculpting your body, you can’t give 
biceps workouts the skip. And the 
classic biceps exercise is the barbell 
curl. Nothing adds shape as this. 
It’s a simple exercise: grab a bar- 
bell and curl your arms. But many 
seem to ignore proper form and, 
thus, lose out on the bc's full bene- 
fits. Here’s a primer on doing the 
perfect curl: 


Back: While doing barbell curls, 
your spine has to stay in line 
through the movement; if you 
arch backward or forward, you 

risk stressing your lower back and 
that could be bad news. 


Head: Keep your head in 
line with your upper back. 
Turning your head or tilt- 
ing it down can cause 
neck muscle injuries. 





Shoulders: At the end of the curl, 
fists should be directly in front of 
the shoulders; this ensures that 
your upper arms are tucked tightly 
to your body throughout 
the movement. 


Hands: Hold the bar with an un- 
derhand grip. Your hands should 
be shoulder-width apart, and your 
grip firm, but not too tight. 

Now, for some additional tips. 
Do the curls from a kneeling posi- 
tion. This makes it more difficult to 
use your body momentum to curl 
and hence targets your biceps in 
isolation rather than your back. 
Also, change the space between 
your wrists. A grip few inches closer 
stresses the outer part of the bi- 
ceps, while a wider grip stresses 
the inner part. 

And here’s a surprise fact. If 
you're a beginner in the gym, doing 
lower body exercises can help you 
gain upper-body strength. Legs have 
a lot of muscle mass and trigger a re- 
lease of hormones when exercised. 

These hormones, in turn, lead 
ШЕШЕ to muscle growth 
& throughout your 
body. Next time, 
- do leg squats. They 
may actually help 
your biceps! 
^" Ж MUSCLES МАМ! 
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Pelf Power 


С STARTED OFF AS A SCRAP METAL TRADER AND THE OTHER AS А 
manufacturer of bicycle parts. Today, the former, Sterlite’s Anil Agarwal, 
is a non-ferrous metals major and the other, Sunil Mittal (right), is a cellular 


phone czar. And both аге rich—very rich. So much so that this year they have 
debuted on Forbes’ listing of global billionaires. Bharti Tele-Ventures’ Mittal 
makes a grand entry at No. 186 with an estimated net worth of $2.7 billion, 
and Agarwal a distant 552 with $1 billion. The metal maven’s entry is courtesy 
the listing late last year of his holding company Vedanta on the 
London Stock Exchange, where he raised $1 billion, and Mit- 
tal’s fortunes have soared on the back of India’s booming cel- 
lular telephony market. Self-made billions must taste sweeter. 
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Knight Raider 


Б THE AD WORLD’S BATTLE ROYALE, ON ONE SIDE 
is a British knight and on the other, an Indian 
Diwan. Though neither will admit as much, both 
have become sworn enemies, determined to fight a 
bruising battle. The bone of contention: Rediffusion 
DY&R, where Martin Sorrell’s (left) WPP Group 
owns a fifth through Young & Rubicam, but which 
Diwan Arun Nanda founded with Ajit Balakrishnan 
in 1973 and now majority owns (30 per cent 
each). Sir Martin, it transpires, wants to buy another 
6 per cent from the 20 per cent the agency’s inter- 
national partner Dentsu owns. The problem: A 26 
per cent stake will give Sir Martin veto powers— 
and so much nuisance value that Nanda and 
Balakrishnan may be driven to sell out. However, 
when BT when to press, the staring match was on. 


SANJAY PANDYA 
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Street Smart 


I YEAR, WE HAD SPOTLIGHTED AMIT CHANDRA 
(above) as one of India's Hottest Young Executives 
(September 29, 2002). Prophetic, you could say. 
Chandra, 35, has now been named an MD at DSP 
Merrill Lynch, along with colleague Rajeev Gupta, 
who would have been part of the Hot list too but for 
his age—he's 44. Chandra, an MBA from Boston 
College, has made a name working on big-ticket deals 
like ICICI-ICICI Bank merger, and Gupta (пм-А alum- 
nus) actually set up the M&A business at the firm and 
made it the top dog. As мрѕ, Chandra and Gupta plan 
to grow the I-Bank beyond traditional businesses to 
new areas like private client. Rivals, take note. 
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Fine Print Fumble 


T'S A FAUX PAS THAT COULD HAVE COST ONGC'S 

Chairman and Managing Director Subir Raha (be- 
low) a year in the prison. Here's what happened: 
Recently, ONGC allowed Hyundai Heavy Industries, 
which is building a $222-million platform for the oil 
and gas giant off Mumbai, to insure the project 
jointly with a Korean and an Indian company. 
That, as it happens, is a contravention of the 
General Insurance Business (Nationalisation) Act, 
1972, which makes it mandatory for a state-owned 
enterprise to insure with one of the only three 
Indian non-life companies. Contravention of the pro- 
vision is punishable by a fine of Rs 1,000 or up to 
one year of imprisonment, or both. Insurance in 
dustry regulator C.S. Rao was mag- 
nanimous enough to let Raha off, 
but not without a warning: 
“This relaxation does not con- 
stitute a precedent and cannot 
be taken to extend insurance 
cover for smaller risks for future 
projects," he said in a letter 
to ONGC. Tragicomic? 
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VIVAN MEHRA 


Looking Beyond 


ARUN TADANKI, President and Managing Director, Monster Asia 


TRUE LEADER IS ONE WHO HAS THE 

courage to set ambitious goals for the 

team and the ability to achieve those 
goals intelligently. Great leaders help their 
team members visualise the same big dreams 
that they themselves see. And while he sets 
these goals, he realises them with the help of 
his team members. 

A true leader must be fair to everyone he 
works with—employees, customers, and busi- 
ness partners. The goodwill he generates by 
being just and impartial always outweighs 
any perceived benefits of a biased decision. 

Giving credit to team members for succes- 
ses and being accountable for failures is ano- 
ther quality of a good leader. Recognising 
good performance and nurturing talent is 
always more beneficial for the employees 
as well as the organisation. 

One of the pitfalls in most companies is a 
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lack of transparency, which often causes dis- 
satisfaction among employees. A good leader 
will ensure transparency in all matters. A pol- 
icy of straightforwardness results in a motiva- 
ted workforce and a positive atmosphere. 

Leaders always take risks. They never 
hesitate to take decisions. The key to suc- 
cess is the ability of a leader to take unam- 
biguous decisions, right or wrong. The 
need to act and implement practical ini- 
tiatives quickly should take precedence 
over intellectual debates. 

Leadership is contextual. There is no sin- 
gle leadership style that works everywhere. A 
successful leader adapts his or her style to 
the organisation and uses it for the company’s 
and employees’ benefit. A good leader, there- 
fore, is one who understands the organisation 
and its employees, creates goals accordingly 
and executes them effectively. 
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IBM recommends Microsoft 
Windows’ XP Professional 
for Business. 


NEW! IBM ThinkPad T41 


Distinctive IBM Innovations 

* Rapid Restore Ultra 

e ІВМ Active Protection System 

* |BM Embedded Security Subsystem 
• |BM Access Connections Software 
* Access IBM 

e System Migration Assistant? 


System features 
• Intel” Centrino" Mobile Technology 


Intel® Pentium® M Pr 
Intel” PR 
Intel® 855 Chir 
* Microsoft" Windows® XP Professional 
e 1MB L2 Cache 
e 256 MB DDR SD RAM 
* 30 GB HDD, 4200 RPM 
е Gigabit Ethernet 
56 kbps modem 
• Ultrabay Slim DVD 
• 358 cm XGATFT Monitor 
• Three-year global warranty 
e Lotus SmartSuite (L 


Special Price: Rs. 1 19,90 0 
Regular Price: Rs. 1 ,39,90 0 





Take off to parts unknown with ап IBM ThinkPad notebook. 
The world’s easiest way to switch between wired and wireless. inte ge 


Wherever you want to work, the sky is the limit when you have IBM ThinkPad notebooks with Access Connections 
software and wireless Intel® Centrino" mobile technology. Now it's easier than ever to switch between wired and 
wireless networks - whether youre at an airport, the office, an Internet cafe, even your kitchen'. So consider the IBM 
ThinkPad notebook, and experience a whole new level of wireless possibilities think freedom 





MOBILE 
TECHNOLOGY 


Call 1600 446767 or go to ibm.com/in/tpdecision 


to buy direct, locate an IBM reseller or for more information. 


y* 


OSM 9959% 


IBM is a registered trademark of International Business Machines Corporation in the US and/or other countries. Other company product or service names may be trademarks or service marks of their respective owners. Intel, Intel Centrino, Intel Inside, the 
Intel Centrino Logo, the Intel Inside Logo and Pentium are trademarks or registered trademarks of Intel Corporation or its subsidiaries in the United States and other countries. Microsoft and Windows are registered trademarks of Microsoft Corporation. 
Certain Microsoft’ software product(s) included with this computer may use technological measures for copy protection. IN SUCH EVENT, YOU WILL NOT BE ABLE TO USE THE PRODUCT IF YOU DO NOT FULLY COMPLY WITH THE PRODUCT ACTIVATION 
PROCEDURES. Product activation procedures and Microsoft's privacy policy will be detailed during the initial launch of the product, or upon certain reinstallations for the software product(s) or recontigurations of the computer, and may be completed by 
Internet or telephone (toll charges may apply). "Public access not available in all areas. "Free download/preload. "Available on select products only. ‘Estimated street price. Sales tax and other levies extra. Offer and prices subject to change without prior notice. 
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expand your life 


The LG LCD Monitors. 
Designed to be as stunning 
as the place you work in. 


— 
Wide viewing 
angle 
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Wall mount 


brightness 
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International 
styling 





L3000A 76cm (30) 
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L1720B 43cm (17) 12300А 58cm (23) 


L1515S 38cm (15) \ 
\ 






119105 48cm (19) 






115208 38cm (15) 


LG LCD Monitors - built to reflect your attitude and К. ANN ELO D] 
complement your stylish surroundings. Their zero LCD MONITOR 
radiation ensures comfortable viewing keeping your 

eyes fresh for hours. 
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From The Editor 







EDUCED ТО ITS CORE, MANAGING CORPORATIONS 15 

about enhancing shareholder wealth. Not just 

absolutely, but in a way that exceeds not just the 
opportunity cost, but shareholder expectations too. For 
the last five years, Business Today has been collaborating 
with Stern Stewart, the firm that developed the concept 
of Economic Value Added (ЕМА), to rank the biggest 
wealth creating companies in India. This year, too, the 
partnership has managed to throw up some interesting in- 
sights into the aspect of wealth creation. However, this 
year, we have employed a new yardstick to rank the 
500 companies that comprise our listing. The new meas- 
ure is what Stern Stewart calls Wealth Added. 

Just what is Wealth Added? The precise calculations 
can be a bit daunting to those of us who aren’t exactly 
numbers savvy. But let me try to 
simplify it as best as I сап. Put 
simply, Wealth Added is equal to 
change in market capitalisation 
minus required return plus divi- 
dends minus new equity issues 
(Wealth Added = Change in 
Market Capitalisation — Required 
return + Dividends ~ New Equity 
Issues). Wealth added measures 
the total wealth flow over a period 
of time—in the survey's case, between 1998 and 2003. 
You'll find a more detailed explanation inside the issue. 

Why did BT and Stern Stewart think Wealth Added is 
a better metric than EVA or MVA that our previous surveys 
employed? Because of one overwhelming reason. Wealth 
Added as a metric is much more robust. When the share 
price of a company dips, the wealth flow becomes negative, 
irrespective of its ability to pay dividends. That's because the 
company (or its investors) has created expectations that 
cannot realistically be met. Which brings me to another 
point about this year's survey that will surprise some FMCG 
companies, In our 2003 survey, HLL was the No. 1 com- 
pany, ITC was No. 5 and Nestle came in at No. 9. This 
year, not one of them figures in the top 100. We have exp- 
lained the reasons in the essay that opens the special issue, 
but to give you a quick summary, the change has to do with 
investor expectations, which were moving so fast that the 
FMCG giants have simply not been able to keep pace. 

This is a Wealth Creators special, but j just the same we 
have managed to squeeze in an exclusive interview that 
BT's Deputy Editor R. Sukumar was able to—for the sec- 
ond time in four years—extract out of Nokia’s globe-trot- 
ting CEO, Jorma Ollila. The Finnish company is not only 
the world's largest manufacturer of mobile handsets, 
but also the industry's trend setter. Read the interview to 
find out more about Nokia’s plans for India. 
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When a strategy professor at Harvard Business School 


tells the world that global analysts and investors have been 

kissing the wrong frog—it's India rather than China that 

the world should be sizing up as a potential world leader— 
people could respond by dismissing it as misplaced cou- 
ntry-of-origin loyalty. Or by sitting up and listening. 


Now, get a hot new management tip for the da 
through SMS on your mobi 


[ТО ANSWER THE BT-ON-THE-MOVE QUESTION 


TO RECEIVE BT'S ТІР OF THE DAY 


peen бау and participate in opinion polis 
ë phone 24 hours a day. 


1. Goto “Write messages" on your mobile phone. |15 the stockmarket bull run over? 


2. Type "BTTIP" on the message screen. 

3. Send the message tothe number "2424", 

4. You will receive the hot management tip 

for the day in a return message. 

*Send BTPOLL F after April 11, 2004, for 
‚ |the final poll results. 


NOTE: Not available with all cellular 
operators. Regular SMS charges apply. 
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1. Go to "Write messages" on your mobile phone. 

2. Type "BTPOLL Y" for Yes. Type "BTPOLL М” tor No. 
3. Send the message to the number "2424". 

Readers can also participate in the poll at 
www.business-today.com 
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bt letters 


The Ace Race 

Your cover story Young Super 
| Performers 2004 (BT, March 28, 
E 2004) made a good read. A super 
' performer is generally presumed to 
be a workaholic but your 
story does well in shat- 
tering the myth. The 
three achievers profiled 
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have managed their personal, work 

and social lives efficiently as they 

worked towards achieving professi- 

Pe onal success. Their lives aptly justify 

the statement Stephen Covey made 

in one of his books: Success in work 
alone is life half complete. 

S. SATHYA NARAYANAN, through e-mail 


Apropos Young Super Performers 
2004 (BT, March 28, 2004), Sulajja 
Firodia Motwani rightly deserves 
the title bestowed upon her for hav- 
ing single-handedly turned Kinetic, 
an ailing two-wheeler manufacturer, 
into the auto major it is today. 
s However, the idea of the Rs 1-lakh 
Ё car first thought of by her late grand- 
father H.K. Firodia, and which has 
now been taken up by the Tatas, 
may not be as great as it sounds. 
Indian roads are already buckling 
under the pressure of a traffic expl- 
| osion, thanks to easy car-finance 
Ё schemes. This cheap car will only 
d make matters worse. 

| JAGMOHAN RATHI, through e-mail 


Г 


YOUNG SUPER 
PERFORMERS ЕН. 





Your cover story Young Super 
Performers 2004 (BT, March 28, 
2004) made an interesting read. 
However, it would have helped the 
readers a lot if you had published a 
list of the finalists as well. This would 
have, apart from giving the readers 
a fair idea of the criteria used for 


selecting the winners, given proper | 


due to those who missed the award 
by small margins. 
$. NARAYANAN, through e-mail 


Circulation Pasha 
The feature Dainik Bhaskar: 
Circulation Pasha (BT, March 28, 


КИТЕПТЕРГЕ НИТИ ИШЕНИП: 


ТУРЫН ЕРІНЕ ИРМ La АЛ NRR 


THE 


NOI AT PRET 


2004) reveals the interesting success 
story of Dainik Bhaskar, which 
rose to become the country’s most 
widely read Hindi daily in a span 
of just 20 years. The rise of Hindi 
newspapers in an era dominated 
by the English Press is worth 
mentioning, even if we concede 
that the latter’s earnings are much 
higher than those of their Hindi 
counterparts. Indeed, Dainik 
Bhaskar deserves to be congratu- 
lated for making its mark in India’s 
vernacular press market. 

SUBHASH С. AGRAWAL, through e-mail 


Clarification 

In the story Dainik Bhaskar: 
Circulation Pasha (BT, March 28, 
2004), we had mentioned that in 
Chattisgarh, Dainik Bhaskar is the 
leader in the Hindi language news- 
papers with Nava Bharat as a key 
competitor. Our assessment was 
based on the latest print-order figures 
as per Dainik Bhaskar’s records. 
However, according to last Audit 
Bureau of Circulation (АВС) figures 
available for January-June 2003, 
Nava Bharat, with a net paid cir- 
culation of 1,77,629 leads in 
Chattisgarh with Dainik Bhaskar 
following at number two with a 
circulation of 1,49,407. 
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HE CORDLESS REVOLUTION OBVIOUSLY HASN'T 
gone far enough. Just a few years ago, ever-inc- 
reasing freedom was being spoken of as some 
sort of Darwinian inevitability. Just as bomo erectus 
dispensed with his vestigial organs of the elongated, 
troublesome and meaningless kind, all organisations 
that did not need vital nutrients from a parental 
body would evolve into gritty autonomous creatures 
in their own right—ready to face an evolving world. 

As it turns out, the strings-attached count isn't 
moving in a direction you'd expect as a dedicated evo- 
lutionist. Take the latest fracas to do with the au- 
tonomy of the Infrastructure Development Finance 
Company (IDFC). Remember? This is another financial 
institution set up by the state with the intention of 
providing finance to projects that the private sector 
would be too diffident to get involved with. The 
Interim Budget made a 
reference to it—to a pro- 
posal to cut this entity 
loose—that was cheered 
from the galleries that 
think most about things 
like infrastructure, fina- 
nce and maybe even de- 
velopment (the ones 
mostly outside Parlia- 
ment, that is). 

Just a short while 
later, the country is wit- 
ness to the spectacle of 
the top management team of IDFC, led by Managing 
Director Nasser Munjee, submitting an ел masse res- 
ignation. This kind of thing doesn't happen very of- 
ten. And when it does, it deserves attention. Munjee 
and his team are protesting the government's dragging 
the State Bank of India (SBI) into the picture of IDFC’s 
supposed autonomy. Yes, the government wants to cut 
the institution loose, as it had promised, but not in the 
sense of it getting to make too many of its own deci- 
sions (you know, like making the public offer that was 
planned when it was formed). 

By the government's proposal, IDFC is to be either 
merged with or made a subsidiary of the state-run 
SBI, India's largest bank. This bothers Munjee not only 
because it replaces one set of cords with another, but 
also because it violates the original shareholders agree- 
ment—according to claims made by his supporters. 
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Whether the non-government shareholders can thwart 
the government's plans is a matter of governance detail 
best left undiscussed here. But what is clear is this: the 
government’s itch for control isn't lessening any. 

The government, on latest reports, has responded 
to the drama by spelling out three options. One, 
IDFC functions pretty much the way it now does, but 
under SBI as a major shareholder. Two, its management 
is turned over to SBI. Or three, another outfit is 
floated to fulfil its infrastructure finance objectives. 

Would Munjee fancy any of those? The strange 
part is not that this is happening. It's that this is be- 
coming a pattern, and one that challenges everyone's re- 
ceived notions of the direction of change in the coun- 
try. If it hadn't been IDFC, it may well have been some 
other institution—and without the sort of dramatic 
move Munjee chose to make, may even have gone rel- 
atively unnoticed. Even 
with India's institutions 
of higher learning, it took 
a lot of chest-beating on 
many influential people's 
part before the gravity of 
the issue rang home. 

Just as the ІІМ issue 
was not really about the 
B-school fees, this is not 
just another restructur- 
ing. This is bigger. In 
fact, this is as big as any 
issue. This is about the 
way the country is handling its transition from a 
controlled economy to an open one. 

It is at times like these that call for the utmost clar- 
ity. And so particularly on first principles. In all these 
years after independence, the government has done a 
moderately admirable job of playing the parent to 
countless institutions and entities that wouldn't exist 
without its powers of conception and initiation. For 
that, everyone is thankful. 

But the world has moved on, our economic think- 
ing—in the light of increasing evidence of out- 
comes—has undergone a transformation, and the 
country has grown up. The country needs no further 
intervention in the finer details of life, work and 
value-generation overall. If India is to prosper, the 
nanny state must recede. And that means snapping the 
cords of control once and forall. (m 
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HERE’S 


COMMERCE. AND THEN, THERE’S 

commerce, That’s the distinction India’s 

Supreme Court seems to have gone by 

when it ordered Ten Sports to offer a live 

feed of the coverage of the India-Pakistan 
cricket series to state-owned broadcaster Doordarshan 
(рр). For those who came in late, in 2002 Dubai- 
based Taj Television, the company that owns Теп 
Sports paid the Pakistan Cricket Board (pcs), $45 
million (Rs 216-crore at then exchange rates) for 
terrestrial, cable, and direct-to-home television rights 
for all matches organised by the board till 2007. 
Circa 2004, the company was hoping to leverage the 
dia in Pakistan i іп 15 












The Supreme Court’s 
interim order in the 


spat over the telecast 
of the India-Pakistan 
cricket series highlights 
the latest anti- 
globalisation argument: 
public interest. 

BY SHAILESH DOBHAL 


discounted Doordarshan’s clout and a 1995 ruling by 
the Supreme Court. The public service broadcaster: 
raised the issue of public interest, and the court’s interim 
order is in keeping with the spirit of its February 9, 1995 


judgement, where it stated that a monopoly over 


broadcasting, whether by the government or by anybody 
else was inconsistent with citizens’ right to free speech. 
Does public interest matter more than private con- 


tractual obligations? It looks like it does, 1с is the spirit 
behind several global declarations, including the World 


Trade Organisation's Doha Declaration on Trips (Trade 
Related aspects of Intellectual Property rights) аяй 
Public Health, Sections 4 and 6 of the declaration allow 
countries to overlook patents in the interests of public 
health. The provision was most recently used b 


Ten Sports-Doordarshan 
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The government, clearly, buys that argument; it 
threw its weight behind Doordarshan, although the 
channel is owned by Prasar Bharti, a corporatised 
and ostensibly autonomous corporation. As this mag- 
azine goes to press, the government is also consider- 
ing a law that will allow DD to telecast events of na- 
tional importance, irrespective of issues related to 
rights and ownership. Government’s continually in- 
tervene in broadcast-related issues. 

As recently as December 2003, the European Union 
convinced Europe’s Premier League Football Association 
to force BSkyB, the company with exclusive rights to all 
Premier League matches till 2007 (what’s it with 
20072) to part with some to a rival broadcaster. The 
move is ostensibly targetted at breaking Sky Sports' 
(BSkyB’s sports channel) monopoly on European soc- 
cer and ensuring choice for European subscribers 
who do not subscribe to the DTH (direct to home) of- 

fering from the Murdoch-sta- 
ble . And even the format for 


Does pu blic Premier League, post 2007, is 


being altered to include at least 


interest matter two competing broadcasters. 


“The (Supreme Court's) 


more than ruling has damaged our busi- 


ness, especially the every-day 


private contractual distribution-driven one," says 


А à Chris McDonald, cEo, Taj 

obl igations? Television. For, while the court 

has directed DD to deposit Rs 

50 crore in lieu of damages 

that could be suffered by Ten Sports, the channel be- 

lieves the actual loss could be over Rs 200 crore. 

Worse, the free availability of the telecast will hurt its 
chances of increasing its subscription base. 

Some broadcasters believe Ten Sports erred in not un- 
derstanding the significance of the series. “The 1995 Sup- 
reme Court judgement puts airwaves as public property, 
and one has to respect public sentiment," says Kunal 
Dasgupta, CEO, Sony Entertainment Television India. 
“Why, even we offer India-specific matches to DD first,” 
says the man who shelled out a whopping $225 million 
(Rs 1,035 crore) to International Cricket Council for tel- 
evision rights of all 1cc-organised tournaments till 2007. 

If Indian courts classify cricket as ‘public interest’ 
and condone, even sanction, the flouting of an in- 
ternational corporate contract, then the Indian gov- 
ernment will not have a leg to stand on if US courts 
override private outsourcing contracts citing the 
same 'public interest'. Maybe it is time for the gov- 
ernment to respect the complete 1995 order of the 
Supreme Court and create a regulatory environ- 
ment that balances public interest with the profit- 
minded motives of companies. 
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NEWSMAKER 


Ramesh Gelli, 58 


ERE'S A SURE- 
fire recipe to 
make the news. 
Step 1: Rejoin the 
board of the com- 
pany you founded 
after quitting it un- 
der a cloud. Step 2: 
Drop hints about 
your desire to enter 
politics. Step 3: 
Create a turnaround 
fund with a corpus 
of Rs 100 crore. 
Step 4: Resign from 
the board, again. 
бере 5 Says 
“Politics? Who? 
Me?”. The only 
caveat: everything 
has to happen in the 
span of a month. 
That's exactly what 
Ramesh Gelli has 
done. His decision 
to re-resign from the 
board of Global 
Trust Bank—he founded it in 1994, still holds a 20 
per cent stake in it, and his son Girish Gelli sits on the 
board—was prompted, he insists, by the need to de- 
vote more time to the turnaround fund which has, if 
he is to be believed, taken on a life of its own. *The 
earlier plan was to get it up and running by Septem- 
ber, October," says Gelli. *Now, I think we may be 
able to make it operational by June, July; we have 
received three serious proposals from investors keen 
to participate (in the fund) and six requests seeking 
assistance." Once among the most respected bankers 
in the country, Gelli believes “genuine entrepre- 
neurs and good projects" sometimes flounder *for 
want of appropriate management inputs or funds". 
So, is it curtains for his short-lived flirtation with pol- 
itics? Not really says Gelli. “In my view, the Rajya 
Sabha route may be more suited to professionals; I 
could consider that if I find any party seeing room for 
professionals.” But, as the man himself adds, “the 
Rajya Sabha is an opportunity only after the elec- 
tions". Is Chandrababu Naidu listening? 
E. KUMAR SHARMA 





А. PRABHAKAR RAO 


Ramesh Gelli: On how to be 
talk of the town 


IT's Next Wave | 


Business Process management is it. 


USINESS PROCESS MANAGEMENT (BPM) IS THE NEW 
buzzword in ІТ. Ahem! Wasn’t it called Business 
Process re-engineering in the early nineties? Yes it | 
was, and it meant overhauling all of a company’s | CHIPTALK 
processes, documenting them in thick spiral-bound 


volumes, and spending the next three years encoding ) : 
them into new IT systems. S | П 


Many companies аге now re-organising them- 
selves as processes (and sub-processes) and digitising NX SOFTWARE SERVICES COMPANIES START 
these into workflows. The advantage? You can take | talking about a new technology, you know it 
one process at a time and effect change. “Ат the is more than vapourware. So, when Benoit 
height of the dotcom boom, companies were scared of | Gaucherin, the сто of rr services company, Sapient, | 


getting Amazoned. But now they аге more in danger | held forth recently on RFID (radio frequency 1D) 
of getting General Electrified,” say authors Howard | tags, one listened. These chips, which have antennae 
Smith and Peter Fingar in their book Business Process | that can be read and written onto by a computer that 
Management, the Third Wave, holding up GE—the | bounces radio waves a few meters, are now cheap 
company has boosted its spending on IT even as | enough to be tagged on to just about anything 
other companies have slashed theirs, convinced that | from airline baggage to a carton of milk to tyres to 


its efforts at digitising business processes would pay | hospital patients. 





ІНУАаМҰНЯ AVAIHS 





off big in the future—as In fact, Michelin has already taken to tagging its 
the (repeat: the) company | tyres to respond better to a Ford/Firestone-like sit- 
to emulate. uation. In other words, what we are talking about is 


BPM will be the setting | a supply chain revolution, where data is made avail- 
for the next big battle in able real time. *Wal-Mart already requires its 100 
the ІТ domain: Microsoft, major supplies to tag containers with these chips by 
IBM and even Infosys will 2005," says Gaucherin, who has been working 
compete for a foothold | alongwith RFID start-ups such as Embrace and 
in the space. Some say this | ThingMagic for the last two years. 








is the next big change in АП this, of course, means several processes 
enterprise software after | change and that translates to a lot of work for the IT 
relational databases. services companies. Do we see the Infosys and 
We concur. | Wipros laughing all the way to the bank? 

VIDYA VISWANATHAN VIDYA VISWANATHAN 





22 6000 NEWS 


- Biocon Воот - 


i m The government allows Non- Resident Indians to invest in its new pension 
scheme targeted at both the organised and the unorganised sector. 


_m The public issue of India's premier biotech company Biocon is 
-= oversubscribed almost 33 times. 


: п The index for six core infrastructure industries кашы a11.3 
| per cent кни уеаг-оп-уеаг, їп dines 2004. 
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Mother Liquor 


Karnataka’s politicos go dry. 


N THE CORRIDORS OF POWER IN THE SOUTHERN STATE OF 

Karnataka, liquor has traditionally talked. The industry 
has funded politicos of all hues who, in turn, have turned 
a blind eye to the sales of ‘seconds’ liquor (on which excise 
hasn’t been paid; ergo, liquor that doesn’t exist on paper) 
and kept prohibition, something Tamil Nadu and Andhra 
Pradesh have flirted with, at bay. However, Bangalore’s two 
biggest liquor barons Vijay Mallya (of the UB Group) and 
Sri Hari Khoday (of Khodays) are in the fray themselves 
this time, the former as the national working president of the 
Janata Party and the latter as the head of the regional Urs 
Samyuktha Paksha (it may ally with the вур). “With Mallya 
and Khoday running their own parties, it will be tough on all 
of us,” admits a Congress politician. “All parties used to be 
funded by them, with the ruling party getting the lion’s 
share.” That apart, the state government hasn’t endeared 
itself to the liquor trade by appointing the state-owned 
Karnataka Beverages Corporation as the sole marketer of 


Mallya and Khoday liquor, a move that has effectively killed sales of ‘seconds’. 
(below): Doing it It promises to be a dry election in Karnataka this year. 
themselves VENKATESHA BABU 
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n Heat ls On 


и The early onset of N 
summer threatens to _ 


tonnes off an estimated 
wheat production of 76. 12 
million tonnes in 2003- 04. 


\udit firm K PMG warns 
nat India's. а BPO | 












Welcome То Chip Design Country 


Motorola is the latest in a long list of chip-design companies to hit Bangalore. 


О: MORE MULTINATIONAL COMPANY MOVING ITS CHIP DESIGN WORK ТО 
India doesn’t make anybody sit up these days. After all, more than 50 
MNCs get their chips designed in Bangalore alone. So, last fortnight’s 
announcement from the world’s second-largest mobile phone manufacturer, 
Motorola, that it was following suit didn’t create much of a flutter. But there 
are two interesting aspects to it. One, the jobs that Motorola is moving to 
this part of the world don't come from the US (did we hear СЕО Ed Zander 
say “phew!”?). Instead they come from Singapore, Taiwan, and Hong 
Kong. Two, with more and more design work coming to India, the 
country’s chances of increasing its share in the global $4.2-billion chip de- 
sign business will significantly brighten (although it may still not be 
looked at as a chip fabrication centre for many years to come). 
Motorola’s semiconductor business already has two design centres 
in the country (in Noida and Gurgaon) that focus on advanced chip 
design for wireless communications, networking and computing, 
and for cars and consumer electronics. While the new move will cre- 
ate just 50 jobs, these will be high-paying. Better still, there could be 
more where they came from. 
VENKATESHA BABU 
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Ed Zander, CEO, Motorola: 
Let’s join ‘em 
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Trendsetters Bahl (L) and Mody: The united colours of law 


Lawtul Union 


Two law firms come together in a trend-setting merger. 


N A FIRST OF ITS KIND, DELHI-BASED LAW-FIRM AJAY BAHL & CO AND 
Mumbai-based law-firm Chudasma, Zia, and Behram (CZB) have 
merged to create AZB & Partners, which will now figure among the top 
five law companies in the country. The union is logical enough to make 
several pundits wonder why other such haven’t happened before. 
India’s law firms are largely regional. And most of them are specialists 
in few practice areas. Ajay Bahl & Co, for instance, has a robust taxation, 
corporate M&A, and media practice out of Delhi. czs has a strong cor- 
porate and intellectual property rights practice out of Mumbai and 
Bangalore. And if the former boasts clients such as Star TV, ESPN, Walt 
Disney, and The India Today Group (which publishes Business Today), 
the latter does the Tata Group, Shell, and Lafarge. Managing partners 
Ajay Bahl, Zia Mody, and Behram Vakil got acquainted after the 
firms clashed in at least eight cases. Then came the announcement of 
the merger which will come into effect from April 1, 2004. “The 
merger will bring in a good client, practice, and geographical spread to 
the table,” says Mody. And Bahl denies that the imminent entry of for- 
eign law firms had anything to do with the decision. “It is not a defensive 
measure; it is just that it brings in greater synergy.” The legal fraternity 
sure thinks so. “Ajay and Zia may have set a new trend for other law 
firms,” gushes Lalit Bhasin, a corporate lawyer of note and President, 

Indian Society of Law Firms. That, they may have. 
SAHAD P.V. 


Making Oil Slicker 
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ESTIMATES 


Call For Sensex Stock 


The consensus earnings per share 
estimates for Sensex scrips this quarter. 














Oil companies learn to hardsell their fuel via catchy television commercials. 
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THE READYMADE TROUSER EXPERT 


Available at: and other leading menswear stores 
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by Saurabh Singh 


















...Nandan Nilekani of Infosys announced that the company's 
famed stock option programme would be suspended... 


... Kiran Mazumdar 
Shaw of Biocon 
saw her company’s 
IPO get oversub- 
scribed 33 times... 


Г 


...and Vindi Banga of HLL kicked off another round of 
price war with P&G’s Bharat Patel in shampoos. 
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Сап your 
network 
think 

for itself? 

















“intelligently monitor events across s and 
restoration. Which adds up to less downtime for your m 









VPN * ATM * IPLC * remote access * security solutions * network management * outsourcing 











New Avatar 


$ CAREER DECISIONS GO, THIS WAS 
made in a unique setting, a walk 

in a cold arid desert in Ladakh. “It was 
a toss up between starting something 
on my own or joining an ongoing 
dream,” says Avatar Saini, the тап ге- 
sponsible for setting up the Intel India 
Development Center in 1999. That 
isn’t the only thing that distinguishes 
Saini. In his 22-year stint at Intel, he 
was part of the team that designed the 
Pentium and managed the team that 
developed the Itanium. For much of 
2003, Saini was on a sabbatical (the 
trip to Ladakh happened then). He 
liked what he saw at Topspin, a 200- 
employee organisation that has at- 
tracted $67 million of venture funding. 
True to form, Saini’s first task as vice 
president in charge of Asia will be to 
burn $10 million in a R&D centre in 
Bangalore. New avatar, same old story. 
VENKATESHA BABU 


Avatar Saini: An ongoing dream it is 
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Yoichi Takao (Japan), James Yeh (China), Ропапі and Rodeh: Mensa club 


Four Eggheads And An 
All-new Mindset 


IBM's research labs have a new mantra: service. 


WE THE HEADS OF IBM'S FOUR RESEARCH LABS IN ASIA, INDIA, CHINA, 
Japan, and Israel congregate in India—the first such meeting 
ever—it means something is up. It is. For one, the meeting signifies the 
growing importance of the Asian, and the Indian market. For an- 
other, it indicates a desire to work across the four labs (there are 
teams that are spread across the four geographies) to address issues rel- 
evant to each. Thus, in India, the labs are working with some Indian 
Business Process Outsourcing firms to *develop technologies where data 
can not only be read from forms using optical character recognition (OCR) 
kind of technologies, but also verified and entered into databases," 
according to Michael Rodeh, the Director of 1BM’s Israel research lab. 
If it is BPO-related research for India, then it is consumer electron- 
ics for Japan and local language computing for China. And in each 
area, teams spanning the four Asian labs work with local companies 
to identify solutions. On the supply side, this increases the scale of 
expertise available; Rodeh's lab, for instance, works on enterprise 
search and could work on technology that can help search through 
the voice calls stored at a call centre. On the demand side, this sig- 
nifies IBM's move towards market-driven research. “There is only so 
much that efficiency can help competing companies," explains 
Ponani Gopalakrishnan, the Head of 1BM’s India research lab. 
* After that, technology has to play differentiator." Hear, hear! 
VIDYA VISWANATHAN 


Advertisers who bought 


Hurch 


on your Hutch phone БІЗДЕ CT TR LEE ЈЕ) 

коткойак have hit the jackpot: access to 
an extra 40 million homes, 
courtesy, Doordarshan. 


Geta 
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time on Ten Sports’ cov- 
erage of the Indo-Pak 











Make the rules. 


Today, the rules of the game have changed drastically, Speed % 8 
is the essence of survival. Businesses that think beyond the A an en 
ordinary, have the competitive edge. At Pricol, we are ready { 

to take the future head-on. 


5 MANUFACTURING PLANTS «15 COLLABORATIONS • 4400 PEOPLE PEOPLE & TECHNOLOGY 


PREMIER INSTRUMENTS & CONTROLS LIMITED, 1087-A, Avanashi Road, Coimbatore - 641 037, India. 
Phone : (91) 422 2211520 Fax : (91) 422 2210028 E mail: city@pricol.co.in Website : www.pricol.com 


e Automotive Instruments & Accessories е Oil Pumps • Auto Fuel Cocks e Secondary Air Valves e Disc Brakes e Idle Speed Control Valves 
• Speed Sensors e Manifold Absolute Pressure Sensors e Vacuum Switching Valves e Data Acquisition & Control Systems e Fleet Management Systems 
e Road Speed Limiters e Engine Safety & Control Systems e Centralised Lubrication Systems • Remote Locking & Vehicle Security Systems 
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РІМАКІ PAUL 


B-School Placements 


All you need to know about placement at the IIMs plus Us vs Them. 


The Choicest Offers At The IIMs Over The Past Five Years 





HIGHEST INDIAN SALARY 

2000 2001 2002 2003 2004 
IMA 420 120 135 140 120 
IMB 40 140 NA 16.0 120 
IMC 115 144 NA 140 — 
IML 90 120 125 140 140 
ІМІ 445 120 80 120 83 
IMK NA 145 120 15.2 104 


Figures are annual salaries in Rs lakh 
IIM-C was yet to close placement when this magazine went to press 





HIGHEST OVERSEAS SALARY 

2000 2001 2000 — 2003 — 2004 
ИМА 700 1088 745 374 434 
ІМВ 607 75 ef | 993 355 
IMC 60.7 1088 МА 433 - 
IML 303 322 . 318 274 294 
IMI 28.0 435 МА МА N.A. 
IMK — МА NA — NA МА. 


Figures are annual salaries in Rs lakh 





Number Of Offers Per Student Over The Past ye Years 
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Average Salaries At The IIMs 
Over The Past Five Years 





AVERAGE INDIAN SALARY 
2000 2001 2002 2003 2004 
IMA 65 7.0 59 62 74 
IMB 60 76 73 61 7.0 
IMC 60 69 62 62 — 
IML 56 71 МА 62 6.3 
ИМ! NA 52 55 56 67 
ПМК МА 61 49 55 63 


Figures are annual salaries in Rs lakh 
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Harvard Business School Stats 


2000 gu 
Salary ШЕСІ ©: >$1,20,000 (Rs 56.0 lakh) 
45% 
2001 Average 99,299.91 >$1,10,000 
Salary (Rs 53.2 lakh) 





(Rs 52.8 lakh) 


2003 Average 92,974.58 17% 
Salary >$1,10,000 (Rs 50.2 lakh) 


Figures are annual sales in $ and pie chart shows proportion of class earning over 


specified amount 







































































Hyper-Security. 


Hyper-Threading Technology from Intel. 
ы Why choose between PC security and 
PC performance? The Intel’ Pentium’ 4 
Processor with HT Technology is 
engineered to let PCs do two things at 
once — without the frustrating lags*. So г 
you can runa background virus scan | 
as you get some real work done. , 
Get all the details at intel.com/in/HT Ш 

















D-Street Gaffe 


|  Miscounting bids? Give us a break. 


| "HE LEAST ONE EXPECTS OF PEOPLE OPERATING 
A stock exchanges is that they should know 
| their numbers. But that, as the retail investor's re- 
. cent experience goes, may be too much to ex- 
_ ресе. The Bombay Stock Exchange and the 
22 National Stock Exchange both miscounted the 
bids the recent ios (like those of ONGC and САН) re- 
ceived, thus misleading investors. How did they 
| manage this incredible feat? By treating multiple 
Бе from the same investor for the same stock as 
separate bids and not as one as they should 
have. Guess what? Apparently, that's how the 
по exchanges have always worked. “This prac- 
-tice (of treating multiple options as separate 
bids) is there for several years,” says Ranganath 
* Char of Enam Financial Consultants. That's just 
. опе of the chinks in our stockmarkets’ armour. 
— «Another anomaly: To participate іп an ІРО, a retail 
investor must cough up the full amount up front, 
_ but an institutional can get by with a mere letter 
0f commitment. “It is not fair to have separate 
rules. for individual and institutional investors,” 
< says Bharat Kutreja, Vice President, Investors’ 
Grievance Forum. What will help? Professio- 
- nalising the broker-driven BsE. Unsurprisingly, 
< such a proposal is pending approval. 
NARENDRA NATHAN 





COPINAKPPAULD 
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SOAP-BOX 


Convergence Dreams 


ORE THAN ONE COMPANY CHOSE. TO USE CONVERGENCE 









exhibition to make major announcements and unveil 
new сите А sampling of the best: 


What is the height’ of convinti How: 

about Indian Railways turning into a isp. 

(Internet Service Provider)? RailTel—a pub- 
lic. sector undertaking under the Ministry 
of Railways—plans to open cyber cafes іп. 
all the railway stations in the ‘country, - 
some 4,000-odd. It also plans to apply for. 
NLD and іш licences. 











А payphone that accepts credit cards? 
That's right, and MrNL is launching these 
sleek devils from Alcatel in the first quarter 
of 2004-05. The phones also accept smart 
cards and calling cards. There will be 200 
such booths in Delhi and Mumbai in Phase 
ће only hitch? мтм. has to find franchises 
who.ensure these phones-don't get stolen! 













The phone-cum-ppa is still a novelty in Ind 
KT (Korea Telecom) has partnered with some | 
handheld manufacturers to vend Pbas that double: 
up as COMA video-phones, and is currently 
ploring options in the Indian market. "It will 
take a while. We are exploring the market and 
talking to service providers," says Young-Sam Lee, 
Director, Global Broadband Business Team; «T. 


| The HandyStar (as manufacturer Kori Tech 
fondly calls it) lets. you. sing: alongside Kylie 
y Minogue on tv. And record and upload the 
song оп to your Pc. You can also use this to 
download and. play. MP3s —a feature you may not 
need for a while, as it boasts a library.of 3,000 
scores . Other pluses: ЕМ radio and a icp display . 
Whew! Price: $175 to $200. - 













What is BREWing in Ratan Tata's mind? Voice- | 
based instant messaging and chat applications 
Tata Teleservices... has allied. with Qualcoi 
to launch the latter's push-to-talk solutions (mar- | 
keted under the Brew brand пате to service 
providers), The company i$ also importing | 
that support push-to-talk app lications. 1 


SUDARSHANA \ BANERJEE E 





I QUIT. I GOTA | | OKAY, BUT REMEM- 
BETTER JOB WITH | BER THE EMPLOY- 


OUR. COMPETITOR. à MENT AGREEMENT 
у YOU SIGNED. 


солидна hl 


то 
NOT TAKE AWAY 
KNOWLEDGE’ OR 
SKILLS YOU 
ACQUIRED AT 
THIS JOB. 


CAN I STOP KNOU- 
ING WHAT I 
LEARNED?! 


НА НАП I GOT 2 ID STAY 
YOUR TECHNICAL AWAY 
KNOWLEDGE! AND FROM 
THERE GO YOUR | THE GOLE 
VERBAL SKILLS! COURSE. 





aring for you 
comes to us naturally! 


At Dey's Medical we believe in the power of 
Nature. Which is why we bring you products 
with the goodness of natural ingredients. For 
instance Keo Karpin Hair Oil, now with 
Vitamin E and Olive Oil, and Keo Karpin Hair 
Vitalizer. Our range also includes Keo Karpin: 
Body Oil, enriched with herbs that keep your 
skin healthy-and glowing, 

More significantly, our product range 
includes life-saving allopathic drugs and 





Ayurvedic medicines trusted by our 
customers for years. 

For over 50 years, at Dey's we have been 
committed to provide you with the best 
possible care! 


ate! 





Rediffusion | DYR/Kol/Dey's/003 
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REVOLT 


En Masse Anger 


NE ALWAYS SUSPECTED THAT 

the young and bright Nasser 
Munjee of the Infrastructure 
Development Finance Company 
(IDFC) would make history some 
day. But nobody thought he 
would make it so early and in the 
manner he has. Last fortnight, 
Munjee, сео and Managing 
Director of the government-owned 
IDFC, and his entire senior man- 
agement team resigned in protest 
over the government's proposal to 
merge прес with banking behe- 
moth sal. The motive: more con- 
trol over a Rs 50,000-crore infrastructure fund for which 
рес may be the prime vehicle. Will Munjee's pressure 
tactics work? ноғс Chairman Deepak Parekh may well hold 
the answer, not just because a committee of ipFC's direc- 
tors, including him, Finance Ministry's Vinod Rai and 5В15 
A.K. Purwar is looking into the issue, but because he’s 
been known to get on top of knotty situations quickly. 
ROSHNI JAYAKAR 





HDFC's Deepak 
Parekh: Will the 
pressure tactics work? 


REFUEL 
O, THAT ISN'T A REFERENCE TO 
the fat-content of pizzas 

= (considerable, if you must 

| know). Rather, it is about the al- 

liance between the Bangalore- 

based fast food chain US Pizza, 
and oil major Hindustan 

; Petroleum (HPCL). Already, seven 

HPCL outlets in three cities boast 

US Pizza outlets and Vahid 

Berenjian, the Chairman of 





United Pizza's Vahid үес Pizza, the Indian arm, 
Berenjian: Taking a ; 
large bite expects to end the year with 75. 


“Our aim is to cover 500 HPCL 
stations in the next three years and, eventually, all 
5,000.” The oil company is to provide anything be- 
tween 70 sq ft and 1,600 sq ft for the outlets; in return 
it will earn an undisclosed percentage of pizza sales. 
Big deal: we think so. The alliance could revolutionise 
the Rs 173 crore Indian market for pizzas. What’s your 
preferred topping? 

VENKATESHA BABU 





‘We Are 10 Months 
Ahead Of Our Target" 


NDIAN PHARMA COMPANIES ARE EMERGING A FORCE 

in the $45 billion (Rs 2,07,000 crore) global 
generics (off patent drugs) market. The proof: In 
February, Ranbaxy Laboratories achieved sales of 
$1 billion or Rs 4,600 crore (on a moving an- 
nual total basis) and became the first Indian drug 
company to enter the billion-dollar club. Next 
step: $2 billion (Rs 9,200 crore) by 2007 and $5 
billion (Rs 23,000 crore) by 2012. Joint Managing 
Director and CEO-designate Brian Tempest spoke 
with BT’s Sahad Р.У. about the generics opportu- 
nities and the challenges. 


You set the target of $1 billion in sales by 2004 in 
1993. Did you expect it to happen on time? 

We are actually 10 months ahead of our target. In 
fact, we have been smelling the $1 billion mark 
since the end of last year. 

What now? Where do you expect your growth to come 
from in the coming years? 

We will be growing our business from the three 
legs. One is the US, second Europe and third is the 
BRIC (Brazil, Russia, India and China) countries. 
There are uncertainties in the generic business. Recently, 
Dr. Reddy's suffered a setback in their challenge of 
Pfizer's Norvasc... 

You have a number of companies trying to balance 
the cost of innovation by expanding in the generics 
marketplace. That's the way to go. The potential : 
for generics is very big. For instance, in the US, 
you have a growing ageing population spurring de- 
mand for generics (as they cannot afford expensive 
branded products). The demand for generics will 
continue to grow. 

Are you on track to achieve $5 billion in sales by 2012? 
We just crossed $1 billion, and $2 billion (by 
2007) is on the way. We are on track. 


ІМҰАаМҰНЯ AVAIHS 


MAX KE DEEWANE HUM. 
AUR AAP? 





Premium Movies & 
Deewana bana de Special Events Channel 
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ANCILLARY 


Offshore Blues? На! 


OMPANIES ARE A LOT LESS 

forthcoming about their 
desire to go offshore, says 
Bruce Wells, Global Director, 
Synovate ViewsCast, a custo- 
mer feedback research firm. 
And there are no prizes for 
guessing why. In the midst of 
all this is one fragment that 
particularly grabs Wells. Most 
outsourced services providers 
focus on operational efficien- 
cies and don’t measure qual- 
itative parameters like the extent of customer ir- 
ritation with a particular accent. These are pre- 
cisely the sort of factors that ViewsCast (Wells’ 
customer feedback automation product) meas- 
ures. Small wonder then that Wells is in the 
midst of hectic parleys with a clutch of Indian вРО 
firms. Chances are he'll strike gold. 
PRIYA SRINIVASAN 
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Wells: Irritant- 
measure 
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POPULISM 


Wait Till Elections 


О MUCH FOR PETROLEUM 
Minister Ram Naik’s re- 
peated claim that public 
sector oil companies could 
set market-determined prices 
on a fortnightly basis. Since 
December 31, 2003, there 
has been no revision in the 
price of petrol and diesel. 
In the same period, the price 
of crude has jumped from 
$29 to the barrel to $33. 
This political expediency— 
remember, the elections are 
almost upon us—will cost the oil companies 
dear, says an executive at Indian Oil Corporation, 
putting the loss in the region of Rs 3,600 
crore. If the price of crude in the international 
market stays above $29, then, expect a hike in 

petrol and diesel prices after the elections. 
ASHISH GUPTA 


THE LAST 11 MONTHS: BOOM OR BUST? YOU TELL US 
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Oil politics: Prices will 
head north 





| 


F + 
April 2003 Мау 2003 June 2003 Јију 2003 Aug. 2003 


ЕСТУ W Motorcycles W Cars M DVD Players MBSE Sensex Average Ш Re/$ Exchange Rate Average 
All figures except BSE Sensex average and Re/$ exchange rate average are unit sales 


Sep. 2003 


Гумачяүня 4330103 


35|еі>әсі5 әЗелоз$ јемар 94] 
8:03 ми, MH/H-GD * мн/н-ала 








1ӘРЯ 49so| 5,0 } 105 әд әйис 198 p 4 -аэ ж ма 
i9eg 2950, e uo JUNO? ULD под Ацм SI UDIYAA "әй езер зәдиој о) ,Айо)оиц>ә) әАа рәҙчәҙед, eu ЧИМ диоје ә 


Ч2зе225 јој ,49Á€] иозэәзола розивлру, ue jo џодешашоз е SI цоцм *',uoi323930ad [eng anbiun, јо әЗезиелрк 


Әу noÁ sj9jjo лова Јәѕо Ајо) seed 4e3j& sea зиотепи5 [e213142 JsOW әуці ui А|55ә|ме|) Јом 


001383014 jeng anbiu 


jeu3 SY-GD ¥ SU-GAC no Bulag `$ә!8о|оицоәәз e8e403s үез!йїр 8uij5sj4ed ш џоциш OSS $ ‘$: 1940 TH s 
"ИЦ 


рәз$әли! әлеу ом ÁUA SI YDIYAA езер snoad anoÁ jo гоџезлодш 291 рџеззларип әм лога лозој зу ERR 





*ode403s езер језадо ш s3si[er»eds әцу шола :5пја иоҙ>әҙола чим ‘ѕад » сала гјдеуамом % зјаерлозон лога IƏSOW 


Wi 


jeep ѕпоэәла лпоА 9403s 03 


"ow ү qup ngó лы 





1801: 2 О S S 


EGILEEI. CE -A 


пш qn yw | пр 


əy озпезод 


[1 


X wealth creators 
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There’s something new about this year’s BT-Stern Stewart Wealth Creators 
study and we want to tell you what—up front. 


E ARE GOING TO INTRODUCE 
this year’s list of Wealth 
Creators with a prediction: 
That it is going to make a 
lot of companies—mainly 
those in FMCG—unhappy. 
ci And understandably so. When we last put out the 
г list of India's Biggest Wealth Creators in April 2003, 
- Hindustan Lever Ltd (HLL) was the topper. ITC сате 
in at No. 5, and Nestle at No. 9. This year, they don't 
even make it to the top 100. That's not because Mr 
Banga, or Mr Deveshwar, or Mr Donati have done 
something disastrous in the course 
of just one year. Rather, the change 
is due to the wholescale change that 
BT and Stern Stewart have effected 
іп calculation of wealth creation. 
Our previous listing was based on 
market value added (Mva), which is. . 
market value of a firm minus its 
economic capital (see The Method- 
ology on page 98 in the April 13, 
2003, issue of Business Today). But. 
this year’s rankings are based on what 
Stern Stewart calls Wealth Added. 
So just what is Wealth Added? 

Put simply, Wealth Added meas- 
ures the total wealth flow over a. ` 
given period of time (we chose five 
years, from the end of 1998 to the 
end of 2003 and the term encom- 
passes increase in market value of equity, dividends and 
share buybacks, net of new equity issuances) in excess 
of investor's expected return (on the market value of 

а company's equity). To put it as an equation, Wealth 
Added = Change in Market Capitalisation - Required 
return + Dividends - New Equity Issues. 

Ла this equation Change in Market Capitalisation is 
the market capitalisation at the end of the period less 
that at the beginning of the period. 

And Required Return is market capitalisation at the 
beginning of the period multiplied by the cost of equity. 
We have taken cost of equity because it is a convenient 
(and mostly reliable) proxy for expected return. We 
have explained this calculation for Infosys Technologies 
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on page 66 (See How We Did It). 

The robustness of the wealth added metric stems 
from its ability to factor in required return. Let's explain 
this. When the share price of a company dips, the 
wealth flow becomes negative, irrespective of the 
company's ability to return profits and pay dividends. 
This is because the company has created expectations 
(or the market has built expectations of the company) 
that cannot realistically be met. Ergo, the stock falis, and 
the wealth added becomes negative. — 

Take the FMCG business. Once stockmarket darlings, 
most companies in the sector have fallen out of favour 


now, even though they continue (о 


deliver sound operating results year- 
< on-year. What happened? The bet- 

| ter the management continued to | 
- perform, the more the market ex- 
pected from them. The expecta- 

- tions were simply moving too fast, 
гапа eventually these companies— 
г the prime examples being HLL and 

ITC-—just could not keep up with 
the required расе. =: 
Pharma and 1т have emerged as 
{һе new stockmarket darlings. These 
companies have exceeded investor 
|. expectations over the last five years, 
.. but to remain extraordinary per- 
formers over the next three-to-five 
years, they will need to continue 
to exceed expectations as reflected 
in their stock prices. Similarly, companies in the 
core sector (think ONGC, "Tata Steel or BsES) have 
made surprising gains. Why? They exceeded the 
wealth flow expectations of i investors by sticking to the 
basics—improving: opera i 
management and pricing, enl 
a. | прав 


All the gainers, however, will have to wo hard to 
live up to, or even exceed, investor expectations. In effect, 
they will have to run faster to stay at the same place. The 
Wealth Added Index, then, reflects what investors expect 


of their companies and how much the management is ac- 
tually delivering. For shareholder-value driven companies, | 
there ‹ cannot Бе а better wakeup сај, . ш 
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companies that create the most, and the 
least, wealth. BY TEJPAVAN GANDHOK & KUMAR SUBRAMANIAN 




















Wealth Added (Rs crore) 


22,630 
21,641 


£ “ 
~ ry 
— 


о ЕМ 7Ж 





OR CHIEF EXECUTIVES: IN NEW YORK, LONDON, TOKYO, SAO PAULO, SYDNEY AND, YES, EVEN, 
Mumbai, creating, managing and distributing в shareholder wealth has become a mandatory 
and ineluctable task. In this year's fifth BT-Stern Stewart Study we have enhanced the so- 
phistication of our research and examined the wealth creation performance of 500 large listed 
companies across 20 sectors in India over the five-year period from the end of 1998 to the 
end of 2003. oNGC and Reliance Industries lead the pack ahead of familiar names like Infosys, 
Ranbaxy, ICICI Bank and HDFC. Interestingly, not-so-fashionable names like SAt, shi, 
Nalco, Grasim, TISCO, Tata Motors, GAIL, and SCI, also jostle for space on the honours list. 
| While companies like HLL, ITC, Nestle (indeed the fast moving consumer goods sector in general) 
and Zee Telefilms find themselves: much lower down the list. 

So how did we measure wealth creation? 

Investors and managers scrutinise wealth creation performance with a variety of metrics over dif 
ferent periods: quarterly, annual, and several years. As legendary investor Warren Buffet puts it: “We 
feel noble intentions should be checked periodically against results. We test the wisdom of retain- 
ing earnings by assessing whether retention, over time, delivers shareholders at least $1 of market value 
for each $1 retained. To date, this test has been met. We will continue to apply it ona five-year rolling 
basis. As our net worth grows, it is more difficult to use retained earnings wisely.” 

We have defined Wealth Added as the extent of capital appreciation in the market value of equity 
of the firm netted for new equity issuances plus the extent of cash returned to shareowners in the form 
of dividends or equity-buybacks, less an opportunity cost charge equal to investor's cost of equity expec- 
tations. Whether we like it or not, changes i in the market value оҒа company’s equity are certainly 
at the heart of any Wealth Creation metric. It is clear that n the short to medium: term, executives 
cannot fix or control the impact of various extraneous factors on movements in the share price of 
their company. But they can, to some extent, steer its long-term direction through their activities and 
over a sufficiently long-term period, share prices do reflect the investors’ judgment of тиш 
effectiveness in the firm. Managers can influence how their company is organised, uses capital and > 
operates—and thus, how investors can expect it to perform in future. 

Which is why we examined the wealth flow performance over the five-year period from the end 
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of 1998 to the end of 2003. We chose five years (as 
opposed to one or three), so that the findings would 
better take account of long-term performance and 
thereby give a more nuanced picture well estranged 
from the daily market clamour. We considered only 
those companies that had a listing record during the 
aforementioned period. Inevitably, certain familiar 
names with a more recent listing record like i-flex, 
Bharti TeleVentures, HCL Technologies, Mphasis- 
BFL, and Punjab National Bank were excluded. 

Through this study, we have attempted to explain 
how effective India Inc. has been at creating share- 
holder wealth. How does the absolute wealth flow de- 
livery of companies compare vis-a-vis investor ex- 
pectations? What strategic actions did value creators 
undertake? How does the creation of shareholder 
wealth vary across industry sector? Are there any 
implications from the study that can be applied more 
broadly to help chief executives manage more effec- 
tively for wealth creation? 


Top Performers By Industry 
Surprisingly, the largest wealth creating sectors are 
the industrials—oil & gas, utilities, transportation, 
financial services, and metals & mining. On the other 
hand, growth-oriented sectors like leisure, telecom, 
and FMCGs have destroyed shareholder wealth. 

What accounts for this dichotomy? Because market 
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Restructuring sectors have created more wealth than the growth-oriented sectors. 
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values are forward looking and include an expecta- 
tions premium, market prices over the medium-term are 
driven more by differences in actual performance vs. ex- 
pectations or by changes in expectations, than by the 
strength of actual fundamental performance alone. 
Thus, exceeding investor expectations is not merely 
about enhancing absolute wealth flows—it requires 
outperforming investors’ expectations by converting 
currently embedded expectations into observable prof- 
itability while investing to build even more future 
expectations. And when the expectations rise to stratos- 
pheric levels, good companies can struggle to deliver 
wealth flows over and above shareholder expectations, 
despite continuing to deliver impressive operating results. 
This has contributed to the bane of the Consumer 
Staples sector in general and HLL, in particular. 


Understanding Wealth Added 
Wealth Added takes into account the four main com- 
ponents of wealth generation: profitability, prospects, 
financing, and the required return. The building blocks 
with which we use to construct Wealth Added are 
readily available. 

Wealth Added = [Change in Value of Profitability 
+ Change in Value of Prospects - Financing] - Required 
Return 

Let us take the first two: the value of profitability, 
and of prospects. Whether it is an ONGC, Infosys, HLL, 
Ranbaxy or SAIL, the task for senior management of any 
firm to create wealth for their investors is remark- 
ably the same and similar to searching for the prover- 
bial gold mine: develop growth prospects that can 
create value (i.e. eventually deliver above cost of capi- 
tal returns). And to, over time convert these prospec- 
tive gold mines into observable profitability, while 
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TRANSPORTATION, FINANCIAL SERVICES, AND METALS 
— AS THE LARGEST. WEALTH. CREATING SECTORS - 


ideally simultaneously generating 





“into profitability in the future. 
2 The enterprise value (ЕУ) of the 
`. firm is equal to the market value of 
"ће equity and the market value of 
the debt or the present value (value ... 
today) of all future free cash flows. | 
EVA analysis can be applied to dis- 
aggregate a given enterprise value at 
_ any time to explicitly derive investor expectations for 
< future growth. We begin by asking what would a 
company be worth if it continues to generate the cur- 
.. rent level of operating economic profits (EVA) forever in 
-the future. That steady stream of future Evas is dis- 
> counted back to today's terms at the company's cost of 





S capital (the blended cost for both debt and equity). To 


“this we add the total economic capital employed in the 
business. This reflects the company's value if it were to 
maintain its current level of profitability forever. We call 
this the value of the Current Operations Value (COV) or 
the value of profitability. However, the enterprise 
value at any point of time comprises an expectations 
premium over and above the current profitability. 
“Тһе difference between the enterprise value and the 
2 СОУ, therefore, reflects the markets expectations for fu- 
селге growth. We term this as the Future Growth Value 
(Роу). The computation for ONGC is shown here (See 
ONGC: Tracking Wealth Added). 
а The aim of any company should be to convert 
- prospects into profitability, while generating further 
.... prospects over time. Companies, which generate high 
. prospects and high profitability, are outstanding per- 
formers; companies, which can only 
muster low prospects and low profi- 
tability, are under performers. 
The matrix shown here (See 
Prospects and Profitability: A 
Snapsbot), gives a five-year snap- 
‘shot of how some sectors have man- 
aged their prospects and profitabil- 





products, transportation and utilities 
. ate outstanding performers, Sectors 
like rr, construction materials, media, 
; metals & mining and pharmaceuti-- 

‘cals are future performers. The 
“expectations of growth reposed by 
investors in these sectors have sig- 
nificantly risen—the challenge for 
companies in these sectors would 
be to convert this promise of growth 
into fundamental performance. For 


opening 
market 
values) : 


ONGC: Tracking Wealth Added 


| Prospects & Profitability: 


some, the expectations embedded in their valuations may 
not be in line with their ability to deliver. Sectors like oil 
& gas and automotive are current performers. 
Companies in these sectors may be improving their 
economic profitability today, but the market has low 
expectations of their ability to grow or sustain their cur- 
rent levels of performance in the future. Finally, sectors 


like hotels & leisure, FMCGs, and telecom have fared 


badly in both parameters. 

The third element is financing. Issued equity and 
debt, plus retained cash, provide the funds for a busi- 
ness; dividends, capital expenditure, share repurchases, 
and working capital management tell where the cash 
went. What managers should have been asking was 
whether the expectations of future profitability, and 
future profitability itself, are enough to match the 
funding demanded to raise one and deliver the other. 

The fourth is investors required return. Аз stated be- 
fore, this is the key challenge for all companies. 

Balancing these four aspects of Wealth Added has 
the potential to reap enormous benefits, and it has never 
been more important. It may be easy to boost profi- 
tability over a given period by concentrating on the 
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drivers of profitability like sales or margin, but in 
doing so, prospects may be sacrificed. Alternatively, a 
company may spend so much to purchase profitability 
and/or prospects to get the share price up that financ- 
ing on a grand scale is required from investors. The cost 
of this must be factored in to the equation. 

Let's probe this a little further. To better understand 
and analyse the results, we classified the companies 
under three broad segments. 

m The Fallen Angels (HLL, Zee Telefilms, rrc, Nestle): 
Once stockmarket darlings, these companies have 
fallen out of favour now, even while continuing to deli- 
ver sound operating results year-on-year. The better the 
management continued to perform, the more the mar- 
ket expected from them. The expectations were simply 
moving too fast, and eventually these companies just 
could not keep up with the required pace. 

m Today's Darlings (Infosys, Wipro, Ranbaxy...): 
These companies have handsomely exceeded investor 
expectations over the last five years—but to remain an 
extraordinary performer over the next three to five 
years will require them to continue to exceed the inc- 
reased market expectations embedded in their stock 
prices. These companies will face significant chal- 
lenges to continue the performance momentum going 
forward over the next 5-10 years. 

m The Unsung Heroes (TISCO, Grasim, GAIL, Nalco, 
МЕРІ, Neyveli Lignite, SCI, Tata Power): Often con- 
sidered as unfashionable sectors to invest in, these 


Beyond Numbers 
Companies can exceed investor expectations even in under-performing sectors. 
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companies managed to significantly exceed the wealth 
flow expectations of their investors by sticking to the 
basics—improving operating margins through sound 
cost management and pricing strategy, enhancing asset 
productivity through better asset sweating and working 
capital management. Having honed their operating effi- 
ciencies to the “stretch”, the challenge for these companies 
lies in developing and managing future growth prospects, 
(such as transferring core competencies to new business 
areas or related value chains, foraying into new geo- 
graphical markets). One plausible explanation for their 
out-performance is that many of these companies may 
have found it easy to outperform the low imputed 
expectations of fundamental performance improve- 
ment embedded in their historical valuations. It seems 
unlikely that they can continue to outperform the current 
investor's expectations over the next 5-10 years merely 
through squeezing more out of their operations. 


Looking Beyond The Numbers 
So what does it all mean to the practicing manager? Our 
study unfolds a number of messages that are resound- 
ingly clear and encouraging: 

You can exceed investor expectations, regardless of 
industry sector, market or profitability level. 
Our study reveals considerable dispersion in the wealth 
added performance recorded by companies during 
the five-year period. Some companies in under-per- 
forming industries put in spectacular performances, and 
some companies in over-performing industries didn't. 
The findings indicate that over the medium to long term 
companies can exceed investor expectations, regardless 
of the industry sector, or current profitability. 
Exogenous forces will, of course, have an impact, but 
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Nirma Bharat | Gujarat Rashtriya | ACC L&T | IndoRama |  Ballarpur Таја Telecom | Jaypee 
| Electronics | Narmada Valley | Chemicals | | Synth. India | Industries | | Hotels 
17 41 Fertilizers 1,81 8! | 
378 632 464 507 388 102 21 
58 $4) 2 $30 31 $33 $82 (241) 
(625) (32) H 
(2,481) н 
(7,410) 
— Тор Performer © Sector average E Bottom performer 
(14,544) Figures against scale are Wealth Added in Rs crore The companies mentioned are sector outperformers 
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the encouraging news for chief executives is that com- 
panies can actively manage the level of wealthflow 
that they create to shareholders. 

But for a few exceptions, successful value creators al- 
ways seem to “Earn the right to grow" i.e. they build prof- 
itability first, and then go for growth. 

Companies, that are seeking to ramp up their per- 
formance, often face conflicting options. Should they 
seek to grow out of the problem? Or should they focus 
on their existing assets, divesting some and harvesting the 
profitable ones? This trade-off is not evinced in the 
value creation trajectories of top performers. Our study 
reveals that the largest wealth creators seem to focus on 
enhancing operational efficiencies first, to a point, 
where the Returns on their Invested Capital are com- 
parable to the Cost of Capital, before switching their em- 
phasis to growth. Thus when growth opportunities decline, 
the value creators are able to put in a superior performance. 

Besides managing for profitability, the largest value 
wealth creators manage the value of prospects much better 
than their peers (see Top Wealth Creators Vs Industry Peers). 
Our study reveals that when it comes to enhancing the 
value of prospects, the best value creators are always a step 
ahead of their peers (ONGC seems to be a rare exception. 
to this observation). True, every sector, by virtue of the 
competitive forces and their stage in the life cycle, can lie 
along at different points within the profitability-prospect 
dimension; however every sector offers adequate scope to 
build growth pipelines that can be har- 
nessed in the future. What the study 
results reinforce is that wealth creators 
need to continually think through the 
drivers of their future prospects and 
possibly maintain a roster of leading in- 
dicators that adequately proxy for their 
value generating capability in the future. 

The treadmill of investors’ expec- 
tations makes it hard for top perform- 
ers to remain on top over a long period 
(see IT Sector: Bumpy Ride Ahead?). 
Managers face a tough challenge to 
consistently exceed the wealth flow 
expectations of shareholders. Our 
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tations for each of the five years in a row. Deciding the 
length of a shorter-term period is arbitrary, and the list 
of top performers for any one or three-year period 
would be different. However, as in the case of HLL, a 
more recent wealth added performance might give a 
precursor of things to come over the medium to long 
term. The findings reveal that as in the case of FMCG sec- 
tor, alarm bells may need to be tolled for the ІТ sector 
as well; for although the sector has exceeded the 
wealth flow expectations over the five year period, the 
more recent wealth flows have not matched expecta- 
tions. And despite the recorrection in sector valuations 
during 2001, the players will face significant chal- 
lenges to deliver on the current embedded expectations. 


Key Takeaways For Chief Executives 

How can companies hope to make it into and/or stay 
within the list of the top 100 wealth creators for the 
next five to 10 years? CEOs can systematically apply a 
simple set of principles to maximise the wealth flow to 
the shareholders. Here are a few success factors that 
apply to all companies. 

Set a target intrinsic value for the business and an 
explicit wealth flow goal on the intrinsic value. Manage 
your businesses for their long-term target intrinsic value 
that is based on fundamental valuation and driven by long- 
term expectations, but detached from the short-term 
vagaries of capital market gyrations. Market expectations 
or peer multiples can at best be one of the guiding factors in 
helping build a consensus estimate on the target intrinsic 
value that you should be managing the business for. 

Debate priorities and trade-offs between alternative 
strategies for maximising wealth added. Making a 
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study reveals that very few companies, 
even amongst the best performers, 
have been able to exceed the expec- 
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strategic choice involves making trade-offs between 
investing in the long-term value of prospects and 
boosting short-term profitability, which vary greatly by 
industry, and the competitive position of the busi- 
ness. Businesses with high-prospects (e.g. pharma, IT) 
need to not only deliver on medium term profitability 
growth but also continue to systematically build the 
value of their long-term prospects. Most importantly, 
keep the shareholder’s investors’ risk appetite and 
confidence of eventually earning above cost of capital 
returns on their incremental investments in mind. An 
explicit wealth flow target provides an anchor for the 
strategic choices. If the current portfolio of strategic 
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Top performers manage prospects better 
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Æ Change in value of profitability, or the changes in the current level of profitability 


W Change in value of prospects, or the change in market's expectations of future 
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choices cannot meet the wealth flow aspiration, be 
prepared to change the action, not the goal. 

Manage medium-term performance relentlessly and 
design equity-linked rewards carefully. Once the long- 
term wealth creation goal and the path to get there are 
crystallised, set challenging intermediate milestones for 
line-managers to drive medium term performance. Rely 
much more on fundamental measures of profitability that 
are linked to investors' long-term expectations but free 
from the short-term vagaries of capital market sentiments. 
If boards choose to use equity rewards for CEOs and sen- 
ior management, they should carefully consider the 
wealth creation performance targets and lock-in mech- 
anisms over time horizons that are long enough. 

Closely monitor your prospect build-up. Com- 
plement your monitoring of profitability with appro- 
priate leading indicators tied to the value of long- 
term prospects. For ONGC, the key measure of prospect 
buildup could be growth in proven 
reserves while for Ranbaxy it could 
be the number of Abbreviated New 
Drug Applications (ANDAs). Savvy 
investors and analysts already keep 
a close watch on such lead metrics 
and factor them into their target 
valuations. Do you? | 
THE STERN STEWART TEAM: 
(FRONT ROW, L-R) KUMAR 
SUBRAMANIAN, TEJPAVAN GANDHOK 
(REGIONAL DIRECTOR, SOUTH EAST 
ASIA & INDIA), SURAMYA GUPTA; 
(SECOND ROW, L-R) SANJAY 
KULKARNI, PRAVEER JOSHI, 
SRIMOYEE MUKHERJEE, 
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Leading car brands like Hyundai, Opel, Chevrolet recommend the use of fuel treated with 
detergent additives. This helps to prevent deposit formation in the engine and the Emission Control 
System to perform better. Power is a specially-designed fuel with additives which has got a top rating 
by an internationally accredited lab in Germany. Power reduces intake valve deposits to less than 
3 mg/valve making your engine as good as new. This will result in better performance, easier 
acceleration and lower maintenance cost. Your wife, however, will love Power because it increases 
mileage. Don't all these signs now point towards the nearest Club HP outlet? 
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ERE’S AN EASY ONE. GUESS 

which of the Bombay Stock 

Exchange’s sectoral indices 

recorded the maximum 

gain in 2003? If your an- 

swer is banking, petroleum, 
information technology or even the booming pharmaceutical sec- 
tor, you are way off the mark. The answer, surprisingly enough, 
is the BSE Capital Goods Index, which outperformed all others 
by a huge margin of 152 per cent. The next best perfomer was 
the BSE PSU index with a gain of 115 per cent, followed by the 
BSE Healthcare Index with 99,81 per cent and only then the BSE 
ІТ Index, which made a measly 15 per cent gain. 

So what heralded the triumphant return of the capital goods 
industry and hence also of those in the core sector, given up for 
dead barely two years ago (2001-02)? Or more specifically, what 
prompted the return of the old economy stock—steel, cement, 
shipping, power, mining and metals, oil and gas, construc- 
tion—and made them the stockmarket darling? 


Refined Profits 


Deregulated prices, improved margins and restructuring have the industry gushing. 
Wealth Added (Rs cr) 


22,630 
21,641 
2,722 













Bharat Petroleum Corpn. 


2,272 Mangalore Refinery & Petrochemical 
2,051 Indian Oil Corpn. 
1,882 Hindustan Petroleum Corpn. 


1,334 
616 
582 
312 


Not a complete list 
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After years of playing poor 
cousin to the more 
glamourous FMCG and 
knowledge sectors, “old 
economy” has muscled its 
way to the very top of the 
wealth creators list. 


BY ASHISH GUPTA 











ONGC: With a market cap of more than Rs 1 lakh 
| crore, it is fast becoming a fully integrated company 
through M&As and aggressive retail play 
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GAIL: MILES TO GO 


Gt: CURRENT CAPACITY UTILISATION 

Ais already over 100 per cent. 
Any attempts at enhancing gas vol- 
umes would necessarily require sig- 
‘nificant enhancements in pipeline 
capacities. Also, Gait accounts for 
almost all the gas distributed in the 
country, and there is only so much 
growth left for it to extract from the 
domestic industrial market—over 
and above a secular rate of growth. 
Thus, сак needs to seek other op- 
portunities beyond domestic gas 
transmission. GAIL seems to have 
recognised this need. The Petronet 
LNG venture (in which Galt has a 

- 12.5 per cent stake), the presence in 
retail gas through Indraprastha Gas 
and Mahanagar Gas, among others, 

_ are clear pointers in this direction. 

-— PARANGAM RAY, STERN STEWART 


GAIL'S DREAM RUN 
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JAYANTA SAHA 
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RELIANCE: It is the biggest private sector company, 
and also the segment's biggest wealth creator 


Demand-driven Growth 


Stock prices in this sector have 
moved up because of a number of 
factors, including reforms in the 
power sector (the passage of the 
Electricity Act of 2003 is one such 
example), the recent upsurge in in- 
dustrial production (mainly due 
to government's investment in 
road-building and other infrastruct- 
ure projects), and the steady de- 
cline in interest rates, contends 
Surjit S. Bhalla, Managing Direc- 
tor, Oxus Research and Investments, 
a New-Delhi based emerging mar- 
ket advisory. 

According to Sanjiv Goenka, 
Vice Chairman of RPG Enterprises, 
which controls СЕ5С, Kolkata’s 
only power distributor, the an- 
swer is fundamental. “Markets 
respond to growth, growth re- 
sponds to demand, and the core 
sector is where the demand is,” he 
says. The current surge, which 
Goenka believes is a demand-led 
growth, is a function of all that the 
government has done in the field 
over the last few years. 

But that’s just one part of the 


story. The other part has to do 
with industry’s own maturing over 
the years. Over the last decade, but 
more significantly beginning 1997- 
98, many of the weaker compa- 
nies have either closed or merged 
with stronger rivals. The others 
have had to cut costs through lay- 
offs, sell off unviable plant and 
machinery and improve efficien- 
cies to become more competitive. 
Sooner or later, the results (greater 
productivity resulting in higher 
sales and profits) had to show up 
on the balancesheet. The surge 
that the core sector companies 
have witnessed over the last two 
years is largely due to that. 
However, the turnaround story 
in the ferrous sector came from 
the long-beleaguered steel indus- 
try, which has seen its profits swell 
because of robust demand both 
in India and abroad. For instance, 
domestic steel consumption has 
jumped from 4 per cent of the 
GDP last year to 7 per cent this 
year. The biggest gainers were 
Steel Authority of India Limited 
(SAIL) and Tata Steel. Incidentally, 


Cash is Out! 
All it takes is Visa Debit. 





Experience the Power of your Visa Debit Card. 


A safe and secure way to pay for shopping, dining or even travelling. Use it at 
supermarkets, petrol stations, department stores and for all your everyday needs. 
It offers you the convenience of not having to carry cash. The amount you pay is 
directly debited to your bank account, so you don’t have to worry about overspending. ' _ Қа 
Accepted at over 12 million merchant outlets, it gives you complete freedom and 
control. Truly making it the simplest way to pay. 
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,TISCO: THE GROWTH IMPERATIVE 





p TATA STEEL AND SAIL SEEM TO HAVE SIMILAR GROWTH 
expectations (about 30 per cent of their total en- 
terprise value) in their current valuations. But each 
has its own unique challenges to justify the current 
valuations. Tata Steel's lie in identifying new avenues for 
growth, including related diversification. For sait, which 
doesn't have Tata Steel’s world-class operational efficiencies, 





tisco: Its world-class efficiencies 
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make future gains that much harder 


SAIL entered the profit zone after 
nearly five years of continuous 
losses, recording a profit of Rs 242 
crore in the last quarter of the fiscal 
2002-03 (it still ended the fiscal 
with a loss of Rs 304 crore). 
However, the first three quarters 
of this fiscal (2003-04), the com- 
pany registered a profit of Rs 1,498 
crore. And its stock has more than 
quadrupled to Rs 35 in just seven 
months. But can SAIL, or for that 
matter Tata Steel, sustain the turn- 
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around? *With India slated to grow 
at 7-8 per cent over the next couple 
of years, there will be continued 
demand for cement and steel," says 
У.К. Jain, Chairman, SAIL. Besides, 
ЗАП--апа more so Tata Steel—have 
shored up their own efficiencies 
significantly in recent years. 

Then there are the other obvious 
chartbusters in the oil and gas seg- 
ment such as Oil and Natural Gas 
Corporation, Reliance Industries, 
Bharat Petroleum, and Indian Oil, 








the challenge is to focus on modernisation, and product 
mix, rather than aggressive capacity expansions. 


TEAM STERN STEWART 


Tisco's improvement in fundamentals have been aided by 
favourable steel prices to a certain extent... 
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which have created huge wealth 
flows because of deregulation of 
pricing, better refining margins and 
some amount of restructuring. “We 
not only restructured ourselves, but 
changed the way we work by de- 
signing new businesses and new 
strategy and getting the right people 
to head each new initiative," says 
Sarthak Behuria, Chairman and 
Managing Director, BPCL. 

That's someting the non-ferrous 
metals brigade is citing too in 
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support of its big gains in this year’s 
wealth creators list. For example, 
Tarun Jain, Director (Finance), 
Sterlite Industries, says that although 
high international prices have 
helped, a major chunk of the prof- 
itability has come due to “better 
product mix, increased productivity 
and reduced operating costs.” As 


The Steel Frame 





Rise in market demand coupled with sustained 
cost-cutting have buoyed the shipping behemoth’s fortunes 


for global prices, he expects them to 
remain firm for the next three to 
four years. Reason? “High demand 
in China, and a lack of investment in 
new mining projects,” answers Jain. 

That global economy is in bet- 
ter health is something the ship- 
ping companies will attest too. 
According to P.K. Srivastava, 


Robust demand in India and abroad have driven the industry's profits. 


Wealth Added (Rs сг 


5,476 
2,973 
2,498 
1,737 
1,346 
1,042 

381 

225 


Not a complete list 
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Rank 


Steel Authority Of India 6 
National Aluminium 11 

Tata Steel 16 

Hindustan Zinc 27 

Sterlite Industries (India) 32 
Hindalco Industries 38 
Jindal Iron & Steelco. 67 
SesaGoa 90 


Managing Director of Shipping 
Corporation of India, which car- 
ries 60 per cent of the country’s 
oil cargo, “unprecedented increase 
in market demand and substan- 
tial cost reduction” have helped 
the public sector company report 
a near doubling of net profits in 
the third quarter of 2003-04 over 
the same period the previous year. 
However, GE Shipping’s Bharat 
Sheth says that it is hard to predict 
how long the freight boom will 
last. “But seeing the strong de- 
mand coming out of Asia, the dry 
bulk rates may stay strong through 
2004,” says Sheth. 

So is the return of the Old 
Economy for real? Rather difficult 
to predict, but assuming that the 
Indian economy continues to grow 
at 6-7 per cent in the next couple of 
years and there is a continued thrust 
on infrastructure, then cement, steel, 
and power companies will have lit- 
tle to despair. Maybe being Old 
Economy isn't so bad after all. El 

ADDITIONAL REPORTING BY 
ARNAB MITRA, SWATI PRASAD, 
SHILPA NAYAK AND MOINAK MITRA 
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Bust | 


The sector’s 
inability to create 
consumer surplus 
finds it at the top 
of the wealth 
destroyers league. 


BY SHAILESH DOBHAL 








т! Price wars will 
ead to profit- less growth for the 
sector. That’s bad news for investors 
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HE RS 40,000-CRORE FAST MOVING CONSUMER 
Goods (FMCG) sector has under performed 
the benchmark Bombay Stock Exchange 
(BSE) Sensitive Index (Sensex) by as much as 
43 per cent in the last one year. And this at 
a time of a broad-based rally in the market, 
when Sensex has zoomed almost 2,500 
points—from 3,284 to 5,823 in the 12 months to February 2004. No 
wonder then that the sector's bigwigs such as Hindustan Lever, 
Procter & Gamble, ITC, Colgate-Palmolive, Nestle, and Tata Tea 
show up at the very bottom of Business Today-Stern Stewart 
Wealth Creators survey. Shockingly enough, as many as 26 com- 
panies, out of a total of 44 FMCG companies in the survey, figure 
amongst the biggest wealth destroyers. “For investors, the sector is 
as good as dead,” declares Nikhil Vora, Vice President (Research) at 
Mumbai-based brokerage house, SSKI Securities. 

The sector’s lack of value and volume growth sit at the heart of the 
problem. Macro economic factors in either agricultural slowdown 
in 2001 and 2002, changes in disposable income and near-complete 


Big Ain’t Better 


Smaller companies seem better at wealth creation. 
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All figures are wealth added in Rs crore Not a complete list 


APRIL 11 2004 BUSINESS TODAY 53 


азоне 





UTR ай 





бер PUD ERE PT ЕНШ ҮТ КУ Г Т 0-7 
ТУРГ ТҮЗ "E жен е бы 


bt wealth creators 


penetration in many of the product 
categories only partly explain the 
reason either for shrinking growth 
or wealth destruction. “You can’t 
always have double-digit growth. 
And wealth creation is a func- 
tion of comparative expectations 
and opportunities,” defends Percy 
Siganporia, Deputy Managing 
Director of Tata Tea. 

Well, to some extent what Tata 
Tea’s Siganporia is saying is true. 
For there are very compelling | 
opportunities for the investor at ў 
the stockmarket, what with the 
surge in core sectors such as oil 
and gas, metals, shipping and 
power, and the rise of new economy 
stocks in either pharmaceutical or inf- 
ormation technology. A measure of the 
sector’s fall from grace is its declining weight in 
the Sensex. In 1998, FMCG'S contribution to the mar- 
ket capitlisation of Sensex (Rs 1,81,886 crore) was a 
high 41 per cent. Fast forward to the beginning of 
2004, and you find the contribution plumetting to just 
about 14 per cent . “The entire FMCG sector cannot be 
said to be ailing, although some leading players may be 
experiencing a negative topline growth,” argues Milind 
Sarwate, Chief Financial Officer, Marico Industries. 

True again. For, barring Hindustan Lever (see 
HLL: A Victim Of High Expectations?), most big FMCG 
players have posted at least low double-digit topline 
growth in 2003. Shouldn’t this, coupled with a very 
defensive nature of the sector (the demand for es- 
sentials like soap and detergents is relatively inelastic), 
at least make it a hedging favourite with in- 
vestors looking to broadbase risk and, therefore, 
be net positive on wealth creation? For that is 
the experience in most markets across the 
world, where consumer sta- 
ple companies such as 
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V for volume: Thanks 

to the regional brigade, 
volumes and not value 
will drive growth — 











Under siege: With 
margins falling across 
categories, brand 
equities are under threat 


















Unilever, Nestle, and Johnson 
& Johnson are on top of the 
wealth creators league. “Earlier you 
bought into consumer staples because 
of cyclical hedging. But now, there is no 
merit left in that too,” says SSKI’s Vora. 

He may be right. The economic 
downturn that started in 2001 and con- 
tinued right till the middle of last year, 
quickly degenerated into negative growth 
for supposedly demand inelastic FMCGs. 
“With agriculture improving, more (consumer) 

money should come into the FMCG sector, though 
past observation points out to a lag time,” says a san- 
guine A. Satishkumar, Managing Director of Chennai- 
based Henkel Spic. So is it that the stockmarket has 
over-reacted to a bad macro-economic environment 
where FMCG has suffered, and that the sector will au- 
tomatically be back on the pecking list once high, 
double-digit sales growth return on the back of agri- 
cultural revival and thus an economic upswing? 

Very unlikely, for two reasons. For one, there is lit- 
tle correlation between general economic and agri- 
culture growth and demand for ЕМСС$. Surprised? 
Well, that’s what numbers seem to indicate. For ins- 
tance, between the late 80s and the mid-90s, agri- 
culture growth averaged 5.88 per cent, according 
to National Council 

of Applied Economic 
Research (NCAER), 
and FMCG growth 
galloped twice as 
much at 12.4 per 
cent. This dispro- 
portionate growth 
was solely penetra- 
tion-led and, there- 
fore, unlikely to be repeated, even though agriculture 
looks set to cross production record of 220-million 
and the economy is clipping at 8 per 
cent-plus currently. 














Tbk ст aC amr о Бы MD z dà s TIT ^ Che Se ан ДГ ов ъл " ^ тузот түт шанада | 





Don't want to miss? 


Get the Canon L 240. The laser fax with jumbo memory. 


Canon L 240 offers a whopping 256 page memory. Which means, no matter what, you won't miss a fax. 
Add to it a host of features that include a hi-speed 33.6 kbps modem, 6 ppm printing/copying, ultra hi 
quality and clarity. In other words, there is no reason why you should settle for anything less than Canon. 





Canon | 


Use it the way you like it | 


1 Also available, a range of Bubble Jet and Multi-functional faxes. 
Call Canon at 1600 33 33 66 or visit www.canon.co.in 
SOUTH & SOUTH EAST ASIA REGIONAL HEADQUARTERS: CANON SINGAPORE PTE. LTD. 1 HARBOUR FRONT AVENUE # 04-01 KEPPEL BAY TOWER 


SINGAPORE 098632. INDIA OFFICE-CANON INDIA PVT. LTD., NEELA GAGAN, MANDI ROAD, MEHRAULI, NEW DELHI- 110 030. 
Rediffusion-DYGR/Del/Canon/084R1 


bt wealth creators 


So saturation does seem to be the industry’s 
bane. For instance, between 1987-88 and 1995-96, 
penetration of soaps in rural households grew from 
86 per cent to a near-saturation level of 98 per cent. 
And that of detergents went up from under 40 per 
cent to over 60 per cent. This boom was partly due 
to the conversion of large population from non- 
consumers to first time consumers of manufactured 
products. With penetration growth nearly over by 
mid- to late 1990s, ЕМСС growth started slacking, 
even as agriculture growth touched 9.3 per cent in 
1996-97, dropping to 7.2 per cent in 2001-02. In the 
current fiscal, agri growth could touch 10 per cent. 

There's another strand to ЕМСС” tale of woes. 
Even if the sector were to come back to high double- 
digit growth, it will necessarily have to be at the 
cost of profitability, because there are just no other 
growth drivers left. There is a virtual commoditisation 
of brands in FMCG, with every selling proposition, save 
price, flogged dead and with it, consumer involve- 
ment. *With brand equities under threat, complacency 
is a thing of the past and margins are coming down," 
bemoans Sunil Duggal, Chief Executive Officer, 
Dabur India. A direct fallout is the price war that has 
erupted in the detergents and shampoo market, and 
which is threatening to spill over to other FMCG cat- 
egories. “Though intensity and width of consumption 
is set to grow, topline growth won't be reflected 
on the bottomline because of price wars," says 
Dabur's Duggal. And there is nothing more than 
profit-less growth that investors love to hate. *The 
FMCG sector will not be a value creator. Only volumes 
game (for mere survival) will be played out," says R. 
Subramanian, Managing Director, Subhiksha Trading, 
a Chennai-based discount retailer. 

And sadly, from the stockmarket's perspective, 
successful new FMCG formats such as direct selling, 
with industrywide sales of over Rs 2,000 crore, or 
the emergence of strong regional players in either 
Kanpur Detergents or CavinKare, is nothing short 
of a double whammy. They not only took growth 
away from under the noses of some listed ЕМСС big- 
gies, but by virtue of being privately held, denied in- 
vestors the opportunity to partake in their suc- 
cess. “We do not directly compete with traditional 
FMCGs for shelf-space. The competition, however, 
is there to grab the mindspace and the space in the 
consumers’ home,” says William S. Pinckney, 
Managing Director & СЕО, Amway India. 
Bottomline: For India’s beleaguered FMCG giants, 
respite may be long coming. 

ADDITIONAL REPORTING BY ARNAB MITRA, 
NITYA VARADARAJAN, ABIR PAL, 
KUSHAN MITRA AND DIPAYAN BAISHYA 
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HLL: A VICTIM OF HIGH 
|... EXPECTATIONS? 


Y ALL COUNTS, HLL'S FIVE-YEAR OPERATING PERFORMANCE 
has been nothing short of stellar—a 25 per cent com- 
pounded growth rate in Net Operating Profits and an ЕМА 
spread that is a cut above the rest of the sector. So why 
did its wealth flows fall short of investor expectations? 
While HLL consistently topped wealth flow expectations of 
investors between 1996 and 1999, the future expecta- 
tions reflected in its market value grew at an even more 
alarming rate. Even as it consistently delivered on its high 
performance standards beyond 1999, it could not beat 
the expectations. The market may believe that man- 
agement is still doing an outstanding job, but its recog- 
nition was already factored into the market values. 
TEAM STERN STEWART 


HLL’s fundamentals have been consistently 
better than the sector's... 
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...but its wealth creation story has been 


fas exactly the reverse... 
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...and market expectations have proved too 
high to beat. 
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success icons 
Neeraj Roy, hungama.com 


ated ane of India’s smartest brand promotion sites 


and turned it into a mega success story. Meet the £ 


McDowell's Signature presents a man who's truly a new sign of success, Neeraj launched 
hungama.com in |999. The site is thriving. All because he dared to infuse creativity and 
smart strategy into the high-risk networld. Today, 750 award-winning promotion marketing 
campaigns and 270 healthier brands are evidence that his rare blend of online and offline 
operations has clicked! No wonder he's smiling, wider than the web! 
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McDowell's Signature recognizes successful new age entrepreneurs who've created wealth by changing the rules of business 
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тти ovr, te  Pharma's Front Runners 


talk about this be- No surprises here, except the complete absence of MNC rivals. 
mg the age of kno- Wealth Added (Rs LERRA 


wledge economy is- 
n't all talk. Com- 
panies that operate 
in the two key seg- 
ments of this in- 
<, dustry, information 
4, technology and 
pharmaceuticals, 
‘have been pulling 
7 in super-sized profits and grow- 
ing their toplines at break-neck 
2122 speeds. Investors, on their part, 
have been bidding their stock up, 
ever mind the occasional slump. 
It’s no wonder, then, that four of 
the top 10 wealth creators in this 
% survey are from the two sec- 
- tors. Infosys Technologies comes in 
at No. 3, Ranbaxy Laboratories at 
. No. 4, Wipro at No. 9 and Dr. 
Reddy's Laboratories at No. 10. 
(Some of the others from the sec- 
tors who figure in the top 100 are 
Sun Pharmaceuticals, Cipla, Satyam 
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Ranbaxy: The first Indian drug company to cross the $1-billion 
mark in sales, it has consistently posted 20-25 per cent 
growth in profits despite intense competition 
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Computer Services, and Lupin.) If 
you are looking for a number, the 
four together have added Rs 21,615 
crore in wealth over the last five 
years. No small change, that. 

If these companies have scored 
high in wealth creation, it’s for 
good reason. The Indian IT sector, 
which includes software exports 
and services, hardware, network- 
ing, training and rr-enabled serv- 
ices, will be worth Rs 89,300 crore 
in 2003-04, up from Rs 76,500 
crore the year before. That's a 17 
per cent growth, compared with 
the global average of 4 per cent. 
The robust growth has pushed IT’s 
share of GDP in India from 1.4 per 
cent in 1998-99 to 3 per cent in 
2002-03. This fiscal, it is expected 
to grow to 3.8 per cent. Software 
exports, which constitute 60 per 
cent of the industry's revenues, are 
expected to grow at more than 20 
per cent to touch Rs 55,500 crore 
this year, according to Nasscom. 

Healthcare's story is no less imp- 
ressive. Indian pharma companies 
are acquiring companies abroad to 
expand global presence. It's no 
more the old categories like anti-inf- 
ectives, vitamins and analgesics, but 
speciality and niche therapeutic cat- 
egories like cardiovascular, central 
nervous system (CNS) and anti-dia- 
betic drugs that are the new areas of 
focus. But what really has investors 
licking their chops is the spilling 
over of the outsourcing phenome- 
non into pharma. Basic research, 
clinical trials, contract manufactur- 
ing are the three hot areas. India's 
advantage: world-class chemistry 
skills and low-cost human resources. 
The domestic pharma market also 
has a huge potential (worth Rs 
21,400 crore in 2002), although 
the growth rate is in single digit. 
The per capita consumption of 
drugs in India still stands at $3 
(Rs 138), which is amongst the low- 
est in the world. In contrast, an 
American spends $191 (Rs 8,786) 
and a Japanese as much as $412 
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IT's Top Performers 
Predictably, the big two top the charts. 
WeallhAdded(Rsc) — — — — 
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Not a complete list 





(Rs 18,952) annually on healthcare. 


Key Performers 

Just because an industry is grow- 
ing, it doesn’t mean that all the play- 
ers in it will benefit equally. How 
much of the overall growth comes 
their way will depend on their own 
strategies, which could be in terms of 
choice of segment, markets, inv- 
estment, people, and mergers and 
acquisitions. But like it happens in all 
sectors, a few key companies will set 
the trend and the others will 
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WIPRO: Its M&A strategy has 
accounting for 11 per cent 
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.. Digital Globalsoft | 
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inevitably follow. In ІТ, such bellwe- 
ther players could be Infosys, Wipro 
and TCS, and in pharma they could 
be Ranbaxy, Dr Reddy’s and Cipla. 

Take a look at the poster boy 
of Indian rr industry, Infosys. This 
fiscal, it will touch $1 billion (Rs 
4,600 crore) in revenues (the only 
other $1-billion outfit in the indus- 
try is TCS, but it's a division of Tata 
Sons and not yet listed), and have 
25,000 employees on its payrolls 
(it is hiring a thousand engineers 
every month). What's interesting 
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of the total revenues 
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is that despite its increasing size 
and pressure on billing rates, the 
company has reported stellar prof- 
its quarter after quarter. Says 
Avinash Vashishtha, CEO of neoIT, 
an offshore outsourcing advisory 
and management firm: “Their abil- 
ity to sustain growth on an increas- 
ingly large base has been amazing.” 
In fact, according to a recent Nass- 
com study, Infosys’ margins are sec- 
ond highest in the world in IT soft- 
ware services. Most profitable: 
Microsoft. That apart, Infosys has 
started looking at acquisitions over- 
seas. Last year in December, it 
struck its first such deal when it 
bought Expert Information Services 
of Australia for $23 million (Rs 
105.8 crore). Yet, keeping up its 
wealth generation will be a chal- 
lenge (See Infosys: Needs More Aces). 

Wipro, on the other hand, has 
aggressively pursued acquisitions to 
grow. In 2002, it bought Spectra- 
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INFOSYS: The company’s margins are the second 
highest in the world in IT software services 


mind for a whopping Rs 470 crore 
to get a toehold in the booming BPO 
business. Today, the 8,456 employee- 
strong Spectramind fetches 11 per 
cent (about $27 million) of Wipro’s 
revenues and is expected to rake in 
an impressive $100 million this full 
year. Says Amit Khurana, an ana- 
lyst at Birla Sun Life: “In hindsight, 
buying a BPO operation rather than 


building one like Infosys has proved 
to be a smart strategy.” Simulta- 
neously, other analysts say, Wipro 
has managed to build competencies 
in the area of enterprise application, 
especially in BFsI (banking, financial 
services and insurance). 

Satyam Computer Services, 
India’s third-largest ІТ company, is 
focusing on what it calls “a global 


delivery model”, where offshore 
need not mean just India. For in- 
stance, Satyam will deliver services 
out of centres in Malaysia, Shanghai 
and Toronto. “We are consistently 
trying to follow an enduring de- 
risked wealth creation model that 
ensures diversification and verti- 
calisation in a manner that delivers 
higher value,” says K. Thiagarajan, 


INFOSYS: NEEDS MORE ACES 


Ave PROPORTION OF INFOSYS' WEALTH CREATION HAS 
come from a build up in expectations of rosy future 
prospects. Therefore, an aspirational challenge to deliver cost 
of equity return on the market value over, say, the next five years 
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will require Infosys to not only deliver on medium-term prof- i торыйм of profitability or the be үзін 

_ itability growth but to also systematically build the value of its carol aat ear 
longer-term prospects. It is debatable whether the existing India market's expectations of future — 
centric offshore service delivery and largely organic growth model she ale eal 
will enable high growth rates over a long run. The answer then 


23,300° (78%) 
lies in much more rigorous scrutiny of the value impact of: prod- 
ucts in the R&D pipeline that can sustain exponential growth; 
judiciously priced and structured inorganic growth; and con- 
sideration of the potential value impact of financing, eg., 
through share buybacks and debt financing. 
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Director and Senior Vice President, 
Satyam. Adds Chairman B. Rama- 
linga Raju: “The centre of the uni- 
verse is your relationship with the 
customer and that has been the 
principal driver for Satyam.” 

But with the backlash against 
outsourcing raging in the US, will 
the earnings of IT companies stay as 
healthy as before? Raman Roy, 
CMD, Wipro Spectramind, thinks 
so. “(The backlash) cannot become 
a trend, and the economic reality 


will finally call the shots,” he says. 


Sector analysts are equally opti- 
mistic. An 55КІ report, for instance, 
notes that “the sector is in for a 
patch of strong volume growth, 
and in a stable billing rate environ- 
ment, a significant part of the 
growth will fall through to the bot- 
tomline.” That should be music to 
the ears of investors. 


In Fine Fettle 
In healthcare, the three big play- 
ers—Ranbaxy, Dr Reddy’s and 
Cipla—are already well entrenched 
in the generics markets of devel- 
oped countries, currently valued at 
$45 billion (Rs 2,07,000 crore) and 
expected to touch $80 billion (Rs 
3,68,000 crore) by 2008. In fact, 
Indian companies accounted for 
over 30 per cent of the drug master 
files (DMFs) filed in the US in 
2003—the largest share of all coun- 
tries. India's share in Abbreviated 
New Drug Applications filings too 
has been rising consistently and 
stood at around 23 per cent in 
2003. The number of ANDA filings 
went up from 50 in 2002 to 80 in 
2003, and is expected to rise to 
130 in 2004. India is also emerging 
as a low-cost manufacturing hub 
for pharma and companies like 
Matrix Laboratories, Nicholas 
Piramal and Shasun, besides the re- 
cently listed Divi's, are betting big. 
Ranbaxy, the industry's biggest 
wealth creator, has become the first 
Indian drug company to cross $1 
billion (Rs 4,600 crore) in sales and 


has been consistently maintaining 
20-25 per cent growth in profits 
despite the increased competition 
and price dips in the generics market. 
It figures among the top 10 global 
generic companies, and has a strong 
pipeline with 40 ANDAs under appro- 
val in the US (of which 12 filings 
are worth $9 billion in market value). 

But the concerns would be the 
rising research costs and the legal set- 
backs (See No Room for Error). For 
instance, Dr Reddy's has seen a 
sharp increase in research costs while 
earnings are under pressure for lack 
of big product opportunities. Its 
patent challenge of Pfizer's hyper- 
tension drug Norvasc was rejected 
by a US court, resulting in the loss of 
a top dollar drug opportunity. 
“Wealth creation in pharma can- 
not be viewed in a quarter-to-quar- 
ter time frame, but needs a multi- 
year point of view," says G.V. 
Prasad, Executive Vice Chairman 
and сео of Dr Reddy’s Laboratories. 
The reason, he says, lies in the long 
time cycles of this industry, where 
not just the NCEs (new chemical ent- 
ities) take close to a decade to realise 
value, but even generics require a 
three- to four-year cycle. 

Yet, there's no dearthi of believers. 
Last December, Newbridge and 
Singapore's Temasek struck a deal 
to buy 15-odd per cent in the Matrix 
Laboratories for Rs 337 crore. Earlier, 
Citigroup's venture arm paid Rs 126 
crore to acquire a 12 per cent stake in 
Lupin. In ІТ, no big-ticket M&A has 
taken place yet. But that, however, 
should not prevent one of the global 
IT giants such as IBM or EDS from 
picking up tier two or tier three com- 
panies. After all, what's driving the 
knowledge sector boom is India's 
growing pool of skilled and cheap 
wotkers. As long as that remains an 
edge, wealth creation will happen— 
one way ог another. @ 

ADDITIONAL. REPORTING BY 
VENKATESHA BABU, E. KUMAR 
SHARMA, SUPRIYA SHRINATE 
AND DIPAYAN BAISHYA 
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performance of 500 
listed companies across 
720 sectors over a five- 
year period. Five 
. years were chosen so 
that the findings 





е would take account of long-term 


strategy and not be unduly influ- 
- enced by short-term performance 
blips or market forces. Companies 
included in the study had a listing 
record in either the Bombay Stock 
Exchange or the National Stock 
Exchange for a period of at least 


five years beginning December. 


1998. Thus, a few big names like 


сех and Bharti Tele-Ventures 


that were listed after 1998 were 

not part of the survey. In addition, 
< companies that were classified in 
_ «ће Z category by SEBI at any 
time during this period, were also 


i . excluded from the survey. 


— — What is Wealth Added? 


| Wealth added measures the total 


-wealth flow over a given period 


time (cash flows to the investor 


m through i increase in market value 


of equity, dividends and share 
buybacks, net of new equity 
issuances) over and above the 
investors’ expected return on the. 
_ market value of a company’s 
“equity. The most logical proxy 
— for the expected return is the Cost 
> of Equity, which is a function of 
the risk profile of the company. 
Wealth Added is calculated thus: 
wal = Market Cap - Required 
Return 4- Dividends - New Equity 
Issues, where, 
Market Cap = Market Cap at 
end of period - Market Cap at 
beginning of period. 
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ined the wealth creation. : 


How We Did It 


; Required Return = Market Cap 
"at beginning of equity x Cost - 


of Equity 

The Cost of Equity is calcu- 
lated using the Capital Asset 
Pricing Model, which is, 
Ке= К+ B(Rm-Rf), where Rf is 
the return of the risk-free asset, 
Rm-Rf is the difference between 
risk-free return and average 
market return, and В is the 
measure of the stock's performance 
versus the market. 

While measuring the Wealth 
Added, over a multi-year period, 





of Rs 30,212 ol and Rs 346 
These returns were adjusted 
downwards by Rs 350 crore to 
factor in shares issued during this 
period, giving a time unadjusted 
wealth flow of Rs 30,208 crore. 
Next, we calculated the 
absolute rupee value of the 
shareholders’ required return for 
Infosys in each year. The share- 
holders’ required return for the 
year ended December 31, 1999, is 
calculated as the absolute rupee 
value-of the market equity on 


Infosys—Measuring The Wealth Added 


1999. 


28% 
A 225. 


оз 


ЕСЕ 


the annual Wals are aggregated 
on a time-adjusted basis to arrive 
at the overall figure (see the table. 


Infosys—Measuring The Wealth 
Added for an illustrative example). | 
Over the five-year period, the. - 


information technology services 
company provided a time unad- 
justed gross return of Rs 30,538 
crore to shareholders. This 
wealth flow came from.an 
increase in market capitalisation 


| еи 


2000 2001 
5 45,057 


2002 2003 
27,485 30,600 


500 34,508 


7 485 am 600 
28% 25% 
BU 003 ЕТ 1,873 


061 are 040. 


(80) (418) (103). 


1.33. 
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December 1998, multiplied by 


‚ the cost of equity for Infosys for 


1998, The same process was 
repeated each year. - 

Annual changes in cost of 
equity are driven primarily by 
changes in the annual risk-free 
rate and the market risk pre- 


w dividends. > . 


ѓужахуня d33d 103 


mium. The annual Wealth Added - 


over the five period was then ad- 
" justed by: discounting it at the 


relevant cost of equ 
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The Wealth Creators FAQ 


What is Wealth Added? 

Wealth added measures the total 
wealth flow over a given period 
‘time (cash flows to the investor 
through increase in market value of 
equity, dividends and share buy- 
backs, net of new equity issuances) 
over and above the investor's ex- 
pected return on the market value 
of a company's equity. The most 
logical proxy for the expected ret- 
urn is the Cost of Equity, which is 
a function of the risk profile of 
the.company. 


How do you calculate new 

equity issues? 

While considering new equity is- 
sues we have considered all en- 
hancements to the equity shares of 
the company including rights is- 
sues, GDRs/ADRs, Private Placement 
etc. For simplicity, we have assumed 
that the increase in equity due to 
stock-based amalgamations as equal 
to the increase in the number of 
shares multiplied by the closing 
market price of the share of the ac- 
quiring company on the date of 
the amalgamation. 


What is Cost of Equity? 

The Cost of Equity is the average 
expected return relative to the 
stock's risk profile. If a company's 
returns do not exceed the cost of 
equity, it is obvious that share- 
holders’ capital could have been 
better invested elsewhere. 

For Wealth Added, the required 
return is the cost of equity, calcu- 
lated using the widely accepted 
Capital Asset Pricing Model (CAPM). 
The cAPM formulates that the ex- 
pected rate of return on a com- 
pany's stock is given by: 
Rez Rf - B (Rm - Rf) 

Where Rf is the return of the risk- 
free asset, Rm - Rf is the difference 
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between risk-free return and the 
average market return, and beta is 
the measure of the stock's per- 
formance versus the market. 


Is there a catch? 

Estimating beta of the company 
requires considerable judgment as 
well as sophisticated analysis. A 
naive regression over the last 60- 
month period would considerably 
distort the measurement of the non- 
diversifiable risk, due to the boom 
and bust of the Information 
Technology, Media sectors and the 
Capital Markets in 2000-01. 

By ignoring the "bubble" period 
(between April 2000 and August 
2001) and taking the monthly re- 
turns over a 60-month period 
(1998-2001), we have computed 
betas that better reflect the rela- 
tive risk of companies. 

For purposes of measuring the 
cost of equity for the survey, we 
have factored only the Business 
Risk of the sector. Ideally speak- 
ing, the risk should factor in the 
risk that equity holders’ bear at 
some long-term gearing or lever- 
age. We have chosen to exclude 
the impact of gearing on the cost of 
equity, since considerable intuition 
will be required to make a judg- 
ment on the long-term gearing of 
companies in the sector. 

The Cost of Equity over a time 
period will be also influenced by 
changes in risk-free rate and the 
Market Risk Premium. | 

We have used the average annual 
yield on the 10-year Government 
security as the proxy for the risk- 
free rate. The Market Risk Premium 
has been estimated at 10 per cent 
over and above the risk-free rate 
for the period 1999 to 2001 and 8 
per cent over the risk-free rate for 
the period beyond. | 
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лр, COMPANY бі йз i pu =Wealthflow - Required E 
~ Oil & Natural Gas Corpn. : ) (9180) ~ 3718 15087 A 
2 Reliance Industries 91 14628 2639 5780 35238 13597 21641 
мА > 3 Infosys Technologies |40 2144 ПИЙ 108 24147 17080 _ 7066 
INDIA INC'S 4 Ranbaxy Laboratories 7 2058 8290 (553) 10901 4059 6843 
BIGGEST 8 ІСІСІ Bank — Eum то НӨ 58 51 134 646 
ЛЕ АТЫ 6 Steel Authority Of india _ 764 (0%) 6%9 (4353) 7284 1808 5406 
ЭАЭС 7 НС “7а лі 89 (9) 7600 2611 4989. 
чә" мамы? Ов State Bank Of India 1402 95 0 (МЛ 10372 547 | 4824 
THE TOP 9 Wipro 257 165 253 120 27035 ЕДІ; 4632 
ШЗ вооа хл ш ви 7S ава A 
11 National Aluminium Co. -60 (148) 4941 (123) 4915 1942 2973 
12 Neyveli Lignite Сорп. 645 3667 ШО 1686 405 1:8 257 7 
13 Bharat Petroleum Сор. |97 4204 108 724 5308 2586 | 2722 
14 Grasim Industries ; 260 1589 270 47 3907 233° 2675 
15 Tata Steel (78 2389 Б (918) 5118 2621 248 
16 TaaMoos | |95 1620 290 (48) 4588 27 | 24M 
17 Sun Pharmaceutical Inds. ЖЖ 97 7%% (6% 3406 100 23% 
18 САН (India) 488 3406 6566 4508. 545 3144 | 2321 
19 Mangalore Ref Refinery & Petrochem, “91 (9) 05 8 20 лз | 227 
“Indian Oil Corpn. ` 89 20541 (523 1053 8702-2051 
21 Cipla 48 675 4066 (26) 467 2845 191 
hanks to dereg- 22 Hindustan Petroleum Con. - 628 | 4794 41 (258) 503 3211 1882. 
cos UMOR HEIC ICI og Shipping Corpn. Of India И 20:8 8 (04) 230 40 | 1865 
oil and gas industry, ат Кр ERE 
ONGC’s profits ive e Larsen & Toubro Б 160. 1 _ 660. à 4545 16 5189 3371 1818 
soared, making die 25 _ Satyam Computer Services 62 1044 5825 367 6502 4746 1756 
р ublic sector enterprise 26 Bharat Electronics Sar 123 513 1419 (136) 2067. 320 | 1747 
not just the most 27 Hindustan Zinc _ 6 73 1904 (3) 212 375 1737 
valuable, but also 28 Oriental Bank of Commerce | 182 1414 472 (181) 20606 _ 
the biggest wealth | 29 Него Honda Motors 414 1975 158 (204) 3737 
creator іп the country. Bank Of Baroda 398 23) (6) (60 2478. 
31 Tata Power Co. 46 2070 929 745 2254 
| 32  Sterlite Industries (India) _ У 23 "3 за QUE 93 1933 5 
33 Lupin E 584 16 359 8 
| 34 Indian Petrochemicals Corpn. 308 202 1833 (309) 22344 
; Subir Raha, 35 BSES Оо (70) 248 (79 2691 
Chairman and Managing = S i 
Director, ONGC | 36 Ashok Leyland 114 211 8n (448) 1530 
| 37 Bharat Forge a ма о. (d un 
38 Hindalco Industries. z -390 827 3973 828 3973 | 
39 UTI Bank : 94 84 56 145 1186 
| Great Eastern Shipping Co. МЕ 58Т 124 494 1300. 
41  Kotak Mahindra Bank 12 131 1039 
42 Motor Industries Co, 58 300 Ec (164) E 1581 
43 1081 220% 049) 4708 (41) 1857 
44 Matrix Laboratories ; 83 391 502 Ш 7v 
45 Siemens Ims a De (qs. 1212 
46 Jammu & Kashmir Bank 7 989 (6547) 7270 (Q6 749 
47 Aurobindo Pharma КЕСТІ О 588 688 ( ) 
48 Rashtriya Chemicals & Fertilizers) 170 (888) 
49 Moser-Baer India -90 610 
Wealth Added computed on the basis of December average Market Capitalisation figures for the years under consideration 
Preference shares not included while computing Market Capitalisation 
The change in Value of Prospects and Profitability have been computed based on the difference between their respective values be- 
tween financial years 1998 & 2003 (discounted at the required rate of return) 
| Figures аге in Rs Crores For more details see How We Did It 
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53 Bank Of India 

54 Indo Rama Synthetics (India) 

55  Dredging Corpn. Of India 

56 Jubilant Organosys 

57 Associated Cement Cos. 

58 Asian Paints (India) 

59 Nicholas Piramal India 

60 

61 Мойһегвоп Sumi Systems ; 408 | 
62 Gujarat Ambuja Cements zu m 4 
63 Container Corpn. Of India = 390 < 
64 Corporation Bank | 

65 Ballarpur Industries 

66 Reliance Capital 

67 Jindal Iron & Steel Co. 

68  Nirma 

69 Wockhardt 

70 

71 Finolex Industries 

72  Hindustan Inks & Resins 

73 Gujarat Narmada Valley Fertilizers 

74 Torrent Pharmaceuticals 

75 Kochi Refineries 

76 Bharat Earth Movers 

77 Asahi India Glass 

78 Alfa Laval (India) 

79 ING Vysya Bank 

80 

81 Sundaram-Clayton 

82 Amtek Auto 

83 Maharashtra Seamless 

84 FDC 

ент ҰЖЫМ ьо 2 

86 Hikal 

87  Ipca Laboratories 

88 State Bank Of Bikaner & Jaipur 

89 State Bank Of Travancore 

90 

91  CESC 

92  Kalyani Brakes 

93 Chennai Petroleum Corpn. 

94  Pantaloon Retail (India) 

95 Arvind Mills 

96 State Trading Corpn. Of India 

97  Gammon India 

98 Jindal Polyester : 

99 Tamil Nadu Newsprint & Papers 16 | 186 
100 182. 
EVA® = (МОРАТ - Capital Employed) x WACC Delta EVA is computed as the change in EVA between FY 2003 and FY 1998 


Required Return for a particular year is calculated as Beginning Market Capitalization x Cost of Equity 
For more definitions, please refer methodology 

ЕУАФ is the registered trademark of Stern Stewart & Co 

Primary Source of Data for Accounting and Share Price : CMIE Prowess 











aving i 

emerged 
as the pharma bellwether, 
Ranbaxy now has the 
onerous task of maintain- 
ing its lead in generics | 
overseas and getting | 
the drug discovery 
pipeline flowing. 





Brian Tempest, 
CEO-Designate, Ranbaxy 
Laboratories 
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he engineering 

giant’s recent 

gains in stock price are 

not fully reflected in the 

five-year wealth added 

index. What’s turned | 
investors hopeful? 
ABB India’s robust 
order book, and 
growing exports. 


Ravi Uppal, CEO, 
ABB India 





COMPANY 


3M India 

ABB 

А F T Industries 

Aarti Drugs 

Aarti Industries 

Aban Loyd Chiles Offshore 
Abbott India 

Abhishek Industries 
Adani Exports 

Aftek Infosys 

Agro Tech Foods 
Ahmedabad Electricity Co. 
Alembic 

Alok Industries 

Alstom 

Amara Raja Batteries 
Ambuja Cement Eastern 
Ambuja Cement Rajasthan 
Amforge industries 
Andhra Pradesh Paper Mills 
Andrew Yule & Co. 

Apar Industries 

Apollo Hospitals Enterprise 
Apollo Tyres 

Archies 

Arvind Remedies 
Ashapura Minechem 
Ashima 

Ashok Leyland Finance 
Astrazeneca Pharma India 
Atlas Copco (India) 

Atlas Cycles (Haryana) 
Atul 

Automotive Axles 

Aventis Pharma 

BASF India 

ВО C India 

BSL 

Bajaj Auto Finance 

Bajaj Auto 

Bajaj Hindusthan 

Balmer Lawrie & Co. 
Balrampur Chini Mills 
Banco Products (India) 
Bank Of Punjab 

Bank Of Rajasthan 
Bannari Amman Sugars 
Bata India 

Bayer (India) 


Bayer ABS 
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Print. Fax. Scan. Copy. 
Think of it as a Swiss Army knife equivalent of office equipment. 





Powertul fax features. Versatile flatbed copying & scanning. Amazing price. 
The compact HP Officejet 5510 all-in-one offers a fully integrated package for your business. With its 
33.6 kbps modem & automatic document feeder, it serves as a powertul fax center. Offering professional 





printing quality in both colour & black, it's perfect for all your office needs. Thanks to an integrated 
flatbed scanner, it's easy to scan & copy documents, books and more. So go ahead and enhance your 


HP OFFICEJET 5510 ALLIN-ONE 
productivity with an HP Officejet all-in-one. | 


PRINT, FAX, SCAN, COPY 


Rs.12,499* 


| Up to 4800-optimised сірі” 

HP PhotoREt 3 colour layering technology 
i 

j 

| 

І 

І 


33.6 kbps, up to 90-раде memory fax 





Up to 17/12 ppm (BIk/CIr) 

Up to 600 x 2400 dpi/36-bit colour scan 
Copy & fax without PC 

20-sheet ADF, up to 72 hr. backup 


HP OFFIGEJET 4110 
PRINT, FAX, SCAN, COPY 


Rs. 8,999* Rs.18,999* 


Up to 4800-optimised dpi" Up to 4800-optimised dpi" 


| | HP OFFICEJET 6110 
| HP PhotoREt 3 colour layering technology | HP PhotoREt 4 with optional 6-ink colour printing” 
| | 
! i 
| i 
| | 
Џ | 
| 


PRINT, FAX, SCAN, COPY 


33.6 kbps, up to 80-page memory fax’ 
Up to 19/15 ppm (Blk/Clr)? 


33.6 kbps, up to 65-page memory fax! 
Up to 12/10 ppm (Blk/Clr)? 

Up to 600 x 1200 dpi/36-bit colour scan 
Copy & fax without PC 

20-page ADF 


Up to 1200 x 2400 dpi/48-bit colour scan 


Copy & fax without PC h ý 
100 sheet i/p, 50-sheet o/p tray ly 


35-page ADF & Optional duplexing accessory (sold seprately) 


invent 


| Unit level replacement warranty. 175 cities support helpline, 80 cities service centres. 


"Est. street price, taxes extra. “6-ink colour printing available with separate purchase of photo cartridge; not included. *Up to 4800 x 1200-optimised dpi colour and 1200-input dpi 
'Based on ITU-T Test image #1 at standard resolution. ZDependent upon document type and print mode. © 2004, Hewlett Packard Development Company, L.P. © PUBLIC 
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Bayer Diagnostics India 





Berger Paints India j iE 
Bhagyanagar Metals a S ede 16 

Bharat Heavy Electricals 72022 | 179 2744. 
Bhushan Steel 4 Strips or 
Bimetal Bearings am 
Birla Corporation 




















Birla Ericsson Optical 


Wü 





Biria чоо nance o 
Blue Dart Express 
Blue Star 

Bombay Burmah Trdg. Corpn. 
Bombay Dyeing & Mfg. Co. 
Britannia Industries | 

















Burroughs Wellcome (India) 
CMC 
Camlin 














Can Fin Homes 


Carborundum Universal 
Carrier Aircon 
Castrol India 
Ceat 

Century Enka 
Century Laminating Co. 
Chambal Fertilisers & Chemicals 
Chemplast Sanmar 


























Clariant (India) 
Colgate—Palmolive (India) 
Colour-Chem 
Coromandel Fertilisers 














Cosmo Films 
Credit Rating Infor. Services Of India 
Crest Communication 











Crompton Greaves 





Cummins India 


T 








DS Q Software 
Dabur India 
Dalmia Cement (Bharat) 

















Deepak Fertilisers & Petrochem.Corpn. 13 Do 12 
e ELS Po i ed — 
Deepak Nitrite | ас) es 


Dena Bank 





Dewan Housing Finance Corpn. 3 
Dhampur Sugar Mills 
Dhanalakshmi Bank 











he home-grown 
FMCG has fared 
much better than its foreign 
competitors such as HLL 
and Colgate-Palmolive. 
One reason: Investors 
think it is better placed 
to compete than its 
bigger rivals. 


V.C. Burman, Chairman, 
Dabur 
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Solo” is a trademark product of Filex Systems Pvt. Ltd.. 
Bangalore: 10. ain Road, Sudhamanagar. Ph.: 222 
Allahabad: Ph.: 2623056, 2624429 Bhopal: Ph.: 2543922, 

Cochin: Ph.: 2307089 e Ph.: 2392253 Coimbatore: 24 

702722 Indore: Ph.: 2537817, 2537583 Jaipu 
5 e Ph: 22429679 Lucknow: Ph 

227631, 28390690 Mysore: Ph.: ; 

3282 Raipur: Ph.: 2227068 


22 
23 


93 


277 
332093 
Srinagar: ; 


Ph. 
12773 • Ph.: 26 


Delhi - 110 007 


Mud. Ph. 


Pk Hlexsolo 


232610 


2 Thiruvananthapuram: Ph.: 2 


vi 


à, 


у 
3, 231 


72 


Ph 
sancharnet.in Distributors: Мааш. РІ 


6024 


234 


24757 Chandigarh: Ph. 
2622299 e Ph: 26228; 

6903 Jalandhar: Ph 
7079 e Ph: 
Po Lid Ph.: 2342700 e Ph 


91-11-23843404, 23845659, 55155 

; 2544200 Chennai 

5 Guwahati: Ph.: 2593703 

: 2280520 e Ph.: 2456404 | 

6056 Ludhiana: Ph: 2730319 Mangalore: | ГА 
‚2245152 Patna: Ph.: 2263011, 2201075 


476854, 2474139 Vijaywada: Ph. 
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Ithough the | 

group's oil | 

business is a drag, the | 
recent hike in steel 

prices and general | 

increase in global trade | 

have benefitted both | 

its steel and shipping | 

companies. | 


Chach 
onasni 


Ruia, Chairman, | 
Essar Group | 






































































































































COMPANY 
E I D-Parry (India) A 
EIH М0 5-9 ДИ 23 182 614 | -433 
Eicher ——— 5 22 о 1905 % 68. 33 35 
Electrolux Kelvinator Н mr 314. 
Electrosteel Castings 510 2292. 9 32 2827 
Elgi Equipments О 8 S on а” 
Elgitread (India) eS ж» > | 
Engineers India И mou M Nw o 5-8 
Esab India - PE 68 О] mU: 5 -50 
Escorts cei 10040379 ББ 57088 205 ac A. 
Essar Oil ІН! -9 MB M  -7 200 | 284 
Essar Shipping ПІ О Ж» м 5 
Essar Steel | ыы 1649 О 0 226 206 19 
‘Essel Propack 10 159 278 152 285 350 -66 
Eveready Industries (India) 1958 рам 29 з (9) Bu 
Exide Industries — 39 US ^ 40 66 280 286 -6 
ҒА G Bearings India и а 27 Мо“ 2^ 52 
FCIOenConnectors 01 34 35 3 66 38 28 
FederalBank — — — EM 7777 з з LM 
Finolex Cables w a М 38 059 С | 
First Leasing Co. Of India 5 66 —56 -14 24 22 2 
Flex Industries и | 904 М6 0 7 103 30 B 
Forbes Gokak 3 86 ЖЖ 139 v 43 27 
Foseco India Ж 1 69 28 4 46 us 
Fulford (India) с  ( E. 5; 272 
G I C Housing Finance E -9 23 57 92,2, 249 10 
сеп Ш/А: 6 52 
GTN Textiles — 4 8 28 12 24 13 10 
Gabriel India TER 10 0 10 ER 5 М 22 
Garden Silk Mills Ил 9807 и. КЕ 
Garware Shipping Согрп. 8 34 -22 -5 17 2 15 
Garware-Wall Ropes dies 51% 28 ЛБ ДАР 7 
Gillette India RATS A 5 46 59 зо. 804 26 
Glaxosmithkline Consumer Healthcare 0 290 090 (Ж О 75 119 5936 
Glaxosmithkline Pharmaceuticals 2,3 n. > EB С Ж. СТ, 172 1504 - 
Global Trust Bank ——— 243 1788 1889 -4 145 286 -140 
Goa Carbon БФ | 65 сек T 4 9 BEA 3 
“Godavari Fertilisers 8 Chemicals |28 -,9 26 55 т зм 75 
Godfrey Phillips India и 0 65 6 EE 14 2511] 
Godrej Industries ШОО A Т 
Goetze (India) -3 59 71 60 70 37 33 
Goldiam International 4 ә 5 EE 
Goodlass Nerolac Paints 79 6 ms 7 228 108 119 
Goodricke Group Е: Ew 54 МИЛА о 79 D 
Goodyear India MM y ue o 9 ө 5 
Graphite India | ЕЕ 104 ОИ мш vu 233 B 
Gujarat Alkalies & Chemicals n 05 M о п 4 7 
Gujarat Ambuja Exports |58 12 ја M 25 12 13 
Gujarat Apollo Equipments 2 13 1 4 11 8 3 
Gujarat Fluorochemicals dur 59 10 deo wc 
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Gujarat Industries Power Co. 





Gujarat Sidhee Cement 








Gujarat State Fertilizers & Chemicals E 









Gulf Oil Corpn. a 





H B L Nife Power Systems 


Н C L Infosystems 2392. 
HDF C Bank 2005 4- 


































НЕС 1% MC | 
Havel'Sindia 2 d Ua 
Henkel Spic India TTE 
Heritage Foods (India) 

Hexaware Technologies 





Himachal Futuristic Communications — 
Himatsingka Seide 
Hind Lever Chemicals 
Hindustan Copper 




















Hindustan Lever 


Hindustan Oil Exploration Co. 









Hindustan Organic Chemicals 





Hindustan Powerplus 








Hi-Tech Gears 








Honda Siel Power Products 








Hotel Leelaventure 








ГС India 
IFCI 











IL&FS Investment Managers 








IEG 
India Cements 
India Glycols 
India Gypsum 
Indian Aluminium Co. 

Indian Hotels Co. 

Indian Rayon & Inds. 

Indo National 

Indraprastha Medical Corpn. 


























Indusind Bank 
Industrial Investment Trust 
Infotech Enterprises 
Ingersoll-Rand (India) 
Insilco - 

Ispat Industries 

J B Chemicals & Pharmaceuticals 
JCT 


JK Corp 





























his ЕМСС 

giant has 
borne the brunt of 
investors' ire at the 
sector. However, it 
seems that HLL is also 
a victim of unrealistic 
investor expectations, 
which have soared in 
the recent years. 


M.S. Banga, Chairman, 
Hindustan Lever 
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ooming steel 

prices have 

helped the company, once 
criticised for investing in a 
controversial technology, 
come out with flying 
colours. But will things 
remain so rosy 

after prices soften? 


Sajjan Jindal, MD, Jindal 


Vijayanagar Steel 



































COMPANY i E Pray Prospects ПЕШ = Wealtttow - pon" a 

Jai Corp 4 45 -19 -20 46 17 

Jain Irrigation Systems 73 181 27 61 147 30 

Jay Bharat Maruti ur 47 -23 8 16 7 

Jay Shree Tea & Inds. Wine, ops Чай ЕТ 4 40 

Jaypee Hotels о E 9 BN 52 31 

Jindal Strips ТЫ 50 КАШ 22340 85 9 

Jindal Vijayanagar Steel -136 60 13% 159 447 321 

Jupiter Bioscience 24 70: 8 18 60 14 

K E C International ERE. 53:6 296 149 2 95 58 

КЕВІ. 12 76 -38 4 33 15 

K S B Pumps 2 25 -34 -10 -29 107 

Kalpataru Power Transmission „б 4 56. 20 4 19 

Kalyani Steels 219.7 -3% О ДОО бу 98 27 

Kanoria Chemicals & Inds. КӨН 7135. 54 р 2322 56 23 

Kesoram Industries 36 149 _ 38 BONS 172 82 

Kinetic Engineering ae. а СИ 78. 187212244 

Kinetic Motor Co. mU d МУ 25 33 

Kirloskar Brothers КО 675 22727 46 10 23 

Kodak India a ns W ШО 122 199 

Kopran -28 -162 226 18 46 78 

Krishna Lifestyle Technologies -150 -578 572 30 -36 38 

Krone Communications 3 E 23 x. 2 4 EH 46 47 

Kwality Dairy (India) Ш 9 2 А 2 3 E 
LG Balakrishnan & Bros. т о. орто с... 47. 8 1 70 
Lakhani India Bp n» - EOS 
Lakshmi Auto Components 5 66 30 2122 ME 26 48 
Lakshmi Machine Works p: 10-7 -9 T ES 7543 2 133 14 95 78. 
‘Lakshmi Mills Со. | ОПЕ зу $3 E 242 0 -5 
Lanco Industries -1 2239 68 ДАН 21 12 9 
Liberty Shoes -2 6 25 -1 33 19 14 
Lumax Industries -4 -13 60 18 29 17 12 
MRF ЕЕ. wg LM 2020 15 38  -1M4 
Madras Aluminium Co. cu o ПОН 17 166 9) 6 
Madras Cements КИ dé LE 102. 27 346 -69 
Madras Fertilizers 53 160 -5 5s 32 123 72 POM 
Madura Coats E F 2] 2258-20 9. B 2i 119 -98 
Mahanagar Telephone Nigam me 0135 -3686 -4694 -1127 6283 77410 7 
Maharashtra Scooters EL 230: EM UN 3. м 31 Roco 
Mahavir Spinning Mills per Ab. ENDS 51... 17; 70 102 
Mahindra & Mahindra -9 -201 1520 -36 1356 1226 130 
Majestic Auto -21 -72 99 12 15 12 2 
Man Industries (India) uu o NN M. 122 o NEM 
Mangalore Chemicals & Fertilizers KS E 45. y [os { 79 B 5 28 ee 
Maral Overseas Ho. 419 ОШОО . 15. 3 33 -36 
Marico Industries 6. o Me m эз 242 | -158 
Mascon Global КИМ 20 MB 94... 108 TA -38 
Mastek СТО КЕЙ 0. в: 610 4 
Matsushita Lakhanpal Battery India es ae OMNEM M8. 14 Eon -4 
Max India -55 40 NI Me. 267 121 | 146 
Mercator Lines 8 67 10 13 64 5 59 
































fate has challenged. 


Foundation, where we also take the 


material. Arya Капуа Sadan, Delhi and 

















Often at the end of a bad day we ask 
ourselves searching questions. The thought 
of doing something more meaningful 
crosses our minds, Yet again. 


It is at moments like these that we at 
Xansa smile. And think about all our 
efforts at going beyond impressive IT and 
BPO solutions to make a difference, 
however small, to human beings whom 


It makes our 800 million dollar 
balance sheet feel much warmer, and 
us, doubly proud. 


Maybe that’s why people at Xansa, whether 
in Chennai, Noida or Pune, volunteer 
for programs like literacy@home, where 
they take evening classes. 


Or raise funds for basic amenities at 
Rajendra Ashram. 


Then there is a computer lab we've set up 
for Junior Government School, Harola, in 
partnership with India Sponsor 


initiative to provide appropriate teaching 


Padma Adarsh School, Chennai also have 
similar labs for the children there. 


Some of us here prefer more short 
term efforts, though. Like a mobile 
créche for construction workers' kids, or 
the self sufficiency drive that began with 
Braille slates at Amar Colony Blind 
School, and has today made our presence 
there quite redundant. · 


It keeps reminding us that there's really | 


no such thing as a bad day. 











It's a matter of great pride 
that we work across 7 very exciting industries, 


and One very unfortunate one. 
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Xansa is an international business process and IT services company. 
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Mirc Electronics 
Mirza Tanners 
Monnet Ispat 
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Monsanto India 





Mphasis В F L 





Mukand 





Munjal Auto Inds. 





Munjal Showa 


NIIT 





МАВ Bearings 





NRC 
Nagarjuna Construction Co. 





Nagarjuna Fertilizers & Chemicals 





Nahar Exports 
Narmada Cement Co. 








Narmada Chematur Petrochemicals 





National Fertilizers 


Navneet Publications (India) 





Nelco 





Nestle India 





Nilkamal Plastics 





Novartis India 





Nucleus Software Exports 





OCLIndia 
Onward Technologies 
Orient Paper & Inds. 


Otis Elevator Co. (India) 
Panacea Biotec 
Parry Agro Inds. 








Patspin India 





Pentamedia Graphics 
Pentasoft Technologies 








Pfizer 





Pharmacia Healthcare 
Philips India 


Phoenix Lamps India 





Pidilite Industries 





Porritts & Spencer (Asia) 





Premier Instruments & Controls 





Prism Cement 








Procter & Gamble Hygiene & Health Care 











Punjab Tractors 
RP G Life Sciences 
Rain Calcining 
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he IT bust 

of 2000-01 
seems to have hit МІТ 
the hardest. The IT 
education and services 
company has lost 
nearly Rs 3,500 crore 
in wealth over the 
last five years. 


Rajendra S. Pawar, 
Chairman, NIIT 
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NATIONS AND QUALIFICA 
‚ Successful candidal 


or PROSPECTUS and other details of both the programmes visit us at www.cfm-india.com 
Email : info@cfm-india.com 2 080 - 2659 7634, 2659 5183. 
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ingle-minded 
focus on quality and | 
recent M&A moves 
have helped this | 
low-profile auto | 
components manu- | 
facturer, which is also | 
a General Motor | 
supplier, draw | 
investor attention. | 


Suresh Krishna, 
Chairman, Sundram 
Fasteners 
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X 


















































































































































COMPANY ЕА кейіне + Prospects “Financing =Wealthtiow - к 
Rane (Madras) Т рта 
Ray Ban Sun Optics India 7 -2 -56 -5 -53 98 -151 
Raymond (00 89 77 ЕЕ” 5 зв 32 
Reckitt Benckiser (India) 0 3 F ИИ от v 79 
Reliance industrial Infrastructure - VRAC У 15 f 57 19 ] 52 30 ЕС RS 
Rico Auto Inds. —— 6 58 nu зз в 14 
Rolta India ae x 15-2 5% 607 07 
“Ruchi Soya Inds. = | 5 82 57 М0 88 25. 64 
SBI Ноте Finance .— е 12 ЖИД. 5 
SKF Bearings India j 3g cou no ue que 2 
SRF 13 Ar 54 222 207 89 118 
тга DM ИХ 01 a 155 r0 559 
‘Saint-Gobain Sekurit India | -5 m m wo з; 67 
баюға International —— 0-1 16 40 2 53 27 27 
Samtel Color mo 246  -62 88 96 56 40. 
SchenectadyHerdilia — 21 92 ВИ m 51 12 39 
Scooters India ? 2 22 29 ШОО пт в on 
Seshasayee Paper & Boards —— 17 116 -1 75 УТ 18 22 
‘Shanthi Gears ese a -8 35 ШО з 12 23 
Shasun Chemicals & Drugs 2 #15 Ho ИИ 16 
Shaw Wallace & Co. 17 -155 141 -113 99 103 -4 
Shree Cement — ива 3 ПО o 26 5 1З1Л 
Shrenuj &Co. — — -0 33 80 79 33 19 15 
‘Shriram Investments | PEE, d 14 86 -35 -17 67 A9 13 54 
‘Shriram Transport FinanceCo. 13 96 -37 — NH ИТ 2. 
Siemens V D O Automotive. =f u 29 13 ТҮГЕ 3 
‘Singer India с ЖКО ( BE. 0 -13 
Sirpur Paper Mills е E 29 = 3 171%) 12 20 
Skanska Cementation India E = 
Snowcem India IGNES AD ice ек г 3 43 -40 
Sona Koyo Steering Systems -3 -28 98 -18 88 26 62 
South East Asia Marine Engg. & Const. 9 14 149 -5 188 164 MODE 
Southern Petrochemical Inds. Corpn. | -184 -703 1039 277 БЕ; 77 -86 
Shae oo os d BERE ch 49 6 ЕТ 16 19 
Sulzer India { Шш oS XO s 7 2 BEL 
SundramFasteners — 8 81 271 EE зз 20 119 
Sunflag Iron & Steel Co. 1 EN MU vy o |» 
Super Spinning Mills — — 0 22 39 ШО з в 19 
Supreme industries —— | 90 17 3 BEEN o з л 
Supreme Petrochem 000 A rag cq CU TEREI 12 
Su-Raj Diamonds & Jewellery 50 14 21 -11 45 34 11 
Surat Electricity Co. ] 6 69 32 E 9 п EM 
SuyaRoshni .—  — EM 17 209 | 35 в БУЙ 
Sutlej Industries A E 10 70 En 19 13 
SwaajMazda —— 8 28 5 -10 8 7 BB 
WsMwoc. РЕ m ЧОО d 437 55 Wm 
TVS Srichakra | 0 10 4 AT 257 а 7 
Tamilnadu Petroproducts | +3 7702777 з 9 44 
Tanfac Industries 000 6 -18 30 МАН ТЕТЕ 3 


Tata Chemicals ЛЕ 72210 210927454 -765 57] ЗАД -19 








The ICFAI School 
of Financial Studies 











UNIVERSITY 


MS Programs (2004 - 06) 
_ Two year, Full-time, Campus Programs at Hyderabad 











Chartered Financial Analyst Certified Bank Manager 


Certified Public Accountant Certified Risk & Insurance Manager 
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Eligibility: e Graduation (any discipline) with 50% aggregate and above. e Final year degree students awaiting results. 
Admissions: e Through ISFS Admission Test (IAT) on June 12, 2004 at 56 Test Centers all over India. 
Classes from: July 26, 2004 at Hyderabad. 
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Р Tata Finance 
| Tata Honeywell 
i Tata Infomedia 
| Tata Infotech 
| Tata Investment Согрп. 
| Tata Metaliks 
К Tata Sponge Iron 
|- Таїа Теа 
E. Thermax 
| Thirumalai Chemicals 
Hf Timex Watches 
B Tinplate Co. Of India 
| Titan Industries 
; | Torrent Gujarat Biotech 
} Tourism Finance Corpn. Of India 
" Trent 
[ Tube Investments Of India 
is Unichem Laboratories 
E United Phosphorus 
2) United Western Bank 
С Usha Martin 
| Uttam Galva Steels 
Ё . . VIP Industries 
ү VST industries 
Vardhman Spinning & General Mills 
Varun Shipping Co. 
Venky'S (India) 
Vesuvius India 
Videocon Appliances 


Videocon International 

Videocon Leasing & Indl. Finance 
Videsh Sanchar Nigam 
Voltas 

Warren Tea 

Wartsila India 











Whirlpool Of India 

Wimco 

Wyeth 

Yokogawa Blue Star 

ZF Steering Gear (India) 
Zandu Pharmaceutical Works 
Zee Telefilms 

Zensar Technologies 
Zicom Electronic Security Systems 
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manu- 
facturer of EPABX and 
telephone instruments 
once upon a time, Tata 
Telecom has successfully 
reinvented itself a 
telecom solutions 
provider through a 

tie up with Avaya. 


Niru Mehta, Vice 
Chairman, Tata Telecom 


INDIA INC'S 
BIGGEST 
WEALTH 
CREATORS 


THE OTHER 





ан ls bt 


THER 
THE FOUR As. 
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ISDOM CAN BE 


LMA PRESENTS PROF JAGDISH SHETH ON 
consumer ci The New Frontiers in Brand Building 


Marketing Guru 
agdish Sheth, 
< whose bestselling 
book was described 
by Philip Kotler as 
“one of the most 
provocative and 
original... in years". 


Marketing Guru and best-selling author, — like E & Y, Ford, Motorola, JWT, Wipro, the 
Jagdish Sheth co-built the famous Aditya Birla Group, BSNL... 

Consumer Behaviour Model, and is an Retaining customers? Enhancing brand 
authority on global competition and value? When Jagdish Sheth talks, business 


Strategic thinking. He advises top companies — listens. 





SESSIONS IMPACT OF GROWTH STRATEGIES ON BRAND BUILDING 
NEW PARADIGMS OF MARKETING THE 4А% 
MANAGING BRAND LIFE-CYCLE 2 
| CHALLENGES OF RELATIONSHIP MANAGEMENT IN INDIA 


SINGLE DELEGATE: RS 9500 | 3 OR. MORE DELEGATES from same organisation: RS 8500 per delegate 
Cheques in favour of Dalmia Consumer Care; nail to Байта Consumer Care, Floor 4, Tolstoy House, 15-17 Tolstoy Mary, 
New Delhi 110 0014 Registration form available at www.dalmiadare.com 
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THE OBEROI HOTEL 9,30 AM ~ 5.30 PM 





Contact: Bhaávna 491, 98117 72620; bhavnasethi@dalinia сате сот | 
Sonali «91 98207 70512; sonali.sharma@dalmia care.cont | 
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bt 60 minutes 


networks and mobile handsets, but we see two im- 
portant growth segments that will make us a different 
company with a broader, higher value-added mix of 
products. These are consumer multimedia and enter- 
prise solutions. 

Businessmen are heavy users of mobile phones, yet 
businesses are yet to make mobility part of their in- 
formation solutions. I do not think the operators or the 
IT industry, or us in the telecom industry have addres- 
sed that issue. There really isn't a corporate solution for 
handsets. We are setting up a new unit that will look at 
how we combine the rr industry know-how with what 
we are doing in order to bring mobility to be part of the 
IT solution for companies. 

This business revolves around part- 
nerships. One such is the one we 
have with IBM on the new 
Communicator that is coming 
out by the end of the year. IBM is 
working on corporate appli- 








commercial launch of 3G in most markets later this 
year. (The Intel thing) is in a very initial phase, so we 
don't have any information. 


What about competition from Microsoft's Smartphone 
operating system? 

Symbian (the operating system Nokia uses) is the only 
robust platform available today but we understand 
that there will be alternatives. 


Ericsson recently signed a large deal in India for network man- 
agement. Would Nokia be open to such deals? 
We recently decided to look at managed services the 
same way some of our major competitors have done. 
We have 15 customers in different parts of the world 
with whom we have signed such contracts 


Imaging and multimedia have been key to the growth of Nokia 


over the past few years. What will drive growth in the future? 
It will continue to be imaging and multimedia. 


commercial 


launch of 3G in most markets 


cations for that Communicator. This isn’t about next 
quarter. It will take two years before we get the first so- 
lutions out. Obviously easy-to-use e-mail is central to 
the corporate solution, and we have that in mind. 

Imaging, media, and games are areas that are im- 
portant on the consumer side. On the games side, we 
have already started the N-gage programme. We will 
have several new devices to cover different segments, 
entry level and advanced. We will be a games publisher 
and we will use games from other publishers. This is also 
a lifestyle issue. Mobile games, the interactive games 
where you use mobile networks, will be an important 
additional element to the gaming industry. 


There is growing talk of alternatives to 3G networks. Intel is 
speaking of something called Wi-Max that can be used by cel- 
lular networks on their existing infrastructure to provide 
high-speed data connectivity. 

I think the future scenario is clearly one where the wide 
area network coverage will be provided by cellular 3G. In 
the hot spots, you have other types of solutions like Wi 
Fi, which is a good complementary solution, and there 
will be devices that can work both on cellular and Wi Fi 
as our Communicator that is going to come out by the 
end of the year does. I do not see the same kind of 
coverage being provided in other ways. We will see the 
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(Then, there’s) access to e-mail and other enter- 
prise solutions and video streaming. 


There are going to be upwards of 20 million phones sold in 
India this year. Do you think it makes sense for a company 
like Nokia to look at manufacturing locally? 

Now, the volumes are very significant. We are looking 
at the situation to ensure that we are both cost-effective 
and logistically efficient. We have three plants in Asia 
that have served us well and we have no capacity 
problems. But with the market developing rapidly, 
we have to keep a close eye on it. At the moment, 
though there’s nothing further to report. 


Last one. You recently attended the GSM conference at 
Cannes. What's your take on this entire GSM versus CDMA 
thing. Which is the technology of the future? 

If you look at last year’s final quarter, and look at 
new additions to the network, GsM had 80 per cent and 
CDMA the balance. That’s the situation globally. But 
that’s not really the point. The technology is not the so- 
lution for what the consumer wants. It’s just an enabler. 
Any of the acronyms we have talked about here, none of 
them is important to the end-user. He wants ease of use. 
I do not think the access technology will dominate the 
discussion going forward. It does less so, already. E 





SPECIALFEATURE 


Business Families 
—— — —-of the East ——— 


В.К. | Bi | be office every day, following a punishing regimen beginning at 9.00 - 
Раба Г а, EE am and lasting a full seven hours till 4.00 pm. No wonder then that 
 B.K. Birla Group - Du every aspect of the diversified group that he heads carries the 
stamp of his remarkable personality. Says the elderly Birla about 
7 the changes in corporate culture he's seen, “Nowadays, people 
| don't care about who you аге. рки eae you 
end up being the loser yourself.” 

BKB, as he's affectionately called by admirers, is involved in 
the running of the nine educational institutions and eight cultural 
and social service organisations located in Kolkata. Writing about 
his love affair with the city, he recently said, “My father G.D. 
Birla, as also my son Aditya, started their business careers in 

- Kolkata. Our daughters, Jayashree and Manjushree, were born and 
educated here... So was our grandson Kumar Mangalam Birla.” 
Welcoming the recent pro-business tilt of the West Bengal gov- 
[THE FIRST THING THAT STRIKES YOU WHEN YOU ENTER THE ROOM ТО ernment, he says: “We've wasted 30 years during which nothing 
_ meet B.K. Birla is the man's humility. Still ramrod straight at 81, ^ happened. Now, industries are slowly coming back. We have to 
"ће „grand. з man of the Indian corporate world insists on attending таке conditions congenial for industry to flourish.” 


G.P. Goenka, 


Duncan Industries Ltd. 

T WAS HIS VALUE SYSTEM THAT HELD G.P. GOENKA BACK IN 

Kolkata. "There was every reason for me to leave," he 
confesses. "But," he adds, “ту value system gels with 
Kolkata's value system." It was the same value sys- 
tem that saw him join Duncan Industries (his flagship 
now) in 1959 as a trainee at a “princely salary of Rs 1,000 
per month." Though his father had by then acquired a 
majority stake in the company, he had retained the in- 
cumbent English chairman at the helm. Goenka re- 
members arriving at office once at 9.05 am, five minutes 
behind schedule. "| was ticked off in front of everyone 
for coming late,” he recalls. It taught the then young G.P. 
Goenka a valuable lesson in punctuality and discipline. 
But despite this, he's chalked out a different training 
schedule for son Shrivardhan. “I want to train my son in a system of man- “Іп fact, | try not to miss my golf when l'm not traveling,” he insists. 
agement and controls that will allow him to run a diversified business Like many industrialists, he's watching the industrial resurgence 
house such as ours,” he says. in West Bengal with more than a passing interest. "I wish there were 

Goenka is also widely known to a passionate art collector. Now, ће тоге people like the chief minister (Buddhadeb Bhattacharjee). | 

Says, his interest is imited to the Bengal school and works of artist — like his dynamism,” he says. "He's genuinely responsive... It's а pleas- 
Ganesh Pyne. Art's loss, however, is golf's gain. With a handicap of 16, иге dealing with him. I'm sure he'll be successful in putting Bengal back 
he plays the sport with the zeal of a new convert at least thrice a week. оп India's industrial map." 
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Sanjiv Goenka, 


RPG Enterprises 
p ANJIV GOENKA'S A DYED IN 
the wool Kolkatan. That's 
why he didn't move out of the 
city. "Just because everyone 
else was moving out, wasn't a 
good enough reason for me to 
follow suit. And the economic 
reasons for moving out were not strong enough to compensate for 
the emotional loss of leaving Kolkata," says the man who, at 27, 


S.K. Roy, 


Peerless 2 Finance а 
Investment CO. Ltd. 
[Е ҮЕ PAID OUT OVER RS 7,000 CRORE TO POLICY-HOLDERS AND 
haven't missed a single payment in over 70 years of exis- 
tence,” says S.K. Roy, Managing Director of the Rs 3,350-crore 





R. S. Agarwal а 
. Goenka 


Emami Group of Companies 
DID NOT HAVE THE MONEY TO MOVE TO ANOTHER CITY,” SAYS R.S. AGARWAL, 
Co-chairman of the Emami Group of Companies. “And Kolkata offers 
enough opportunities for small and medium enterprises.” In 1974, he and 
R.S. Goenka, best friends since Class III, floated Emami with a capital 
of Rs 20,000. “It was a huge risk,” recalls Agarwal. “I was giving up a se- 
cure life as the youngest president of Hindustan Gas.” 
Their first product, Emami talcum powder, proved a runaway suc- 
cess. By 1978, the brand was firmly -entrenched іп the consumer's psy- 
che. It led the market in vanishing creams and and was No. 2 in talcs. 


LFEATURE 





bought CESC in the face of skepticism from his legendary father 
and subsequently proceeded to banish the word 'load-shedding' 
from Kolkatans’ vocabulary. 

Goenka's current business obsession is retail. "As a youth, I'd 
wake up in the middle of the night and imagine myself standing in 
front of a massive retail store... and that store would be mine,” he says 
with a boyish enthusiasm belying his 45 years. In those dreams lay 
the genesis of the Giant retail chain. His other retail chain, Music 
World, is going great guns as well. 

What does he do after office hours —when he's not cooking, 
designing clothes for his wife or watching Hindi film? Pat comes the 
reply, “1 sit down with my daughter's homework.” 








Peerless General Finance and Invest 
шайна арн айһаз! 
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listening 
to Rabindra Sangeet, meeting ент тана 
time with holy men,” Roy informs. He's involved with so- 
cial and religious. organisations like Ramakrishna 





| Гез E ИА iic 
ing the turbulent seventies and eighties as 50 many 
other business leaders did, he says emph 

г “Because of our faith in West. Bengal—yeste 
and tomorrow." - 





That year, Agarwal and Goenka took over Himani and in 1983 launched 
Boroplus, which today enjoys a 65 per cent market share and accounts 
for a quarter of the Emami flagship's Rs 
350-crore turnover. 

What has kept the two promoter fam- 
ilies together for two generations? People 
management, says Agarwal, “R.S. Goenka 
and | are like brothers. Our children feel the 
same way too." Some basic, though un- 
written, rules also help. Neither Agarwal or 
Goenka speak to the press when the 
other is not present. Clearly, the old timers 
know a few things they don't teach those 
bright sparks at the IIMs. 
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Gautam Dey, 


nra 5 Medical Stores ut. Utd. 


E'S OBSESSIVELY RECLUSIVE AND PRESS SHY. YOU SEE HIS 
Т Tcompany’s products often enough in the print and the au- 
. dio-visual media. Keo-Karpin is a well-known brand in most parts 
- of the country. But Gautam Dey, Chairman and Managing 
Director of Dey's Medical Group, insists on remaining out of 
. public gaze. "That's been the family tradition and that's what 
-we're comfortable with," says the second-generation industrialist. 
222 Asked what made him dig іп and brave out the political rad- 
icalism that forced most of his contemporaries to down their 
. shutters and head for friendlier climes, he says, smiling: "Our 
-roots are here.” True enough. Those roots go back to 1941, 
_ when his father Bhupendranath Dey set up Dey's Medical Stores. 
. Inthe fifties, when global pharma company Pfizer came look- 
. ing for an all-India distributor for its blockbuster Terramycin, 
s Dey' s Medical landed the coveted job. By 1958, Dey had 
grown confident enough to start manufacturing a range of 
medicines and toiletries. Today, the Rs 125-crore group sells in 
several West Asian and South Asian countries like UAE, Saudi 
- Arabia, Sri Lanka and Bangladesh. That's quite extroverted mar- 
. keting presence for a group whose chairman turned down our 
. persistent pleas for a photo session. 





Karan Paul, 


Apeejay Group 





T'S NOT AS IF THE PAULS HAVE NEVER VENTURED OUT OF THE CITY. THEY'VE 
set up a national chain of hotels, maintain an office in London and own 
a home in Delhi. "But we've been in Kolkata for more than 50 years. We 
eel a high level of comfort doing business here," says Karan Paul, Head 
of the diversified Rs 400-crore Apeejay Group. Paul, who stays in 
Kolkata with uncle Jit Paul, looks after the group's financial services, 
shipping and tea interests. He finds the culture of frequent bandhs ir- 
ritating but is quick to add: "The work culture is improving. The nega- 
tive perception about Kolkata is much worse than the reality." 
Paul knows what he's talking about. The group grew at a scorching 
pace in the period 1999-2003—which was the first phase of exp- 
ansion under the younger generation of Pauls. And a lot of this growth 


came from Kolkata itself. Apeejay Finance Group has emerged as an 
important niche player in the car finance market in the eastern part of 
the country. He's had help doing all this. Sister Priya played a key role 
in expanding the brand presence of the Park Hotel chain to other parts 
of the country, while his other sister Priti looks after the group's ship- 
ping interests from London. "But the group's head office will remain in 
Kolkata," says Paul, adding with a twinkle in his eyes, "at least in the 
foreseeable future." 


Harsh Neotia, 


‘Ambuja Eastern Ltd. 





ARSH NEOTIA MADE HIS REPUTATION AS A BUILDER. BUT IN A 
world far removed from his own—in middle class drawing 
rooms, coffee shops and offices—he pulled off something that 
can only be described as a minor revolution: he changed and re- 
built the image of the businessman and made commerce re- 
spectable in Communist West Bengal. 

Neotia himself is very modest about this. “I didn't start out 

-wanting to be an ambassador for the business community. 

It's just that we responded in a particular manner to the situation 

. prevailing at the time. We did certain things with integrity and 

eamestness, hoping it would affect people the right way, and we 
were lucky the way things worked out," he says. 

A family friend leaving for Mumbai in 1983 gave him his 
break in the real estate sector. "I got to develop their property in 
Chowringhee Lane,” he says. It was a small six-and-a-half 
сойаһ plot. “Neither the family, nor |, had much experience in the 
business. But fortunately, things worked out and | gained the 
confidence to look ahead.” 

Similar projects followed in Kolkata, Patna and Dhanbad, but 
these did not give Neotia the scale to take his business big-time. 
“| wanted to do something big... something different,” he re- 
calls. Conclave, Fort Radisson, the Raichak farmhouses, the 
Udita-Udayan Condoville, Swabhumi and City Centre followed 
over the next decade. In the pipeline are projects in Rajarhat, 
Durgapur and Siliguri. These will give him ample scope to fulfil his 
dream of leaving his stamp on the city he loves so much. 
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WILL THIS PROVE ТО 
BE ‘INDIA’S CENTURY’? 
THAT, LADIES AND 
GENTLEMEN, WAS THE 
CORE ISSUE OF THE 
INDIA TODAY 
CONCLAVE 2004. 


пуч ANOHS ха знауноојона 


NDIA’S HABIT OF COUNTING, ANALYZING AND 
projecting centuries, by conventional wisdom, 
owes itself to cricket. But then, The India 
Today Conclave, held at Delhi’s Taj Palace 
Hotel on the March 12 and 13, is not about 
conventional wisdom. It is, rather, about pon- 
dering the questions others dare not. So here 
goes. Is this, the 21st, “India’s Century’? 

The time had never been more appropriate to discuss 
it, as the Editor-in-chief of India Today, Aroon Purie, 
made quite clear, before inviting India’s Prime Minister 
Atal Bihari Vajpayee to start the proceedings. 

For his part, Vajpayee preferred to envision an 
India just some years away: a developed India by 2020. 
His three-pronged strategy: promoting productive em- 
ployment in all sectors of the economy; enhancing 
employability of job-seekers through skill develop- 
ment; and strengthening social security schemes for 
those in the unorganised sector. All of it, he said, would 
bank on the ‘Law of Growth’. The conditions were well 
in place, he announced, with a characteristic flour- 
ish—as if to go with a roll of drums for a new dawn. 

Foreign Minister Yashwant Sinha spoke next—on 
India’s quest for global power, both hard and soft. 
Managing the global response was the issue. This could 
depend on whether India escapes a failure of political 
imagination, warned geo-politics expert Sunil Khilnani, 
serving a blunt reality check—before advising the coun- 
try to deploy its original wit, moral discipline and 
power of persuasion to bridge “conflicting interests” and, 
thus, redefine the essence of global greatness. 

With the hall sufficiently steamed up, Yale historian 
Paul Kennedy ran the Conclave through the relevance 
of steam—that half-seen natural-turned-manmade 
source of power—and free trade to Europe's over- 
throwing of South Asia as the world's great economic 
power some three centuries ago. Was a reversal in sight? 
No, not unless India came to grips with the ifs and buts. 

Anyhow, it was clear, the economy could not afford 
to let the country down again. To industrialiss Mukesh 
Ambani, India's success was mainly an issue of making the 
most of the country’s new “tryst with destiny". Exuding an 
urgent sense of must-do optimism, Ambani outlined a 
strategic plan to storm into the G-5 economies within a 
couple of decades. Services, energy and knowledge-era 
competencies, he said, could converge to deliver scorch- 
ing economic growth—so long as no opportunity is 
left untaken, be it healthcare, tourism, design, enter- 
tainment or any other expression of creativity. What's 
more, if West Asia was the energy base of the world, 
there was no reason India couldn't modernise agriculture 
to become the food base of the world— which would 
“entail an integrated, high-end, high investment, high- 
yield, resource-efficient model of farming". 
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Chief Economist of the IMF, Raghuram Rajan, was 
relatively cautious in his optimism. Given the strength 
of its institutions, he said, the country had underper- 
formed badly on most indicators so far. The good 
news was that most of India’s growth since 1980 had 
come from ‘total factor productivity’, and India was set 
for great things ahead. Provided, he cautioned, the 
country deals quickly enough with drags such as the fis- 
cal deficit. Beyond that, he advised, this is an opportune 
time to get reforms moving to ease constraints, attract 
greater investment and further incentivize growth, 
which has proven the best antidote to poverty. 

With the economy in boom and globalising, it 
ought to be just a matter of a few decades that India 
could boast of a hundred multinational companies. 
How could it be done? As of now, said Harvard B- 
school professor Tarun Khanna, “Indian companies can 
hardly be called global.” His three-part recommen- 
dation? “Leverage India’s unique strength, embrace 
your neighbours and borrow strategically." That's 
the way to go. “If capital is not available at home,” he 
advised, "tap into the deep capital markets of the 





H: SET THE CAT AMONG THE PIGEONS WHEN HE 
wrote a provocative article in the July-August 
issue of Foreign Policy entitled ‘It’s India Above 
China In The New World Order’. Tarun Khanna, 
Professor of Strategy at Harvard Business School, 
spoke to Ashish Gupta on that, and more. 


You have spoke of India overtaking China as a leading 
| power; why are you so optimistic? 
While the two countries had embarked on dif- | 
| ferent strategies of development and have | 
achieved different rates of growth, China has 
discouraged local entrepreneurship in favour of an 
FDI-dependent approach; India, on the other 
hand, has allowed free enterprise to thrive. In fact, 
there is much more private sector initiative in 
India—be it in advertising, publishing or NGOs. 
The real issue isn't where China and 
India are today, but where they 
will be tomorrow. 










Any major concerns, though? 
Many. For instance, how 
^ will India rein in the fiscal 
deficit? How will India disci- 
pline its political class? Also, 
" India remains over-regulated 
compared to other countries at 





its per capita income level. 
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"The objective conditions, including 
the international situation, have never 


been more conducive for this Law of 
|. Growth to operate with full power in the 
case of india” ——. 

- Atal Bihari Vajpayee 

- Prime Minister of India 


i E all matters of кошын poli- | 
- tics, the rise of India will depend not · 


just on India's actions, but also on how 
the rest of the world responds to this | 


г development.” 


Yashwant Sinha 
Minister of External Affairs - 


“The world is attracted by what 


Bangalore stands for, but repelled by 


. what Gujarat means." 
Sunil Khilnani 


Professor of Politics & Director of South Asian 


| States, dew Hopkins University 


- “А Goldman Sachs report says India 
. will be the third largest economy by - 

- 2050. But three challenges could put - 

_ the brakes: Kashmir, energy deficiency | 
“апі China as a competitor.” c 
_ Paul Kennedy 

| чы Professor and renowned historian 


“То become an intellectual hub, 


ме need a paradigm shift from - 


deriving the benefits of innovation Hm p 


driving innovation." 
Mukesh Ambani 
Chairman & Managing Director, RIL 


“We are risk averse and frightened 


to fail. We love our comfort 
zone. We have to be innovative 
and different.” 


Anand Mahindra 
-Vice-Chairman and MD, Mahindra & Mahindra | 


"In the days ahead, Indo-US relations. 
- will be like a Bollywood blockbuster. 
There will be twists and turns in the plot, 
but there is no doubt it will be a happily- 
ever-after result for both countries." 
-ColinPowell — | 
Secretary of State, USA 











A 40, HE IS THE YOUNGEST INDIVIDUAL TO BE 
IMF's chief economist. Raghuram Rajan's ma- 
jor works include the recent book Saving 
Capitalism from the Capitalists. Excerpts from an 
interview with Ashish Gupta. 


What is the major problem confronting US capitalism? 
The biggest problem with the US today is a sense 
of scepticism with the functioning of the capital 
market and with issues of corporate governance. 


How do you see the build-up of India's foreign ex- 
change reserves to nearly $108 billion? 

My belief is that India has accumulated more 
dollars than is necessary, and it is actually hurt- 
ing its growth prospects. It shows two things: that 
India is not buying enough from dif- 

ferent countries, and not enough 
investments are being made. 












What are your other concerns about 
India's progress? 

I am worried about the high fis- 
cal deficit, the meagre invest- 
ment both in physical infra- 
structure (power, ports and 
roads) and soft infrastructure 
(health and education). 








world. If talent is an issue, then learn to tap into the rest 
of the world." His last suggestion: leverage India's 
“under-utilised asset"—the diaspora. 

What the government could do, according to in- 
dustrialist Anand Mahindra, is provide a ‘Tropical 
Garden environment’. “The gardener should create the 
right kind of soil (conducive environment), ensure 
that there is adequate water (facilitating policies), rid 
it of the weeds (obstacles and bottlenecks) and then, 
move out of the way,” he suggested. The de-weeding 
could go from power supply, roads, ports and labour 
constraints to archaic strictures on mergers. Further, 
the quest for economies of scale requires common-mar- 
ket thinking, and it would help vastly if attitudes on this 
issue could be reshaped. 

You could say that again, one could almost hear US 
Secretary of State Colin Powell think to himself, as he 
addressed the Conclave via satellite—on Indo-US ties, 
with all the *twists and turns' in the plot. 

India's own governance story, according to 
Disinvesment and Communications Minister Arun 
Shourie, is about mass empowerment—enabled by 


“The real thing is not to think of 
reforming the system, but of hacking 
away the functions, to transfer function, 
power and legitimacy from State 
Structures to society.” 

Arun Shourie 

Union Minister of Disinvestment & Communications 


“It is not possible to build an Indian 
century if the reality of the two 
worlds—Iindia and Bharat—remains 
unchanged.” 

Deepak Nayyar 

Vice Chancellor, Delhi University 


“Let us not be diffident, | say this 
to politicians of our generation. 
Let us use our mandate to make 
a difference.” 

B. J. Panda 

Member of Parliament 


“We have to translate fault lines of 
conflict into silver lining of peace, 
change borders of hostility into bridges 
of trust and cooperation.” 

Mehbooba Mufti 

Vice-president, People's Democratic Party 


“The closing of the Indian mind 
is simply not compatible with 
the opening of the Indian economy.” 
Sonia Gandhi 


Congress President and the Leader of the Opposition 


in the Lok Sabha 


“Vulnerability tempts aggression. 


Economic strength is vital to 
national security. Economic growth 
will lead to military growth." 

8. Krishnaswamy 

Chief of Air Staff 


г “Ina unipolar world, better relations 
with the US will help both. The US 
is an 800-pound gorilla that has to 
be entertained.” 

Ashiey Tellis 

Sr Associate, Carnegie Endowment For 
international Paace 





Score check: Aroon Purie, Editor-in-chief, Inc 
Gen. Pervez Musharraf, President, eni (оп th 


the receding of the state as a big part of people’s lives. 
The state is no longer the growth engine, he held, 
but more of a facilitator for private enterprise. But 
let’s not get cynical about the state, said Delhi 
University’s Deepak Nayyar. “We have moved from a 
widespread belief prevalent in the 1950s that the state 
does nothing wrong to a strong conviction in the late 
1990s that the state can do nothing right,” he said, 
“Now, these are caricatures of perceptions.” 

Thankfully, change is the very word youth defines 
itself by—as made evident by young politicians B.J. 
Panda, who spoke on the need for youth-driven change, 
and Mehbooba Mufti, who made a plea for peace. 

Mutual understanding, be it the ongoing peace 
process with Pakistan or economic reforms, was also 
a theme played by Congress Chief Sonia Gandhi. 
She spoke of the national imperative to turn the 21st 
into another Indian century (the 20th already having 
been one in “many ways”). “Faster economic growth 
is essential,” she said, making a case for an open- 
minded Indian century, “but this growth must take 
place in an environment of social harmony, in an 
atmosphere of social cohesion.” 

If hard realism was an issue, S. Krishnaswamy, 
Chief of Air Staff, took it to an entirely different 
sphere, speaking on India’s defence preparedness. We 
need economic growth, he said, to gain military mus- 
cle. Defence expert Ashley Tellis made a frank case for 
allying with the US, given the unlikelihood of matching 
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‘Our soft power is ou шир 
| па costs to make knowledg 
to 


masses." 


its firepower anytime soon. “India should exploit the ex- 
isting world order," he advised. 

India's soft power, on the other hand, is within 
anatomical distance of the global big league—but 
deploying it effectively would require another literary 
revolution in the country, according Sonny Mehta of 
Alfred A. Knopf, a global publishing house. Aishwarya 
Rai, star of the recent releases Khakee and Chokher 
Bali, began with an acknowledgement of her presence 
as the film industry's “асе”, and spoke of the creative 
expressions of soft power that could be projected 
worldwide to India’s unique advantage. “1...1...” she 
appeared to hesitate—before exposing her soreness 
with the media's half-commital enthusiasm for 
Bollywood's dreams, and hoping two things of the au- 
dience: a pardon for her nerve, and a take-away of 
more than how good she looked. 

That was minutes before India's sensational last- 
ball cricket win in the Karachi one-dayer. And it was 
amidst this “good mood” that Pakistan's President 
General Pervez Musharraf addressed the Conclave live 
via satellite. The topic: ending half-a-century of Indo-Pak 
conflict. Yet, questions of where who stood became su- 
percharged as the Conclave's grand finale, the interac- 
tive session, began to see its jolly conviviality alternate 
with grim reality. And the challenge ahead. A dialogue 
that began with the K-city of cricket couldn't but veer its 
way to the K-state of Kashmir. May hard minds keep 
whirring for soft solutions. Ё 
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Information Technology has the power to give you the winning 
edge. Here’s how. BY ALOKESH BHATTACHARYYA 





N TODAY'S COMPETITIVE BUSINESS ENVIRONMENT, A COM- 
prehensive ir strategy is critical for the success of an 
enterprise. In fact, since the time of the mainframes, 
ir has been seen as an enabler of business. The 
benefits of ir were the greatest if all parts of the 
business were integrated into a single fabric—which 
allows quicker access to information, easier inter-com- 
munication and faster time to market. ir allows any en- 
terprise to become more intelligent about its customer 
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needs, which in turn allows it to align its supply chain to 
deliver requisite solutions. In an increasingly competitive 
market place, a comprehensive ir solution that inte- 
grates the entire network into a seamless, redundant 
and secure network is a competitive edge. 


Whar You Ger 
Such a comprehensive ir strategy can deliver a host of 
benefits to companies. In fact, its benefits can be felt 





c Тһе intent of ihis study was 
) erstand the impact on operating 


| nology investments—specifically ; as a | 
- result of enterprises networking their 
' usines processes. · 


Interestingly, Net Impact 2003 
found that while every networked or- — 
janisation enables productivity i ina 
unique wa there are common factors and approaches 
| | isiness outcomes. Here are the pri- 


tions that networked organisations have taken that 


ncreased their productivity the most: 
ing in network equipment ata level of sophisti- 


ation beyond the minimum necessary to plemenih en. 


se wide applications. 
opting Internet business applica- 
t automate business proces- | 
Ses of ey corporate functions. 
ning business processes with 
mology by re-engine 


_ productivity increase is far greater. S 
‚ And, as a result, networked organi- 
sations are achieving greater returns 


on their investments by balancing 


their investments in network infra- 


structure, Internet business applica- 

tions, and business processes to max- 

ise the desired business outcomes. 
Also; organisations that: 


| the Podany хі enterprises den dig 
_ isolated Internet business solutions. 

Net impact 2003 discovered that 
organisations following these best prac- 
tices in their customer service and 
support operations experienced, on 
average, greater productivity than their 
peers in each of the following areas: 
• 20 per cent increase in customer 
satisfactior 

#151020 per cent increase in self 
service cases; and 
€25 to 25 per cent decrease in cus- 
tomer 2 operating costs. 

This is just one metric that proves 
that network enabled businesses can 
realise impressive gains in time, effi- 
ciency; effectiveness--and even bot- 


 tom-line авт financial metrics. 


On the whole, the Net Impact case study has proven 
that enterprises that invested in creating a networked 


- business see: 


e Over 20 per cent decrease in annual operating costs; 
e 25 per cent more cases resolved per month; 


ATEGISE YOUR NETWORK 
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INCREASING PRODUCTIVITY 


e More than 30 per cent decrease in average cost per 
case resolution; and 
e Up to 25 per cent increase in customer satisfaction. 


Your STRATEGY 

There are several ir tools that you can use to help drive 
“business transformation arid productivity. As mentioned 
. earlier, the Net Impact 2003 thesis is that enterprises that 
-.: use Internet business applications, have sophisticated net- 
_ work and technology infrastructures, and that align busi- 
| ness processes with their technol ogy-enabled capabilities 
| will see greater operating outcomes than organisations 
that do not undertake these actions. ; 
-.. Asa result, organisations are achieving greater returns 
on their investments and enhancing productivity by: 
Coordinating investments in net- Е 
. work infrastructure, Internet busi- 

- ness applications and business 

- processes to maximise desired busi- 

= Ress outcomes. 
• Deploying formal measurement 

ystems to track and improve oper- - 

па! performance. 


pi tions that act as vehicles for infor- 


. mation distribution. But sophisti- 
gated networks are also substantial 


contributors to increased producti- 
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vity. As such, having а coherent net- 
Work strategy is critical for an orga- 
nisation. Advanced technologies such as 
iP telephony, wireless networking, and 


integrated network security work on iP- 
based converged networks. And enter- - 
yríses can expect to reap rich benefits 
from each. For instance, Nirv 
Business Sol utions (NBS), а Ban alor 


| lephony deployment in a bi 

chose Network Soluti ions and Cisco 

Systems for deploying ІР telephony at 

its facility. Before setting up its ir in- 

frastructure, мв had the choice of 
adopting том or iP for its telephone system. After thor- 
oughly evaluating both the technologies it went in for the 
latter and has started reaping the benefits of ans de- 
ployment іп a short span of times: 

Six months later, Nes has Started reaping benefits from 
the implementation. “All the assumptions that we had 
made before the implementation have proved correct, we 
are very satisfied with the quality of voice, which is ex- 
tremely good," says M.S. Rangaraj, Chief Technology 
Officer of Nirvana Business Solutions. 

Since the system is Web- enabled, the company's 
clients аге able to track calls being processed by NBs on a 
regular basis; leading to greater customer satisfaction 
levels. NBS has been successful in leveraging the scalabil- 
ity factor of the ІР telephony. network. It started off with 150 


New NETWORKING PARADIGMS 





| sp phones. It is now in the process of doubling its network ИИИ тна нутро 
B by vais another 180, going | live in a Wi M 


“But ІР telephony i is dd the only paradigm that can de- 
liver value. Қалы ыы networks Roney voit 


я га security blanket over their network. However,.2 mülti-v 
" "Пру, and on (лед deli very {0 tite пы e dor environment. meant increase in management a 
| Su manpower overheads and would in turn increase coi 


Of course, building a network теа 
you leave yourself open to breaches 
unauthorised people, which bring 

_ the matter of network security in 
estion. Companies usually perceive 
Sec rity as an пе ан Mecum 


in term: v: total cost of тж 
- functional depth and efficiency, and 


ease of management. However, net- 


work security i is an imperative for en- 
E terprises today. Therefore, though 


rity is a big concern, keeping. oper- 


еп this, vendors are wor 


rk security mechanisms that 


ег optimal price performance for 


stment. The most significant trend- 


n this Space is the move towards 
"integrated security solutions". 
Enterprises earlier implemented 


solutions from multiple vendors and: 


.. . based on multiple standards to create 


xity. An integrated security sol шіп 


takes care of this Concern. 


шу amt idus sk of т 22 
Ani integrated solut n enables ай 


-ments—and scale alus as requi re 


ments scale up. Further, it allows enter- 
; pri ises to invest into 4 comprehensi | 


backed by a sensible Ж. 


business-led ir strategy and adequate 
security, сап go a long way to drive | 


гап organisation to greater success, . 
and help. it stay competiti vein the 


Лођа! marketplace. 8i 
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perations simultaneously in India and Burma. ІОВ has 





India and five overseas Branches, handling a business of 
мег Rs.58000 Crore. The pace of growth has чөе 





ities present in the Bank like its Branch network, 
| technology and highly committed staff. He 













He (evived gi ae ` potential 
unication, comfort and creation of a conducive 
orking environment. With able support of Top 
Management, he resorted 10. corporate re-engineering in 
several areas, putting the Bank on a high growth trajectory. 
















ions іп all cadres of staff in quick succession in due. 

ition of their performance. Тһе field level 

ionaries are adequately empowered to take judicious 
cial decisions and are assured that their bonafide 

be protected. Consequently, the staff have 

] their potential, excelling in productivity апа. 
yaar ‘after year. 
















hich: were progressively rolled over at lower 
Aggressive campaign. for mobilisation ot low cost 






conce t of Any Branch Banking among Publi ic васы 






= covering 101 centres. It's a matter of great pride that all. 
< banking applications have been fully developed in-house 

гапа the Computer Policy and Planning Department. is 
ecredited with ISO 9001:2000 standards. Today, the Bank 








СМО Shri S.C.Gupta has ensured at every stage that 
echnological upgradation is effectively leveraged for 


Пфап Overseas Bank, founded in 1937 began its 


t. Exploiting Retail Markets 


by receivables, medical 


the last four years from Rs.40 Crore in March 2000 to 


2:30 43.5196 in current year. 
is premium of Rs.14/- per share met with overwhelming 


i 11 38% in December 2003. The active rallying of the scrip 





FS The Bank has declared an Interim Dividend of 12% in the 
3 current year. 

. Today, this facility is available іп 370 Branches . | 
achievement is a result of continuously anticipating 
customer needs and constantly evaluating our working style 










range of delivery channels including Internet Banking. · 


. challenges of globalisation. 


business growth. All the Branches | 
and Extension Counters of the 
Bank are computerised and there 
are 150 ATMs today. 









Enhancing Overseas 
Presence 

Enthused by the emerging | 
potential in overseas markets, ІОВ 
is also. actively exploring. the 
opportunities. to expand its 
overseas presence in Middle East, Malaysia and Canada. 
Its second Branch in Singapore will be operational shortly. 
Ail the overseas Branches are earning profits. 








Mr. S.C. Gupta, CMD 













The Bank's retail products for housing, vehicles, rent 
practitioners, traders eic, are 
customer-centric targeting different niche segments. The 
Bank is repositioning its retail loan market by increasing its 
focus in semi-urban and commercial towns with its network 
of Branches. 









Crossing Several Milestones 
.. The Bank's strategic initiatives in critical areas have 
certainly paid off. The Net Profit increased over 10 times in 







Нв.435 Crore in December 2003. IOB's growth rate in 
advances has been above the system's, consistent! y during 
the last four years. Resource deployment was carefully 
done with focus on quality, liquidity and yield. A vibrant and 
dynamic asset-lability management monitors the cost of 
funds and Yield on Advances / Investments. This is evident 
by the rising Net Interest Margin, which breached 3% mark 
in March 2001 to reach a level of 3.50% in December 2003. 
The rising operating efficiency was reflected in the Bank's 
cost-income ratio. From 80% in 1999-2000, it came down 













_ The Bank's second public issue, which was priced at a 







response in September 2003. Capital Adequacy Ratio is at 







cts the investor confidence and they have been richly 
arded by handsome dividends and capital appreciation. 







_ According to the Chairman, this truly remarkable 







and lending strategies. The Bank's success stems from the 
loyal foundation of trust built by its stakeholders and. the 
employees with their formidable "can do" spint.. Тһе Bank 
is Well poised to scale greater heights and meet the 













еп corporate Goliaths are des into: 2. 
' market wars, preparedness is the key. In the face of- 


a challenge, not-even the biggest and financially 


-stron gest companies can afford to ‘bank upon the presumption. | 


hat their reputation will see them through. They would be 


sittin ducks without the concerted. s services of an efficient, т 


һе other end of the spacteuli > ыи мыш ап 
о the с country 8 corporate workforce would, іп. turn, 


‘facts and ‘cold statistics if they weren't t armed with degrees 
of distinction’ from top-quality business ‘Management 
institutes. | 


| | groom the nation's future pool of corporate managers to be 
- the very "highest pedigree in. terms of curricula, faculty a 
cademia-industry interface. Por both the health. of the 


‘institutes guided by the best methodi and practices can train: 
and equip the corporate warriors of the future with the power 
and thé will to succeed in à fiercely competitive: busines 


em ironment. These institutes can hone the innate acumen о 
aspiring managers, acquaint them with: the challenges that lie 
ahead. and instill in them. the confidence and equanimity 
required either tide Over a crisi or build on a a position of 
strength. | : | HU 

; Also. germane. to any business management educatio 


| process is the constant fostering of the right moral: values and : 
| human principles even. as students are taught how (0 pur i 
"clear-cut. career goals, thi 


B-schools that recognize and шін 


It is absolutely imperative, therefore, for B- schools that E 


orporate . outfits. аѕ well as the qualitative advancement of 1 | 


heir manpower. hinges on how effectively and quickly B- 
сћоој | айар! to the changing requirements as much of the 
tudents as of the industrial recruiters... 


Тһе principal challenge that confronts the & сараны of Indian | i il 


industry at the present juncture is the sustenance of the current - 
1 buoyancy of their businesses and, by extension, of the natio ral | 
есопоту. But, as has been emphasised times without number, no : 


matter how well oiled and comfortably ensconced a corporat 


t-up might be, that task would be virtually impossible: 1 


accomplish without the continuing contribution | ; 
of a band of bright. young managers — 95 
capable с of grasping the nuances aaa 


‘That is the reason why 
quality B-schools are so cruciat, 
‘to. the stability: of the ^. 
nations economy. Оту -p 





economic reforms. А sizeable slice of the credit for that happy 
development on the indus 


= country Т les | 
Uu acknowledged | the 


solid foundation and a. sense 

of empowerment before. 
"they step out. into. the 
mporate arena, — — 
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functional areas of Manageme! i (Equivalent to MBA Degree granted by Association of Indian Universities ) 
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Engineering 
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2 years of work experience 
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MASTERS IN INTERNATIONAL BUSINESS 
Affiliated to C.C.S University, Meerut 
Eligibility: Graduation with 4596 Marks 
BACHELOR OF BUSINESS ADMINISTRATION 
Affiliated to C.C.S University, Meerut 
Eligibility: 10+2 


BACHELOR OF COMPUTER APPLICATION 
Affiliated to C.C.S University, Meerut 
Eligibility: 10--2 with Maths at 10th level 


BACHELOR OF SCIENCE (BIO-TECHNOLOGY) 
Affiliated to C.C.S University, Meerut 
Eligibility: 10--2 with Biology 


BACHELOR OF SCIENCE (MICROBIOLOGY) 
Affiliated to C.C.S University, Meerut 
Eligibility: 10--2 with Biology & English with 5596 Marks 





Offers following 4 year B. | n Degree Courses in 





To apply : Application forms nbe obtained from Institute's counter as per rules & regulations of different courses 


INC 
INS 


Lal Quan, G.T. Road Ghaziabad - 201019 N-H 24, Adhyatmik Nagar, Ghaziabad- 201018 


, National Capital Region, INDIA Ph. : 0120- 2769235, 2769662; Fax: 0120-2769235 
Ph. : 0120 -2866033/35/38/39 Fax: 2866034 E-mail: imsec gzb yahoo.com 
E-mail : ims Q del2.vsnl.net.in; URL: ims-ghaziabad.ac.in Web site: www.ims-ghaziabad.ac.in, www.imsec.net 





IMS Ghaziabad does пої have апу branch іп the country 





World-class education 


B-schools have || 
mushroomed in India during the | БІ 
last decade in the wake of ЕЦ 
globalisation and liberalisation. 27 
Quality has often been а p pK. Bharadwaj 
casualty in the mad rush. At (Director) 

IMS Ghaziabad, however, the emphasis is squarely 
on world-class management education. 

Management is a multidisciplinary field, which 
calls for an active industry-academia interface. Dr R K 
Bharadwaj, Director, IMS Ghaziabad, holds that 
professional management is vital for the Indian 
economy. "The sharing of resources, experience, 
knowledge and diverse cultures of industry on the one 
hand and academia on the other can be a boon for 
both, leading to overall industrial and economic 
growth." 

Most curricula tend to be too academic, lack 
practical exposure and often the theoretical expertise 
is also obsolete. Dr. Bharadwaj asserts: "Most B- 
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schools are not very entrepreneurial in their thinking 
and even the best curriculum cannot be a substitute 
for practical exposure." 

While a good faculty from the industry provides a 
sound practical exposure, the core faculty needs to 
be equally skilled. A judicious mix of the two can be 
the right approach. 

From being a technically backward country, India 
is moving towards being at par with the rest of the 
world. This transition phase has thrown up many 
challenges and opportunities, which need to be 
exploited and managed to restructure the education 
system in general and management education in 
particular. 

IMS Group of Institutions is promoted by a group 
of prominent industrialists, noted academicians, well 
known philanthropists and dedicated social workers 
to impart value-based education in the field of 
Business Management, International Business, 
Tourism Management, Engineering Science, 
Computer Science and Bio-Sciences. Over the years, 
IMS has evolved into an institution of repute and 
remains among the very best corporate-promoted 
professional schools in the country. 





Committed to excellence 


In a span of eight years, Shiva 
Institute of Management Studies x 
(SIMS), situated in Ghaziabad, has сс т 
been able to attain academic (Director) 
excellence. It has grown from a small building into a 
five-acre campus with state-of-the-art infrastructural 
facilities. SIMS has been garnering laurels for its 
holistic growth in terms of human resources, 
intellectual resources, corporate interface and 
technology resources. 

SIMS offers PGDBM programme approved by 
AICTE and undergraduate courses - BBA, BCA and 
B.Ed., a professional course affiliated to Dr. B. R. 
Ambedkar University, Agra and Ch. Charan Singh 
University, Meerut. 

The USP of SIMS is its quality interaction with 
industry and the will to adapt to the changing needs of 
the market, which is reflected in the course structure 
and in the performance of its management graduates. 
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According to Prof. Shefali Gautam, Director, SIMS, 
execution of actions at the required and desired pace 
is what is excellence all about. The institute is able to 
define and design the needs of the market place and 
link it with the talent within the students, which speaks 
volumes of SIMS's educational philosophy. 

According to Dr. N. Gautam, Head, Academics, 
the force behind training and placements, the demand 
for new age managers is on the rise and SIMS caters 
to this ever- increasing demand. Besides summer 
placements, SIMS has to entertain inter-placement 
requirements round the year. SIMS also believes in 
360-degree appraisals wherein students are 
evaluated on their performance throughout the year. 

Apart from the personality development 
programme, SIMS invites experts from myriad 
verticals for continuous interaction with the students. 
SIMS is introducing foreign language proficiency 
programmes from the current session, along with 
transcendental meditation & Yoga to counter the 
corporate stress. The fundamental philosophy 
definitely is to create good managers, but above all, 
good human beings. 


i eee 


“ At SIMS each individual is imbibed with the values of scaling great 
heights blended with power of diligence, commitment, involvement, self-respect and 
discipline. They are units of excellence.” 


(Ranked чн ТОР 100 B-Schools of India) 
(As per India Today 16" Feb. 2004) 


ADMISSION NOTIFICATION 2004 


9" Batch of PGDBM (MBA) Program 


(Approved by AICTE, New Delhi) 
ELIGIBILITY : Graduation from UGC recognized University (any discipline) 


ADMISSION PROCEDURE : Admissions through AIMA-MAT May, 2004 Examination 
The cost of SIMS's Prospectus is Rs. 400/- in cash or Rs.450/- by DD favoring SIMS, payable at 
Ghaziabad. You can also register at our Website:www.shivaims.com 
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For more details write to CHAIRMAN- ADMISSIONS 


SHIVA INSTITUTE OF MANAGEMENT STUDIES 


364-365 Pandav Nagar Industrial Area, NH-24 Near Rezapur Railway Crossing, 
Ghaziabad.- 201005 Tel: 0120-2703521/2702866/ 2702412 FAX : 0120-2700193 
E-mail: shivaims@sancharnet.in 
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D SALE 


Presenting the BT-MutualFundsIndia.com scorecard for a month that has been 


HAT OIL COULD AND WOULD SET INDIAN 

capital market aflame was a foregone 

conclusion. Be it ONGC or GAIL, the hyd- 

rocarbon PSU public offer season has been 

a season like none other for the Indian 
markets. The size and significance of the govern- 
ment's move shall remain under discussion. But for 
now, the million dollar question is *where's the mar- 
ket heading'? Well, looks like anybody's guess. After 
a volatile January, the markets started the new month 
on a positive note, and before anyone realised what 
had changed, the indices took a reversal trend and 
ended flat—at roughly the previous month's closing 
level. Had the “feel good factor" been put on hold? 
The dithering, as it turned out, was on account of the 
large number of primary issues headed the market's 
way, apart from the upcoming elections. While po- 
litical developments are always known to influence 
Indian stockmarkets, the launch of primary issues 
diverted much attention, adversely affecting the liq- 
uidity of some of the scrips. The index heavyweights, 
in particular, have witnessed a major decline in trad- 
ing volumes. The impact was all the more since Indian 
markets lack the depth seen in developed markets that 
have long term equity players such as pension funds 
and other large contrarian investors. 


Scenario Planning 


. But make no mistake. The psu counters are already 


back in favour, as the ONGC, GAIL, PTC and other PsU 
issues received an overwhelming response from in- 
vestors. What's more, investors in PSU stocks piled up 
huge returns during the first week of March. 
Moreover, fundamentally, there are no negative sig- 
nals that could have caused an adverse market reac- 
tion. This, together with the fact of primary issues hav- 
ing already discounted by the market, could see ma- 
jor action once elections are over. 

The broadbased 30-stock benchmark of the Bombay 
Stock Exchange, BsE Sensex, and the National Stock 
Exchange's s&P Nifty, both lost half a per cent each over 
February. The sectoral indices saw a relatively higher 


UMESH GOSWAMI 





Setting the market aflame: The ONGC offer proved a point 
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fall, and the major loser was the B8E Consumer Durables 
Index, which lost close to 9 per cent, followed by 
the BsE IT index, which shed 3.5 per cent. 

Mutual funds were bearish during February, and af- 
ter continuous positive net inflows in equities for 
three consecutive from November to January, they were 
net sellers during the month. Mutual funds pulled 
out over Rs 500 crore from the equity market in 
February. The inflows in mutual funds have also decli- 
ned during the month, and the redemptions were 
also high-—especially from corporates and banks that 
are known to sell their mutual fund holdings in 
February-March to book income as the financial year 
comes to an end. The net inflows from Fils, on the other 
hand, stood at a reassuring Rs 2,400 crore. 


Diversified Equity Funds 

The diversified equity funds saw a mixed trend during 
the month. Though 50 of the 69 schemes considered 
by this survey posted positive returns, the gains were 
marginal. Kotak 30, whose NAV appreciated by 5.25 per 
cent during the month, posted the top gains. The 
fund, with close to 77 per cent of its corpus in equities, 
had a relatively diversified portfolio. The gains have 
mainly come from Maruti Udyog, BHEL, Siemens and 
Bharti Tele-Ventures. Tata Pure Equity Fund and 
Tata Equity Opportunities Fund have clocked in at sec- 
ond and third spots, respectively. Their exposure to 
Maruti Udyog, Hero Honda, ITC and Bharti have 
helped post gains. The latter also had exposure to 
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Diversified Equity Schemes Absolute Return (94) 
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For month ending February 29, 2004. 


Mahindra & Mahindra (M&M), which has posted 


huge gains of over 13 per cent during the month. 
Franklin India Growth Fund and Deutsche Alpha 
Equity Fund are the other two schemes which have fig- 
ured in the top 5. 


Balanced Schemes 

In the balanced category, Kotak Balanced Fund has 
topped the ranking table with absolute returns of 3.01 
per cent. The fund's performance could be mainly at- 
tributed to its heavy bets on Siemens, IPCA Laborato- 
ries, ТСО, BHEL and Balrampur Ghini Mills, which con- 
stituted almost 25 per cent of the scheme's corpus. 581 
Magnum Balanced Fund also posted decent returns, to 
finish second. Pantaloon Retail, Maruti Udyog, BHEL and 
ITC were the main contributors to its performance. 
Canganga, which is ranked third, had reduced its eq- 
uities' exposure to about 74 per cent from its previous 
month's exposure of 83 per cent. ING Vysya Balanced 
Fund is fourth, while PNB Balanced Fund, with close to 
three quarters of its corpus in equities, managed to find 
place in the top 5. 


Sectoral Schemes 
The sectoral equity schemes have faired poorly, com- 


. pared to their diversified equity counterparts, and this 


is mainly because of the poor performance of the ma- 
jor sectors. Of the 30 sectoral schemes analysed, only 
11 managed to post gains. 

Tata Life Sciences & Technology Fund, with heavy 
bets on stocks like Divi's Labs, Lupin and Matrix 
Labs, has delivered the highest return in the cate- 
gory, while sgi Magnum Sector Umbrella—Pharma | 
Fund is second-placed. While the former delivered re- 
turns of 7.30 per cent, the latter managed to post 
6.13 рег cent gains. Alliance Buy India Fund, 581 
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Sectoral Schemes Absolute Return (%) 


First India Tax Gain 





Magnum Contra Fund and Kotak MNC have also 
faired well in February. 


ELSS Schemes | 

Among tax savings schemes, Alliance Capital Tax 
Relief 96 has emerged as the best performer with return 
in excess of 6 per cent. The fund has mainly benefited 
from its heavy exposure to Divi’s Laboratories, Jammu 
& Kashmir Bank and Cadila Healthcare. Tata Tax 
Savings Fund, which had a major portion of its portfolio 
invested in auto and pharma sectors, has been ranked 
second. Franklin India Taxshield, First India Taxgain 
and Birla Equity Plan have also posted good returns, 
which puts them among the top five funds. 


Debt And Gilt Funds 

The sentiment in the Indian bond market remained 
bearish—which has resulted іп the poor performance 
of long-term debt and gilt funds. The majority of debt 
funds have seen an erosion in their NAVs over February. 
At the beginning of the month, bond prices were 
somewhat buoyant on account of some positive anno- 
uncements in the Interim Budget for 2004-05 on the fis- 
cal deficit front and the next year’s borrowing program, 
but as the month progressed, the sentiment turned 
bearish on account of rising inflation. 


Outlook, Post 3-11 

The current uncertainty, 3-11 and all, i in i the: markets 
should not worry long-term investors unduly. The 
country's strong economic fundamentals and the cor- 


„рате sector’s positive quarterly results are reason 


»ugh for the markets to advance further in the 
medium to long run. Debt fund investors, however, 
need to be patient, and should expect a degree of 
short-term volatility in debt markets. = W- 
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The big ticket: IDRs will allow global blue chip corporations to tap Indian capital 





Globe Gazing 
From India 


World-class stocks but on Indian bourses? Indian depository receipts (IDRs) 
may just make that a possibility. Read on. ву SHILPA NAYAK 


GENUINELY GLOBAL COMPANY, 

business wonks argue, is 

not just one that has 

most revenues from mar- 

kets outside the home consump- 

tion market, but one that also has 

most of its shareholders residing 

outside the home capital market. 

Ask if there exist any such firms, and 

you'll have ‘global’ СЕО after red- 

faced СЕО clearing his throat in the 
hope of a quick change in topic. 

Tough luck for them. For it 


would indeed be a strange sort of 
global company that leaves out a 
sixth of the world's potential inve- 
stors. Face it: a global company 
should be globally owned. With 
the recent announcement made by 
the Department of Company 
Affairs (DCA), it is no longer India's 
own exclusionist policies that are 
preventing shareholder globalisa- 
tion from going the way it ought 
to—towards a global spread—as 
the new century progresses. 


The Invitation 

From one perspective, the issue is 
one of granting resident Indians 
access to shares in companies 
incorporated and listed for public 
trading on stockmarkets overseas. 
From another, it's one of allowing 
foreign companies direct access to 
Indian capital. 

Barely a month ago, the Reserve 
Bank of India (RBI) loosened its for- 
eign exchange regulations to let 
each Indian investor buy foreign 
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shares of а sum no more than 
$25,000 (Rs 1,15,000) per year. 
'That granted Indians more invest- 
ment freedom. Now, the РСА has 
actually invited foreign firms to 
raise capital in India. It has allowed 
corporate entities across the globe to 
float Indian Depository Receipts 
- (IDRs) on Indian bourses. 
222 As the term suggests, an IDR is a 
‘security issued by a company inco- 
 rporated abroad to an Indian inve- 


222 stor, granting him exposure to a 
foreign asset—typically, an equity. - 


ваге if it's a one-to-one receipt. 
“Тһе 1pR can, of course, be traded іп 
the Indian secondary market, in 
rupees. Now, this security’s value is 
‘mapped’ one-to-one to the under- 
lying share’s value, not just for mar- 
ket trading purposes, but also in 
terms of the returns and risks. You 
get the rupee-equivalent dividends, 
and you risk as much as any investor 
in the original share abroad. 
с Which firms сап issue IDRs? Ву 
the eligibility criteria, the issuing 
company has to have a pre-issue 
< paid up capital of $100 million (Rs 
460 crore) and average revenue of 
$500 million (Rs 2,300 crore) for 
three financial years prior to the issue. 
~ It should have made profits and de- 
< clared dividends of at least 10 per 
‚ cent for five years preceding 


ће issue. The procedure 


also requires that the 
repatriation of IDR issue 
proceeds be subject to 
the country's foreign 

- exchange laws. The 

г ruling also restricts IDRs 
from being converted 
into underlying equity 
. shares for at least a year from 

_ фе date of issue. Also, ап IDR issue in 
a fiscal year will not be allowed to 
cross 15 per cent of the issuing com- 
pany's net worth. 

Who can invest.in IDRs? Res- 
ident Indians, firms incorporated in 
India and also Fits, apart from NRIs, 
foreign nationals resident or emp- 
„дува in India, subsidiaries of global 


120 BUSINESS TODAY APRIL 11 2004 


IDRs will prove a 
good bet for ММС5 
with exposure to 

India as a hedge 
against currency risk 


Тһаї Regulatory Maze 




































































corporations and foreign funds reg- 
istered in India. Not, however, for- 


eign venture capital investors and : 


venture capital funds. 


Happy Or Confused? 
Indian investors seem both happy 
and confused by the invitation. 
Happy, because it implies a wider 
investment choice. Confused, bec- 
ause it's not clear whether the move 
makes any substantive dif- 
ference. Are worthy 
foreign firms ready to 
issue IDRs? Can one 
really hope to mirror 
Warren Buffett’s wo- 
nder portfolio? “The 
existing good foreign 
companies listed on 
bourses have either got 
themselves delisted or are 
wanting to be delisted from the 
exchanges,” argues Manish Shah, 
Head, Retail and Internet Busi- 
nesses, Motilal Oswal Securities, 
“why, then, would these compa- 


nies tap Indian markets through. 


the IDR route?” ` 
And it’s only the bluest of chips 
Indian retail investors should risk at 





this stage, advises Gaurang Mehta, 
Head, Investment Banking, ILFS 
Investsmart. And for that, mutual 
funds may still be the best route. 
“When you buy a fund,” says Rajat 
Jain, clo, Principal Mutual Fund, 
which was the first out with a for- 
eign portfolio fund after RBI’s 
$25,000 bonanza, “you get a port- 
folio of such stocks, thus. diversi- 
fying your risk while getting the 
right.equity exposure.”  . 

. Would Microsoft, 18M, The | 
Coca-Cola Company et al ever issue 
IDRs? According to Anup Bagchi, 
сво, ICICI Direct, there are two 
types of companies that are likely to: 
foreign companies with operational 
exposure to India and liability in 
dollars, and foreign companies with 
Indian promoters. “For the former, . 
it would be a good bet as a hedge 
against the currency. risk,” he elabor- 
ates, “and for the latter, they would 
get exposure to India at a sively 
low compliance cost.” 

There's yet another: reason blue 
chips might issue idrs—to advertise 
themselves as real promoters of glob- | 
alisation, rather than ‘Coca-Coloni- 
sation’ of global consumption. W 
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Personal loans are yours for the 
asking. But are they a sensible 
option? ву SHILPA NAYAK 


. Wish 








Fulfilment 


years has ensured an ample supply of credit to 

the public at large, encouraging lots of people to 
go for home and car loans. But loans for ‘personal’ pur- 
poses? Unsecured disbursements of cash to do anything 
you like? Those sort are readily available too, and 
consumers are often at a loss on what to make of 
them. Are such loans worth taking? 

Personal loans granted by banks are typically for 
short periods, with annual interest rates ranging from 
14-to-16 per cent—which is expensive compared to 
other loans, since these have no collateral for the bank 
to claim in case of default. The attractive part, however, 
is that these loans are still cheaper than what you pay 
on the rolling facility of a credit card (some 36 per cent). 
Moreover, personal loans can replace plastic usage to 
an extent. “The flexibility is, in fact, the biggest unique 


To HALVING OF INTEREST RATES OVER JUST TWO 


Typical Uses And Repayment Periods 
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selling proposition (UsP) of a personal loan,” says S. 
Ramakrishnan, Head, Retail Assets, HDFC Bank. “А 
borrower is free to decide the end use of the money bor- 
rowed, whether it is a holiday or music system or 
piece of furniture." Though loan-seekers for stock 
speculation are dissuaded by banks, those seeking to 
bridge a momentary shortfall in finances are welcome. 
Young couples, for example, feathering their nests. 

If it’s a consumer durable you're eyeing, though, do 
check if a low-interest loan is already being offered by 
some agent keen to push his wares—that may well be 
cheaper. Bear in mind, though, that there is really no 
such thing as a ‘zero-interest’ loan; it's mainly trick 
packaging (and not banking generosity). 

What else are people using the facility for? Some, 
according to Gaurang Shah, Head, Retail Assets, Kotak 
Mahindra Bank, are using personal loans to lighten their 
credit card burden. House buyers are using personal 
loans as a margin-bridging device: to cough up the 15- 
per cent they must put down for a home loan. 

Of course, there could be myriad other uses. A 
doctor, for example, could take a personal loan to 
part-fund a clinic. Or a distributor could stock himself 
up for some advantage to be gained later on. 

The banks, however, are most comfortable exten- 
ding personal loans to salaried people. For most of 
them, the best use of a personal loan could simply be for 
a vacation—that badly needed dream holiday that 
keeps getting put off for lack of ready cash. Got some 
nice Mediterranean island in mind? 


bt global ideas 


Viral 
Marketing 


| ADMIT IT. THE TERM ‘VIRAL 
Sony Ericsson marketing’ is offensive. Call 

yourself a Viral Marketer and 
people will take two steps back. | 
would. ‘Do they have a vaccine 
for that yet?’ you wonder. A sin- 
ister thing, the simple virus is 
fraught with doom, not quite dead 
yet not fully alive, it exists in that 
nether genre somewhere between 
disaster movies and horror flicks. 
But you have to admire the virus. 
He has a way of living in secrecy 
until he is so numerous that he 
wins by sheer weight of num- 
bers. He piggybacks on other 
hosts and uses their resources to 
increase his tribe. And in the 
right environment, he grows ex- 
ponentially. A virus doesn’t even 
have to mate—he just replicates, 
again and again with geometri- 
cally increasing power, doubling 
with each iteration.” 

Hand it to him—he had you 
reading, right? It’s Ralph Wilson. 
He wrote all that one for the online journal Web Marketing Today. 18 
it copyright protected? It had better not be, because it's a virus in itself—and 
Wilson will presumably be pleased at how infectious his words are. 

Viral marketing, if it's not already clear, refers to the individual-to-in- 
dividual transmission of a message, with the capacity to spread so expo- 
nentially fast as to turn into a mega-phenomenon. The term was first 
coined, according to one web version, in 1997 by Steve Jurvetson, a 
venture capitalist, to describe Hotmail's strategy of tagging every mail with 
an ad soliciting new users for its service. It's what made Hotmail the mega- 
success it is. Napster and others used it too, though the term now is 
used more often to describe a sort of internet word-of-mouth wave. 

According to Seth Godin, author of Unleashing The Ideavirus, “The 
future belongs to marketers who establish a foundation and process where 
interested people can market to each other. Ignite consumer networks and 
then get out of the way and let them talk.” Of course, any smart marketer 
would want a role in crafting the core communication that goes on, even 
amongst free individuals talking to one another. A message that has the 
fastest viral power, typically, is one that is short, simple and singable. 
Know anybody immune to that? @ 








An ability to embrace 
new ideas, 

routinely challenge 

old ones and live with 
the paradox will be the 
effective leadersi 
premier traits. 





To be a leader in the high-tech storage 
industry, Seagate has consciously nurtured 
a spirit of innovation and the ability to 
constantly break records. “Traits” that have 


helped Seagate Hard Disc Drives deliver 


the industry's best combination of 
innovation, performance, acoustics and 
reliability. No wonder, Seagate continues to 
be the world's leading provider of storage 
technology for Enterprise, Internet, 


business and consumer applications 
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FOREIGN BPO OPPORTUNITIES 


‘Lhe Glass 
Ceiling Shatters 


A BPO job means a career growth cap, right? Not anymore, if this trend intensifies. BY PRIYA SRINIVASAN 


OME WEEKS AGO, ANUPAM AHUJA WAS IN FOR A 

pleasant surprise. A client she was servicing 

made her, a Mumbai-based РЕ executive, an 

impromptu job offer. That was the pleasant 

part. Now for the minor shock. She was asked 
if she’d go across and work in their New York office as 
a marketing executive. 

The client was financial services outsourcing firm 
OfficeTiger, which services several top global investment 
banks with a 1,500-person strong offshore delivery cen- 
tre in Chennai. And Ahuja’s leap across the seas has ser- 
ved to undermine the Indian Business Process Out- 
sourcing (BPO) industry’s foundational belief: that while 
it’s very nice that you’re paid for skills of your mind, 
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Indian employees are as good, if not 
better, than anyone we’d find in New York 
JOSEPH SIGELMAN/ Co-Founder/ OfficeTiger 


you have a job only so long as it doesn't cost much to 
keep that mind alive and functioning. 

Ahuja now has an OfficeTiger job in New York, and 
it costs the company much more. “I wouldn't have mis- 
sed it for the world," she says from across the globe, 
“The exposure is tremendous—I’m glad I came here.” 
But then, “It was a bit of a sacrifice,” she reflects, 
weeks later, “since I now have a long-distance mar- 
riage.” Her employer is ever so glad though. “Well,” 
says Joseph Sigelman, Co-Founder, OfficeTiger, “she 





Akey trend is the propulsion of Indians towards 


+ 





has already delivered tangible benefits. She is as good, 
if not better, than anyone we'd find in New York." 


That Shattering Sound 
For years, BPO employees in India have lived with an 
uncomfortable presence hovering over them that they’d 
rather not talk about. The glass ceiling. The first pro- 
motion, you click heels (like on Tv) and party like 
you've just won an Oscar; the second, you have every- 
body thumping your back till it hurts; the third, and you 
want to leave office early to mope yourself sick about 
your future. It’s only thus high—and no further. 
Another year or two, and ouch—the head hurts. 
Stand back. The first few cracks have appeared in the 
BPO glass ceiling. The closer you look, the more you see 
Indian BPO agents escaping their cubicles in Gurgaon, 
Chennai and Belapur. “At any given point,” says 
Sigelman, “we have about 20 Indians in our New 


York office now, performing a range of functions like | f 


working with clients as account managers—these 
would have to be people with technical as well as 
managerial skills. And then we also have Indians in exe- 
cutive functions like marketing and strategy develop- 
ment in the New York office.” 

Apart from foreign postings, there are also instances 
of Indian executives making the corner room of global 
BPO firms (though this is part of a separate trend). 
Atul Kanwar, for example, has recently been appointed 
managing director for global delivery for the US-based 
financial transaction processing firm, eFunds, though his 
job is based in India. “From my perspective it’s a great 
opportunity,” says Kanwar, “Having taken the decision 
to be based here (in India), I really needed to look at a 
global role while being based here. This job really 
meets those aspirations. Of course, there is the option 
of being based out of other geographies as well, but it 
works just fine this way too." 


Defying Geography 
Increasingly, BPO companies are getting busy with their 
global delivery models, which require round-the-clock 
fine-tuning of communication and project management 
strategies for business across the planet. What compa- 
nies need is simply the best talent available, regardless 
of origin. The idea is to render geographical location 
irrelevant, and operate as a sort of virtual organisation. 
Consider Lason India, the Indian arm of US-based 
| BPO firm. The company, which has delivery centres in 
India, Mexico, China and the US, has asked its chief of 
India operations, Pradeep Nevatia, to take on the 


UMESH GOSWAMI 





It's a great opportunity to look at a global 
role while being based here in India 
ATUL KANWAR/ Managing Director, Global Delivery/ eFunds 


additional responsibility of formulating a strategy to 
optimise the use of managers in India for a diverse 
range of global operations. 

To service assorted time zones, Lason India's pro- 
fessionals have formed strategic units that operate 
beyond their locations. For example, the Business 
Development Support team, comprising four finance 
professionals, now decides on all project pricing for any 
job across all. global delivery centres. Likewise, the 
Lason India HR team is starting to play a significant role 
in the global HR function for the company's 60 odd 
locations in the US as well as all locations in Mexico, 
China and India. The same goes for the company's 
Quality Control professionals in India, who have 
formed a Strategic Support Group to leverage their 
quality processes across worldwide locations. 

Of course, Nevatia does not deny that the same 
jobs done by the same people overseas could mean 
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unbearably higher costs—but the Lason experience 
does indicate that Indian professionals are doing vastly 
more sophisticated work, and that too in the global sch- 
eme of things, than they’d been doing a while ago. 


Virtual Skill Juggling 

Other units, such as the Hyderabad-based нѕвс Process 
Management, are also using Indian skills across many 
markets. According to Malcolm Wagget, СОО, HSBC Ele- 
ctronic Data Processing, “We have one executive in the 
Middle East for project management, two in Malaysia, 
and we also have finance and HR professionals who are 
currently in Sri Lanka to build a centre there.” 

To Wagget, it’s a matter of getting the work done, 
and is not unduly perturbed by the cost implications of 
sending people overseas. “You have to look at it in pure 
number terms,” he explains, “it’s an opportunity for 
very few people really, and it’s all about finding the right 
skills and filling skill shortages in the company in all the 
markets where it operates. I don’t see a situation where 
several hundred people from a company go over- 
seas—so there isn’t any real cost implication.” 

In any case, BPO firms are getting their professionals 
trained at a low cost by having people start off in 
India—before packing them off to foreign locations. 
“Typically,” observes Atul Sharma, Director, Human 
Resources, Prudential Process Management Services, 
“this sort of movement (from India to other centres) 
starts to happen after the Indian operations have been 
in existence for about two years.” The first year of op- 
erations is typically spent mastering client processes and 
getting the manpower into shape. After that, it pays to 
expand their “sphere of influence”, as Sharma terms it. 
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Indian professionals are doing vastly sophisticated jobs, even on the global map 


PRADEEP NEVATIA/ Chief Of India Operations/ Lason India 


Release At last? 

In a globalising world, where people are posted is not 
the issue. The important trend that seems to be emerg- 
ing is the propulsion of Indians towards job functions 
of increasing criticality in the global scheme of opera- 
tions. The reduction of geographical constraints brought 
about by technology, thus, is helping Indians grab not 
just the classic answer-the-phone jobs, but also the 
ones that global jetsetting executives hanker after. 

That’s just how it should be, says Sigelman. A mat- 
ter of merit. For that’s also the reason some BPO units 
will attract better talent than others. “I want OfficeTiger 
to have a career path for its people,” he says, “sending 
people across geographies gives them tremendous 
exposure. In fact the process is two-way—we also 
have people from the US coming down here.” 

In an industry notorious for its revolving doors, 
Prudential’s Sharma also sees the trend as significant for | 
the incentive factor. The prospect of global assign- 
ments is a major selling point. 

In all, it offers a beacon of hope for the swelling 
ranks of BPO employees. They’ve always been realistic 
enough to understand that business hierarchies tend to 
be pyramid-shaped, so opportunities narrow as one 
moves up. But the ВРО industry has had a unique prob- 
lem of short career spans—which, if addressed, could 
work wonders. Every good business, after all, must give 
its least paid employee the hope that she too could bec- 
ome CEO. Picture a global company’s CEO looking 
back at her career some day, and speaking of the fate- 
ful customer complaint she took many years ago in 
Gurgaon one late night that gave her a paradigm-alte- 
ring insight into what needed to be done. — Efl 
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1 am a 26-year-old management trainee with a large FMCG 
company, which recently went through an extensive restruc- 
turing exercise. Ever since, the top management has been very 
diligent about deadlines and targets, particularly with newer 
employees like me. We work almost eight to ten hours 
every day. My senior colleagues tell me that this was not the 
case earlier. | feel this is unfair. What should | do? 

If you’re looking for an easy life at work, you should 
either not work, or look for an easier occupation. 
Honestly, you should thank your stars that you’ve 
been given so much work, because it gives you a great 
opportunity to further your skills and knowledge. 
And you should know by now that life is anything but 
fair to most but a select few. So you should stop wor- 
rying about your company’s history and the good old 
lazy days, and put your time as a trainee to better 
use, for yourself and for your company. 


1 am a 34-year-old direct selling agent for an insurance 
major. Though the company has been doing well over the last 
five to six years, lately we have been unable to attract new 
policy prospects. Our pay and incentives depend on these to 
a large extent, but people probably want to buy houses 
and cars rather than invest in insurance. This has created a 
sense of unease about my job. Isn’t any job secure today? 
Yes, job security as we knew earlier doesn’t exist today. 
Today job security can only be derived from the skills 
you possess. As for the insurance market, today there 
are a lot more insurance companies competing for 
the policyholders’ money, so it’s much more difficult to 
land new policyholders. In this situation, more focus- 
sed strategies are needed. Your company could look at 
selling different types of policies—specific, targeted 
ones—to existing policyholders, rather than just tar- 
geting new ones. That would surely add to business. 


HELP 
TARUN! 


| have recently joined work with an MNC in New Delhi. Being 
a cricket fan, the ongoing India-Pakistan cricket series is of 
great interest to me. However, my superiors are not very inte- 
rested in the game. | don't want to miss any match, but that 
means | must miss many days of work. I’m unable to decide 
whether to request a TV in our bay, or just go on leave on 
match days. Please advise. 

No boss, even one as addicted to cricket as you are, 
would allow you to follow your passion at the cost of 
job productivity. The cardinal rule of success is to be 
able to separate business from pleasure. And since 
you're new to the job, your career must take precedence 
over everything else. Besides, you can't expect your 
bosses to install a Tv just so you can watch cricket at 
work. And taking leave on match days would mean 20 
days of leave over one month. You do that, and you 
may soon find yourself looking for fresh work. 


| have been working with a battery manufacturer over the last 
five years. Recently, my younger brother joined the same com- 
pany. And that has created a peculiar problem for me. At my 
company, it is quite common for senior employees to be repri- 
manded by management in public. Till my brother joined, ! 
managed. But now, | resent being talked down to with my 
brother listening in. | feel humiliated. What should | do? 

First of all, it’s not wise for family members, particularly 
close ones such as brothers and spouses, to work for the 
same organisation, or in the same department within an 
organisation. But with the job market being what it is 
today, I can’t blame you too much for that. And man- 
agements have this habit of making their point known 
in full view of people under their command. My advise 
to you is to keep calm, explain your problem to your 
brother and hope that he understands. If he doesn't, 
perhaps you need to start looking for a change in job. 
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.HPC SOLUTIONS ENGINEER 

/ Dell International Services 

"This position will be working on the HPC projects at BDC along with 
HPC development team at Round Rock, TX. Responsibilities include 
eveloping code, debugging and testing software for HPC and testing 
and benchmarking of HPC clusters. 


cumbent should have minimum three years of experience on J2EE 
and related technologies. He/She must have expertise in at least one of 
Planet/ WebLogic/ WebSphere and good communication and interper- 
onal skills. Knowledge of databases will be an advantage. 

ob Code: 349327 


MBEDDED SYSTEMS (RTOS) CONSULTANTS 

Javan Systems 

van Systems requires Embedded Systems (RTOS) Consultants at 
various levels having experience іп the range of 3-15 Years. Incumbent 


hould have experience on Linux and related operating systems. 
ob Code: 349752 


OC SUPERVISOR 

Air 2 Web India P Limited 

This position will coordinate network problem resolution activities in a 
nulti-server, multi-platform environment. Incumbent will assist the Net- 
vork Operations Supervisor in overseeing and monitoring the perfor- 
mance of the Air2Web network. 


TCSE UNIX Team 

R Corporation India Pvt. Ltd. 

‘he UNIX team supports all products that do not directly fit into one 
Е the Teradata defined teams (PDE, DBS, Client, Hardware). Each 
aember of the team must be able to understand and support the entire 









To Apply to these Jobs: Loy 6 on Ты www. jobsahead. com and type the Job Code 


C/C++ / CORE JAVA 

Jataayu Software Pvt Ltd 

Incumbent must have at least 2 yeats.of experience іп C/C++/Cote, 
Java. Experience in telecom. domain will be an added advantage. In- 
cumberit must have good. communication and team leadership skills 
and should be willing to relocate to Bangalore. 

Job Code: 349313 | 


SENIOR IT AND CAD ENGINEER 

Nulife Semiconductor I Рус Ltd ; | 
The individual will be responsible for setting up and managing Nulife’s 
IT infrastructure in India. He will also help in managing Nulife's US TT 
infrastructure remotely from Chennai. This is a hands-on position which 
requires in-depth technical knowledge of networking. 

Job Code: 350450 | 


PROJECT ENGINEER COGNOS 

Wipro Limited 

You must be BE / В Tech with 6 = 210 yeats of eiétience and a very: 
good understanding of Data Warehousing coricepts. You should have: 
experience in Cognos, Crystal Reports, PL/SQL and a strong under- 
standing of LDAP. 

Job Code: 349372 


BUSINESS ANALYST WITH STRONG FINANCIAL BASE 
Beta Global Technologies 

We are looking for people with the following skillseg): VB. NET, VBA, 
JBOSS, Java/EJB, MS SQL 2000, SOAP/XML, UML/Case tools and 
a knowledge of finance. Incumbent must have good communication 
and client interfacing skills, | 
Job Code: 349424 % | 
SQL SERVER DBA 

Patni Computer Systems Ltd оз i 

Responsibilities for this position include. but are not limited to SQL 
Server. install, updates and patches, backup, resotre and troubleshoot- 
ing of databases and SQL Tuning. Incumbent should have developed 
applications using VB/COM/SQL Server. 00: 
Job Code: 349453 
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CONSULTANT 

Sahni Natarajan And Bahl 

he job would require carrying out process reviews, risk. mapping, operations 
T d management audits, It would involve participation in assignments calling 
or providing business solutions, reassurance and attestation functions 

job Code: 348278 


INANCE EXECUTIVE 
R Infotech Pvt Led 


e looking for a person to individually handle service tax, sales tax; 
me ‘tax, STPI, auditing, BRS and BS and other accountin 


Tob Code: 348469 


DGM-COSTING & BUDGETING 

IFCM Counsellors Private Limited 

The incumbent must be an ICWA with experience in ERP and Supply 

Chain Management techniques. He/She will look after costing and bud- 
ting related tọ н costing, project costing and capital expendi- 


tax, excise, PF etc will be an added ‘advantage ^ 
ode: 349152 | 





ASST MANAGER COSTING & BUDGETING 
V V D Sales and Management Services 
The essential responsibilities for this position are working capital mat 


г. agement, product costing and budgeting, tracking manpower cost an 


ASP budgeting: 


2 ЈоЬ Code: 343886 


SENIOR MANAGER FINANCE 

Solutions Integrated Mktg Services Pyt,Lid. 

The major job responsibilities include sales invoice/credit conto 
lections, debtors teconcilliation, SBU accounting and MIS, set 
and dealing with statutory / internal auditors. | 
Job Code: 345314 


“ASST MANAGER-COMMERCIAL 
RPG Retail 


This position will be involved with accounting of sales purchase 


„expenses for the region. Other resposibilities include monthly ck 


of accounts, preparation of MIS reports, working capital wianagemen 
cash flow; bank reconciliation, vendor payments and reconciliation: | 
Job Code: 344112 


FINANCE MANAGER 

Intel Technology India Pvt lid 

This is a managerial position’ with great regional opportu 

ager will havea staff of 4 senior analysts located at 3 sites; 

for Corporate Services (CS) Asia consolidations and financial лапар 
ment for multi-tenant sites (MTS). 

Job Code: 343033 


‘FINANCE HEAD 
< LabVantage Solutions : 
- "The incumbent should bea CA or + MBA i in Bite with clear conci 


and sound knowledge of the subject. The job involves the entire р 
of accounting, banking, finance, MIS, commercial areas with spect 
forms of resource mobilisation and allocation. 


Job Code: 344464 
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ENIOR SALES MANAGER 
tgalactic Internet Solutions Pvt Ltd 

are looking for a sales driven and target oriented individual with 
20d communication and interpersonal skills. Incumbent should have 
lence with CRM tools. A software product sales experience will 


ob Code: 350513 


ASSISTANT REGIONAL SALES MANAGER 

arang Hospitality Services Pvt. Ltd. 
The incumbent should be a MBA/ PGDBA with a minimum of 5 
| yeats experience in sales in a similar position, preferably in an FMCG 
ased company. He/She should have command over written and ver- 
bal english and should be below 28 years of age. 
Job Code: 349470 


AREA MANAGER-ELEARNING SALES 

QL Star International Limited. 

ob involves selling of elearning solutions that comprises of 
etg contents, custom contents, LMS and consulting services. We 
Оша like a person with a qualification in management and good com- 
unication skills. 

b Code: 349346 
























ALES EXECUTIVE-TECHNICAL SALES 

y Infatrade Pvt. Ltd. 

are looking for a person with an aptitude for sales and marketing 
ith good communication skills. The job involves extensive travel in 
orth India. Candidates with experience with dyeing houses or textile 
mills will be given a preference. 

b Code: 349632 


LES EXECUTIVE 
india Management Services Pvt Ltd 
sponsibilities include selling space in magazines and journals. 
cumbent should have expereince in medical journals. 
Code: 349712 


FOLVES ОҒ 
SALES & MARKETING! 
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BUSINESS DEVELOPMENT MANAGER 

Datamatics Limited 

We are looking for a highly energetic and target oriented Business De- 
velopment Manager to be based at ош Mumbai Office. The incum- 
bent should have handled multiple CRM (specifically Siebel) accounts 
with international Clients, preferably top consulting firms. 

Job Code: 350330. 


RESIDENT BUSINESS DEVELOPMENT EXECUTIVE 
Scan Infotech Pvt Таа, 

For this position we are looking for a male йй to manage the 
company sales апа support in the eastern region. The incumbent wil 
be responsible for support to nation-wide clients who have a presence 
in eastern India, _ 

Job Code: 348910 


RESIDENT SALES EXECUTIVE 

WTI Advanced Tech Ltd | 

We are looking for Resident Marketing Executives. The current adver- 
tisement is for. one position in Delhi & one position in Kolkata The 
ideal candidate would be a graduate engineer (computer science / 
geomatics / electronics / electrical / civil) with an MBA. 

Job Code: 347632 


BUSINESS ANALYST - SECURITIES 

Wipro Limited 

You will contribute in the analysis of new industry practices identified 
by new and existing customers and evaluate their current application 
functionality to meet the defined requirements. In addition, you will 
gather business requirements. for new w application development. 

Job Code: 346576 


TRAINER 

Aptech Ltd. 
Responsibilities include conducting’ soft skills training, customization 
of training module and handling key accounts. We are looking for a 
graduate with 5-8 years of sales experience of which at least 2 years 
should be as a trainer. 


Job Code: 345441 
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Fill їп your ambition 


Ever thought where BILL GATES would 
have been if he was late? Exactly why, at 
JobsAhead we help you achieve your 


ambitions by making sure your resume 


reaches the right people at the right 


time. With unique tools like TextStar - that 
— 

helps top corporates like ICICI, Wipro, L&T 
and UB Group, to identify and locate 
you. So if you're ambitious and dreaming 
big, make sure you act too, by logging 
on to www.jobsahead.com. 


And realize your true potential. 


First name in career portals 
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The Aditya Birla Group is India's first truly 
multinational conglomerate with revenues of about 
30,000 crores INR, backed by the intellectual 
strength of 72,000 employees. 


The Group's 19 different businesses are spread 
over 3 main sectors: Real Economy (Non-Ferrous 
Metals, Fibres, Cement, Carbon Black, Chemicals, 
Fertilisers among others); Knowledge & 
Services Sector (Financial Services, Telecom, 
IT & ITES); and Branded Sector (Fabric & Apparel). 
It operates out of more than 60 locations spread 
over 5 continents. 








The HR function delivers value to the 
businesses through its strategic initiatives, 
capability-building and systems & process 
excellence. Its people vision, "the Aditya Birla 
Group to be known as an achievement focused, 
development oriented, people sensitive 
organization and the HR function 
as the externally benchmarked business 
friendly service function" inspires its initiatives 
and programs. 


The Group seeks Business HR Leaders 
for each of its five major businesses: Non-Ferrous 








p 





NER CENE 
Head of Human Resources 
Viscose Staple Fibre Business 


: 9613 
Turnover: Rs 2924 Crores Employees : 
Operations: india, Thailand, Canada, Indonesia 


Work Location: Nagda, МР 


Metals, Viscose Staple Fibre, Cement, Carbon 
Black, Chemicals & Fertilisers. The Business 
HR Leaders will craft and execute HR strategies 
and programs unique to the business. They will 
also be responsible for institutionalizing 
and implementing corporate initiatives 
in the businesses. 


We invite accomplished HR professionals 
with 15+ years of experience in leading 
the overall HR function in a large, complex 
and challenging environment to be our partners 
in realising our aspirations. Apart from passion, 








initiative, team skills апа business understanding, 
we expect the candidates to possess deep 
functional mastery and adeptness in navigating 
in a matrix environment. 


If you want to enjoy the thrill of doing 
real people development accompanied by 
matching rewards, please post your detailed 
profile at our secure id 
hrleaders@adityabirla.com 
within 7 days, indicating 
your business preference 
in the subject line. 


hitp;// careers adityabirla.com 














Our client is a-well established and highly respected Engineering Company having its Head Office in 
New Delhi and dealing in Plant and Machinery as well as turn-key Projects. The Company has sound 
financials, high quality products, dominant market share, contemporary technology and a motivated team. We 
have been retained by our client to recruit 


CHIEF FINANCIAL OFFICER 


We are looking for a self motivated, energetic, independent thinking professional, around 45 years of age, 
a Chartered Accountant, preferably with a Company Secretary qualification, with a strong academic 
record and proven hands-on experience of at least 20 years, out of which around 5 years must be as a 
functional head in a reputed Company. The incumbent will have overall reporting responsibility to the 
- Head quarters in Europe for Finance, Accounts, Management Accounting, Budgeting, Planning and Cost 
Control, Taxation as well as Legal and Secretarial functions. 
The candidate should have strong inter-personal and leadership skills. As a member of the core team, he 
will be involved in financial strategic planning activities including Business Re-Engineering and 
‚ Organisational Efficiency. The position will be directly reporting tothe CEO. 
: Compensation will not be a hindrance for the right candidate. | 
Please e-mail / post your structured CV with a recent photo, indicating contact details and present 
compensation to Mr K Gopal, Executive Director 


ЕШ Consultants Private Limited 


F-42A, Saidulajab, (Opp. D - Block Saket), Mehrauli - Badarpur Road, New Delhi - 110 030 
Tel : 81-11-26564512, 26565062, 26564249.E-mail :kgopal@omamconsultants.com 








Course Title 


Information Technology for Managers Ramaswamy К 
Personality Development Workshop —— | Хиуага] 5 
Reliability Centered Maintenance | Khanapuri У В 
Six Sigma for Manufacturing Industries _ | Kulkarni MS 
_ Communication Skills for Managers Singh PK 
Materials Management Limje RW 
Communication & Presentation Skills Dastoor D S (Ms) 
Materials and Distribution Management _ Sambandam М 
Maintenance & Spare Parts Management (TPM Approach) Limje RW 
Organisation & Techniques of Training | Srivastava О.К 
E'Ms Based on ISO. 14000 Series | Sangle Shirish / Singh Anju (Mrs) 
Work Study for Higher Productivity uA [ Sushil Kumar 
Knowledge Management i Sangle Purnima (Mrs) 
Statistical Skills for Managers | Sayeed O.B 
Finance for Non-Finance Executives Biswas P K 
Managerial Effectiveness Nair SK 
Project Management Pundir А К 
Materials Management | Jayasankar V 
Customer Service Management Ghodeswar B.M 
Environmental Management Naik N S (Mrs) 
21. | Management Information Systems Date Нета A (Mrs! 
Last Date of Nomination : Two Weeks before the commencement of each. Programme. i 
For more information please Contact : Incharge (Programmes), МИЛЕ, Vihar Lake, Mumbai - 400 087. 
Tel. No. : (022) 28573371, Fax No. : (022) 28574033/28573251, E-mail : program@nitie.edu, Website : www.nitie.edu 
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THE GALLUP ORGANIZATION а 


| "Discovering the truth, maximizing performance." 
PROFESSIONAL CAREER OPPORTUNITIES 
Bangalore, Chennai, Mumbai, New Delhi 


У Do you desire to be an integral part of a worldwide organization 
-that is renowned for excellence in research-based consulting? 


Do the positive relationships you develop with co-workers 
and clients lead to long-term, productive partnerships? 
‘Do you thrive їп а fast-paced environment? 

/ Are youa proactive, high-energy person who makes things happen? _ 


The Gallup Organization is a performance management strategy firm 
. . that specializes in maximizing human capital by identifying t 
. teaching about strengths, helping managers engage their em 
and equipping companies to better engage their customers. — 
Together, these steps help clients i increase their company growth | 
and stock price. We are expanding our offices in 
Bangalore, Chennai, Mumbai, and New Delhi, 
and are looking for talented associates to support that growth. - 
Gallup offers exciting career opportunities in consu liting, 
management, research, business devel lopment / sales, 
| recruiting, ions, and administration. 
|. M you аге a positive, 
responsibl le individual seeking a fulfilling career 
ina company with | alented, caring associates, 
we invite you to learn more about 
Gallup's career opportunities in India online at 





‚ www. vaa up. com/careers/search/ 


VER TRIED ASKING FOR 
the systems manager at 
the main gate of a 
bustling suburban 
municipal corporation? 
На! Well, we did, expecting the 
usual response, “Systems who?” 
from the gatekeepers at the Kalyan 
Dombivli Municipal Corporation 
(for those wondering where on 
earth that is, the twin towns of 
Kalyan and Dombivli are about 
50 kms from South Mumbai). 
What we got in response instead 
was a crisp, “First floor, turn right, 
first cabin”, leaving us wondering 
if we had asked for the Commis- 
sioner’s office instead. KDMC’s 
Systems Manager Subhash Patil 
has certainly made an impact, 
although our opening remarks 
about him being famous enough 
to be known by the gatekeepers 
provokes an embarrassed re- 
sponse, “Our Citizen Facilitation 
Centres (СЕС) have drawn a lot of 
attention, that’s all.” 
The crcs lie at the core of 
KDMCs comprehensive IT and 
Business Process Reengineering 
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initiative, Ergo, it isn't altogether — 
surprising that they are top of | 
| water bill and I’ve made a couple 

The Corporation started plan- | 
ning its citizen service initiative | 
| | have to visit just one counter 
i where I learn of the status and am 
However, payoffs in terms of ef- | 
ficiency of service have largely | 


mind for Patil. 


way back in 1999 and the IT sys- 
teni finally went live in. May 2002. 


been realised over the past year. 
Ask Shaheen Khan, a burkba-clad 


has reason to ђе, То ensure that 


the process actually goes through, | 
KDMC has паса а Deputy | 


Registrar at the 
СЕС perma- 
nently to stamp. ff 
the certificates. 
Jayant 
Nagda, a grocer 
from Shahad, a. 
village in KDMC's 
jurisdiction 


e-Governance eks. 


Just ask residents of 
Kalyan and Dombivli, 
who have suddenly 
found dealing with 
the Kalyan Dombivli 
Municipal Corporation 
easier, thanks to its 
Citizen Facilitation 
Centres (CFCs). KDMC, 
CFC, e-gov, yes it’s all 
about abbreviations, 
but it works. - 


|. BY PRIYA SRINIVASAN 


stands at the neighbouring с counter. 
“There has been some error in my 


of trips here,” he says. “The good 
thing is | һауе a complaint number; 


given a date when I should expect 
a decision on the complaint; earlier 


| I would go about from floor to 
| floor trying to locate the person 
mother of two who is standing | 
at one of the СЕС counters, to. | 
obtain a birth certificate for her | 
second born. “I have just filled | 
out an application and should be | 
getting the certificate іп five min- | 
utes" she says confidently. She | 


handling my complaint." 

Payment of water or property 
taxes or applications for either, 
licences to open shops, birth and 
death registration and certificates, 
building approvals, KDMC's CFCs 
render some 93 services in all to its 
12 lakh citizens spread across 52 sq 
kms. KDMC currently boasts two 


clutch of about 
10 counters/help 
desks. Purely in 
terms of appea- | 
rance, it could. 
be mistaken for 





T= 
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At your service: Part of KDMC's e-gov initiative, the Citizen Facilitation Centres redefined the local municipal corporation 


the customer service center of a 
private bank as крмс employees 
briskly deal with the queues. 

“We have decided not to have 
chairs in any of the CFCs so that 
people who come in are serviced 
without delay," says KDMC 
Commissioner Dhanraj Khamatkar 
as he walks about the crc checking 
with citizens whether their needs 
are being met. 

While the CFC is the most visi- 
ble part of the overhaul at KDMC, a 
fairly complex process preceded 
the rollout of the new processes. 


The first was the computerisation 
of the corporation and its 11 divi- 
sions; then came an effort to trans- 
plant its 93 services online (all СЕС 
services are available on the web); 
and another to streamline the cor- 
poration. This last rendered 50 
per cent of KDMC's workforce of 
4,500 redundant. Still, being a 
government enterprise, KDMC has 
not been able to knock anyone off 
its rolls although it has dispensed 
with the services of about 80-odd 
contract workers. The rest have 
been *redeployed in various func- 





tions at KDMC”, according to 
Khamatkar. 

As for the gains in terms of 
efficiency, consider the case of the 
KDMC Water Department. In the 
pre-CFC era, new applicants would 
approach ‘licensed plumbers’ who 
stocked the application forms and 
functioned as agents who would 
‘move the file’ across no less than 
eight desks, needless to say greasing 
palms all along the way, before 
the water connection was granted. 

Now the applicant fills in the 
application and hands in all the 
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Making that difference: Subhash Patil is spearheading KDMC's overhaul exercise 


relevant documents at a CFC counter and is given a date by when the 
decision will be made. The entire process takes 15 working days. “The 
main benefit we wanted through this system was transparency, ac- 
countability and time-bound services; everything else is just inciden- 
tal,” says Subhash Patil. 

The computerisation itself has helped the cause of transparency. The 
system automatically red flags a KDMC official holding up a file or decision. 
This has most execs on their toes. “I had better clear my pending decisions 
today,” says Pramod Kulkarni, Executive Engineer, Water Supply, KDMC, 
eyeing the expanding red highlight on his terminal, “I was in the field yes- 
terday and so there is an accumulation,” he adds. 

If Kulkarni doesn’t clear the backlog, the pending decisions will be auto- 
matically ‘escalated’ to his boss, a move that ensures transparency and time- 
bound services. Ask Kulkarni about specific indicators of rising efficiency 
and the answer is revealing. “Well, before the system went live, we 
granted a maximum of 2,000 water connections in a year; this year, after 
the system was in place we granted 5,000.” 

The reason for the jump: elimination of the middlemen, a single 
counter for service, and overall process transparency that doesn’t allow deci- 
sions to be held up. 

So, what has all this done to the big C, corruption? крмс Mayor 
Harishchandra Patil laughs sheepishly when posed the question. *How сап 
we comment on that? Old habits die hard but I can tell you that it has gone 
down to a large extent." 

KDMC has decided to capitalise on all the accolades that have come its 
way, the Skoch Challenger Award (2003-04) and a Government of India 
certificate for exemplary e-governance. Leveraging these, the corporation 
has sold the intellectual property rights for its system to Government of 
Maharashtra, which is looking at implementing it across 245 state-level 
councils and corporations. KDMC is also looking at peddling its system 
outside of Maharashtra possibly in partnership a company. "This will 
help us recover our own costs," says Subhash Patil (the corporation has 
spent around Rs 4 crore thus far). While on the subject of numbers, 
KDMC has seen a 20 per cent increase in revenue this year and expects 
to close the year with revenues of Rs 180 crore. 

There is, however, one obvious question that can't escape unans- 
wered: how did the staff at KDMC react to the new system knowing full well 
that it could ring the death knell for corruption? 

“There was a lot of resistance since the system reduces the influence of 
officials but we simply had to overcome it by continuously communicat- 
ing only one thing—what we are doing is for the betterment of services to 
the citizen," states Commissioner Khamatkar. It's that simple. 
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INNER CAN BE SERVED IN 
D 180 seconds flat. АП 

thanks to Kargil, the 
place that became a word after 
India and Pakistan went to war 
in 1999 over it. But before we 
get to the metaphorical con- 
nection between, well, guns 
and butter, let's focus on the 
food. For much of the 1980s 
and 1990s, when Indians spoke 
of instant food that could be 
made at home (in two min- 
utes!), chances were, they were 
refering to noodles. Things 
have changed since then, and, 
as suitably captured by the pho- 
tograph on this page, how! 
From Pau Bhaji to Madurai 
Kesari Halwa to Pongal (a rice 
and lentils mix that is a popu- 
lar breakfast dish in Tamil 
Nadu) to Bisi Bele Hulianna 
(a tamarind-flavoured heavy 
rice-dish with more spices than 
anyone could care to remem- 
ber that is a trademark of 
Karnataka) to Rajma to Palak 
Paneer to even the Masala 
Dosa, most vegetarian staples 
of note have been foil- 
pouched; the list of non-vege- 
tarian ones isn't as impressive 
but that is changing. Behind 
this boom are companies such 
as MTR Foods which traces 
its origin to the hallowed 
Bangalore eatery of the same 
name, Tasty Bite Eatables, ІТС, 
and Satnam Overseas, a bas- 
mati exporter which has made 
a logical diversification into 
the space. And behind the tech- 
nology that made it possible 
to foil-pouch anything that is 
eaten is the Defence Food 
Research Laboratory (DFRL), 
part of the Defence Research 
and Development Organisation 
(DRDO). The lab developed the 
technology for soldiers serv- 
ing in Kargil. Today, everyone 
from MTR to ІТС to Satnam 
uses the same technology, 
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Foil-wrapped Success 


How a defence lab's packaging research revolutionised the processed foods industry. 








complementing it with value-adds 
from Korea or Denmark or expe- 
rtise developed in-house. 

It isn't a particularly expensive 
technology. “If you are starting from 
scratch, you will probably need to 
spend Rs 60 lakh,” explains Dr S.N. 
Sabapathy, Scientist and Project Co- 
ordinator, Food Engineering 
Department, DFRL. Of this, Rs 1.1 
lakh is the technology transfer fee. 
DFRL can help companies with deci- 
sions related to the kind of foods 
that have longer shelf lives; the heat- 
ing and cooling processes (typically, 
the food needs to be heated to a 
very high temperature and then 
cooled); and the packaging itself. 

The technology was in place but 
there weren't too many takers. 
Then, Kargil happened. рек. lacked 
the capacity to meet the sudden 


demand for ready-to-eat foods; it 
issued tenders asking for suppliers, 
the only condition being that the 
companies would have to use DFRL 
technology and meet certain speci- 
fications. The steady demand from 
the Army helped companies reach 
critical mass, and with unit costs 
going down (in the absence of vol- 
umes packaging costs could have 
been thrice as high as product cost, 
rendering the business unviable), 
the market boomed. 

The companies have added 
tech-frills to the basic technology 
they sourced from DFRL. MTR, for 
instance, paid Rs 35,000 to DFRL as 
tech-transfer fee in 1997. Since 
then it has invested around Rs 1 
crore. Some of this, explains the 
company’s Chairman P. Sadananda 
Maiya, was to double the prod- 


uct’s life from the existing one year 
to two years, and some of it was to 
launch newer products. The com- 
pany now uses testing equipment 
from Denmark and process tech- 
nology from Korea. And Pune- 
based Tasty Bite Eatables uses 
equipment from Japan. The core 
technology in both cases, however, 
is DFRL’s. “The laboratory has de- 
veloped indigenous technology at a 
cost that is a fraction of what it 
would cost elsewhere,” says Rajesh 
Shah, General Manager, Com- 
mercial, Tasty Bite. 

DFRL may not have made a 
financial killing from the tech- 
nology, but it has improved the 
culinary lifestyle of India’s armed 
forces. And it has engendered a 
processed foods boom. @ 

SUDARSHANA BANERJEE 
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The Coca-Cola show: As the search for a new CEO gets underway globally, the generic game gushes on in the Indian market 


And 


On truth and power, red haze and brown fizz, cursive ‘Ls’ and constancy. 


OW, NOW, NOW, WAIT-A- 
minute: isn’t Coca-Cola the 
‘Real Thing’ anymore? Why 
would a history of a fizzy 
brand, mankind’s shift to- 
wards which is said to be about as certain as 
an expanding universe, open with a re- 
minder of America’s leading cafe chain? 
Caffeine? Hubble-holy-bubble—addiction? 
Anyhow, with Mark Pendergrast’s for- 
midable For God, Country & Coca-Cola 
for competition, with all its de-caf (or is it 
re-caf) de-ope secret formula stuff, New 
York Times’ Constance L. Hays serves up a 
fairly effervescent refresher—just as the 
thinking caps go back on to choose a suc- 
cessor to Doug Daft, who got the top job 
of The Coca-Cola Company in late 1999. 
Of the entity, that is, that makes the cola 
syrup and markets the brand. 
But what is Coca-Cola? Carbonated wa- 








ter. Brain tonic. Dark and light. Part of life (as New 
Coke found). Bottle of liberty. Self-evident pursuit of 
thirst. Trusted consistency. Sweet V for victory. 
Sublimated essence of America. Or even a 118-year-old 
global brand to go “with the quest for world peace”. 
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By Constance L. 
Hays 
Random House 
PP: 396 
Price: Rs 960 


Hays strays only slightly from the book's 
keep-it-simple-silly (kiss) formula for lap- 
pability here. *It originated in a time of 
turmoil," she waxes lyrical, *as an anti- 
dote... and in its essence there is conflict." 
That doesn't betray signs of any Coca- 
colonialist plot, does it? Ah, flip forward to 
the heavyhanded post-1981 campaign to 
subjugate the distribution system (of mainly 
bottlers) and yank it under Coca-Cola 
Enterprises (CCE). It makes for a sordid little 
storm in a man-blown glass bottle—that cur- 
vaceous icon that bears the alliterative allure 
of the label lettered laterally across. 
Blended with management intrigue, no- 
ble intentions and corporate hubris, it's 
quite a heady tale—of ends, and the means 
to those ends. John Pemberton's original 
1886 Coca-Cola was envisioned as a drug- 
store soda-fountain drink. Bottling just hap- 
pened to happen, sort of—and came to 


outsell fountains by the 1920s. While Bob Woodruff, 
CEO till 1981, comes across as a benign patriarch wise 
enough not to claim any credit, Doug Ivester, the CCE 
schemer, is portrayed as a bean-counting control freak. 
And that too, one working for a stock-fixated CEO in 
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alking about institutions and institutional values has 
become quite fanciful these days. But to me, it is really 
a matter of significant investment of one's time, a 
purpose to work with, active involvement of key constituents 
and stakeholders in critical aspects, and it is a fairly long-term 
orientation to work with. Given the experience of the best 
institutions, drawing upon them and our own experience, this 
paper provides for some understanding for institution building. 

The make up of an institution for management education 
has to be built on a strong foundation and ought to be a 
sustaining factor. It is meant for designing and conducting 
quality programmes and for envisioning future developments 
for the institute, as demonstrated adequately by some of the 
best institutes in India and elsewhere. The recent literature on 
corporate organisations has shown that organisations that had an 
institutional focus not only survived over a long period, but were 
able to create a strong community of interested stakeholders. 

My understanding of the Institution-building process, based 
on over a decade of personal experience, is that an institutional 
focus with simultaneous development of educational 
programmes and related activities is the most effective way of 
developing an institute. Such a focus would include clarity of 
purpose, appropriate performance standards, and prioritisation 
of investments in both human and physical infrastructure. 
Shared values, meaning and purpose will then open up several 
opportunities for the institute. The key stakeholders of the 
institute would involve themselves in institutional priorities 
and thus help in implementing the mandate of the institute. 

The mandate would primarily bear out of the institute's 
fulfillment of set performance standards. This mandate would, 
in turn, influence on quality of participants and their conduct 
in pursuing such an education. It will also result in a sense of 
achievement and satisfaction for the faculty, It would help in 
assessing how the institute has been functioning and in making 
continuous improvements. An open culture would enable the 
institute gain from stakeholders views, opinions and 
suggestions. The Governing system of the institute ought to act 
as a reinforcing force to carry out the mission of the institute. 

The process of renewal, updating and continuous 
improvement, enriched with plans for action, output and 
visibility will impact stakeholders and the environment. 





NURTURING WEALTH CREATOR SERIES 


. Management Education: 
Imperatives of an Institution 





This symbiotic relationship between the stakeholders and institute is 
of significant value and becomes a useful entity in the community. 

The leadership of the institute may initiate some small, but 
significant steps to achieve the above. 

* At the beginning, looking at not only the immediate task, 
but identifying programmes and activities that will provide a 
sustaining competitive advantage for the future. 

* Involving faculty and other members of the staff in almost 
all the critical activities of the institute to create shared 
understanding 
* Working on the medium and long range plans 
simultaneously for raising the human and physical resources. 

* [nduction of high-quality faculty with an appropriate mix of 
industry experience and academic excellence. 

* Proactively seeking help and support from other reputed 
institutions 
* Building the competence and capacity of the institute for 
academic and applied research, consulting and practice. 

Constant search for innovation and equipping the institute 
with better resources for improving its capacity must be at the 
back of the mind of all key stakeholders. The students, in turn, 
would learn and appreciate that the institute is meant 
not merely for conducting management programmes, but 
serving a larger purpose on a bedrock of core values. Some of 
the values may be autonomy and independence, creative 
interdependence, reflective learning, entrepreneurship and 
innovation, and increased faculty-student interaction. 

It is a long and arduous task. But, if an institute aims at a 
larger picture of reputation and recognition, being among the 
best, and being agents of change for the society, such 
investments are imperative. 

It has often been said that institutional focus enables its 
members and stakeholders to empower themselves. Such 
institutions assume responsibility for continuous changes in the 
face of ambiguity and uncertainty. Such an institution would 
demonstrate discipline in its activities, and be inherently 
accountable for its actions. It would influence the external world 
by its positive and proactive acts and curtail the negative ones. 





Prof. D. Nagabrahmam is the Director of Т.А. Pai Management Institute, 
Manipal and can be contacted at nagabrahmam_d@mail.tapmi.org 
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Roberto Goizueta—who took over in 1981, 
dabbled in show biz (Ghostbusters n’ all), cata- 
pulted the stock, and died in 1997. 

Successor CEO lvester's eff-ups are presented 
in jaw-clenching detail, from allegations of 
racism and mercenary behaviour (symbolised by 
the temperature-priced Coke dispenser sup- 
posedly sanctified by the law of demand and 
supply), to insensitivity towards *psychoso- 
matic” sufferers of cola indigestion in Belgium. 
In Hays’ history, ex-President Dan Keough is 
Coca-Cola’s hero, for allying with Warren 
Buffett in 1999 to oust Ivester and save the 
brand in consumer heartspace. This is the 
book’s climactic sprayburst, with the new CEO 
Daft left “thunderstruck” by it all. 

What was Daft’s phase like? Is a genera- 
tional shift needed? Is Steve Heyer the new 
guy for the job? Left unsaid. The brand, though, 
has made its sharpest moves in India since its 
1993 Agra relaunch only recently—claiming 
the ‘generic’ position in consumer mindspace. 
Any further universalism, and it needn’t even be 
‘American’ anymore; its origin would matter less 
than the market’s inherent openness. And open- 
ness has been the real story, really. While late- 
18th century Europe prided itself in its steamy 
cafes and sparkling springs, it took a liberal 
America to welcome fizz-inventor Joseph 
Priestley, who fled there to ask his questions: on 
the truth of natural wonders, and their 
amenability to mortal manufacture. 

ARESH SHIRALI 





I THE SUCCESS AND FAILURE OF INNOVATIONS 
pique your interest, if you're given to 


п Is A Cradle Of Knowledge” 


RITANNICA CHIEF JORGE CAUZ ON 
p. the first encyclopaedia brand to 
sell 1,000 sets per year in India. 


` What are Britannica's objectives in the 
Indian market? 

We came to India five years ago with 
two main objectives. The number 
one pre d is to make our content available to as 
many people as possible in the local market. And the 
number two objective, though we can debate which 
came first, is to build the business here. We have 
achieved both. There were three things we needed to 
do. One was to lower the price of the content. The sec- 
ond... we found our breadth and depth of content re- 
lated to Indian interests was not enough, so we created 
content to satisfy local needs. Thirdly, we started pub- 
lishing in vernacular languages. 

The content does not reflect the point of view of a 
white Anglo-Saxon man, it reflects a global identity. This 
is a key difference from the past on what is the state of 
knowledge today. Britannica is a cradle of knowledge. 
We do not create knowledge, we organize it. 

How come Google has more salience as a knowledge brand? 
Has Britannica really made full use of the Internet's inter- 
linking mechanisms? 

That’s not a knowledge brand, it's a search service. In 
1995, we launched the first encyclopeadia ever online. 
It's an ongoing project to ease content navigation 
and link databases. 


dependency insights of game theory—and 
John Nash's ‘Beautiful Bind’. “In Nash's 





groaning about the ‘pace’ of change, and if 
you’ve had occasion to think about what has 
jocularly been called the ‘gnash equilibrium’ 
of game theory, grab this book—now. 
Bhaskar Chakravorti, partner and thought 
leader at the strategy advisory Monitor Group, 
presents a crisply focused book on addres- 


sing the ‘paradox of network effects’ in a 
hee ibo dem tight-knit market. The paradox of consen- 
ast nange ші constancy. The premise: “...innovations 
By Bhaskar — and highly connected markets share a com- 
Chakravorti plex relationship: everybody loves the idea 
behind a good innovation, but embraces it 

Harvard Business only when others embrace it as well.” 
School Press To think different is not enough; think 
PP: 216 new equilibrium, and how to get there. To 
Price: $29.95 do which, Chakravorti draws оп the inter- 
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framework, an equilibrium of choices occurs 
when each party in a market makes a choice 
that it considers to be the best one relative 
to available alternatives, assuming that all the 
other parties in the network are doing the 
same.” To game theory first-timers, the 
finer implications could be quite baffling. Try 
this: “In a connected environment, the pub- 
licly observable outcome that emerges from 
parallel choices might be counterintuitive 
when viewed in the aggregate.” Gulp! 
Anyway, formulating and deploying a 
strategy shouldn’t stress the grey cells much: 
“imagine a desired plausible endgame”, the 
author suggests, and then work backward to 
orchestrate individual choices. The nuts-n- 
bolts are left to you, the innovator. Ef 
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Business Today's inaugural Young Super Performer Award ceremony 
held in Mumbai had just the vibrancy it needed. 


ТҮЧамух VNVINVA аму INVASOO HSIWN АЯ SHAVUDOLOHA 





Guest of Honour: Ravi Shankar Prasad addressing the audience 
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чы МЕ COULD ALMOST 

V hear it. ‘Oh, to be 
ll young and successful!” 
y Murmured, mused, 
аш mulled over by the 
ballroom gathering that evening at 
Mumbai’s Taj Mahal Hotel. The oc- 
casion was Business Today’s first 
Young Super Performer Award cere- 
mony, held in association with HP 
India, and wisps of white hair blended 
into tufts of black in the audience— 
among them many of the who’s who 
of business and finance, performers in 
their own right, whether on this side 
of 40 or that. 

That figure—40—was of critical 
importance, a reference age point for 
everyone present, for Business Today 
was here to honour those ‘Below 40 
and Above Everyone Else’, as the 
Award’s catchline put it. 

If envy was something to be proud 
of, Reliance Industries’ Vice-Chairman 
and Managing Director Anil Ambani, 
present as chief guest, took the first op- 
portunity of expressing the sentiment. 
Had the award been instituted a bit 
earlier, he grinned, he would’ve liked 
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YOUNG SUPER 
PERFORMER/ 
CEO 


The able skipper: 
Sulajja Firodia 
Motwani, Joint 
Managing Director, 
Kinetic Engineering 
receiving the award 
for ‘Steering her 
organisation towards 
Greater Glory’ 


7 

YOUNG SUPER 
“À PERFORMER/ 
ENTREPRENEUR 


The self-starter: 

R. Subramanian, 
Managing Director, 
Subhiksha Trading 
Services, gets the 
award for ‘Creating a 
Business from 
Scratch and altering 
the rules of the game’ 


YOUNG SUPER 
PERFORMER/ 
IDEATOR 


The cool seller: 
Prasoon Joshi, 
National Creative 
Director, McCann 
Erickson, wins 
the battle of the 
brains by ‘Owning 
the Year's 

Biggest Idea’ 


bt awards 


WHATSPEAK 





су, Те 
| |Dusimess 
"I'm proud that India's talented youth 
are finally making their mark." 


Ravi Shankar Prasad/ Union Minister 
for Information and Broadcasting 









E 
“If the award had been instituted a bit 
earlier, | would have taken a shot at it." 
Anil Ambani/ VC & MD/ Reliance Industries 


and motivation to achieve the impossible." 
Balu Doraiswamy/ President/ HP India 
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“HP promotes lateral thinking, creativity | 


to have a shot at it. The Guest of 
Honour, Union Information and 
Broadcasting minister, Ravi 
Shankar Prasad, said he was 
proud 

that India’s talented youth were 
finally making their mark. And 
took the opportunity to add, in 
jest, that there should be a spe- 
cial category with an age-limit 
relaxation—for politicians. 


Mapping Achievement 
Anyhow, the spotlight was on 
performance: the very stuff 
that’s feted and felicitated the 
world over. Nothing special 
about that. But when per- 
formance comes from the 
young, that too in a country 
as age-bound as India, it acq- 
uires a different charm alto- 
gether. The charm was very 
much in evidence. And so, for 
each of the three categories of 
CEO, Entrepreneur and Ideator. 
The picks had not been 
easy. India is, after all, a young 
country—and there were many 
claimants to each of the three 


The event chronicled : Prasad releases BT’s Young Super Performers issue 


Young Super Performer titles. 
The selection process had been 
reassuringly rigorous, with 
Business Today reporters from 
across the country speaking to 
analysts, industry experts, hum- 
an resource professionals and 
corporate managers to put to- 
gether a list of 72 high fliers be- 
low 40—the age at which life is 
actually supposed to begin 
(you’ve been had, you might 
think, if you saw the list). 

The choices were whittled 
down to five candidates in each 
category. The final selection 
process involved a three-hour 
brainstorming session with a 
high-profile panel of six—incl- 
uding Revenue Secretary Vinita 
Rai, N.M. Rothschild’s Munesh 
Khanna, Ma Foi Management 
Consultants’ K. Pandia Rajan 
and Asian Paints’ Ashwin Dani. 


Hailing Winners 

And the winners? The CEO 
award went to Sulajja Firodia 
Motwani, Joint Managing 
Director, Kinetic Engineering, 
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bt awards 


for ‘Steering her organisation to 
Greater Glory’. 

The Entrepreneur award went 
to R. Subramanian, Managing 
Director, Subhiksha Trading 
Services, for ‘Creating a Business 
from Scratch and altering the 
rules of the game’. 

And the Ideator award went 
to Prasoon Joshi, National 
Creative Director, McCann 
Erickson India, for ‘Owning 
the Year’s Biggest Idea’. 

It was time for a drum- 
roll, but not of the usual kind. 
As percussionists Taufiq 
Qureshi and Sivamani per- 
formed a superb jugalbandi 
to celebrate the success of 
India’s young achievers, the 
media got busy ferreting out 
their success secrets. Amid 
flashbulbs and television 
cameras, Motwani was at 
her humblest best, dedicat- 
ing—even crediting—the award 
to her employees. “This award also 
goes out to the millions across the 
country who are on their way to 
success,” she said. Subramanian, 
likewise, expressed gratitude to 
several others, including every- 
body behind his own business. 
“Awards such as these, more than 
anything else, reinforce the belief 
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Pin-up duo: Ambani shares the table with Prasad 


—=' A 


Schmoozing: Yes Bank's Rana Kapoor with Prasad Motwani & Joshi: App 


the stakeholders in the company— 
including my bankers, vendors 
and employees—have placed on 
me," he said. Joshi too had thanks 
of assorted kinds to hand around. 
Though, the adman that he is, he 


couldn't quite resist the urge to 
sound the thunder for his next big 
hoped-for exploit—some cool ad- 
vertising for the Cannes festival com- 
ing up in France. 


Gaining Value 

Among the Mumbai’s corporate 
gliterrati who were present at the 
ceremony, other than the distin- 








ҮІ 


les of the shutterbug's eye 


guished panelists, were to be spotted 
Ambit Corporate Finance's CEO 
Ashok Wadhwa, Cadbury's 
Managing Director Bharat Puri, JM 
Morgan Stanley's Chairman Nimesh 
Kampani, Essar Group Director 
Anshuman Ruia and Hunt 
Partners’ Country Manager 
Sunit Mehra. 

Now, what would a famous 
headhunter be doing at an 
event honouring young achiev- 
ers? *Our business," retorted 
Mehra, “is about identifying 
achievers and especially young 
achievers, more-so because suc- 
cess continuously defies age. It 
was also important to be there 
to calibrate our benchmarks 
with yours since you had such 
an eminent panel.” 


i Others present at the 


‚аў T — d . . 
The Three Aces: Joshi, Motwani апа Subramanian event were HP India President 
came, saw and conquered 


Balu Doraiswamy, pleased 

at the way it had all shaped 
up—for the brand he represents. 
“We see a perfect fit between our 
corporate values and culture, and 
what these awards stand for,” said 
Doraiswamy, “HP promotes lateral 
thinking, creativity and motiva- 
tion to achieve the impossible. 
These awards recognise individuals 
who have achieved success across 
all these parameters.” 
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invent 


HP technology and HP people equipped the NYSE™ with NonStop™ servers and storage 
to handle an average of 1.4 billion shares a day with the capacity to process 7 billion 


more — making the Exchange fit for the most bullish future. www.hp.com/plus nyse 
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Subscribe to the Indian edition of the world's No.1 golf magazine, and you're sure to fall in love with what 
you get. The world's best golfing tips apart, the Golf Digest India su bscription offer also comes with free assured 
gifts, monthly lucky draws and a grand mega prize. So, go ahead and enjoy golf, on and off the course. 
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Holiday Packages: 

6 weekend packages at 
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3 packages 
(3 nights/4 days) at 
Ananda in the Himalayas 











Period | Cover Price | Your rate | You save Free gift (Tick your preference) 

| 1year | Rs.1200 | Rs.960 20% | Golf ван mugs @ | Golfer's Bag | 

| 3 years | Rs.3600 | Rs.2700 _ 25% | [Tiger Woods book @ | Golf Bar set 

| 5 years | Rs.6000 | Rs.4200 | 30% | [Golfer's Bag+Golf Bar set+Golf Ball mugs, 4 Best 
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— . . . Taking wings: Real estate develope 1 Bagalwadi lines up. 
| „Хай! . microlite for a take off at Bangalore's Jakkur aerodrome _ 


Hight 





India’s second most happening city 

(we'll leave you guessing as to the 

identity of the first) discovers microlites and 
the flight aspirations of an entire generation 
well, takes wing. BY VENKATESHA BABU 






PHOTOGRAPHS BY DEEPAK G. PAWAR 





FLIGHT ESSENTIALS 
THE WATER- METHOD MAN _ 





or years after ti incident zoe naturally _ћ 
ea ff flying. The trauma induced by the crash | 2 


make him break into cold sweat each time һе 

лаа to fly. For five full years Nadig gave up flying. even 
if it meant undertaking uncomfortable train and bus 
journeys. Today, 14 years after the event, not only does 

_ Nadig fly, he even pilots а microlite. He credits mi- 


- crolites for helping him to overcome his fear of flying. 5. 


Not just Nadig, but a clutch of aviation enthusiasts > 
in India’s silicon valley are taking to flying microlites. | 








Agni Aerosports, one of the three city-based schools 
in Bangalore that trains people in the use of microlites 
says, *A basic microlite can be assembled for just 








“а саг for a middle class person.” That, though, is 
ће most mundane of explanations for Bangalore’s 
"growing obsession with microlites. As if realising 
this, the captain adds, “Once the passion for flying 





tches on, then it becomes very hard to give up.” 2” 

Microlites seem to possess a strange but irre- 
stible charm that endears them to men—well, some 
of them, at the least. Sharma's first microlite was 
built with the engine of a motorcycle popular in the 















Yamaha 350 cc; the shock absorbers of this vehicle 






. drums from a Luna moped. 









% Captain Arvind Sharma, the Managing Director of | 


- around Rs 5-6 lakh, which is the equivalent of buying - 


1980s, Yezdi; he changed this later to that of a. 


came from a Kinetic Honda scooterette, andi its brake | 


HEALTH NOTES 
THE PERFECT DIET 


rie FISHTALES РОМЕ 


d can п stay in the air or five 
h There s more: microlites can 5e 


Since then microlite оз has taken off in the coun- 
try. Those who are into it swear by the hobby. “Ask 
any young kid what he wants to become, һе will 
say a pilor The ромада тап has avin envied the ue 


pui сы оч Neb is like experie 
orgasm," continues the man. “It is intense. It à 
to relax and forget everything. It is just me and 


2 high up in the clouds.” 

On most days, Jakkur aerodrome on the out- 
` skirts of the city is a deserted place with only the 
occasional stray dog. But оп weekends, there is a 
huge buzz here as aviation enthusiasts congregate 
to get their weeks’ high. One such is S. Rajan, a 
software engineer during the week. "Indians are 
usually risk-averse and shun adventure sports,” 


says Rajan. “After being in front of a pc for 12 
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Red Baroness: Bangalore Aerosports’ Audrey Maben trains wannabe pilots to fly microlites such as this one 


hours, five days a week, I need a high.” 


...But The Red Tape’s Thick 
A microlite doesn’t need to be certified by any 
agency. Ideally, a single-seater should weigh less than 
330 kgs and a twin-seater, 450. A microlite can 
reach a cruising height of around 11,000 feet al- 
though most fliers prefer to stick 
closer to the ground, 3,000 feet or so. 


A part-ownership 





Rs 5 lakh and Rs 20 lakh,” says Captain Sharma. “It 
costs Rs 4,000 per hour to keep the aircraft in the air; 
then there are maintenance and hangar charges.” 
Microlites can be assembled in the backyard, but 
Captain Sharma advises against doing so. “For in- 
stance the bolt and nuts commercially available can be 
used. AN (Army-Navy) standard nuts and bolts cost 10 
times as much, but they possess the abil- 
ity to withstand shear stress that much 


And the species comes with its limi- . ; more.” The good Captain speaks from 
tations. “They cannot be flown at ku, pam is experience. He started off with home- 
night," says Wing Commander (Retd.) — Of four еоріе cou made planes, but has since progressed to 
Ashok Mehta who runs a microlite ^ р certified microlites after several close 
training school, Bangalore Aerosports, toget er own 0 shaves, including a few emergency land- 
along with his wife Audrey Maben. microlite, could lower ings in paddy fields. 
weather conditione, and they ccarat OMS costs, even), Rein belies the inherent danger is 
be used for aerobatics.” Mehta is con- make microlites 05 there is no element of reasonable danger 
vinced that more people would take affordable as cars involved, it becomes boring.” 


to flying if the government eased reg- 
ulations a bit. That’s a valid gripe: 
today, it takes a wannabe microlite pi- 
lot six months to obtain a security clearance from 
the home ministry and as long as a year for several 
permissions from the Director General of Civil 
Aviation (DGCA). 

Even that, however, is unlikely to make microlites 
a mass phenomenon. “A microlite’s cost varies between 
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To cut down cost of ownership, 

Captain Sharma’s Agni is exploring a 

part-ownership option wherein three 

of four people could, together, own a microlite. “For 

the numerous techies in Bangalore, it would be just the 
cost of buying a car,” reckons Sharma. 

Rajan is already trying to convince three other friends 

to own a microlite. “I don’t need to sell the concept to 

them,” he brags. “All it requires is a spin with me." E 
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Quaint obsession: Lawyer Abhik Mazumdar has successfully turned aquarium design into an avant garde art 


Mermaids, Anyone? 


QUARIA SEEMS AN INADEQUATE TERM TO DESCRIBE 
A the ecological marvels that Delhi-based lawyer 

Abhik Mazumdar designs. The 30-year-old 
part-time aquarium designer—the vocation is hot else- 
where in the world where there are people willing to 
pay good money (horror of horrors) for fish that they 
can never eat—prefers the term biotope (simply put, the 
natural environment of an organism). 

Mazumdar once served as an under study to K.K. 
Venugopal, one of India’s best-known lawyers and 
now manages his own firm, Jain and Mazumdar, but it 
is designing aquaria for the rich and famous that gives 
him his jollies. So, what started a shark (oops!, bad 
lawyer joke) off on his obsession with aquaria? “My 
father bought me a small glass aquarium that fit into my 
window sill,” reminisces Mazumdar. He was then eight 
years old, a student at Kolkata’s Don Bosco, and 
something about life inside the small glass enclosure ap- 
pealed to him. Today, he says, he “recreates the work- 
ing of an eco-system”. For a price: he charges anything 


between Rs 30,000 and Rs 25 lakh for a biotope. 
Aquarium design is, in equal parts, art and science: 
recreating an ecosystem involves recreating the asso- 
ciated climatic conditions artificially. That could be 
something as simple as using salt water. And it could be 
as complex as engineering gravity, light, density, and 
waves. Mazumdar, who takes an average of 60 days to 
create a biotope has the whole range on offer: from 
coral reefs to mangrove estuaries to Amazon rainforest 
to African rift valley lakes. 

Most customers, concedes Mazumdar, know little 
about fish. “They largely want a talking point for 
their parties.” Still, he insists on taking customers 
through plates of biotopes designed by masters such as 
Takashi Amano (an aquarium designer who has writ- 
ten several best sellers on the subject). Once a biotope 
has been identified, Mazumdar imports natural ecosys- 
tems that can be, or recreates substitutes. “I create le- 
gal tanks,” he adds, “But I wish our government would 
ease lifestock import norms.” He rattles off a list of cus- 
tomers, but insists that names on it aren’t to be pub- 
licised. What would he like at home? “A South 
American open stream abstract with driftwood.” 

| AMANPREET SINGH 





OR THOSE INTO FISH FOR ENTIRELY DIFFERENT REASONS, HERE'S WHAT IS PROBABLY ONE OF THE BEST WAYS TO EAT IT 
The Mangalore Naked Fish fry (or Nacked Fish Fry depending on the erudition of the person who 
framed the bill of fare) isn’t that well known even within India, with most restaurants preferring the bat- 


FISH, 


ter-fried option. Still, for those interested in the real thing (the batter-fried option isn't a patch on the 
naked fried one) here's the recipe in three easy steps. 


Fish: Opt for thick slices of king fish (surmai in local lingo). Any other fish will do as well, as long as its 


flesh is firm. Salt and add a dash of lemon juice on the cleaned slices. After five minutes wash thoroughly 


Spices: Grind two or three red chillies, a few black peppercorns, a pinch of turmeric powder, some cumi 
seeds, a few coriander seeds (dhania), a small onion, two cloves of garlic, a small piece of ginger, a few 
curry leaves, and salt into a paste. Marinate slices in paste and refrigerate for 30-45 minutes. 


Зоне Heat skillet (tava). Add dash of oil, and roast/shallow fry slices. Тит around after one side is 


well done and repeat with the other. 


* To really get the authentic taste, add some (a tsp.) of East Indian Bottle Masala in the marinade! 


ҰЯНЯЙ NYAIA 











HEALTH NOTES 
CHEAT YOUR BODY 


E ALL KNOW THAT 
cardio-vascular exer- 
cise is the best bet for 


losing fat, but just jumping оп a 
treadmill and jogging at the 
same speed for half an hour is 
probably not the best way to 
shed the calories. When you do 
a cardio session at the same 
pace for, say, 30 minutes or so 
your body can go into what is 
known as the ‘steady state’, ad- 
justing itself to the speed you 
are moving at and trying to con- 
serve instead of expend calo- 
ries. That defeats the purpose of 
exercising—or at least implies 
that you have to do more of it 
to burn enough calories. 

The solution is High Intensity Interval Training or нит. The essence 
of interval training is not to let the body get used to the pace of exercise. 
How do you change the pace of your exercise? Let's take a cardio ses- 
sion on a treadmill. Start off at a good moderate pace for five minutes. 
Then break into a full-tilt sprint for a minute or two and then slow down 
to a moderate pace for, say a minute, and then speed up again. Change 
your speed every two minutes and you will trick the body into burning 
more calories, as it then can't slip into a steady state. 

Another combo for нит could be a steadily increasing pace. Begin 
with an easy pace for a minute; switch to a slightly higher intensity for 
another minute; then increase the intensity a little more for yet another 
minute and finally follow up with an all-out sprint (at the fastest 
rate that you can go) for 20 seconds. Go easy for 10 seconds and then 
sprint again for 20 seconds before going easy for 10 seconds. Then do 
the same thing in reverse (in order of decreasing intensity). Do this 
20/10 combo for six sets or three minutes. Then begin all over again. 
Easy pace for a minute, slightly higher for another minute... and so on 
till another of those 20/10 sec combos. 

Of course, you could also, through experimenting, find a combina- 
tion of нит that works the best for you. Or even improvise on the work- 
outs cited above. Another suggestion: If you weight train regularly, do 
your cardio sessions after you lift. That way, since your heart rate is alre- 
ady pumped up, you may be able to burn more calories through cardio 
sessions than by beginning your workouts with them. One more tip: you 
could try to do lower-body cardio exercises (stepper, bike, elliptical 
trainer) after weight-training your legs and upper body ones (rowing ma- 
chine) after upper body weight training. Or, if you think you're too 
pooped when you're through with weights, do cardio sessions on the days 
that you don't hit the weight room. The choice is yours. [fl 

MUSCLES MANI 
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Playing Angel 


OU CAN TAKE A MAN OUT OF LIQUOR (BUSINESS, 
Yaa is) but not the liquor out of him. Some such 
physical law-defying rule must be at work, else how 
does one explain that Ramesh Vangal, founder- 
Chairman of a tech start up Scandent, but more rem- 
embered for his successful stints at Pepsi and Seagram, 
has angel invested in Katra Liquor, a newbie head- 
quartered in Bangalore and headed by his one-time col- 
league at Seagram, Kaushik Chatterjee? Although the 
20-odd- ir company is barely three months old, it 
already has launched an economy brand of rum, 
whisky and brandy called Wild Horse. While Vangal, 
49, denies it vehemently, rumours are that Katra may 
be talking to UB to buy some brands. Just the same, the 
widely-networked Vangal—among his many close 





friends is Rajat Gupta, former Managing Partner of 


McKinsey—isn't making the switch from hi-tech to 
hops. *I have just made a small investment in Katra and 
it is run by professionals," says Vangal. 


Writer's Block 


OR SOME TIME NOW, CHAIRMAN EMERITUS OF 

Raymond and aviation enthusiast Vijaypat Singhania 
has been working on his book. Having penned some 80 
pages, he seems to have hit a writer's block of sorts. His 
publisher wants 80-odd more pages, but Singhania, who 
recently tried his hand at movie-making with a Hindi 
flick called Woh Tera Naam Tha (it bombed), now 
wants a writer who can flesh out stuff he’s already writ- 
ten and do some more research. For the millioniare Sin- 
ghania finding a writer should be easy, right? Ordinarily, 
yes. But he won’t brook any style of writing alien to his, 
and so far hasn’t seen anything he likes. Any takers? 





П$УЯ 3INOHS 


VIVAN MEHRA 


A Twist, Alright 


ЕЕ ONE WHO’S BEEN BOTH INDUSTRY VETERAN AND 
strategy consultant, spotting a niche should come eas- 
ily. And so it has to Patu Keswani, 44, former СОО at 
Indian Hotels and partner at AT Kearney in Delhi, 
who has turned hotelier with a 53-room budget hotel in 
Gurgaon. Called Lemon Tree—selected from 1,800 
options—the venture, he claims, will offer travellers in 
India a “high quality, low economy” option that they 
have been “denied”. The first Lemon Tree opens doors, 
pony-tailed stewards and all, in April, but Keswani, 
an IIT-IIM-TAS alumnus, is already talking of taking it to 
22 cities over seven years. Watch this man. 
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Telecom Trouble 


6 ІХ MONTHS AFTER А MOTOROLA REP AND SOME BSNL 
and MTNL officials landed in свгѕ net for an alleged 
tender scam, people were beginning to think that the 
Illinois-based telecom giant may just grin and bear it. 
It turns out, they were wrong. Pramod Saxena, Moto- 
rola India СЕО, has quit ostensibly to set up an equally- 
owned joint venture with a South African company to 
offer pre-paid cellular phone cards through retail 
stores. But wags have it that Motorola may have de- 
cided to get Saxena to take the fall for the unseemly 
episode—guilty or not. Meanwhile, Saxena is seeking 
inspiration from Julia Roberts-starrer Mona Lisa Smile. 
Why? “(The movie) is about someone who changes the 
way others look at things,” he says, as a statement of 
his new mission in life. Maybe, Motorola global СЕО Ed 
Zander should see the movie too—or has he already? 


VIVAN MEHRA 
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IMF Calling? On Song 


I THE SECOND TIME THAT MANMOHAN SINGH'S Rs RAMANATHAN’S NEW OFFICE, HE SAYS, 
name (the first for RBI Governor Y.V. Reddy) has won't be in Mudra Communications’ head- 
been tossed up for the Presidentship of International quarters in Mumbai, where he joins May 1 as the new 
Monetary Fund, made vacant by Horst Kohler’s dec- Chief Creative Officer & National Creative Director, 
ision to run for German presidency. Last time around but the Jet Airways lounge at airports across the co- 
in 1999, Jeffery Sachs had suggested Singh’s name, and untry. Reason? “My agenda is to create advertising 
the advocate this time is Ariel Buira, Director of the that’s a hit, works hard and is remembered,” says the 
G-24 Secretariat. It’s not so much fair play as relevance 46-year-old whose previous big campaigns include 
that Singh’s advocates have in mind. IMF is facing a cri- those of Titan, TVS Victor, and Wagon-R. For Rama- 
sis of credibility, and almost 100 per cent of its patients nathan, who has done stints at O&M, Trikaya Grey and 
are from developing countries. A man like Singh, lately Saatchi & Saatchi, Mudra is a big move up. Let’s 
then, may be just what it needs. But almost certainly, hope the agency gains more than Jet Airways. Œ 

the Europeans—especially the Spaniards whose turn CONTRIBUTED BY R. SRIDHARAN, SHAILESH DOBHAL, MOINAK MITRA, 





it is for the top job—will think otherwise. VENKATESHA BABU, ROSHNI JAYAKAR AND AMANPREET SINGH 
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Leading By Caring 


SRIDHAR JAYANTHI, VP (Engineering) & Head (India Operations), Network Associates 


OMPETITION LEADS ONE TO REALISE 

that to survive in today’s business 

environment, it is essential for com- 
panies to understand the difference between 
a manager and a leader. Once this difference 
is realised, it becomes easier for companies to 
create better management practices and organ- 
isational structures. 

World over, organisations are switching 
over to a human resources philosophy centred 
on the positive notion of creating an enabled 
and empowered workforce that is self-moti- 
vated and can creatively chart out its own 
strategy for the attainment of the ends set 
by its leaders. This is in stark contrast to ear- 
lier models that emphasised an artificial, one- 
size-fits-all approach to human resources 
problems. The emphasis now is to eschew 
policies that result in behaviour patterns based 
on fear and other negative emotions. 
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Today, most companies understand the 
fact that employees perform best when they 
feel comfortable with the work environment. 
For employees to attain their full potential, it 
is essential for leaders to make them feel 
cared for, nurture their talent and motivate 
them constantly as they go about their tasks. 
It is not enough for companies to have man- 
agers who focus on merely achieving the 
organisation’s goals, rather, they must have 
leaders who can motivate, guide and drive 
their teams to ever-greater accomplishments. 

Good managers use techniques, tools and 
methodologies that are best among contem- 
porary practices to achieve set goals. Great 
leaders, on the other hand, know that delega- 
tion of authority and encouraging employees 
to generate ideas of their own go a long way 
in not just achieving set goals but in creating 
a perennially successful organisation. 
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Green Revolution 


Fashion capitals around the world will 
soon be having Revolutions. Beginning 
with the sensational debut of the first two 
Revolutions stores at Inorbit in Mallad 
Mumbai and at Spencer Plaza in Chennai 
that proved to be a phenomenal draw 
with the fashion-conscious. Four more 
Revolution stores are coming up, Over 
the next two months, at Forum in Kolkata 
Prasad Mall in Hyderabad, The Mall in 
Gurgaon and CR2, Nariman Point in 
Mumbai. With gala openings featuring 
the three newly crowned winners Of 
Femina Miss India 2004. We are sure 
you'll savor this freedom from the usual 
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From The Editor 


HEN THE RELIANCE GROUP ANNOUNCES BIG 

investments in new sectors, it doesn't really come 

as а surprise. Investment plans worth tens of tho- 
usands of crores of rupees is par for the course because the 
group believes in doing things on a large-scale—whether 
it comes to building plants with huge capacities or proj- 
ects, like Reliance Infocomm's, which target a huge user- 
base. So when the recently re-named Reliance Energy ann- 
ounced its Rs 20,000 crore five-year plan for the power sec- 
tor, it wasn't the amount that came as a surprise. What did 
was the fact that the Reliance Energy initiative is Anil 
Ambani's project. Of course, the Reliance Group has a 
majority shareholding in Reliance Energy but the power 
business it runs is headed and managed by Anil and his 
own team of managers. 

Over the past two years, discerning watchers of cor- 
porate India will have noticed the younger Ambani's 
lack of involvement in the group's new initiatives. The 
massive telecoms project, Reliance 
Infocomm, is led by elder brother 
and group Chairman Mukesh 
Ambani, And Anil, who is Vice 
Chairman and Managing Director 
of Reliance Industries Ltd., the flag- 
ship behemoth, plays little or no 
active role in that project. That's 
precisely why Reliance's new plans 
in power are significant. Because 
these are the younger Ambani's 
plans. Anil himself explains the role of the two brothers 
as a conscious group decision to shoulder different “lead- 
ership responsibilities", given the vastness of the two 
spaces—infocom and power. 

Much of Reliance Energy's plans are well into the fut- 
ure. The “world’s largest" gas-based power plant in UP 
will go on stream only in a few years from now and many 
of its plans to distribute power in several parts of the coun- 
try are yet to bear fruition and will depend on how 
quickly state governments privatise their power sectors. 
Yet, as our cover story explains, Reliance Energy’s strat- 
egy of straddling the entire value chain couldn't have been 
better timed. The new Electricity Act, 2003, which has 
brought about sweeping reforms in India's power sector, 
provides the best conditions for such a strategy. And 
Ambani is losing no time in seizing such an opportunity. 

This issue has a number of other exclusive features. 
Check out the profile of Promod Haque, listed by Forbes 
as the best venture capitalist. And our feature on Grandhi 
Mallikarjuna Rao, who runs several high-profile busines- 
ses but prefers to remain out of the media. After months of 
persistence, BT’s Venkatesha Babu persuaded the Banga- 
lore-based reclusive industrialist to talk to us. Don’t miss it. 
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designed specially for our country. With an Anti-Slip Grip, Built-in Torchlight 


| c МАРЕ INDIA 
and a Dust Resistant Cover, the new Nokia 1100 truly is а phone Made for India. 


Імаус insist on original Nokia India Warranty to safeguard against buying used, refurbished or tampered 0! 
Nokia Cave line 9 5 applicable only for phones imported by Nokia India Pvt. Ltd. ema om 


s. Nokia India Warranty 
#То call from a mobile phone, check with your service provider. Care line available in Ahmedabad, Bangalore, Chennai, Delhi, liyderübad; NIS Kolkata, Mumbai, Pune. 





ҮЕНИ IEE ТСМ TERRI Ey Te CRN Ба: 
ESE, recht н | |, Lib АДУ ? шеді 


we 


| Vol. 13, No. 8, April 25, 2004 


EDITORIAL 


Bi | 10 Doing It With Mirrors 
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12 The Urban Governance Imperative 
| More Indian cities are waking up to the urban 
; governance imperative pioneered by Bangalore 
D and Hyderabad. 


13 Video-On-Demand 
| After Kolkata, BSNL is looking to roll out its 
p video-on-demand service across the country. 


14 Catch Them Young 
Marketers know it is critical to their success in the 
Indian market. Have political parties caught on? 








B 16 Matrix Revolutions 
E Matrix Laboratories CEO N. Prasad answers 
ЈЕ; some pressing Qs. 


Pa 18 Q&A With Stephen S. Roach 
Morgan Stanley's Chief Economist speaks to BT 
on the falling dollar, China and India. 


Е 20 The Wait Gets Longer 
ЊЕ: It now looks like this ПМ-В professor will have to 
ke wait till the next elections. 


22 The BT 50 Index 
E 24 Of Mills And Malls 


DA Mumbai's Phoenix Mills is now a buzzing 
[М shopping complex. 


К 0 24 Jerry’s Move 
mv Mphasis BFL merges with Kshema Technologies 
Ж, and doubles its embedded software business. 


25 15 There A Steel Cartel Around? 

) Consumers say yes, but steel producers point to 
УЧ rising input costs as the cause of zooming prices. 
А 


Б 32 Q&A With George МгКопіс 

E The Vice Chairman of global book and music 
yc retailer Borders' speaks to BT on his India plans. 
Б; 36 Reliance Does Ап iMode 


By focussing on developers, Reliance Infocomm 
hopes to build an applications-rich service. 


36 Jinx Breaker 
D The seeming jinx surrounding ONGC was broken 
T by an unlikely figure: Virender Sehwag. 





38 Is IBM Buying Daksh? 
Seems likely, and such an acquisition would 
certainly make a lot of sense to IBM. 
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BT SPECIAL 
72 India’s Best Equity Analysts 


The first-ever survey of India’s best equity | 
analysts. Part of BT’s ongoing year-round specials. 


FEATURES 


52 Boom Checks In 


With the economy booming and 
domestic tourism taking off, the hotel 
industry is gearing up to add some 
30,000 rooms at a cost of Rs 6,000 crore. 


58 60 Minutes 


ITC's N. Anand 





Patents are a measure of research 
output and IBM Research has the 
largest number of patents as 
compared with any other corporate 
‚ laboratory in the world. BT meets 
up with Senior VP (Research), Paul 
' Horn, who currently heads eight 
IBM research labs across the world, 
including the one at IIT, Delhi. 





IBM's Paul Horn 


64 The World's #1 Venture 
Capitalist 
It's no longer Vinod Khosla but 
another Delhi-born Indian, Promod 
Haque. Here's what makes him tick. 


80 The Reclusive GMR 


Grandhi Mallikarjuna Rao runs 

one of India's most happening 
infrastructure businesses with a clutch 
of power plants, a couple of national 
highway projects, even an airport 
development. He has also got out of 
several high-profile businesses—think 
banking, IT, brewing—in the recent 
past. And lest we forget, he hasn't 
spoken to the media in the Rs 1,500- 
crore group's 27 years of existence. 


86 The Brothers Dalmia 
Abhishek and Chaitanya 
Dalmia have emerged as 
one of Dalal Street’s biggest 
bargain hunters, grabbing 
under-valued stocks and 
rattling managements. But 
are the brothers serious 

i investors or mere punters? 


ll NVP's Promod Haque 


GMR Сгоир'ѕ G.M. Rao 
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126 Managing Expectations 
India Inc. discusses managing expectations and 
employees at the second Business Today 
Corporate Governance Summit. 


COVER STORY 


42 Anil Ambani’s Power Play 


As elder brother Mukesh spearheads the group’s 
telecom business, the younger Ambani comes 
into his own with power. 
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See a sliding stockmarket? Fret not. You, 
the retail investor, are not without 
strategic options. 
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Fear the term ‘commodity trading’? 
Our recommendation: get over it. 
99 what's Your Real Worth? 
Ever thought about it—seriously? 
Try it. It's not an idle figure. 
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112 MT Redux 


Tm чүт ПЧ (> а ка и OD 


After the medical 
transcription boom and bust, 
the industry has settled into a 
steady-state mode that bodes 
well for companies in the 
field, and their employees. In 
short, things are just the way 
the doctor ordered. 
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globalisation is good and a third on the 
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Get A Glowing Smile 
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Starring Infosys Technology's 
N.R. Narayana Murthy, 

steel baron Lakshmi 

Niwas Mittal of LNM Group, 
ace auditor Kashi Nath 
Memani, WorldTel's 
Chairman and India's telecom 
architect Sam Pitroda, 

Nasser Munjee and 

Data Access' Siddharth Ray 
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Q&A: Jagdish Sheth 

The originator of the ‘Rule of Three’ and Charles H. 
Kellstadt Professor of Marketing at the Goizueta Business 
School, Emory University, has been conducting brand 

!! workshops in India. But being an Emory professor, of 

` marketing too, the one question he can't escape is what he 
makes of The Coca-Cola Company’s succession quandary. 
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Building Trust 


Your cover story India’s Biggest 


Wealth Creators (BT, April 11, 
2004) clearly brings out the fact 
that corporate India has realised 


_ that keeping stakeholder interest 
on the top of its priorities is critical 
( ong-term health. To that 

tent it has come a long way since 
те days when companies’ man- 
| agements used to ride roughshod 
| Over the interests of common 





.— shareholders. Surveys such as yours 
таке it clear that such attitudes 


. would be nothing short of suicidal 
апа that keeping investors happy is 
< increasingly becoming critical to 
- India Inc's well being. 

5 CNAVNBET DHAWAN, through e-mail 


India Inc deserves all the credit your 
story India’s Biggest Wealth Creators 
(BT, April 11, 2004) gives it for 
having successfully kept investor in- 
terest. on top of its management 
agenda. But the real test of its wealth 
creation abilities will come when 
the foreign competition intensifies in 
the near future. So, in addition to 
looking after the investors’ inter- 
ests, Indian companies need to de- 
velop a global perspective if they 
are to ensure their survival. 
NAVNEET SVADEDWA, through e-mail 


252 Indian companies may have learnt 


their lessons on wealth creation well 
(apropos India's Biggest Wealth 
Creators, BT, April 11, 2004) but 
when it comes to sharing that wealth, 
they still have some way to go. 
Wealth created but distributed too 
- narrowly can only result in crises in 
| the future. The gap between the 
~ пећ and the poor is already widen- 
ing at an alarming rate. It is time, 
therefore, that companies started 
building redistributive mechanisms 
into their wealth creation processes. 

SOORYAKANT PARIKH, trough e-mail 


Ingenuity Pays 
The managing item Tbe KDMC 
Experiment (BT, April 11, 2004) 
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the most, à 





made a good read. KDMC's citizen 
facilitation centres are a boon to 
people who have for years been vic- 
tims of bureaucratic apathy and cor- 
ruption. Such initiatives, with their 
promise of increased transparency, 
are the only hope for a country such 
as ours. State governments would 
do well to taking their cue from 
KDMC and switch to a similar system 
of functioning. 

ТАМЫР KAPOOR, through email 


A Tale Of Two Channels 

Apropos the trends item Not Quite 
Cricket (BT, April 11, 2004), since 
Ten Sports purchased telecast rights 
from the Pakistan Cricket Board for 
all matches organised by the pcs till 
2007, it was well within its rights to 
charge Doordarshan (рр) for offer- 
ing the live feed of the Indo-Pak 
cricket series. It is only fair that Ten 
Sports got compensated for having 
gone in for the the deal despite the 


risks involved. Especially since it was 
far from clear at that time of the 
deal whether a series between the two 
countries would actually happen. 

| MADHU AGRAWAL, through e-mail 


ed 


The recent feud that saw DD 


challenging Ten Sports’ telecast 


rights of the Indo-Pak cricket ser- 
ies been resolved in the latter's 
favour. Instead of ruling that рр 
pay for the live feed and display 
Ten Sports' logo, the Supreme 


Court should have ruled against DD 


having to do at least the latter. 
MAHESH-KUMAR, онар e-mail 


Young Achievers 
Apropos India's Young Super 
Performer (BT, March 28, 2004), 
the business acumen of these exec- 
utives and their achievements make 
them perfect case studies for budding 
business tycoons. 

SIDDHARTHA RAI GUHA, through e-mail 


Corrections 

In India’s Young Super Performer 
(BT, March 28, 2004), the designa- 
tion of Asian Paints’ Ashwin Dani 
was incorrectly mentioned as the 
Chairman, He is the company’s Vice 
Chairman and Managing Director. 
The error is regretted. 


Micky Jagtiani’s (see Retail’s 
Reclusive Billionaire, BT; March 
28, 2004) first name is Mukesh and 
not Mabesh. 


In B-Schools Placements (BT, April 
11, 2004) the data should have been 
credited to Coolavenues.com 
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view mirror? There are two good reasons not to, 
ever. First, the past may have no more than a 
passing relevance to what’s ahead. And second, some 
mirrors—such as convex and concave types—are 
designed to create a reality distortion field to deliver the 
designer’s desired perceptions. 
There are also two good reasons to suspend the 
2 many joys of Feel Good living that some of us have 
| grown accustomed to, and put a knuckle to one's 
.. chin for a good think. First, statisticians are fond of mir- 
rors. Second, no ‘superpower’ has ever been a su- 
- perpower for long without a widespread, dispassion- 
“аге and active interest in the “truth, whole truth and 
nothing but the truth", to quote the testimonial oath 
used in the US, under law. 
The latest statistic glitter- 
ing forth in glory from India's 
Central Statistical Office (cso) 
7718 ‘10.4 per cent’. The very 
rr number of digits—two—be- 
< fore the decimal gives it an 
incandescent glow. This, 
folks, is the economic growth 
rate logged by the country 
for the third quarter of the fi- 
nancial year 2003-04, a figure 
that's the world's highest for 
2 фе period. India, people, has 
2 Бесоте the world's fastest 
| growing зодан 
_ The world’s fastest... 
Has the cheering faded slightly? Good. For those 
who care to listen, it's time for details. The figure rep- 
22 resents an acceleration from the second quarter's alre- 
аду расу 8.4 per cent, which in itself was a pep-up 
= from the first quarter's 5.4 per cent. Agriculture gave 
~ the third quarter its big boost, up a staggering 16.9 per 
cent, while the industrial sector delivered a robust 
27.4 per cent and the ever-dependable services sec- 
тог, 7.3 per cent. An all-round economic performance, 
then, after a long while. Impressive, it is. 

"Those were the details. Now for reflections of an- 
other sort. First, does the ‘10.4 per cent’ figure tell us 
much about the future? And second, does it really make 
India the world's speed champ? 

No, and no again. This is because of an inconven- 
ient bit of information that doesn't always find place 
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amongst all the glowing numbers. The quarterly gro- 
wth figures are calculated on a year-on-year basis, and 
the third quarter of 2002-03 saw India's agricultural 
sector scorched into a 9.8 per cent decline by a devasta- 
ting drought. The year was so miserable that any. 
‘normal’ back-to-trend performance would register as 
a bumper year. A good monsoon in 2003 has ensured 
just that, and everyone is relieved. But relief is relief; 
it’s no reason to get overexcited. The peculiar suc- 
cession of circumstances means that the entire episode 
(the tragedy of 2002 followed by the normalisation of 
2003) is a blip. A gigantic blip—blown way out of pro- 
portion to the fact it is supposed to represent. — - 

Anyhow, the blip is in the past now, and it's best to ` 
adopt an unbiased view, thinking ahead. The base | 

for calculations having ex- 
panded this year, it is highly 
unlikely that the country will 
turn out another расу per- 
formance in 2004-05. While 
services could maintain a 
steady clip, the erratic indus- 
trial sector shows little evi- 
"dence of having achieved a 
higher growth. trajectory. 
Anyone entertaining visions 
- of two-digit economic growth 
towards quick superpower- 
hood would be disappointed. 
Of course, that's not to say 
that genuine economic accel- 
eration is impossible. Intelligent reforms—particu- 
larly in agriculture—could bring about a transforma- 
tion, and could well proceed without any convul- 
sions if pursued in a manner sensitive to the needs and 
dreams of the country's people at large. 

As of now, however, the most touching thing high- 
lighted by the attempted light-and-mirrors | show is 
how much farther the country needs to go. To be 
frank, what matters is not quarterly but average annual 
performance over the long term—and the second 
half of the post-1991 reforms period has plainly failed 
to keep up the growth of the first half. If that's not bad 
enough, it's cold comfort seeing ап. entire economy's 
destiny turn on some mysterious atmospheric forces. 
Nor is it uplifting to see such muffled appreciation of . 
the truth in a country that once shook р! the World 
Order with that ideal, and little else. m 
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Uber-Governance 








| 

More Indian cities are waking up to the urban governance АЕ 

| pioneered by Bangalore and Hyderabad. 

| À HERE'S SOMETHING IN 
i the air in India’s cities 
X and it isn’t the smell of 
% diesel fumes. Rather, it is 


2385188 the halo of good gover- 
= nance. This is a recent phenome- 
non. А combination of factors— 
near-bankrupt municipal corpora- 
tions, political interference, the con- 
stant influx of labour, and the abse- 
nce of urban planning—ensured that 
most cities adopted a minimalist ap- 
proach to urban governance (in terms 
of activity, not the size of City Hall) 
all through the 1980s and 1990s. 
The 2000s have been different. 

Big business has had a lot to do 
with this. Over the past decade, the 
chief ministers of several states have 
transformed themselves into sales- 
men pitching their province as an in- 
vestment destination. Their initial at- 
tempts revolved around giveaways. 
Then they started focussing on ur- 
ban infrastructure. This decade has 
seen the pitch being refined further 
to incorporate financial soundness 
and quality of life. 

Companies, too, have a vested 
interest in the betterment of cities. 
The reasons behind an individual's 
decision to work for a company in- 
clude the quality of life in the city 
where the company is located. That 
fits in very well with another trend: 


Mumbai first?: Not yet, but the city is 
trying its best to become a better 
place to work and live | 
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сап increasing awareness among citizens of their rights. 
" Bangalore and Hyderabad were the first Indian cities to focus on 
фат governance, the first through a public-private partnership, the 
Bangalore Agenda Task Force (ВАТЕ), and the second through a top- 
down initiative championed by Chief Minister Chandrababu 
Naidu. Today, tens of cities are emulating them. Mumbai boasts 
ibay First, a BATF-style initiative that aims to transform the city 
a world-class metro. Delhi has its Bhagidari scheme, a gov- 
ernment initiative that involves resident welfare associations. 
2. The quality of financial management is at the core of some ef- 
_ forts at better urban governance. Bangalore's city corporation 
was the first in the country to move to a fund-based accounting sys- 
em (read: a double-entry book-keeping system). Today, the cor- 
ions of Indore and Bhopal have already implemented a fund- 
stem, and those of Ludhiana, New Delhi, and Jabalpur are 
he process of doing so. Systems such as these will help corpo- 
ons manage their finances the same way ое do. 
. Circa 2004, a clutch of city corporations, including Nagpur, 
ür. Vishakhapatiam. (Vizag), Bhopal, Dehradun, Hyderabad, and 
еі, are either in the process of raising money through the issue 
pens or are considering os 50. “А io financial model : 













demand service work? For 
anisation in theo context tof di and emergency services ," says starters, in а TO-year contract, the 
arthik, the Commissioner of the city corporation, who sees the ОЕ 
g some of these problems. And the ортон. of roads а Bangalore-based teleco 
ear DN | meda и 
ita Municipal Corporation has turned yesterday’s, City of 
ito today's City of Trenches in.an effort to future-proof the. 
s roads. "Today's pain, tomorrow's gain" is the evocative 
ssage on men-at-work signs at all major roads. *When the 
|. projects are completed next year, traffic congestion in the city 
у ease," promises the city’s mayor, Subrata Mukherjee. 
—  :The significant thing about the wave of better urban governance 
` sweeping through India is the emphasis on outsourcing or pri- 
а нол: ү, instance, has called for bids to manage the city’s vided by BSNL free of cost. BSN S 
" supply. Indeed, the urban governance phenomenon has target: a million customers Бу. 
critical mass enough to serve аз а campaign platform. Arun. the end of 2%. At an in- 
Pune's former municipal commissioner is. contesting the com- - | 
ions to the lower house of Parliament from Pune. His prom- 
to make Pune the best-governed city in the country. And as this 
ne goes to press, V. Ravichandar, a member of ВАТЕ and а 
galore-based market research consultant, is preparing to launch 
е a resource of sorts for progressive city-planners. 
_ REPORTED BY SAHAD P.V., ARNAB МЕТКА, E.-KUMAR SHARMA, 
NITYA VARADARAJAN, ROSHNI JAYAKAR; AND VENKATESHA BABU 













movies; events and | sporte prog 
ramming. To access the service, - 
the subscriber must cough up Ps ` 
1,000 in monthly fee: ^ 

per view. The set-up box 

































a substantial rise everue,"- 
says N.K. Mangla, Director (Mar- 
keting & Commercial), BSNL. 
Competition (read: Reliance 
Infocomm) should soon соте 
snapping at BSNL's heels. 
SUDARSHANA BANERJEE 











The significant thing about the wave of better urban governance 
sweeping through India i is the emphasis on outsourcing or privatisation 
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Selling To The Young 


Marketers know this is critical to their success in the Indian market. 
Have political parties caught on? By SHAILESH DOBHAL 





ENERATION NEXT OF THE INDIAN ELECTORATE 
has arrived and here are the numbers to 
prove this: 220 million of the 669 mil- 
lion Indians who can vote are in the 18- 
30 years age group. Marketers have 
long realised the importance of the youth market and 
catered their products or communication to tap into 
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this mother lode. “Whether you are selling jeans or 
motorcycles or mobile phones, you just cannot afford 
to ignore the youth market,” says Partha Sinha, 
Executive Vice President (Strategic Planning), 
Ambience Publicis. With the numbers staring them in 
the face, the country’s two largest political parties, the 
Bharatiya Janata Party (ВЈР), part of the ruling National 





x p, With the numbers staring them in the face, the Bharatiya. Janata Party and 
: "ће Congress have responded with manifestos targeted at the young 





Democratic Alliance (NDA), and the Indian National. 
$ (INC), have responded with manifestos tar- 
at the young. A 
their efforts at wooing the young seem in- 
and, worse, fundamentally flawed. “There’s a 
genuine lack of knowledge about what makes this 
_ audience tick,” says a leading psephologist. “The вур 
гапа the Congress are both unsure of the way here.” 
© That's not far off the mark. Indian politics has tradi- 
tionally been driven by caste equations with parties be- 
g loath to look at anything else. 
lectoral dynamics have made it possible for 
rties to do this. With an average of nine con- 
. testants per constituency, both the вур and the 
. Congress have grown to believe that there is far. 
more sense in cobbling opportunistic local-level 
poll alliances. Polarisation on the basis of gender and 
age, the prevailing logic goes, is non-existent. For in- 
stance, smart alliances helped the Вур, with a vote 
г share of 23.75 per cent (182 seats) in the last gen- 
eral elections, put one over the Congress, which had 
га vote share of 28.30 per cent (114 seats). 
_ However, as Partho Rakshit; Managing Director of 
market research firm ACNielsen India, puts it, “There 
are definitely voting-pattern skews on the basis of 
- gender and age, and political parties have just about 
started looking in this direction." There's a reason, and 
retty strange one, behind this. Opinion polls claim 
ће result of the elections to the fourteenth Lok Sabha 
"ва forgone conclusion, with the вур and the NDA 
gaining a few more seats and the Congress losing a few 
. more. If that is indeed the case, then, an emphasis on 
the young could fetch the вур a few more seats (and re- 
inforce its dominance of the coalition) or help the 
Congress cut its losses. Which is why both parties 
_ suddenly want to be seen as being close to the young. 


DASHBOARDD | 


MARKET MISHAPS 
The Ten Sports-DD мтап 
„ gle has fallen off the rada 
ofthe press and not even 
n Indian win at Multan is | 
enough to resuscitate it. 


economy in the October- 
December quarter; the 
market heads north. 


| OUTSOURCING 
All is overshadowed by the ; 
10.4 per cent growth of the 
| study shows that the phe- 
| nomenon creates net new 
i jobs inthe US. | 


At one level, this translates into a “younger” prod- 


uct; "The entry of around 30-odd young leaders, inc- 


luding Rahul Gandhi, is our clear message of being o 
with the youth," says Tom Vadakkan, the head of the 
Congress’ media cell. Even the вур, traditionally a 
party of the old, is fielding a clutch of young candidates 
according to its General Secretary Mukhtar Abbas 
Naqvi. À fourth of its candidates, he stresses, is under 
the age of 45 years. Unfortunately, most young lead- 
ers across both parties are scions of political dynasties 
with their youth being purely incidental. And both the 
Congress and the ВР are hoping that the messenger can 
masquerade as the message itself. | 

At another level, it translates into “younger” com- 
munication. BJP^s Naqvi is confident that the party's 
"message of development will strike a chord with- 
the young who have a stake in the India of the future" 
He points to the 20-million 5М5 messages sent oi 
the party as further evidence of its intensity in ta 
the young. The Congress, much of whose com 
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.. Matrix Revolutions 


How critical was the move to sell 15 per cent of the company to Newbridge 
and Temasek from the growth perspective? 

That money will. come in by the end of April. So as of now, our growth 
has been funded entirely by internal accruals. Then, both Newbridge 
and Temasek are major investors and have several investments in 
pharma across the globe. We could network with these companies. 
More significantly, their presence helps enhance the image of the com- 
pany and provides financial stability as they bring in Rs 350 crore. 


You have always been aggressive in terms of acquisitions? And now you 

. Will have a war chest too. 
Yes, we have funds. Over the past two years, we have only tried to lever- 
- age existing opportunities. Much of this has been driven by the fact that 
time-lines in the pharma business tend to be long and the acquisition 
| route is sometimes better than setting up a unit from scratch. We һауе 
successfully integrated Vorin and Medicorp (the two merged with 
Matrix in 2002). Medicorp helped us gain early entry into the US mar- 
ket by at least two years as it had a US FDA-approved facility. As for re- 
cent acquisitions, the Vera Labs (Matrix acquired Vera and three 
subsidiaries in 2004) one means we now have the largest US FDA-ap- 
proved facility (the combined capacity of Matrix and Vera) in India. 


Does the company have an appetite for more acquisitions? 
_ Yes, we are open to new acquisitions that can enhance value. 


_ Will management control change after the open offer by Temasek and 
е у à Newbridge? 

No, it will not. The promoter-holding will 

reduce from 60 per cent to 40 per cent. 





Is your share overpriced at Rs 1,500? Is the 
price a function of the relatively low liquidity of 
the stock? 
Low liquidity is not really the key issue. The 
company's price-earnings multiple 
is in the region of 12 to 15 as 
compared to 20 to 30 for 
the pharma majors. 
.. However, steps are being 
taken to increase the liq- 
uidity. We are currently 
listed on the BSE and 
now want to list on the 
NSE. There is also a 
| proposal to split the 
| share, but that needs 
to be examined. 
|. E. KUMAR SHARMA 
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Matrix Laboratories CEO N. Prasad answers some pressing Qs. 1 | 
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New New Tool 


OR HARRIED 

marketers des- 
perately trying to 
fathom customer 
psyche, there’s a 
new tool in town, 
DeltaQual. Dev- 
eloped by ACNiel- 
sen, DeltaQual 
leans heavily on 
techniques drawn 
from anthropology, 
neuro-psychology, 





and behavioural Not Delta Force, 


science to access duh: This is 
hidden drivers of  DeltaQual 
consumer реһау- 
iour. “This heuristics-based de- 
cision-making system gives us 
insights into how consumers be- 
have, why they behave the way 
they do, and what can be done 
to change their buying habits,” 
says Rashmi Varma, Associate 
Director, ACNielsen ORG-MARG. 
DeltaQual is based on recent 
research in cognitive psychol- 
ogy, which reveals that although 
consumers have thousands of 
brands in their heads, they waste 
little time thinking about them. 
Created by ACNielsen’s New 
Zealand office over two years, 
the model revolves around 
Omega Rules and Delta Mom- 
ents. The first is the mental 
checklist customers use while 
shopping, while the second lists 
instances when something can 
cause a customer to re-evaluate 
existing opinions and deviate 
from the habitual. “Using Delta- 
Qual, we came up with insights 
like the fact that Indians don’t like 
to drink cola at breakfast and that 
а second credit card is about ego- 
needs and not functionality,” 
says Varma. That’s alpha-stuff. 
ABIR PAL 
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Time is money. So it’s important to get new business software up and running quickly. Which is why ЗАР" solution 
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built on the open SAP NetWeaver" platform make so much sense. Because they're designed with fast implementation in m 


you can see business results quickly. Visit sap.com/speed to see how fast SAP can make things happen for your compan 
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“The Dollar Needs То Come Down” 





VER THE PAST SIX YEARS, STEPHEN S. ROACH, 

Chief Economist, Morgan Stanley, has made all 
of 25 visits to China. Last fortnight, Roach made 
his first trip to India. Business Today’s Brian Car- 
valho caught up with him on a 40-minute drive from 
the Mumbai domestic airport to the Dhirubhai Ambani 
Knowledge Centre on the city's outskirts. Excerpts: 


On whether US-centric global growth is sus- 
tainable. 

The US economy accounted for 96 per cent of the 
cumulative increase in world cop between 1995 
and 2002. Such an unbalanced global economy is 
not sustainable. | don't see Europe making a sig- 
nificant contribution. The recovery in Japan is ten- 
uous. This is the time when China and India can 
Step up on the supply side of the global economy. 


UP AND AWAY» 


Inflation Watch: What 


Petrol and diesel 

Saudi Arabia, the biggest producer of 
crude, and OPEC has decided to cut 
production 


Engineering and transport equipment 
The price of nickel (and steel), both 
key inputs for such equipment, 

has increased substantially 
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On whether the US dollar needs to further fall 
to correct this imbalance in growth 

The dollar needs to come down a lot more. So far 
it's down 13 per cent, which isn't enough when the 
current-account shortfall is a record 5 per cent of 
GDP. In the mid-eighties, when the US current ac- - 
count deficit hit a then record 3.6 per cent of GDP, 
the dollar came down 27 per cent. 


On whether China is largely pts oie 

the huge US trade deficit 
The problem in the US is a jobless recovery 

and a huge trade deficit. The record deficit can- 
not be blamed on Chinese competition, but on 
the net national saving rate falling to less than | 
1 per cent of app іп 2003, which means that the | 
US has to attract surplus savings from abroad - 
to finance its consumption-led growth. If China | 
is made the scapegoat, and we decide to open _ 
up our trade deficit to somebody else, we will 
only be expanding trade with higher-cost pro- | 
ducers, and that would be a tax on the pm 
American public. 


On his observations of India. 

There's no mistaking the lagging infrastructure, | 3 
which is because India's foreign direct investment 
of $4 billion pales in comparison to China's. Put 
the good news is that India can still deliver on _ 
services, because you don't need infrastructure | | 
but connectivity and highly skilled people. (But) | 
India has a fully functional financial system, which 
China does not. 


Could Soon Be Dearer? 


Cars and auto components 
The price of steel has increased 
substantially 


Housing Loans 
Interest rates, which had bottomed 
out, could soon firm up. 
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Don Gowda: He will have to be content with 
a back-room role this time 


RS IN THE GREY-CELL HEAVY CORRIDORS OF THE 
Indian Institute of Management, Bangalore’s verdant 
campus, Mothakapalli Venkatappa Rajeev Gowda has 
enough going for him to stand out. That’s saying 
something. The institute’s incumbent Head Р.С. Apte 
is one of the world’s foremost experts on derivatives and 
its previous one M. Ram Mohan Rao a legend of 
sorts among mathematicians everywhere. So, the 40- 
year-old Gowda, a PhD from Wharton and post-doc- 
toral Fellow at the University of California, Berkeley, 
who is now Associate Professor, Economics and Social 
Science at the B-school, must be special. That’s borne out 
by the fact that the man was Runner Up, Mastermind 
India 2002, the Indian edition of BBC’s renowned 
black-chair quiz. For the record, Gowda’s choice of spe- 
cial topics—participants answer two-minutes worth 
of questions on the special topics and a further two 
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Quietly Waits The Don 


It now looks like this IIM-B professor will have to wait till the next elections. 


minutes on assorted ones in each round—in the three 
rounds were American Politics in the Reagan years, the 
Rashtrakuta Empire, and the plays of Girish Karnad. 

All of this constitutes reason enough for the good 
professor to be a celebrity on campus. That, though, 
doesn’t explain his presence in this magazine, which is- 
n't particularly known for featuring campus celebs, 
however photogenic they may be. To understand 
that you will have to meet the other Rajeev Gowda at- 
tired in crisp starched khadi, son of M.V. Venkatappa, 
the Chairman of Karnataka’s legislative council, and a 
politico with affiliation to the Indian National Congress 
who, alas, hasn’t been allowed to contest the coming 
elections to India’s Lower House of Parliament from 
the prestigious Bangalore South borough. 

Gowda is, if you will pardon the epigram, a born 
politician. “My earliest memory is of presenting a bou- 
quet to Indira Gandhi when I was six years old,” he says 
referring to India’s former prime minister. “My house 
used to be filled with leading politicians and І have al- 
ways been interested in public service,” he adds, quali- 
fying that this entails an entry into active politics. 
And so, after his PhD, post-doctoral qualification, and 
a eight-year stint teaching political science at the Uni- 
versity of Oklahoma, Gowda returned to India in 2000 
with a desire “to serve the people of my country”. It 
was 15 years since he had left India and his credentials 
made him a Don, but politics was where his heart lay. 

His background as an economist, he explains, will 
help him “provide real solutions to real problems” and 
his stint in academia has rendered his family “financially 
stable”. For some time, it looked like the professor was 
headed for Parliament. Congress President Sonia 
Gandhi inducted him into the party’s economic think 
tank and there has been some noise about Gowda 
heading the Congress Leadership Institute, a still-on- 
paper executive education provider to politicos. He was 
busy planning his campaign when news that he would- 
n’t be asked to contest the polls trickled in. Still, age, 
intelligence, and caste (like Karnataka’s Chief Minister 
S.M. Krishna, he belongs to the powerful Vokkalinga 
community) are on his side. Next time, sir. 

VENKATESHA BABU 





Gowda returned to India in 2000 with a desire “о serve the people of my country” 
His credentials made him a Don, but politics was where his heart lay 
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| LINEAR DRESSING. | 
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| Presenting Corporate Insignia. A collection of revolutionary striped shirts for the | 
. workplace. In colours and designs, never seen before, these smart and stylish P. 
. Shirts inspire new mornings at work. Crafted from the finest Supima cotton using | 
Compact Spinning technology, these shirts have sharper designs and an excellent b 

. drape. Gentlemen, reveal your lateral side in these shirts and make dressing ! 
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BT-CIRRUSP 


FROTH FUNDAMENTALS 


Do price wars hurt the image of company? The jury is still out on that one but we present the quality of 
· exposure scores of HLL and P&G, participating in the latest price war, as a reference of sorts. 


The price cuts haven't really hurt HLL's Do the price cuts have anything to do with 
overall QoE score although it has hit HLU's plunging financials and stock 
P&G's some. market QoE scores? 











ЕНІ 3i Procter & Gamble W Stock Market 


W Financials 
167.72 
159.84 136.72 m 
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FOOTNOTES: Quality of Exposure (expressed as a percentage) is a proportion of the image score.of the company to its visibility score. 
The visibility score is an aggregation of the visibility it receives in the media; the image score factors in the tone of coverage (positive, 
negative, neutral). All numbers for the period between October 1, 2003 and March 20, 2004. Feedback to bt-cirrus@icirrus.com 












| Most Traded Stocks 
| Of Q4, 2004-05 


Reliance  Tatalron Satyam State Bank Малић 
c Industries 8 Steel Со. Computer — ofindia буор 
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Hyper-Security. 







Hyper-Threading Technology from intel. 
Why choose between PC security and 
PC performance? The Intel’ Pentium’ 4 
| Processor with HT Technology is 
engineered to let PCs do two things at 
once — without the frustrating lags*. 50 
you can run a background virus scan 
as you get some real work done. 
Get all the details at intel.com/in/HT 













"Look far systerns with the Intel? Pentium® 4 Processor with HT Tachinelogy logo which yolr system vendor has verified йде Нуре 
use Sco www sntel.convinteyhyperthreadiing! for more information, 5 2004 Intel Corporation. intel, Ponton and the Intel inside lago are registered tuden 
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ETAIL GURU PACO UNDERHILL 
| oat probably make sense of 
t. I could not. Why hundreds 
would brave the sweltering sun on 
a leisurely Saturday afternoon to 
throng a shopping mall? Yet the 
draw was unmistakable. Just one 
look at the sea of humanity washing 
over Mumbai’s latest consumer oa- 

sis—the 500,000-sq-ft Phoenix 
Mills’ shopping complex—and I 
was convinced. 

Some stood in bunches survey- 
ing the sleek glass and chrome fa- 
cades; Pantaloon, Big Bazaar, 
McDonald's, Barista....Others 
parked themselves on the awning- 
shaded benches, lorded over by a 
white looming chimney—the soli- 
tary relic from the complex's cotton 
mill days. Inside, along aisles and 
aisles of shrink-wrapped produce 
and merchandise, afternoon shop- 
pers were shopping gleefully to the 
tune of remixed Hindi pop music, 
navigating by signages promising 
bigger packs, better quality and the 
cheapest prices. “This is just the 
beginning, a lot more is on the 
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Risen Like A Phoenix 


From the ashes of textile mills rises a sprawling shopping mall. 


High Street Phoenix: Shoppers walk where mill workers once toiled 


way," promises Atul Ruia, Director, 
Phoenix Mills, which boasts of 
everything from departmental stores 
to restaurants to bowling alleys. 
Amongst the commercial and 
the prosaic, I manage to unearth 
something quaint. Sweet World, a 
candy store, which has 108 varieties 


Jerry Makes His Move 


г” А HOMECOMING FOR ME,” GRINNED АМАМТ КОРРАН, AS НЕ POSED FOR 
photographs soon after he, сео of Kshema Technologies, and 


Hello, Goodbye?: 
R Will 





Jaithirth “Jerry” 


on offer, all specially imported. Is 
that a good thing? I wonder. A gin- 
ger-haired girl, ardently clutching 
her Lonely Planet, answers it for 
me. “It’s too westernised. This is 
not what I expected. You could be 
anywhere in the world.” 

ABIR PAL 


Rao, Chairman and сео of Mphasis BFL, announced 


a deal to merge the two companies. Koppar, who worked for 

BFL between 1990 and 1997, struck the deal for $21 million (Rs 92 
crore). Kshema will be renamed Mphasis Technologies and Koppar 
will be the President of the new unit. It’s a win-win deal: Kshema 
gets a big parent, and Mphasis, scale. Its embedded software busi- 
ness now doubles in size to $30 million (Rs 132 crore). 


VENKATESHA BABU 


IWVASOD НЅЭИП 


Is There А Steel Cartel Around? 


With steel prices going through the roof, consumers allege foul play. 


OR NEARLY THREE LONG YEARS (1999- 

2002), everything that could pos- 
sibly go wrong had gone wrong 
with the Indian steel industry. 
The cost of debt was high, de- 4 
mand was soft both in India 
and abroad, and prices were / 
under tremendous pressure. | 
So much so that some of the 
big producers, like the Steel 
Authority of India (5АП), racked 
up huge losses. And then in 
April 2003, steel companies 
started riding out of the trough in 
what is a cyclical industry. China 
stepped up its purchase of global steel 
to build up its infrastructure, especially for the 
2008 Olympics, other markets also started looking 
up, and Japan and the European Union cut steel pro- 
duction to maintain prices. Besides, demand from 
within the country—for housing and road con- 
struction—had started reviving. Result: the price of 
benchmark hot rolled (HR) coil, the primary input for 
user industries, have been on a roll. From Rs 17,100 
per tonne in June 2002, the HR coil price has risen 
to Rs 31,861 per tonne currently. 

The almost once-a-fortnight increase in prices of 
steel has the user industries up in arms. Says Jagdish 
Khattar, Managing Director, Maruti Udyog: “If my car 
weighs 800 kg, almost 600 to 650 kg of that is steel. 
So even a small fluctuation in the price of steel can 
have a serious impact on prices." Adds Amitabh 
Mundhra, Director of the Kolkata-based Simplex 
Concrete Piles: “It is simply profiteering on the part 
of the major steel producers through the formation of 


UNDER PRESSURE 



















a cartel, which is responsible for 
the surge in steel prices.” 

Is there a steel cartel around? 
In terms of price setting, there 
certainly is. For example, the 

Indian Steel Alliance—com- 
prising top producers such as 
Tata Steel, sait and Essar 
Steel, among others—has 
been setting the benchmark 
price for the product. But is 
there a cartel in terms of 
unduly profiting from the 
robust demand? Maybe not. 
Allow us to explain. 
The main reason for the hike in 
steel prices, its producers say, is the 
huge jump in the prices of raw materials. 
Prices of metallurgical coke, for instance, have shot up 
from $120 а tonne in December 2002 to $465 in 
February this year. Iron ore, another important input, 
saw prices quadruple to $120 a tonne in that time. 
Other inputs such as melting scrap (up 222 per cent) 
and pig iron (209 per cent) have also gone up in 
tow. According to Indian Steel Alliance’s Chairman J.J. 
Irani, prevailing prices of HR flat products are not only 
realistic but on par with those of 1997-98 before 
the crash happened. Says B. Muthuraman, MD, Tata 
Steel: “The revision in global prices of HR coils is in 
tandem with the rise in input costs.” 

Numbers bear Muthuraman out. While the cost of 
raw material as a percentage of net sales for eight of the 
top steel companies (Tata Steel, SAIL, JVSL, Jindal Steel, 
Jindal Iron & Steel, Ispat Industries, Essar Steel, and 
Bhushan Industries) has fallen from a high 50 per 
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You like it with the cranberry a little subdued. 

And the raspberry a little overt. 

But you’re in no mood to explain. 

So all you do is ask for vodka, raspberry liqueur and triple sec 
and start fixing your own Rasmopolitan. 

What about dinner ? Well, you can order whenever you want. 


Experience a personal mini-bar for the first time in the sky. 
First Class on the new Emirates Airbus A540-500. 


Keep discovering. 


> = eU: а ў ў scam some УД YO erg БЕЛЕ 2 = i ES Ze 
Available on select routes only. For more details call Emirates in Mumbai: 2879 ‚ Delhi: 5531 4444, Chennai: 2822 3700, Hyderabad: 5523 4444 





www.emiratesindia.com 


os 
Sy 
Emirates 


Over 70 destinations worldwide 


руя 


‘ala: 0484-2382829, Gujarat: wards.com 





bt trends 


cent in March 2002 to about 40 per 
cent in the last quarter of 2003, 
the figure has remained more or 
less stable between December 2002 
and December 2003 (see Under 
Pressure). That means the steel pro- 
ducers have increased prices to pro- 
tect their profits margins, but not— 
as some are alleging—to gouge their 
customers. Agrees Rakesh Valecha, 
steel analyst at international credit 
rating agency, Fitch: “All this con- 
troversy is the result of the impres- 
sion that steel prices have become 
abnormally high. But the rise in 
prices of HR products is simply an 
end result of rising input costs and 
business cycle phenomenon." 

But, this being an election year, 
the irate customers have managed 
to get the government's attention. 





The main reason for 
the hike in steel 
prices, its producers 
say,is the huge jump 
in prices of raw 
materials like coke 





The import duty on steel has been 
dropped by 5 percentage points to 
15 per cent, excise duty has been 
halved to 8 per cent, and there's 
even a temporary curb on exports. 
As a result, the Indian Steel Alliance 
has cut prices by about Rs 4,000 a 
tonne and promised not to hike 
prices until June this year. 

Steel producers, however, aren’t 
amused. One of them points out 
that in the years when steel prices 
were falling, the prices of all white 
goods, and cars too, continued to 
rise. Which means, he argues, either 
the prices of steel had no significant 
role to play in the final market 
prices of these products, or that 
the manufacturers did not bother to 
pass on the gains from low steel 
prices to consumers. Now, that’s 
an argument hard to beat. 

ASHISH GUPTA 
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WOULD YOU LIKE TO 
JOIN ME ON A 
DARING COMMANDO 
RAID? 


MY INTERNET PRO- 
VIDER WONT LET 

ME CANCEL BY PHONE 
OR BY E-MAIL. 


DOES THIS MASK 
MAKE ME LOOK 





DO YOU WANT 
TO KNOW WHY? 


THE SERVICE AGREE- 
MENT SAYS 1 HAVE 

ТО STAGE A DARING 
COMMANDO RAID ON 
THEIR HEADQUARTERS. 


THAT TOKE 
15 OVERUSED, 





Expand the boundaries. 


Shunning the incremental and going for the leap. eo ө © 


Conventional boundaries have changed, limits are being BLA 


pushed. At Pricol, we are equipped to take on the 


ever-changing business demands. + p rico А + 
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G.R. Gopinath of Air Deccan began scouting for 
funds for the no-frills airline... 





...Dilip Piramal of VIP Industries acquired 
the Carlton brand from its British owners... 


sa 


eee ———— 
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... Yogi Deveshwar of ITC tied up 
with BPCL to vend LPG via his e-choupals... 
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Ате the-calming of a busy mind and the rejuvenation of a weary bo 


ttems-that can be added to a bill, or the serenity of gilded temple 


for that-matters? Of course not. Which is why many 
amazing 
the world's more disceming travelers are coming t THAILAND 
> Thailand to: experience a true value destinatior 


eed 
Contact: Representative, Tourism Authority of Thailand 


“Clo Royal Thai Embassy, 56-N, Nyaya Marg, Chanakyapuri, New Delhi- 11002 1, INDIA 
Tel. 91-11-2410 5408 Fax. 91-11-2410 5409 E-mail: tat @thaiem ir 
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Border Music 


LOBAL BOOK AND MUSIC RETAILER BORDERS’ 

Director George Mrkonic /ooks for retail ор- 
portunities on his first visit to India, as he tells Abir 
Pal, during a snappy Q&A session. 


What brings you to India? 

тп a director of Syntel (an ir solutions hotshop) and 
| decided it was time | put a face to the business in 
India. Most of the other directors have been here and 
| wanted to see the new campus in Pune. 

What were your first impressions? 

One hears so much talk about the vibrancy of the 
market and the opportunities, but it's only now that I've 
got a real taste of things. 

What are Borders' plans for India? 

Well, | visited a local bookstore chain in Mumbai 
and | must say that | was very impressed. It further re- 
inforced my belief that India would be a logical mar- 
ket expansion (for us). 

Have you firmed up any specifics ? 

We're still evaluating and accessing the market. 
The only hitch is the restriction on foreign direct in- 
vestment (in retail). Traditionally, Borders prefers to 
enter new markets on its own. 

Both music and book retail businesses have 
been hit by the shift to electronic delivery... 
Digital delivery of books is still far away. Any 
such move will first happen in periodicals and 
newspapers. People still look at websites as Sup- 
plements rather than replacements. Music is a dif- 
ferent story. More and more are getting increas- 
ingly comfortable with downloading. ! feel people 
will still continue to frequent stores, to pay royalty 
and burn сов or to build up their рур collection. 
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The Year That Was 


How key indices, bullion prices and 
forex rates changed in a year. 


ял 
c 
со 
m 
=“ 
т 
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m Маг. 31, 2003 
п Mar. 31, 2004 
I Gain/Loss 


All figures except Nifty and 
Sensex in Rupees 


Gold for 10 grams and silver for 
1 kilogram 


Sensex Gold Silver 
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PARALLEL» 


India Shining 


HERE'S ONE THEORY THAT THE SIZE OF A COUNTRY'S 
parallel economy is directly proportional 
to the quantum of power lost in transmission 
and distribution (T&D losses). Some econo- 
mists insist this cannot really be applied to 
India, where the services sector is the driving 
force behind the economy. Others say it can. 
For our part, we took app estimates for the 
year 2003-04, assumed T&D losses to be the 
225 per сеп! hey were ІазУуеаг and calculated 
e size óf te parallel ербпоту. Thé result: Bs 
730,090 ofore/That's/a start. 
SPRIYA SHRINATE 
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Moving faster. 


Here's to the swift stride, the quick mind. 


At Deutsche Bank we share your passion to out-think, 
out-manoeuvre, out-perform. 


Its what makes us one of the world's leading financial 
institutions. And it's why the world's most demanding 
clients trust us to deliver. 


Across disciplines, across regions. With far-reaching 


insights, cutting-edge thinking, unique solutions. n 
Are you ready? Deutsche Bank 
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Got a big idea? Visual Studio” NET 2003 
delivers higher productivity, helping \ 
you turn that big idea into reality faster М 
than you ever thought possible. Want 

proof? Visual Studio .NET enabled 

Xerox Global Services to bring the 

v2.0 release of its CentreWare Web 

software to market in one-third the 

time compared to their previous 

development platform. To find out how 

Visual Studio .МЕТ 2003 can help you 

quickly tum your big ideas into reality, 

visit microsoft.com/india/msdn/vstudio/ 









— 


Visual Studio 





McCann/MSOFT/VSMNET/179/04/HWBT 


AFFELE 


bt trends 


Reliance Does An ІМосе... 


... but will it work? 





Killer App: Taron Mohan of PhoneyTunes.com demos his application at DAKC 


Qi MARCH 31, 2004, AT A PRESS CONFERENCE HELD AT ITS 
designed-to-impress HQ at Dhirubhai Ambani Knowledge 
Centre (рАКС), Reliance Infocomm announced the winners of a mo- 
bile applications contest it had launched in October 2003. The com- 
pany received 130,000 ideas in response; 20,000 were shortlisted 
in the first stage and cleared for development; 26 applications 
were shortlisted in the second stage; and 15 winners were picked out 
of these. One winning entry, a platform for multi-player gaming, 
came from Gametrick Entertainment, a start-up with revenues of 
barely Rs 20 lakh a year. “Reliance Infocomm lays equal emphasis 
on data and voice, while most other telcos are focused mainly on 
voice-related applications,” says Ashwin Kumar, the CEO of 
Gametrick. “This gives us a better opportunity to innovate.” Taron 
Mohan, the Chief Executive of PhoneyTunes.com, the company be- 
hind another winning entry, a morphing application, couldn’t 
agree more and gushingly refers to Reliance’s 6 million-plus customer 
base and high-speed network. The company has every right to show- 
case the success of its competition. Only, this is more than a com- 
petition. Reliance Infocomm seems to have taken a leaf from the 
strategy-book of Japan's Nrr DoCoMo that threw open the source 
code on which its service was based to developers hoping that the 
applications developed by them would, in turn, boost traffic and at- 
tract new customers (the ploy worked). “Our idea was to proliferate 
as many services as possible for the RIM (Reliance IndiaMobile) user,” 
says Mahesh Prasad, President (Applications and Solutions Group), 
Reliance Infocomm. “And no matter how many people we hire, we 
cannot cover such a gamut of ideas and applications.” The contest 
is the visible manifestation of Reliance’s Dhirubhai Ambani Deve- 
lopers Programme, the only programmer-inclusion scheme of its kind 
in the country (with some 11,000 active programmers). Next 
step: “We plan to leverage this population of developers to provide 
customised solutions to small- and medium-enterprises that subscribe 
to our broadband service,” adds Prasad. That’s a thought. 

SWATI PRASAD 
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Jinx-breaker 


T BEGAN WELL, BUT RAPIDLY 

degenerated into a tragedy of 
errors. Things began well: the 
ONGC ІРО was sold out within 15 
minutes of opening, and even- 
tually subscribed 6.44 times over. 
Then came reports that the ex- 
changes had miscalculated the 
extent of over-subscription. And 
the snafu over the allocation of 
shares—some high networth in- 
dividuals discovered that they 
had been allotted all shares they 
had applied for—by registrar mcs. 
It truly looked like India’s most 
valuable company was labouring 
under a hex. Until, of course, one 
of its employees Virender Sehwag 
became the first Indian crick- 
eter to score 300, and a re- 
juvenated market ensured 
that its share continued to 
trade over the issue price of 
Rs 750. 
ASHISH GUPTA 
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Is IBM Buying Daksh eServices? 


жат тт 














Тһе deal seems signed and sealed, only its announcement remains. 


"ER IRONY IS HARD TO MISS. EVEN AS PRESIDENTIAL 
candidates in the US rave and rant about out- 
sourcing of work to India, America's gold standard of 
technology brands, IBM, is quietly sewing up a deal to 
acquire the Gurgaon-based rr-enabled services provider, 
Daksh eServices. When BT went to press, Daksh had 
denied that any such move was afoot and its CEO, Sanj- 
eev Aggarwal, said through a spokesperson that “(he 
would) not comment on speculation". Similarly, вм de- 
clined to comment, saying that the "the story is purely 
speculative in nature". However, people in the know 
confirmed to BT that a deal had been struck and that 
an announcement to the effect was imminent. BT learns 
that IBM may pay anywhere between $150 million and 
$200 million (Rs 660 crore to Rs 880 crore) for the 
purchase. For Daksh's promoters Aggarwal, Pavan 
Vaish, and MJ Aravind, who own 23 per cent of the 
BPO's shares equally, it would mean a huge wind- 
fall—of about $12 million (Rs 53 crore) each. 

Why does a Bro like Daksh—where СУС Internat- 
ional, GAP and Actis (formerly CDC) own half the com- 
pany—make sense for IBM? The answer is straightfor- 
ward. For almost a decade now, IBM, thanks to its cur- 
rent CEO Sam Palmisano, has been pushing services more 
than boxes. Today, it has complete services capability, 
including the ability to design, build, install, and main- 
tain complex IT infrastructure and services. The only 
missing piece is low-cost technical support solutions. 
Its competitors (in certain segments) like Dell, Infosys, 
and Wipro, already have BPO operations in the country. 

IBM, then, had two options: Build or acquire. 
Building one may have taken time. In fact, last year, Big 
Blue did launch a small ВРО based out of Bangalore that 
has grown to 450 people or so in less than a year. In 
contrast, acquiring Daksh, which is exceptionally run, 
shortens its time to critical mass. Says R. Mohan, 
President and CEO of Hinduja TMT, one of the largest 
listed ВРО players in the country: “It is not just a ques- 
tion of getting more warm bodies to fill more chairs. 
One has to get the systems and processes right. The 
complexity of this challenge is directly proportional to 
the numbers. Daksh has already gone through a learn- 
ing curve. With this acquisition, IBM will be shorten- 
ing its learning curve by paying a premium, if the 





Hurray!: Team Daksh has lots to cheer about 


acquisition is confirmed and goes ahead." 

Indeed. Daksh runs five facilities in India (four in 
Gurgaon and one in Mumbai) and one in Manila, 
with a seat count of more than 4,000 and head count 
of 6,000-odd. Last year, it raked in $30 million in rev- 
enues, and could end this financial year with $50 
million. But what may have interested IBM more is 
Daksh's back-office expertise in the areas of insurance 
and telecom. For instance, its customers include 
Amazon.com, which also has a stake in the company, 
Sprint PCS, Yahoo!, and Hewlett-Packard. 

How does the deal impact the rr and ІТЕ5 industry? 
“І can only say it will be fun,” quips Raman Roy of 
Wipro Spectramind, who sold his BPO to Wipro in July 
2003. On a more serious note, Kiran Karnik, President 
of Nasscom, says that while the industry dynamics may 
not change much, “some scaling up (will) happen." In 
other words, expect more such M&As. 

R. SRIDHARAN AND VENKATESHA BABU, 
WITH ALOKESH BHATTACHARYYA AND 
SUDARSHANA BANERJEE 





acquiring Daksh, which is exceptionally run, shortens its time to critical mass 


IBM had two options: Build or acquire a BPO. Building one may have taken time. In contrast, | 
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Working with the Corporate Gods has paid off yet again. 
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House full: Recruiters queue up to hire ISB students 


Flying Colours 


ISB goes to town with record placements. 


VER SINCE THE HYDERABAD-BASED INDIAN SCHOOL OF 

Business graduated its first batch of one-year 
MBA students in 2002, it has been mostly reluctant 
to share its placement data. Not any more. This year, 
the school has actually emailed detailed placement 
data to the media, even posted it on its website. 
Needless to say, the reason for the change of heart 
is its record placement season. One hundred and 
forty four companies participated in the place- 
ments, and made 273 offers to 15878 192 (of 219) 
students who participated. The highest foreign 
salary was $151,000 (about Rs 66 lakh) and the 
highest domestic salary was Rs 20 lakh. The average 
domestic salary, at Rs 9.05 lakh, is significantly 
higher than what the Class of 2004 made on aver- 
age (Rs 5.43 lakh) when it joined 158. The largest 
number of offers (102) came from the IT industry, 
followed by ITEs (39), and financial services (28). 
Among the companies that made the highest offers 
were Wipro, Infosys, Cognizant, Novartis, and 
Johnson & Johnson. Finally, 158, which only admits 
students with work experience, may be getting the 
recruiter's due attention. 
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Flight Of Fancy 


HAT KIND OF A 
traveller would end 
up launching a chartered 
airline? One who's also 
been a consultant. In 
2000, when Samit Sawh- 
ney quit his job at Ernst & 
Young's London office, he 
decided to go backpack- 
ing for his travelogue of- 
fendingly titled A// The 
World's A Spittoon. When he reached the 
Andaman & Nicobar Islands, he was dis- 
mayed by their remoteness. An idea was 
born. Sawhney, now мо of The Barefoot 
Group, tied up with PB Air of Bangkok to 
launch the first international chartered 
service to Port Blair. A curtain-raiser serv- 
ice was launched middle of last month, 
and full service—twice a week until April 
2005—begins December this year. Next on 
pilot Sawhney's radar: Varanasi. 
MOINAK MITRA 
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Problem Of Plenty 


HE ONGC SHARE ALLOTMENT GOOF UP, 
where 52 high net worth individuals 
got full allotment instead of 60 per cent of 
the application amount, was the first of 
its kind in the country. Who do we owe the 
dubious distinction to? A low-profile reg- 
ізігаг and transfer agent called mcs. And 
what caused the gaffe? According to mcs’ 
Kolkata-based promoter, Santosh Rateria, 
"human error" due to exhaustion. It is easy 
to sympathise with Rateria at least on this 
count. There's been a deluge of iPos 
(mainly those of Psus) over the last two 
months. mcs itself has handled six IPOs in 
the last one month, and its staff, says 
Rateria, has been working 18 to 20 hours 

a day. Give them a break, Mr Shourie. 
ROSHNI JAYAKAR 
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ANIL AMBANI'S 





As elder brother Mukesh spearheads the 
group's telecom business, the younger Ambani 
comes into his own with poweF. ву SANJOY NARAYAN 











ETWE AUGUST AND DECEMBER OF LAST YEAR, THE CHIEF MINISTERS OF UTTAR 
Pradesh, Delhi, Haryana, Karnataka, Andhra Pradesh, Maharashtra, Gujarat 
and a couple of other states sat through—separately, of course—a presen- 
tation made by Anil Ambani. At each of these multiple-hour sessions, a char- 
acteristically impassioned and charged-up Ambani, assisted by a posse of hand- 
picked lieutenants, made a case for Reliance's role in the power sector of each 
of these states. The timing was perfect. The Electricity Act 2003 had just been passed, ush- 
ering in sweeping reforms in power, de-licensing generation and opening up transmission 
and distribution to the private sector. Meanwhile, Reliance had consolidated its control 
over the Bombay Suburban Electricity Supply Ltd. (BsEs), a Rs 2,826-crore power company 
(renamed Reliance Energy Ltd in late February). This is the company that, with Anil Ambani 
as Chairman and Managing Director, will spearhead the Rs 80,000-crore Reliance 
group's first serious foray into the power sector. 

The sales pitch worked, for starters in UP (The alacrity with which the state responded may 
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Reliance Energy's A-team: (St esh Agarwal, CEO ( Delhi Discoms), Satish Seth, Executive Vice-Chairman, 
Anil Ambani, CMD, Amitabh J unwala, Director, Lalit ‚Не Mumbai Distribution Business); (sitting, left to right) 


Subodh Shah, Head (Reg ry Affairs), J.P. Chalasani, or (Business Development),S.C. Gupta, Dire Operations) 
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have something to do with Ambani’s closeness to 
Amar Singh, Samajwadi Party’s General Secretary 
and UP Chief Minister Mulayam Singh Yadav’s 
Man Friday). On February 22 , Reliance Energy an- 
nounced that it would set up the world’s largest gas- 
based thermal power plant with a capacity of 3,500 
Mw in Dadri, Western UP. It also announced that it 
would invest Rs 20,000 crore (Rs 11,000 crore 
for the Dadri project and the rest in other projects 
across the country) over the next five years. On 
the same day, the newly christened Reliance Energy 
unveiled a swank new corporate identity with bright 
orange as its corporate colours and a slogan that pith- 
ily says ‘Energy is Life’. 

Two weeks later, sitting in the boardroom of the 
swiftly refurbished Reliance Energy House in sub- 
urban Mumbai, looking amazingly fit at 44, Ambani 
gushes, his eyes all lit up, about the huge opportunity 
he sees in the power sector. “The Electricity Act, 
2003,” he says, “is the single most important piece of 
economic legislation in the history of independent 
India.” Isn’t that going a tad overboard? Not if you 
see the Act in the context of Reliance Energy’s plans. 
It fits in perfectly. You could say, propitiously. 


The Integration Mantra 

To those familiar with Reliance’s growth since the 
late 1970s, this will not come as a big surprise. In 
petrochemicals, the late Dhirubhai Ambani grew 
Reliance by leveraging backward and forward in- 





SATISH SETH tegration: it began with manufacture of textiles 
EXECUTIVE VICE CHAIRMAN, and fibres, moved to polymers and other intermediates that went into the 
RELIANCE ENERGY manufacture of fibres, then to petrochemicals and oil refining. In 2002 , 

with its big hydrocarbon finds off the coast of Andhra Pradesh, it integrated 
8 ОМ СЕ YOU even further backwards into oil and gas exploration, thus, straddling all 
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= м SEBs Damodar Баа Tata NHPC RPG 
Z Valley Corp. Веа$ Power Group 
^ *Not a complete list Source: Ministry of Power 
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In Distribution 





Market Status 

ORISSA En 

MUMBAI 

Potential Market Status 

KOLKATA RPG's CESC controls distribution 

NOIDA RPG's Noida Power Company controls distribution 


SURAT Torrent Group's Surat Electric Co. controls distribution 
4 AHMEDABAD ^ Torrent Group's Ahmedabad Electric Co. controls distribution 











the segments of the value chain. 

Two years back, when Anil’s elder brother, Mukesh, led the group’s 
telecom venture, the pattern was similar. Reliance Infocomm, which built 
up a subscriber base of 7 million in just 10 months, is present everywhere 
across the infocom value-chain: from submarine cables and nationwide op- 
tic fibre networks that provide bandwidth to a triple-play that involves 
reaching voice, data and video to retail and corporate consumers. 

In power, Anil Ambani wants to do the same thing. And he’s coined a 
catchphrase for it: ‘from well-head to wall-socket’. Reliance Energy’s strat- 
egy is to straddle the entire value chain in the power business. It will gen- 
erate power leveraging the group’s production of gas, transmit and dis- 
tribute it to the retail and industrial consumer, reaping the returns of not 
just generating power using its own gas but selling what it generates not 
as a bulk supplier but to the end user. 

All of that fits cosily into the framework provided by the Act that Ambani 
terms a “historic” one. With generation freed up and the private sector allo- 
wed open access to existing grids and several state governments increasingly 
inclined to privatise distribution, there could not be a better time for a strat- 


' egy like Reliance Energy’s, or for that matter, other players. Says Reliance 


Energy’s Director, Business Development, Jayarama P. Chalasani: “The Act 
matches our basic strategy. It provides the enabling framework and we bring 
in the project management capability.” 

Reliance Energy’s strategy is also in syne with the 
group’s time frame for generating gas from Kakinada 
(Andhra Pradesh). The 3,500 Mw Dadri plant is ex- 
pected to be commissioned in phases between 2006 and 
2008, precisely the time when Reliance Industries’ 
gas pipeline from the east coast to Hazira in Gujarat 
(where Reliance has its petrochemicals complex) will 
be ready. Already, a GAIL pipeline exists between 
Hazira and Dadri. 

Few have doubts about Reliance’s project building 
capabilities given the scale and size of its refinery at Jam- 
nagar or the petrochem complex in Hazira or the im- 
pressive rollout of its telecom services. And most observers 
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A FAMILIAR PATTERN: agree that the ‘well-head to wall- 


Says Vedamoorthy Namasivayam, 
Director and Head of the power di- 
vision at PricewaterhouseCoopers: 
“For a company to be successful 
(in the power business) today, it 
has to straddle the value chain, es- 
pecially distribution since this is 
where most of the losses occur.” 


RELIANCE'S SWAMP STRATEGY socket’ strategy is the way to go. 









Owning The Customer 
Reliance Energy’s executives like to 
emphasise that phrase. Says Satish 
Seth, Executive Vice Chairman: 
“Once you own the customer then 
> you can integrate backward into 
ПЫНА ишш generation of power.” Although 
PETROCHEMICALS: Reliance Energy has around 900 
Reliance straddles the entire value chain from oil exploration to refining to MW of installed capacity, it is basi- 
manufacture of petrochemicals, plastics, synthetic fibre and branded textiles cally a distribution company, sup- 
| plying electricity to 25 million соп- 
sumers in Delhi, Mumbai, Andhra 
Pradesh, Kerala, Orissa and Goa. 
And it sees its entry into generation 

as a backward integration. 

Distribution will continue to 
be a thrust area for the company. 
Reliance Energy is looking at anot- 
her 10-15 distribution circles in sev- 
eral states, including Andhra Pra- 
desh, Karnataka, Madhya Pradesh, 
Rajasthan, Uttar Pradesh, Punjab 
and Tamil Nadu, many of which 
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INFOCOM: have already unbundled distribu- 


From submarine cables and optic fibre networks to a triple-play involving reaching 
voice, data, and video to retail and corporate consumers, Reliance is everywhere 


tion from their state electricity boards 
and are on the route to privatising 
them. “There is tremendous oppor- 
tunity; there is tremendous scope,” 
says Ambani, “I think we are merely 
scratching the surface of the true 
potential of the sector.” That’s 
probably why 500 Mw wind farm 
projects are on the cards in Maha- 
rashtra, Rajasthan and Karnataka. 
But Reliance isn’t the only private 
sector company to be excited by the 
Opportunity in power. Recently, 
Таға Power announced a string of 
projects that could involve invest- 





n. ds ; ment of Rs 10,000 crore over the 
3 POWER: next five years and it is eyeing the 
P Reliance will not only generate, but distribute, transmit and trade in power, using very same states for distribution 
gas from its own wells at one end and reaching retail consumers at the other that Reliance is. 
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HP Laserjet All-in-One Series. 
Introducing the versatile companion for all your business needs. 


Enjoy print, fax, copy and scan facilities that’s cost-effective and convenient. 


HP the leader in imaging and printing solutions introduces yet another technological marvel for your office. 


Keeping your needs in mind, the versatile range of Laserjet All-in-Ones has been designed to provide a 


comprehensive combination of technology and performance, giving you professional printing, faxing, 


colour scanning and flatbed copying in a compact design that minimises office space consumption. So go 


ahead and let the power of multi-tasking in the HP Laserjet All-in-Ones do wonders to your business. 





PRINT, FAX, SCAN, COPY 


E 12 199" 


Up to 15 ppm 


33.6 kbps, 
110-page memory fax 


24 bit colour/9600 dpi 
(enhanced) sheetfed scan 


Copy & Fax without PC 
30 sheet ADF 

32 MB RAM 

240 MHz processor 
PostScript Support 


To find out more call 1600 444 999 (Toll Free) 


or email: in.contact@hp.com OR log on to www.hp.com/in-for products, offers, nearest reseller. 


| HP LASERJET 3015 ALLIN-ONE 





HP LASERJET 3020 ALLIN-ONE 


PRINT, SCAN, COPY 


Rs. 20/999 * 


| Upto 15 ppm 
24 bit colour/9600 dpi 
(enhanced) flatbed scan 


Copy without PC 

і 50 ѕһее АРЕ 

- 32 МВ КАМ 

ў 240 MHz processor 
| PostScript Support 





HP LASERJET 3380 ALLIN-ONE 
PRINT, FAX, SCAN, COPY 


Rs. 46,999 * 


Up to 20 ppm 


i 33.6 kbps, 
i 250-page memory fax 


24 bit colour/9600 dpi 
(enhanced) flatbed scan 


Copy & Fax without PC 
50 sheet ADF 

32 MB RAM 

240 MHz processor 
PostScript Support 
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HP LASERJET 3030 ALL-IN-ONE 
PRINT, FAX, SCAN, COPY 


Rs. 24,499 * 


| > to 15 ppm 
33.6 kbps, 


24 bit colour/9600 dpi 
(enhanced) flatbed scan 


Copy & Fax without PC 
50 sheet AD 
32 MB RAM 

MHz processor 


110-page memory fa 
И 
P 
" 


PostScript Support 
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( Dicl-A-Cartridge Tel: 1600 444 999 (For Free Doorstep Delivery)! *Est. street price, taxes extra.© 2004, Hewlett Packard Development Company, L.P. 
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DIFFERENT STROKES 
In another five years, Reliance Energy and Tata Power will 
look similar. The latter will have a distribution network 

and the former, power plants. Today, though, Tata Power 


has a clear edge. 
TATA 


En ASH мю 
wc. 1542 1880 
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SALES 


Ж Reliance Energy Wi Tata Power 

+ Profits as a percentage of capital employed | "Profits as a percentage 
of shareholder funds ^ Current ratio: Indicates ability. to incur capital 
мо without raising further debt or equity 
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Distribution is a services business and something that 
is new for Reliance. Ambani talks of creating “total cus- 
tomer experience” and of branding power. “Customers 
will experience many new product offerings like ‘time 
of the day’ tariffs and *interruptible' tariffs, whereby 
they can optimise their overall costs for power depen- 
ding on their needs. Our customers will see a wide bou- 
quet of offerings and services, and will experience 
world class service.” Recently, for its Mumbai cus- 
tomers, Reliance Energy launched a new all-colour elec- 
tricity bill that is easy to read, uncluttered and con- 
venient with information including six-month billing 
history, payment options, energy calculator and tips. 


Independent Play 

The potential in the power business in a country. where 
the installed capacity is a mere 105,000 Mw and nearly half the geo- 
graphical area does not get any electricity cannot be under-empha- 
sised. Yet the younger Ambani's excitement about Reliance Energy 
is perhaps not just because of business opportunities. It is the first 
time he's independently handling a major business. In the nearly 
two years since Dhirubhai Ambani's death in July 2002, rumours 
of a rift between the two Ambani brothers--Mukesh (46) and Anil 
(44)—have been rife. The fact that the group's massive telecoms 
venture was led by elder brother Mukesh with Anil (who is 
Reliance Industries’ Vice Chairman and Managing Director) vir- 
tually uninvolved in that project lent credence to such speculation. 

Against that backdrop some see Reliance Energy as Anil's 
own show. After all, even though the Reliance group owns more 
than 52 per cent in the company, it's only Anil and some of his sen- 
ior executives who are on the board of directors, not Mukesh. 
Besides, the core management team comprises handpicked Reliance 
veterans known to be loyal to the younger Ambani. 

Anil explains it as the two brothers taking different *leadership 
responsibilities". *Each of us is being the prime sponsor and tak- 
ing the responsibility by specific sectors. The challenges are so vast 
that Mukesh and I will take the leadership initiative in the various 
spaces. For example, Mukesh has taken the leadership initiative in 
the infocom space, while I will shoulder the responsibility in the 
energy space." It doesn't mean, he adds, that the brothers don't 
work together. Anil continues to be the group's face to investors 
and affirms that he's always involved in resource raising or financing 
strategies while Mukesh is involved in the group's technical or proj- 
ect implementation activities. Yet, insiders see Anil’s leadership in 
the power business as the younger Ambani coming into his own. 
Comments one of them, light-heartedly: “It’s a big thing for 


WITH GENERATION FREED 
PRIVATE SECTOR ALLOWED OPEN ACCESS TO 
GRIDS, THERE COULD NOT HAVE BEEN A 

BETTER TIME FOR RELIANCE'S ENERGY THRUST 
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| him; it’s like getting ready for his first prom night. 
Meanwhile, back on the bourses, Reliance 
. Energy is a hot stock for analysts tracking the 
power sector. Most believe it is a long-term inves- 
tment. Says Srinivas Rao, senior analyst, Motilal 
Oswal Securities: “It’s a three-to-five year story 
with the most lucrative opportunity in distribution.” 
Adds Susanta Mazumdar, analyst, UBS: “The only 
risk factor in the strategy is the timing—when will 
the state governments allocate new distribution li- 
| cence areas and how it will shape up.” 

That, says Reliance Energy Director Amitabh 
Jhunjhunwala, is not much of a risk. “Privatisation 
has begun in half a dozen or more states and the 
process isn’t going to be reversed. So we see it as a 
win-win situation.” Adds Ambani: “The challenges 
for power reforms especially in distribution in 
various states are vast and the private sector par- 
ticipation in distribution has a huge potential. 
Even if one state in India opens up this sector 
every year, this will be a value creating opportunity 
for the customers and the state.” The stockmarket 
seems to think so too. Although the Dadri project 
is fully financed by a combination of debt and a 
preferential equity issue, it is still just a foundation 
stone. Besides, there are still some policy-related 
sticky points. Dealing with state regulators who will 
determine tariff rates is one. Then, there’s the issue 
of cross-subsidised tariffs where industrial con- 
sumers subsidise household consumers. Both these 
could pose hurdles to Reliance’s plans to distribute AMITABH JHUNJUNWALA 
power at low prices—a key factor in its strategy to build scale. Moreover, DIRECTOR, RELIANCE ENERGY 
much of Reliance Energy’s plans are well into the future and many still de- 


pendent on government policy. Yet, since January 18, 2003, when the erst- и PRIV. ATI S ATI О N 


while В5Е5 became a part of the Reliance group, Reliance Energy’s market 


capitalisation has quadrupled from Rs 3,062 crore to Rs 11,537 crore, an H AS ALR EADY 
indication of what the market thinks of its future. BEG U N IN H ALF 


At Reliance Energy House in Mumbai’s Santa Cruz, major changes are 
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under way. The six-storey лы = a new orange façade with the new A DOZEN OR 

logo and slogan. Dull, old, rsu-style office layouts have given way to mod- 

in oie offices; everyone’s business card is eae, diire seems to MORE STATES AND 
! be a never-ending gaggle of young recruits every day. The company is on IT 15 М Т G Ol NG 


алымы, Satie at i a 5 Ала санны касы 


be a hiring spree, signing on dozens of new recruits at every level on a TO BE REVERSED. 


daily basis. Many of the youngsters who’ve joined seem as excited as the 
top management. Says Vipin Naik, an irr-Delhi, им-Вапвајоге grad who's SO WE SEE IT AS 


dene 


switched from a big liquor marketer to join what is a really an utility com- A WI N-WI N 
pany: "It's good to be in a place where the private sector has taken T ATI ON " 
charge of what was once a state-owned company and is changing its SI U 


operations completely.” Says Ambani: “We are hiring hundreds of bright, 
young minds. Intellectual capital is in abundance in India. In the past, this 
sector did not have growth opportunities and thus did not attract highest 
calibre people.” With an investment plan of Rs 20,000 crore Reliance-style, 
4 the risk of that happening now seems remote. ПІ 
ADDITIONAL REPORTING BY ASHISH GUPTA & ROSHNI JAYAKAR 
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RY GETTING 10 MINUTES OF FACE 
time with Raymond Bickson. Ever 
since the 48-year-old Hawati-born 
American took over as the Mana- 
ging Director of indian Hotels in 

July last year, he’s been in a tearing hurry. 
First, to get a handle on his own Taj chain of 
hotels and then on a complex country called 
India (in between the surfing enthusiast has also ™ 
been trying to find the perfect wave at India’s beaches, 
with little luck), But more importantly, he’s been try- 
ing to spur growth at the 100-vear-old brand, best 
known for its luxury hotels. Ergo, it’s not unusual to 
see the tall and swarthy Bickson—who speaks ac- 
.cented. English and wears a wide smile, besides a 

- sharp suit—leaving his second-floor office at Mumbai's 
Taj Mahal hotel as late as midnight. 

_ Barely a year ago, a CEO like Bickson may have 
spent his working hours wringing his hands and pos- 
sibly waiting anxiously in the lobby of his hotel, 
with a prayer on his lips. For that was the vear when 
SARS hit the world, America attacked Iraq, and the sub- 
continent breathed tentatively in the wake of a mas- 
sive troop build-up on the Indo-Pak border. Result: 
Occupancy plummeted to almost 40 per cent and with 
it rates—even at the Taj Mahal, Mumbai, a room in 
the popular Heritage wing was going for a song. 























52 BUSINESS TODAY APRIL 25. tans 


With the economy booming 












and domestic tourism 
taking off, the hotel 


industry is gearing up to 


add some 30,000 
rooms at a cost of 
Rs 6,000 crore. 
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THE BIG THREE: SAY BUDGET 


Mid-priced rooms is the buzzword. 


Q INDIAN HOTELS: 

The country's oldest hotel chain is putting together an am- 
bitious blueprint to open 100-to-200-room "value" hotels 
across major cities in key locations such as pilgrimage cen- 
tres, technology parks, and transportation hubs. Target 
customers: Middle level executives and domestic travellers. 
© ITC HOTELS: 

Growing the mid-segment brand, Fortune Park, through 
management contract from 19 properties currently to 50 
by 2010. Three new Fortune Park hotels are opening in 
Chennai, Gurgaon, and Vijayawada by the end of 2004. 
Also adding two new deluxe properties in Mumbai and 
Bangalore under the irc Welcomgroup-Sheraton brand by 
2006, besides taking the Marriott tie-up beyond Delhi. 


€ EAST INDIA HOTELS: 

Has rejuvenated the mid-priced Trident brand following a 
tie up with Hilton, marking its first management contract 
deal. At the moment, is looking at adding new properties 
in its core business of resorts and luxury hotels. 










K MANAGING DIRECTOR | ITC HOTELS 
"If we are doing well, 


No wonder, prs *Biki" Oberoi, Chairman of East 
India Hotels (EtH), describes the summer of 2003 as the 
"worst in living memory". 

А year on, though, 2003 seems like another era. 
Since busy season starting November last year, oc- 
cupancy in the industry has shot up to over 70 per 
cent (almost 90 per cent in Bangalore) and trav- 
ellers often find it difficult to find a room. What's be- 
hind the upturn? A surge in business and holiday 
travel. According to the latest Department of Tourism 
figures, 2.75 million foreign travellers—both business 
and leisure—visited India in 2003, a 15 per cent 
climb on 2002. However, almost all the growth 
came towards the second half of the year. Domestic 
tourism, too, is booming. According to data compiled 





the economy is doing well" 


by NCAER, 550 million Indians travelled within the 
country in 2002. This figure rose to 610 million in 
calendar 2003, a jump of 12 per cent. However, 
most of this travel could be attributed to religious 
tourism and travel to native places. Says Uttam 
Kumar Dave, CEO of travel and tourism consultancy, 
Pannell Kerr Forster: *Prospects for the industry 
are looking the most positive in a long while." 


With A View 
Since the start of the Tenth Five-Year Plan in 2002, the 
Department of Tourism has had a target of attracting 
5.7 million visitors every year. While the number is 
modest, given the fact that a much smaller country like 
Malaysia played host to roughly 10 million visitors in 
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RAYMOND BICKSON | MANAGING DIRECTOR | INDIAN HOTELS 





“The growth in domestic traffic would reduce the dependence on travellers from overseas” 


2002, even that seemed like a tall order until re- 
cently. After all, just 2.75 million. visitors travelled 
through India in that same year. But with the economy 
booming, agriculture set to grow by above 10 per cent 
this year, and (air) travel getting cheaper, the target 
seems realistic—some say, even conservative. For ex- 
ample, the ranks of domestic air travellers have swelled 
to above 15 million from 13.95 
million in just the last year. Says 
Ranjit Malkani, CEO, Kuoni India, 
“There has been a virtual revo- 
lution in the Indian skies with 
these new marketing initiatives. 
There is now a new urge in peo- 
ple to travel, especially with these 
discounted fares. Capacity ex- 
pansion should hit 15 per cent 
this year." And if the World 
Travel and Tourism Council’s 
latest India report is anything to 
go by, the country is set to be- 
come the world’s second fastest 
growing travel economy in the 
coming decade behind Turkey. 

Between 1993 and 2002, 
India added 34,300 hotel rooms, 
and at present has 85,481 rooms 
(Bangkok alone has almost as 
many). But most of them were in 
the five-star and luxury categories. 


but not sufficiently. 


91,153 


PINKI PAUL 


Room For Growth 


Rooms are being added every year, 


66,522 


Figures are no. of government-approved hotel rooms 


EIH, for instance, has invested more than Rs 700 crore 
over the last three years, mainly in developing the su- 
per-luxury “Oberoi Vilas” resorts. ITC, too, has spent a 
large chunk of its Rs 1,000-crore investment over the 
past three years in super-luxury and mid-market seg- 
ments. But now there’s a distinct shift towards the 
mid-market, or budget, hotels. Why? “There’s a huge 
wide open space in this segment, 
it’s a market waiting to be ex- 
ploited,” says Patu Keswani, CEO 
Krizm Hotels, and a former СОО of 
Indian Hotels, who is about to 
open а 53-room budget hotel in 
Gurgaon, called Lemon Tree. 
On its part, the industry seems 
convinced by Keswani’s assess- 
ment. The Big Three—Indian 
Hotels, EIH, and тс Hotels—have 
drawn up plans to expand, not 
just in the luxury segment in India 
(and abroad, other than ІТС), but 
also in the budget segment, where 
there's virtually no organised 
player. rrc Hotels, which laun- 
ched a mid-segment brand, 
Fortune Park, in 1995, wants to 
grow the chain from 19 properties 
currently to 50 by 2010. Three 
new ones will open in Chennai, 
Gurgaon, and Vijayawada this 








Source: Department of Tourism 
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TAPMI 


By S. Balasubramanian 








he other day, I was listening to a panel discussion on 

CNBC TV18. It was the "billionaire's club", anchored by 

Govindaraj and the participants were Nandan Nilakeni of 
Infosys, Ramalingam Raju of Satyam, Ramadorai of TCS, and 
Vivek Paul of Wipro. Of course, it is a moot point if these were 
the only companies in India eligible for the "billionaire's 
club" membership! 

What struck me the most was a remark made by Nandan. 
I hope I heard him right. I heard him saying something like 
"we could perhaps have two sets of values - one that will not 
change and another that may change contextually". If indeed 
this is what he said, it raises a whole lot of questions to be 
raised - and, if possible, to be answered - by the leaders of 
today's business organisations. 

Some of us who have a passion for leadership studies have 
always believed that "values" are those that are nurtured, 
developed, and cherished based on one's basic and fundamental 
principles, faiths and beliefs. And, values, in turn, give rise to 
demonstrated external outcomes of ethical standards, attitude, 
and behaviour. Values, by definition, ought to be those "that will 
not be compromised or changed, come what may". 

After the unpleasant episodes in corporate America (and, 
some here at home in India) in recent years relating to some of 

the best-known and large business houses, there has been 
considerable debate on what led to the crumbling of these 
empires. Many researchers and experts on leadership came to 
the conclusion that eventually it was a result of "the CEO's 
personal greed and lack of integrity". Many experts have also 
said that no organisation that is not founded on a strong base 
of values can expect to sustain, let alone grow, over a long 
period. We have seen how, even in our own country, 
organisations have embraced the concept of "corporate 
responsibility" and "codes of corporate governance" vigorously 
recent times. The Confederation of Indian Industry (CII) 
has evolved codes of conduct that many well known companies 
have subscribed to. At Harvard Business School, there is talk 
of "back to basics" in management. 


NURTURING WEALTH CREATOR SERIES 


Leadership Myopia 





The scorching pace at which the business environment has 
been changing and the impact of globalisation, changing 
aspirations and expectations of the youth, fast-paced lifestyle, 
have all provided temptations for change in values. But, in the 
midst of all this, there is growing realization that a business will 
only succeed and grow if it is founded on principles and beliefs. 
Increasing stress at work place, resulting in executives seeking 
solace with mushrooming "yoga" and "meditation" centres, has 
only reinforced the need to take a re-look at some of our 
fundamental values. 

Leadership, apart from possessing "leadership qualities and 
characteristics", should aim to provide the much-needed relief 
to its followers, by unleashing the power of personal and 
professional commitment. Commitment to a cause and a 
purpose; not to mere financial results of an organisation. 
Leadership myopia would continue to exist if our current 
leadership chooses to ignore this at its own peril! 

The question, then, is what ought to be the qualities and 
characteristics of emerging leadership? My own assessment and 
conclusion is that effective leadership for the future will be 
based on: 

* A strong commitment to a cause or purpose 

* A strong willingness to adhere to core values, come what may 
* A strong belief in self and others 

* A strong desire to make a difference, for betterment, in the 
lives of a large number of people 

* A strong achievement-orientation, not merely in material 
wealth, but in service to society 

We need leaders who are fearless and humble, committed and 
vulnerable, outspoken and sensitive, value-based and flexible. It 
is a tall order, but with effort, we can make it. 

As Rabindranath Tagore said, "where the head is held high 
and the mind is without fear....into that Haven of Freedom, my 
father, let my country awake" 


Prof. 5. Balasubramanian is Consultant Professor at Т. A. Pai Management 


Institute, Manipal and can be contacted at sbala@mail.tapmi.org 
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BIKI OBEROI | CHAIRMAN | EAST INDIA HOTELS 


"It's our medium- and long-term strategy to manage hotels for both Oberoi and Trident-Hilton" 


year alone. Says Mandeep Lamba, Managing Director, 
Fortune Park: “Internationally, 80 per cent of this seg- 
ment is in the organised sector, but in India only now 
people are venturing into this market." 

Indian Hotels, too, is busy finalising plans for 
what it calls *value" hotels, which will cater to the mid- 
dle-level executives and other tourists, and be lo- 
cated across the country. The hotels would have 100- 
200 rooms and be strategically located in technology 
parks, pilgrimage centres, and transportation hubs, 
among others (see The Big Three: Say Budget). Says 
Bickson: *The growth in domestic traffic would not 
only offset the seasonality aspect (April to September), 
but also reduce the dependence on (travellers from) 
overseas, and thereby de-risk the business model." 


Low-Cost Expansion 

Dave of Pannell Kerr Forster estimates that in another 
five years, some 30,000 rooms could be added. At a 
conservative Rs 20 lakh per room, we are talking 
about Rs 6,000 crore in investment. Luxury hotel 
rooms cost much more; Oberoi, for example, says 
that it costs anywhere between Rs 70 lakh and Rs 1 
crore. And it can take as much as five years before the 
venture breaks even. That's another reason why in- 
dustry majors—vulnerable to unpredictable down- 
turns—find the mid-segment so attractive. Even 
here, they are hedging their bets. Both rrc Hotels and 
ErH—Indian Hotels is a notable exception—are tak- 
ing the management contract route to expand. The 
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former doesn’t own even one of the 19 Fortune 
Parks it currently operates, and the latter has broken 
with tradition and recently inaugurated its first hotel 
under management contract, the Trident-Hilton in 
Gurgaon. “It’s part of our medium- and long-term 
strategy to manage hotels for both brands (Oberoi 
and Trident-Hilton),” notes Oberoi. 

Then, there are other issues pushing the hospitality 
chains towards a franchisee model. Prime among 
them is lack of land. “Availability of quality land is the 
single-biggest problem facing the industry,” laments 
Nakul Anand, Managing Director, ІТС Hotels. At least 
in the major metros, there is no land of the required 
size available at a viable price. Besides, hotels in 
India end up investing far more than their peers 
elsewhere in the world, in building full power back 
up, water treatment plants, and sewerage systems, all 
of which add to their costs. 

Perhaps the bigger issue is of encouraging tourism 
within the country and luring more international 
travellers. That will happen, say the hoteliers, when in- 
frastructure such as roads, airports, and key tourist fa- 
cilities are improved. “This is a bellwether sector for 
the economy,” says Anand. “If we are doing well, it 
usually means the economy is doing well.” If the in- 
dustry’s budget hotel strategy pans out the way it is ex- 
pected to, then next time round when boom checks 
out, bust may not necessarily check in. ШІ 

ADDITIONAL REPORTING BY 
SHILPA NAYAK IN MUMBAI 


VUHAW NVAIA 


PRESENTING THE AUTOMOBILE WITH UNLIMITED QUALITIES. 
IN TRIBUTE TO MEN WHO ARE LIMITED EDITION 


Power and performance that's rare. Features and functions that's distinct. 
Style and substance that's lavish. All luxuriously engineered. And clad in exclusive Black Magic. 


In tribute to the founders of the Skoda quality standard. Laurin & Klement. A rare breed of men. Like you. 





5% 9 TurboDiesel Cruise Multi-function Electric Sun & Xenon Lamps with Leather 
with ABS Control Steering Wheel Moon Roof Power Washers Upholstery 


| | Č i 
| Heated Seats | Front & Rear Stretch-legroom | 6CD & Cassette Stereo System | And much more Skoda La ип n& Klement 


| Parking Sensors | 


Specifications given differ from model to model. Accessories shown may not be part of standard equipment. Always insist on www.skoda-auto.co.in 
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of research Paul Horn currently heads eight of 





gu the ІВМ research labs across the world, including the one. 


at пт Delhi in India. Horn is credited with having come 


сир with a model to link research and product develop- 


ment where the product teams fund research. Now 
IBM research is in the throes of another change process 
and Horn spoke to Vidya Viswanathan of ВТ about it. 
Excerpts from an exclusive interview: 


What is the current change that is happening i in the research 
labs now? Research and services innovation... 

Let me put it in a particular context. The context will 
help explain the change. If you went back 25 years 
ago, and you asked what were people doing in uni- 






| ing on hardware. There was not really innovative 
work going on in software. Some engineers were 
· working on it, but most thought i it was something to 
make hardware work. If you went to the ІБМ acad- 
emy, they were all doing hardware. Today, yes, we 
are doing software. Even IBM academy understands 
that there is real intellectual depth in software. If you 
go to an academic institution, they are working on 
distributed information infrastructure. But if you 
Ło go to the academy and see how many people are 
| working on services, it is almost zero. 





ATENTS ARE A.MEASURE OF RESEARCH OUIPUT - 
| and ІВМ research bas the largest number of 
patents as compared with any other corporate | 
laboratory in the world. Senior Vice President 


| versities in computer science, they were mostly work- 














They will give you the same arguments about 


“services as they did about software. There is no in- 
tellectual depth. This is about outsourced data centres. 
- And there is also no academic discipline. However, in 


the next five years, services science will be a new 
academic discipline. You go to a computer science 
department and ask people what they are doing and 
very likely they are working with biology or doing pai- 


tern matching in bio-informatics, Or they are work- 
“ing with the business school and doing electronic’ 


marketplaces or pricing analysis. They are working on 
hard business and societal Problems. I would call 
that services science. 


If you as IBM research lab were to sponsor university research 
in services science, what would the projects be? 

In May we are getting educators from across the 
world to a summit to help define services science and 
then help stimulate it. An interesting piece of his- 


tory. In the 2408, there was по discipline called com- 
` puter science in the universities. A couple of тем re- 


searchers and professors in Columbia had а joint 


Work in computer science, one of the first in the 
"world. In those days, the Watson Research Centre was 


in the Columbia campus. Then the joint effort became 
a course and then syllabus. So, 1 think services science 
is going to be a huge emerging and exciting area. 


If a telecom company comes and tells your researchers, solve 


this problem, your researchers would do it. That is what you 
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bt 60 minutes 


are doing with Charles Schwab, right? 
Our researchers are working with 
customers and innovating in the 
marketplace. What this allows 
us to do is to bring back very 
hard problems. These require 
deep intellectual depth. Let me 
give you an example. If you look 
at the Harvard Business Review 
about six months ago, there was 
an article with a provocative title 
IT Doesn’t Matter by Nicholas 
Carr. If you think about IT in a 
traditional way, you could argue 
that it matters less now than it 
used to earlier. But if you think 
that тт is becoming the language 
of Biology or it is becoming the 
language of models of how you 
do business, ІТ will matter more 
now than it ever did. It is solving 
harder problems than it could 
ever solve before. 

Earlier computer scientists 
couldn’t tell you too much about 
manufacturing. But we know today 
that manufacturing can now be 
modelled to create new efficien- 
cies. But think about taking it to a 
whole new level. You can take a 
company, componentise the pieces 
of that company’s processes, then 
pick one piece at a time, model 
and optimise them so that you cre- 
ate huge value. You can take a 
company and re-engineer it in a simple way. 

If I come to you and say that I can make your 
company 20 per cent more efficient and increase 
your profit by as much, you will pay. That is not a 
commodity. The key thing that is different from the 
past is that re-engineering a company was a huge un- 
dertaking. People were reticent because they had to 
go through a massive re-engineering and they did not 
get value. If you break processes into itty-bitty chunks 
that are very well defined, you can get return on in- 
vestment in a very short time. 


"TO BE 


How is your PwC acquisition helping you in this? 

рус has become the Business Consulting Services di- 
vision and they are the channel for much of the re- 
search work. They have connection with key level 
executives and understand business problems. So I 
have to get my researchers to understand business 
and get their business people to understand modelling 
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INNOVATION" 





tools. Three thousand of my peo- 

ple and a whole lot more on the 

other side. One of the tricks will 

be to scale the work we have in 

research. Ultimately what you 

want to do is pick areas—we call 
- them micro-practices—where re- 
search is the unique differentiator 
and over time build expertise not 
just in research, but also in our 
consulting practices and have it 
become the services practice of 
the future. Today we are very 
good at creating products that are 
IBM's future because we have 
arranged a marriage between re- 
search and development. I can- 
not say that we have built IBM's 
services practice yet. The goal is 
not to have a few researchers con- 
sulting, but bring back problems 
and build new services business 
for IBM Global services. 


VWUVHS HSALIY АЯ SHAVUDOLOHA 


So in future the Infosyses, Wipros 
and KPMGs are going to have to fight 
this model... 

You bet. If I am correct, we can 
use the world’s best technical team 
to differentiate our services. No- 
body can compete with us. We 
are already closing business be- 
cause of this. In the first year from 
a dead start we closed with $100 
million of business. And this year 
it is going to be a lot more. About 10 per cent of our re- 
search organisation work on services now. 


AND 


Are you going to work on all industries? 

No, the problems are not verticals at this stage, but key 
technologies used in many industries. One of the micro 
practices is stichastic optimisation with noise (read: 
uncertainty). That is used in transportation, optimisation 
of airlines, fleets...One of the early customers we had 
was Boston Coach. This is a large limousine services 
company. We had to optimise the number of cars and 
dispatchers, but also get the car at the right place at the 
right time. But the problem is noise. You get bad 
weather, delayed planes. Optimisation in the presence 
of that kind of noise is stichastic optimisation. That is 
finding efficiencies where there are a lot of uncertainties. 


Does research have a revenue target? 
The profits from a consulting engagement go to the 
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consulting business. We only use a part to keep the re- 
search going. We will use the same financial system 
that we used to get the product development team to 
work with research. If the development team funded 
one dollar of research for a problem, I took one dol- 
lar out of my corporate funding. So they get two 
dollars worth of work. You have to remember here 
that if all we think about is utilisation then why 
will they come to research? Utilisation is more bod- 
ies even though more skilled. They will use their own 
people. So we focus on margins. If they use re- 
searchers we give them higher profits. 


How is corporate research going to be managed now? Xerox 
is a model that everyone admired. Microsoft is yet to prove 
itself. But they have a different view from yours. They are hir- 
ing the best researchers in different areas. 

That is absolutely right. In my view, for whatever it 
is worth, they are building wrong models. That is 
the model we had, the model Bell Labs had and the 
one that Xerox Parc had. To be successful, it takes 
invention and innovation. The old model is great at 
invention and lousy at innovation. If you have not 


` built the channels, if you are not working closely 


with the customer, you have to build a development 
organisation that will develop your invention. It 
is time consuming. In our industry if you are not 
bringing products to the marketplace rapidly, they 
devalue. I believe that the ideal model for corporate 
research is balanced. It has long-term exploratory 
work and short-time work that build the channel to 
the marketplace. 


What prompted this? Lou Gerstner or the downturn? 
We have always done this, but we were not as good as 
we are today. 


But you too did miss the PC revolution... 

We missed a lot of things. We built the first router even 
before Cisco existed. I couldn’t begin to enumerate 
what we missed. We invented the RISC architecture. But 
we were slow in commercialising it. You could ask why 
we missed this ог that... Have you heard of IBM printers? 


Did you personally miss anything? 

As much as anyone else in the ІВМ company. However, 
now we are better than anyone. All other laboratories 
will tell you nice things that they have done in their 
products. The difference in ІВМ research is all our 
products. Not something to spill ink better or some 
new algorithm to check spellings. If you look at IBM, 
every product is built as a partnership between re- 
search and product development. Now my challenge 
is to do the same thing for services. 
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"AT IBM, EVERY 

A PARTNERSHIP 
BETWEEN RESEARCH 
AND DEVELOPMENT ” 





Nanotechnology is the next big thing, right? In what 
time frame? 

You can use various self-organising material in semi- 
conductor (chip) manufacturing in existing plants to- 
day. But if you think of some new material that is go- 
ing to replace silicon like the carbon nanotube, that is 
very far. So, there is a spectrum. 


Where is the next bout of innovation going to come from? 
That will solve the current controversy of outsourcing to 
India, right? 

You missed my main point. It is going to be in serv- 
ices! In business processes! 
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IT'S NO LONGER VINOD KHOSLA BUT ANOTHER INDIAN, - 
PROMOD HAQUE. HERE'S WHAT MAKES HIM TICK. 


| ВУ ALOKESH BHATTACHARYYA 





IS SEVEN IN THE MORNING OF AN ALREADY-WARM MARCH DAY IN NEW DELHI AND AT A 
five-star hotel in the city’s diplomatic enclave, the world’s best venture capitalist (VC) 
is ready for a scheduled 210-minute pitch by a Bangalore-based technology hotshop. The 
man is 55-year-old Promod Haque, and the appellation is not the product of some effective spin 
doctoring by his handlers. Rather, it is based on Forbes magazine’s annual Midas list, its rank- 
ing of the 100 best vcs in the world. Haque, Managing Partner, Norwest Venture Partners (NVP) 
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has worked his way up the roll. In Midas 2002, he was 
ranked 15; in Midas 2003, he was just behind Vinod 
Khosla at #2. Neither Haque’s visit to India—his 
first after being named the #1 vc in the world—nor his 
meeting with the Bangalore company should surprise 
anyone who knows him well. The man believes off- 
shoring (a neologism that means outsourcing to an off- 
shore destination) is the perfect business model for US 
technology companies. 

The logic behind this belief is impeccable: the cor- 
rection in the US stockmarkets has impacted the exit val- 
uation of private companies, with companies in which 
investments of $100 million have been made being 
acquired for around $150 million in the early stage; that 
translates into a return of 150 per cent, which isn’t all 
that much in the venture capital space; if the return to 
vcs needs to increase, given that valuations will not 
change overnight, companies have to learn to do with 
investment of a magnitude considerably lesser than 
$100 million; for software companies, this could be $20 
million to $25 million over a four-year period and for 
hardware companies, $40 million, before the cash 
break-even point is reached; the only way to get by on 
numbers of this magnitude is to transfer all development 
offshore. “I believe that the business model of innova- 
tion today dictates offshore product development,” 
Haque is to say to me during an interview later the same 
day. “At the end of the day, investors must make returns; 
if there is no return, investments will disappear.” 

Right now, however, Haque is off to the pitch by 
the Bangalore company. Our companion for the past 
hour—that’s right, my day started with a 6.00 am 
meeting—Vab Goel, Venture Partner, МУР, spends a 
few more minutes with me, detailing Haque’s role at 
Nvp and his track record as an investor (the two have 
worked together for three years) before rushing off to 
sit in on the meeting. 


THE MAKING OF A VC 


Haque spent his formative years not very far from this 
magazine’s headquarters, in New Delhi’s Gole Market 
borough. Father Alexander—he named his son Promod 
in the wake of the communal clashes engendered by 
the partition of the country providing him, in the 
process, with a name that suggests both Hindu and 
Muslim ancestry; he’s actually a Christian—was a 
bureaucrat; and mother Phulwanti (Gangaram) Haque, 
a school teacher at St Thomas School, a mission-run in- 
stitution in the neighbourhood that is still extant. 
“My beginnings were very humble,” says Haque. 

He went to St. Columba’s, a popular boys school 
not very far from home that caters to the well-heeled— 
“Mom did a lot of private tuitions to send me to 
that school; that leaves a mark," says Haque whose life 








revolved around academics, academics, and academics 


| | and then to Delhi College of Engineering, choosing 


it over IIT Kanpur to stay close to the family. After grad- 


. uation, he worked with Siemens in Delhi, selling the i 
, company's medical equipment. Three years оп, in^ 
` 1972, he enrolled in а masters programme in engi- 


i neering at Northwestern University in Illinois, put- 


“ting up the $4,000 he needed by dipping into his sav- 


ings and taking a loan from his father. 


does ever is). Haque’s decision to opt for a Masters was 
motivated by interest in the equipment he sold; 
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* Total investments of NVP over more than one round af funding 


.. Northwestern was the first university in the 





Medical Systems. He completed. the two-year pro- 
gramme in a year and Jacobs, impressed by Haque's 


work ethic, offered to take him on as a research assis- 


tant. He paid his assistant's (PhD) tuition fee and living 
expenses. In turn, Haque attended classes between 


28.00 am and 12.00 noon and helped with Jacob’s re- 
search between 12.00 noon and 12.00 midnight. He did 


“Hounsfield, ат 
моца go o 
Medicine in 19 9 
guy," gushes Haque). His experience selling medical 
. equipment and his natural amiability led to a stint in 
^ marketing. Realising that he had spent time in sales, 


8 US to of- 
| fer a programme in biomedical engineering; and better | 

. still, Don Jacobs, a professor at the university, had. 
. cut his teeth designing medical equipment for GE 





























that for four years and still keeps a similar schedule. 
The project d min oii lien was me devel- 


tance, it can provide details of how аад “урм 
are absorbed by the human body). 5о, when after 
completing his PhD, Haque came to know that 
Thornton EMI was looking for PhDs to design a САТ 


(computerised axial tomography) scanner, he had no 
The choice of Northwestern wasn't accidental (апа · 
as the meeting progresses, I realise that nothing Haque | 


hesitation in signing on. 
The five years Haque would go on to spend at 


ЕМІ were to prove memorable, and not just because it 


gave him an opportunity to work with Godfrey N. 


~ 1999 E73 29 Million | 
| 513 Mili | 





+ First round only 


pioneer in the field of tomography who 
үгіп the Nobel Prize for Physiology or 
(“Т actually rubbed shoulders with this 






marketing, and engineering, Haque turned his thoughts 


‘towards entrepreneurship and enrolled at North- 
- western's Kellogg Graduate School of Management for 


an evening-MBA programme. Midway through the pro- 


gramme he landed the job of chief operating officer at 
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Emergent, a California-based firm in the medical equip- 
ment business. Haque hired people, ran the company, and 
helped build a scanner using microprocessors, all things he 
found exciting. In 1982, the company was acquired. 

By then, Haque had made a name for himself in his 
field and was offered the post of CEO of a Minneapolis- 
based start-up Dimensional Medicine. “I had to raise 
money for the company and we went through some 
pretty interesting times, running out of cash and looking 
for capital,” says Haque. “I had to hire sales people, the 
marketing vice president, fire people, effect layoffs, and 
sell the product.” He did this for five years and then took 
Dimensional public. “I owe a lot to Dimensional for 
putting me through the very real experiences of an en- 
trepreneur,” says Haque. “I learnt in five years what 
most people learn in 15 or 20.” 

The experience was to prove addictive. Suddenly, 
Haque was thinking in terms of working with multiple start- 
ups, not just one. “I thought this would be more fun,” he 
says. “And your success isn’t controlled by the outcome of 
what happens with one company.” After serving as a con- 
sultant to smaller firms, Haque joined NVP as a consultant 
in 1989, and a full-time partner in 1990. And he was on his 
way to becoming the world’s #1 УС. 


THE HUMANITY OF PROMOD HAQUE 
Today, МУР is based in Palo Alto, California, the ideal place 
for a venture capital firm. When Haque signed on, it was 
based in Minneapolis. In his first five years at the firm (МУР 
moved to California in 1995), he perfected the art of be- 
ing a road warrior, travelling to Texas and California 
where most tech companies were based. And he estab- 
lished his credentials as a vC who gets in early on a 
curve by investing in Tivoli (client/server software and the 
company was acquired by IBM), Extreme Networks 
(which bet on internet protocol becoming the standard for 
local and wide area networks) and Cerent and Siara 
(optical networking and he invested in these companies 
along with Vinod Khosla, the man he displaced in Forbes 
Midas 2004). Haque prefers to work with other in- 
vestors. “We believe in syndication,” he says. “We advise 
companies that it is in their interest to have multiple 
investors, not 10, but maybe two or four.” Not surpris- 
ingly, most of МУР” investments аге co-leads. 

Haque is also loath to be a late entrant; if he is not into 
something early, he stays out of it. “We can’t be the fifth 
company showing up to do the same thing,” he smiles. 
“For instance, if we had missed Cerent and Siara, the play 
was over.” Not surprisingly, МУР stayed away from inves- 
ting in any of the 160 companies that sought to emulate 
these two. “That’s the kind of discipline the industry 
misses at times,” muses Haque. 

This trait helped him avoid the dotcom debacle. It 
helped that most dotcoms were retail businesses and МУР 
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Why Promod Haque is in India. 


IS BELIEF IN THE OFFSHORE BUSINESS MODEL— 
H the mathematical logic of his argument, 

presented at the beginning of this article 
is impeccable—is one reason why Promod 
Haque is in India. That doesn’t mean he thinks 
Indian companies cannot develop technology 
products, hardware and software, It’s just that 
he’d like the front-end of these companies to be 
in the US or Europe, preferably the former. “For 
a product to be relevant in the marketplace, the 
founders have to have close contact with early 
adopters of the technology, (who will be in) the 
US market,” he says. The world’s #1 vc met 
with a few such companies on his visit to India. 
And if they meet his other criteria (see The 
Haque Formula), nvp will almost certainly 
invest, and invest big, in these companies. He 
has already funded 12 such companies in 
Bangalore. Another reason for his visit is to meet 
with software firms such as Infosys and HCL 
Technologies and convince them to adopt tech- 
nologies from tech hotshops that are part of 
NVP's portfolio. “The advantage Івм and HP have 
is that they are big system integrators,” he ex- 
plains. “We can take our small (portfolio) com- 
panies and align them with Satyam, HCL, or 
Infosys and they can compete with ІВМ or HP.” 
There's a similar story in broadband where һе 
would like to see NvP's portfolio companies ally 
with Reliance, Tata, and BSNL. "India's telecom 
market is pretty robust and we want our compa- 
nies to participate," he says. In May, he hopes to 
be back with reps from some NvP portfolio com- 
panies to strike a few deals. And he's hoping to 
figure out how Indian telcos survive on low 
average revenue per user (ARPU), around $10 a 
month in India as compared to $40 in the US. 
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һай decided to stay away from the sector as early as (һе mid-1990s, after 
its experience with several offline retailers. Then, there was the fact, as 
Haque puts it, that “we didn’t know how they would make money in the 
long-term”. That and his desire to sit on the boards of the companies in 
which he invests and “get our hands dirty and leverage relationships” makes 
Haque a hard-nosed conservative in the venture capital community. 

Yet, it doesn’t take anything away from his essential humanity. 
That could be a function of his background. Haque has never forgotten 
what his parents went through and visits them in Chicago, where they 
are now based, every summer. And he insists on maintaining what he 
calls, ‘a normal lifestyle’. “We are very careful with the impression 
we give our kids,” says Haque referring to the fact that he chose a 
Christian school for his three daughters. “In a place like the US, 
Promod can afford a private jet, but flies coach when with family,” laughs 
Goel. The only luxury he allows himself is an XK8 Jaguar convertible. 
And while he lives in a comfortable home replete with a pool, tennis 
court, and sprawling lawns, he doesn’t subscribe to cable or satellite tel- 
evision and is particular about what his daughters watch оп Tv. 

Or, it could be a function of his religion. Haque is a practising 
Protestant; his wife Dorcas is a trained nurse, was born of missionary par- 
ents and grew up in South Africa; he teaches Sunday school, on and off 


“FOR EVERY COMPANY 
THAT MAKES IT, THERE 
WILL BE FIVE OTHERS 
THAT DON'T” 


at the local church (when he was at Delhi College of Engineering he used 
to visit his old school once a month and deliver talks on value systems 
and on the Bible; today, he is chairman of the Elder Board at the 
church); and funds, in an individual capacity, a microfinance organisa- 
tion called Opportunity International that operates across the globe. R. 
Paul Singh, the co-founder of ipVerse—the company developed software 
switches for ІР telephony—funded by Nvp recollects how Haque met with 
the company’s employees for between three hours and four hours to ad- 
dress their concerns over being acquired by NexVerse, another company 
in the мур stable. “Promod is an individual with a high level of integrity,” 
says Gordon Stitt, President & CEO, Extreme Networks. “He and МУР are 
not interested in a fast return, but in true value-generation; he in- 
vested in Extreme almost eight years ago and is still as excited as he was 
then.” Adds Vinod Khanna, a friend for over 50 years who now heads 
a London-based outsourcing firm, “Promod always knew he would 
make it big. He didn’t want to be rich, just the leader, and he knew he 
would be that in whatever field he chose.” 

Haque’s leadership position in the venture capital world may 
well have something to do with his philosophical approach to in- 
vesting. “There will always be winners and losers,” he says. “For every 
company that is sold for $300 million, there will be five others in the 
same area that just couldn’t do it.” Chances are, Haque, and МУР 
wouldn’t have had anything to do with these five. 
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Апа уоп thought Every once in a while, it is nice to come down from our ivory towers and look 


around. To trade in our efficient and precise programs for a warm pullover. 
To extend our commitment from our industry-leading clients, with commitment 


а virus called towards less fortunate fellow human beings. The unlettered, the incapable, 


the homeless. 


• • 
illiteracy. exe At Xansa, all of us believe in such efforts, however small. We believe that 


while we continue to excel in our roles as IT and BPO professionals adding to 
was not our 800 million dollar balance sheet, seeing a smile break out on even a 
single such face always adds several degrees to the warmth in our hearts, 


an IT problem And that means a lot to us. 


Maybe that is why people at Xansa like to volunteer for other kinds of programs 
like literacy@home, where we take classes for adults in the evenings. 
Or organise to collect funds for basic amenities at Rajendra Ashram. 


Then there is a computer lab we've set up for Junior Government School, 
Harola, in partnership with India Sponsor Foundation, where we also take 
the initiative to provide appropriate teaching material. Arya Kanya Sadan, 
Delhi and Padma Adarsh School, Chennai also have similar labs for the children 
there. Some of us here prefer more short term efforts, though. Like a mobile 
créche for construction workers' kids, or the self sufficiency drive that began 
with Braille slates at Amar Colony Blind School, and has today made our 
presence there quite redundant. 


It just makes going to sleep every night so much more meaningful. 
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; Hello, Good Buy 


PRABHAT AWASTHI 1 34 1 vice President & Senior Analyst Й J.P. Morgan 


| SECTORS: Telecommunication, Automotive 





EZ PRABHAT AWASTHI, GETTING IT WRONG A FEW TIMES ISN'T SUCH A BIG 
deal—as long as he's getting it right most of the times. “Consistency and 
humility are most important. If one has made a wrong call, one should be able 
to muster the courage to change it. On the other hand, you also need to have 
the conviction to stick to your belief. Even if the whole world is screaming “sell” 
Е: and you're convinced of a buy, you should stand by your belief,” points out the 
Vice President & Senior Analyst at J.P. Morgan India. 

For the past nine years as an analyst, at such broking houses as 55КІ, J.M. 
Morgan Stanley and, for the past three and half years, at J.P. Morgan, you could 
safely conclude that Awasthi has been getting it right fairly consistently. His 
favourite call is his recommendation at the time of the initial public offering of 
Bharti Tele. Having put a buy at Rs 34, Awasthi watched the stock plummet to 
Rs 20 after hitting a high of Rs 45. But Awasthi remained bullish and in fact 
changed his call from neutral to overweight. Today, the Bharti stock is trading at 
around Rs 160. Yet, Awasthi is aware of the pressure put on analysts to make the 
right call every time. “How is that possible when even the companies often them- 
selves aren’t aware of how things will pan out?” smiles the soft-spoken engineer, 
who makes it a point to meet (telecom) vendors and (auto) dealers to corrobo- 
rate management-talk. Awasthi’s dose of wisdom to budding analysts: “Don’t get 
carried away by stock momentum. Once you've reached your target, call it a day." 

BRIAN CARVALHO 
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On The Street 


C. VISALAKSH! I 34 1 


Senior Analyst | Kotak Securities 
SECTOR: Pharmaceuticals 





The Hobbyist 


MANISH SAXENA 1 34 1 Assistant Vice-President Ñ ICICI Securities 


SECTORS: Cement, Engineering, Metals 


ARLY 2003, THE SARS THREAT WAS HOLDING THE WORLD HOSTAGE, AND 
most analysts were bearish on steel. Manish Saxena wasn't. That may 
have something to do with his beginnings in the steel industry, something that 
he believes helps him understand the infrastructure sector better. Or it could 
be the analytic approach of the electrical engineer from ујп, Mumbai, who 
also holds a post-graduate degree from the Institute of Chartered Financial 
Analysts of India (CFA). “Ethical management, long-term strategy of the man- 
agement, the enthusiasm displayed by the management, systems, risk 
management, and transparency" are some of the things Saxena considers 
while analysing a company. His best recommendations: Tata Steel three years 
ago (Rs 70) and last year again (Rs 160, and the stock trades at Rs 380 to- 
day); L&T (Rs 200 and the stock trades at Rs 600 today); and BHEL last year 
(at Rs 160 and the stock trades at Rs 600 today). And while tracking stocks 

may be his vocation, understanding the market is his hobby. 
SHILPA NAYAK 


Calling The Right Numbers 


MANISH SRIVASTAVA 1 34 1 Assistant Director & Co-head (Asian Telecom Research) Ё ABN Amro 


SECTOR: Telecommunications 


E MAY BE BASED IN SINGAPORE BUT YOU ARE LIKELY TO SPOT MANISH 
Srivastava at New Delhi’s Ghaffar Market, India’s biggest grey mar- 
ket for new phones and most happening market for second-hand ones, or 
in Jakarta’s shopping malls. These visits help the ПМ-А alum figure out the 
dynamics of the used-phone market. The second-hand market, reasons 
Srivastava, drives the telecommunication services business. And so, the man 
who has covered sectors as diverse as media, cement, banking, and auto- 
motive for brokerages such as CLSA and SSKI, and who shifted to 
Singapore in the second half of 2003 doesn’t visit the offices of telcos as 
often as he once used to even as he tracks seven large companies in the 
region. You see, Ghaffar Market holds the key! 
ROSHNI JAYAKAR 





F THINGS HAD TURNED 

out differently, С. Visa- 
lakshi would have remai- 
ned a research scientist in 
the pharma industry. After 
a graduate degree in chem- 
ical technology and a post- 
graduate one in finance, 
she started her career as 
a research scientist at 
Cipla. Then came the shift 
to equity analysis, “There 
aren’t too many pharma 
analysts with industry 
background,” she says, 


‚ explaining how she fits 


into the trade. As some- 
one who has worked in 
the industry, Visalakshi 
has been able to spot 
trends well before others. 
For instance, in May 
2003, she put out a Buy 
on Divi’s Lab at Rs 366 
(now hovering around Rs 
1,500) based on her un- 
derstanding of the emerg- 
ing trend of outsourcing. 
She was proved right. 
NARENDRA NATHAN 


Jem 
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AMIT RAJPAL І 301 Managing а tage Stanley 
SECTORS: Banking, Finance 


F ROM AN, ER, HUMBLE “ASSOCIATE” AT J.M. MORGAN STANLEY, 
Amit Rajpal has clearly come a very long way in a very short 
span of time. The MBA from пм-Сајсита (with a degree in cost 
accounting to boot), who started covering financial stocks in 
India, today heads Morgan Stanley’s Asian financial research team 
(including Australia and Japan), besides day-to-day coverage of the 
Hong Kong markets (where he is based), along with a “detailed over- 
sight”—now, now, don't go by the dictionary meaning of “oversight,” 
this is analyst-speak for you—of the Indian market. 

If you’re still wondering why a chunk of the analysts on our “best” 
list is from the global investment banks, it’s pretty simple actually. The 
global banks provide opportunities Indian broking houses can only 
dream of, and conversely the Wall Street firms would logically be hir- 
ing only the best in the business. Rajpal, for instance, covers two global 
banks out of Hongkong, Н5ВС and Standard Chartered, along with 
local banks such as Bank of China and Hang Seng Bank. His other res- 
ponsibilities include writing thematic work for financial stocks in the 
entire Asian region, including India. “For somebody from India, the 
advantage of working in Hong Kong is tremendous because one can 
put the ‘India’ knowledge into a global/regional context...It is easier 
to describe the evolution of financial services in India vis a vis other 
comparable markets,” says Rajpal, who plays a bit of squash, tennis, 
and cricket when he isn’t sifting through NPAs and ledgers. 

BRIAN CARVALHO 


Globe Trotter 


SATISH JAIN 1 36 1 Vice President Ù Morgan Stanley 
SECTORS: Auto and Capital Goods 


Fe FOUR YEARS HE WAS AN UNSUNG ENGINEER AT THE GODREJ 
group. Then, Satish Jain got his MBA from ПМ-В, and for three 
years did the grind at Bajaj Auto’s corporate finance division, handling 
treasury activities and special projects. The markets beckoned soon 
after and Jain did a two-year stint at ASK Raymond James as a sen- 
ior research analyst, before slipping into the Vice President’s seat, cov- 
ering auto and capital goods, at Morgan Stanley. “I work closely with 
the regional and global auto teams for global research,” explains Jain, 
who was the team leader for Asia-Pacific Autos in 2003. 

To be sure, being with a global investment bank throws up 
huge opportunities for growth and learnings. Jain, for instance—who 
at the time of writing was in San Francisco—has attended global con- 
ferences in London and New York, as well as some auto shows. He’s 
also travelled with the Morgan Stanley global team to China and 
Korea. “We also do frequent joint calls for clients on global autos. 
Interacting with the global team, global companies and global 
clients in various countries is a huge advantage at Morgan Stanley.” 

The man is extremely bullish on Indian auto’s growth story; “pri- 
marily because of the structural changes taking place—construction 
of highways, lower interest rates, wider availability of cheaper fin- 
ancing, rising income levels, lower vehicle prices... and more 
importantly, the cost and quality of Indian companies now make 
them globally competitive,” says Jain, who believes valuations 
are still attractive, notwithstanding the previous year’s spurt. 

BRIAN CARVALHO 





Visiting Analyst 


MADHUSUDAN ы! 32 1 ресогЁ 


Citigroup Smith Barney 
SECTORS: Pharma, FMCG 


e [Secon nus or rast ак : | 
Madhusudan Bagree, issued а 3 
‘sell’ call on some large pharma com- 
panies. Their business models were 
sound, but Bagree believed happen- 
ings in the macro-environment could 
affect their earnings. His negative 
call stood out, but those who heeded | 
his call may find themselves laughing 
all the way to the bank now. As 
Bagree says: “You have to look ahead 
and not generate assumptions based 
on the past." An engineer from Uni- 
versity of Roorkee and MBA in fin- 
ance and marketing from XLRI, 
Jamshedpur, Bagree started his career 
at ICICI Securities in 1996 as a con- 
sumer sector analyst and moved to 
CLSA to track the pharma sector as 
well before joining Citigroup Smith 
Barney in 2000. Bagree speaks to 
each of the companies he covers—all 
the large pharma and fast moving 
consumer goods ones and then 
some—at least once a week, and vis- | 
its them every alternate month. For 
Bagree, who loves cooking and trav- | 
elling, things couldn't be better: both | 
sectors have strong global linkages | 
that often takes him places. — — : 
-ROSHNI JAYAKAR 











His Credit Is Good 


PATHIK GANDOTRA 1 33 1 Head of Research | 556! 


SECTORS: Banking, Finance 


E PATHIK GANDOTRA 15 
considered one of the country’s 
best banking analysts, he has his 
seven-year stint at credit rating firm 
CRISIL—he was heading the finance 
sector rating division when he left— 
to thank for it. Ergo, by the time he 
signed on with SSKI, he knew all 
there was to know about most 


Work And Play 


BHARAT IYER 1 35 1 Directori Citigroup Smith Barney 
SECTORS: Automotive, Engineering, Capital Goods, Utilities 


Fe TWAIN MEET FOR BHARAT IYER, A MOTOR 
sports enthusiast who covers, among other 
things, the automotive sector. A MBA from the 
University of Poona, Iyer came to Smith Barney 
from the IIT Investrust (he was with UBS Warburg 
before that). The man has his approach planned 
to a T (he rattles off, for our benefit, the details he 
looks for in the auto segment: market potential, 
segment-performance, market shares, planned 
launches, and the like), talks to each company he 
covers at least once a month and visits them 
thrice a year. With 10 large companies and five 
small ones on his radar that leaves him little time 
to indulge his passions of tennis and motor sports. 


Still, he gets to cover auto! 


ROSHNI JAYAKAR 


Indian banks (30-40) and finance 
companies (some 150 of them). 
“Rating agencies interact closely 
with banks,” explains Gandotra. 
“My CRISIL stint helped me acquire а 
better perspective about the banking 
and finance industry." So, it isn't 
altogether surprising that the MBA 
from MS University, Baroda, was 


early to spot the resurgence in India's 
public sector banks, at a time when 
most analysts were not so bullish 
on the same. One of his recom- 
mendations, Punjab National Bank, 
for instance, has seen its stock zoom 
from Rs 69 in January 2003 to 
around Rs 330 today. *Manage- 
ment is the most important factor in 
banking," he says. And identifying 
bank managements with the ability 
to balance risk and growth, the ulti- 
mate analyst-thing. 

NARENDRA NATHAN 





The Obsessive Tracker 


ABHAY LAUAWALA I 37 1 vice President | Citigroup Smith Barney 


SECTORS: Cement, Metals 


Н: MAKES WHAT НЕ TERMS “MAINTENANCE CALLS” 
to the companies he tracks every week. When 
there’s something brewing the number could go as 
high as three calls a day. And he regularly interacts 
with global analysts on his beats (especially metals) 
to extrapolate global trends to the Indian scenario. 
Tracking companies isn’t just a vocation for Abhay 
Laijawala, a MBA from the University of Rhode 
Island; it is an obsession. So much so that he will 
tell you that to be “first among equals you have got 
to be on your heels, keep your ears open so as to 
get that extra piece of news on the sector or the 
company”. This analyst has completed the circle: 
he started off as an analyst at BZW in 1994 and 
moved into investment banking and did time at 
HSBC and DSP Merrill Lynch before returning to 
research at Smith Barney. “To be counted, you have 
to go that extra mile,” he says. That, he has. 

| КОЅНМІ JAYAKAR 













t Star Analyst, Star Sectors 
SANJEEV PRASAD E 34 1 Senior Analyst | Kotak Securities 


SECTORS: Energy, Chemicals, Media, Telecommunications 






| OST ANALYSTS WOULD GIVE ANYTHING TO BE IN SANJEEV 5 
Prasad’s shoes. The irr-Delhi, им-Са!сшта alum has spent | 
е past eight years at Kotak and in association with analysts from 
Idman Sachs (the two firms have an alliance of sorts) covers the | 
10st happening companies in, arguably, the most happening 
tors—Prasad actually heads the дең ы teams | 
is heavy approach: 
























ase the strengths and weakn pany : 
ustry and predicts future free cash pow discounts these to аг- 

wat valuations, and corroborates the result with a cross- 
untry comparison with similar companies. And “it needs а min- 
num of 15 per cent upside from the current pri: 

uts it, for him to put out a Buy. Remember, this is th 
ecommended- HPCL and BPCL in November 2000 when their | 
ips were trading at around Rs 100. Today, the t two ) stocks 
e quoting at Rs 480-levels. We re all for пиш. 
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P for Prozac, Р for Perfect The Quiet Persuader 


JAL IRANI 1 35 I Vice President Ё ICICI Securities 
*MANISH ЈАМЕ 33 1 Senior Vice President, Research Ё DSP Merrill Lynch SECTORS: Oil & Gas, Textiles | 
SECTORS: Pharmaceuticals, Healthcare ss 


N 2000, WHEN DR REDDY'S WAS INVOLVED IN LITIGATION WITH 

Pfizer over a generic version of the latter’s best-selling anti-de- 
pression drug Prozac, the estimated future stock price numbers 
on Manish Jain's report were 80 per cent higher than those on 
reports issued by other analysts. Jain, reports go, was sure that Dr 
Reddy's would win. Win the company did and its stock shot up 
over 100 per cent. Jain is said to be of the view that a good ana- 
lyst needs to first get his views and perspectives clear. Part of the 
India Research team, under Jyoti Jaipuria, which was rated 
No. 2 in Institutional Investor's 2003 Asia Research Team NEN ОТЕ АКИО 
poll, Jain has a MBA in Finance from Narsee Monjee Institute of 
Management Studies. And the next time the numbers on his rep- The Fastest G un 





ort are different from that on others, you can bet your bottom 
dollar that everyone is going to go by his estimate. On The Street 
ABIR PAL * ABHAY SHANBAG АМА. ENA. 
HSBC Securities 


SECTOR: Pharmaceuticals 


Matrix Reloaded 


SANJAY CHAWLA 37 | senior Analyst Ё Motilal Oswal Securities 
SECTORS: Pharma 





| М EARLY 2003, SANJAY CHAWLA PUT OUT A BUY ON MATRIX 
Laboratories. The scrip was quoting at Rs 330 then and 
most analysts believed it was already over-val- Power Broker 
ued. Chawla didn’t think so. He was of g *VIDYADHAR GINDE ENA. 1 
the opinion that investors could benefit | НВС Securities mM 
from the gap between reality (the com- SECTOR. Energy 
pany's fundamentals) and market per- 
ception. He was proved right: the stock 
trades around Rs 1,440 today. The vet- 
eran analyst—the Master of Management 
Studies from BITS, Pilani, has spent 10 
years in the trade in firms as diverse as 
IDBI Capital Markets, SMIFS Securities, 
and IIT Investrust—is a pharma special- 
ist: his first major success was his rec- 
ommendation of Sun Pharma in 1994; 
the stock turned out a tenbagger. 






























Right now, Chawla is honing up Petrochemical 
his technical analysis skills s 
apart from trying to un- Predictor 


derstand the psychol- 
ogy of stock trading. 
NARENDRA NATHAN 


*SONAL JAIN И 36 | sr. Investment Analyst Ё CLSA 
SECTORS: Fast Moving Consumer Goods, Petrochemicals 














Energy-lifer 


SUSANTA MAZUMDAR 1 35 I 
Director (Research) 1 UBS Warburg 
SECTORS: Oil & Gas, Metals, 
Petrochemicals, Power, 
Telecommunications 
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The Value Investor 
SRINIVAS RAO RAVURI E. 31 | senior Analyst Ё Motilal Oswal Securities 


SECTORS: Power, Engineering 


6 RINIVAS RAO RAVURI IS AN ANALYST WHO 
fits well into Motilal Oswal's philosophy 
of value-investing. And so, the MBA from 
Hyderabad’s Osmania University starts off 
his study of companies by meeting people 
(not just execs from the company, but oth- 
ers from the industry, including those in the 
smallest of firms). Then he sits down, tries 
to understand the structural changes in the 
industry, and uses the discounted free cash 
flow approach to arrive at a valuation. “As 
the value is linked to the sustainability of 
earnings growth, the main focus is to make 
sure that the company has a sustainable 
competitive advantage,” says Rao. The man 
hit the jackpot with his recommendation of 
BHEL (at Rs 150) in October 2001. The 
power sector was going through some struc- 
tural changes and BHEL held a near-mo- 
nopoly in the supply of generating equip- 
ment, he says, explaining his recommen- 
dation. It all sounds so simple in hindsight 
but remember, Rao said this in 2001. 
NARENDRA NATHAN 


The Power Is With Him 


*AJAY SHARMA i 28 1 senior Investment Analyst И CLSA 


SECTOR: Pharmaceuticals 





АР YOUNG ANALYST (JUST FOUR YEARS OF RESEARCH EXPERIENCE) CAME 
to limelight with his detailed report on the emergence of Indian 
pharma companies as a force in the global generic market titled 
Attack of the Clones. Not surprisingly, he has a bachelors degree in 
pharma in addition to a MBA from IIM-A. 

NARENDRA NATHAN 





HOW WE DID IT 


WA IDENTIFIED THE BEST ANALYSTS BY WAY OF A FUND MANAGER SURVEY. 
We approached the cio/Head (Equities) of all big mutual funds (with 
assets under management exceeding Rs 1,000 crore) and asked them to 
nominate five equity analysts across industries and equity houses. Only ana- 
lysts with multiple references were selected. A close look at the winners will 
reveal a subtle, but significant trend of industry experts getting into equity 
research. Susanta Mazumdar (started his career as an engineer at ONGC) and 
C. Visalakshi (started her career as a research scientist at Cipla) are the best 
examples of this. P.S: We did try a conventional scientific approach by req- 
uesting all large equity firms to provide us with all reports published by 
them in 2003 but this wasn't forthcoming. The project was coordinated 
by BT's Chief Analyst Narendra Nathan. [© 


*These five analysts did not speak to BT for this story 
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А CLUTCH OF POWER 
PLANTS, A COUPLE 
OF NATIONAL 
HIGHWAY PROJECTS, 
EVEN AN AIRPORT 
DEVELOPMENT. 





ТІНЕ HASN’ T 
- SPOKEN TO THE 
MEDIA IN THE 

RS 1,500-CRORE 
GROUP'S 27 YEARS 
OF EXISTENCE. 


BY VENKATESHA BABU 





DEEPAK G. PAWAR 
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OR A MAN WHOSE BUSINESS MOVES HAVE 
repeatedly made the headlines in the 
2000s, Grandhi Mallikarjuna Rao 
has managed to stay out of the news. 
And so, while the eponymous busi- 


ness house he heads sold a brewery 
to UB in 2001, its majority stake in 


Vysya Bank to a subsidiary of ING in | 
2003, and helped rehabilitate, albeit RE 


temporarily, Phaneesh Murthy, the 
mer  high-profil e head of sales of Infosys Technologies, 


о himself has remained in the background. For the ` 


ord, the 53-year-old has stayed there 27 years. - 

The 2000s have not been just about divestments for СМЕ; 
group has quietly established itself as, arguably, India's most 
cessful infrastructure company. Today, it boasts two prof- 
- itable power plants, a third is in the works, as are two stretches 
- of national highways and the new international airport com- 


| ing up at Hyderabad. “We believe GMR has built an excellent. 


_ business in the energy sector,” says Luis Miranda, President and 
. CEO, IDFC Asset Management Company, which recently ac- 


© quired а 15 per cent stake in GMR Energy, the holding company · 


г for the power projects, for Rs 100 crore. “Before it was fash- 

_ionable to focus on infrastructure, the group had already 
stated its commitment to the sector." Only, not too many peo- 

le have taken note of this. Enquiries about Rao und his 

group draw little response from со | cl 

| some faint buzz about the man's close 

Chief Minister Chandrababu Naidu. 
Оп an uncharacteristically-warm -Banga 

дау, this writer is waiting at Skip. House to meet Rao. Skip 

- House is a modest: four-storey building in the high-rise maze 


об Richmond Town, and it is from here that Rao manages the 


Rs 1,500-crore group. The meeting itself is a result of some 
26 months of repeated requests. “I wanted our actions to speak 
Jouder than words," says Rao, a well-built man given to oc- 
-cassional bursts of laughter, explaining the group's we-don't- 


| ^ 53 crore 
ІН GROUP NET PROFITS: Rs 150 тоге 


THE GMR GROUP: A SNAPSHOT 
ЕЕ FOUNDED BY: Grandhi Mallikarjuna Rao, 53 
СШ INTERESTS: Power, roads, airports, suger, 


ferroalloys, jute 
= TURNOVER: Rs 1 500 crore 


Rs 200 crore; ferroolloys: 


way in Andhra Pradesh ( 
International Airport Project 


= MANAGEMENT; Members i 
Council are BVN. Rao (a сої 
Bommidala (son-in-law), С 


“Kiran K. Grandhi (younger son 


(professional, ex-CMD of Hindustan Zinc) 
К. Balasubramanian (professional) | 


ы SPIRITUAL PROCLIVITY: Roo is ü follower of Sri T" 


ishankar 


. QUIRKS: Rao hasn't spoken to the media in 27 years 


ІШ INVESTOR INTEREST: Considerable; GMR Group has 
raised $125 million (Rs 575 crore) 5 
million (Rs 865 crore) in domestic 

lion (Rs 1,030 crore) in international del 

five years; India Development Fund recently p 

а 15 per cent stake in GMR Energy, the holding com- 





pany for the group's power projects, for Rs 100 crore 
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RAOSPEAK 


“WE WOULD LIKE OUR ACTIONS TO 


ДА LUUL JAN WORDS” 




























Why is it so difficult to meet you Mr Rao? 
It is not as if we do not want to meet the media. It is just that we would like our 
actions to speak louder than words. We are aware that a lot of our moves have 
evoked considerable media interest. That’s the reason we are here. 


Over the past few years the GMR Group has exited businesses such as banking, 
breweries, and IT. At the same time, you have made substantial investments in in- 
frastructure businesses like power, roads, and in the airport project. Is there a larger 
game plan behind these moves? 

Yes. We want to focus the group’s energy on the sunrise sector of infra- 
structure. We already have two power projects running, the third is under 
construction. Two large stretches of national highways are being built by 
us and the airport project will also take off shortly. We will exit all 
non-core areas where the group has no long-term interests. 


EN Does that mean you will exit jute, sugar, and ferroalloys that still contribute 
around Rs 350 crore to the group's turnover? 

/ Jute and ferroalloys, definitely, if we get the right buyer and the 
right price. But agri business holds potential. We are committed 
to the farmers of the area. 


Jute to ferroalloys is quite a leap... 
You have to remember the circumstances in which we entered certain busi- 
ness. This was in the licence-quota raj era, where people entered a business 
because they had a licence to do so. In 1983, we managed to obtain a licence 
to manufacture ferroalloys. 


... and banking? You were once the largest shareholder in Vysya Bank. 

Vysya was initially promoted by our community, the chettys. In 1985, I began 
to accumulate small amounts of Vysya's shares; these were trading almost at par 
(Rs 10) and the bank was paying an yearly dividend of 18 per cent. 

There was no game plan at any point to take over the bank. Ramesh Gelli, a friend, 
^» invited me to sit on the board of Vysya as I was a prominent member of the 
` community and an industrialist. In 1991, there was a rights issue that was- 
\ mt being subscribed. I stepped in and bought shares. Over a period of time, 

^. I became the single largest shareholder. 









Let's talk of IT. You backed Phaneesh Murthy for about eight months and 
then exited the business altogether. Why? 

There was never a long-term strategy as far as IT was con- 
cerned. Phaneesh was introduced to us by Tiger Ramesh, 
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want-to-be-written-about attitude. That it has. 


Fast Track Forays 

Srikakulam, in the northern-most district of Andhra Pradesh, is famous 
for its jute-yarn. Locals attribute this to the mystical quality of the 
Suvarnamukhi river that cuts through the district. The Grandhi 
family hails from the chetty community that can be found ail over 
southern India. Like other chetty families, the Grandhis were traders 
who traded in, among other commodities, jute. In 1974, С.М. Rao 
graduated from engineering school and rather than join the family busi- 
ness, he signed on with Andhra Pradesh's public works department. 
Within a year, however, he was part of the business, having re- 
alised that “one cannot earn his way to riches”. 

Rao proceeded to steer the family business into the fast track, ac- 
quiring one jute mill, building another one, and wrangling—as sev- 
eral businessmen of the day did—-a licence to start a ferroalloys 
unit. And as a chetty businessman, he came in contact with Vysya 
Bank, which traces its origin to the chettys. It didn't take him long to 
realise that the bank was a good investment. He started accumulat- 
ing shares in the bank in the mid-1980s and ended up the single largest 
shareholder in the early 1990s. Forays into sugar, brewing, and in- 
frastructure followed. 

The group may have remained as diversified had Ramesh Gelli, the 
chairman and managing director of Vysya Bank, not quit in 1994 to 


RAO STARTED ACCUMULATING SHARES IN 
VYSYA BANK IN MID-80S AND ENDED UP 
THE SINGLE LARGEST SHAREHOLDER IN 90$ 


found Global Trust Bank. Rao found himself catapulted into the hot 
seat. He speaks of Gelli (once a good friend) with no trace of rancour 
in his voice, despite popular perception that the former had let Rao 
down. “There is no question of betrayal,” smiles Rao. “Everybody does 
what is in their own interest." It was while he was managing the bank 
that Rao founded Ideaspace, an rT company focused on the banking 
space—Vysya was a clear laggard in this department—and started flirt- 
ing with the idea of cashing in his stake. He eventually struck a deal 
with Bank Brussels Lambert, picking up Rs 560 crore on the deal. And 
combined with its exits from other businesses—brewing, and its 
short-lived fling at funding Phaneesh Murthy (a deal on which it 
earned a return of Rs 13 crore on an eight-month investment of Rs 
75 crore)—GMR was not only in the news, but had a war chest to fund 
its ambitions in the infrastructure sector. 


Power Play 

Power—the group has two power plants, that earn Rs 1,140 crore in 
revenues and return Rs 110 crore in profits; a third is under con- 
struction at a cost of Rs 1,050 crore—is one of GMR's infrastructure 
plays. “Our biggest strength is our ability to complete projects on time 
and within schedule," says Srinivas Bommidala, Vice Chairman, 
Vemagiri Power Generation Ltd. (the work in progress), who is married 
to Rao's daughter Ramadevi. Rao, who would like the group to have 
a presence in “power generation, distribution, and trading”, is also 
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THE RAO ODYSSEY 





eyeing opportunities in distribution. 
Roads and the new Hyderabad 


airport are another. *We hope to 


1974: Grandhi Mallikarjuna Rao joins Andhra Pradesh's 
public works department after completing his engineering 


1976: Realises that salarymen rarely make big money 
and signs on with the family’s jute trading business 


achieve financial closure (the esti- 
mated cost of the project is Rs 1,200 
crore) by September this year,” says 
Kiran Grandhi, Rao’s son, who is in 


charge of the airport project. The 


1977: Buys a jute mill in Chennai and ships it, down to the last bolt, to 
Rajam in Srikakulam. The mill is renamed Vasavi Mills, after the reigning 
deity of the chetty community 


1978: sets up another jute mill, Varalakshmi Mills 


1983: Wrangles a licence to enter the ferroalloys 
business. GMR Technologies and Industries Ltd. is born 


1984-85: starts investing in Vysya Bank 


1991: Ramesh Gelli, then Chairman and Managing 
Director, Vysya Bank, and a good friend invites Rao to sit on 
the board of Vysya Bank 


1991-92: invests heavily in Vysya Bank's preferential and rights 
issues; becomes largest shareholder 


1994: Gelli leaves Vysya Bank to found Global Trust Bank, takes 
several key executives with him; Rao commutes regularly between 
Srikakulam, where the rest of сме 5 businesses are based, and Bangalore, 
where Vysya Bank is based, to manage operations 


Ramesh Gelli 


1995: Receives a licence to start a sugar mill and sets up the Agri 
Business Division of бмв Technologies and Industries Ltd. in Srikakulam. 
In 2000, he adds a 16-megawatt co-generation unit 


1996: Obtains permission to set up a power plant at Basin Bridge, 
near Chennai 


1996-97: Shifts base to Bangalore 


1998: obtains permission to set up power plant at 
Tanir Bhavi, near Mangalore 


1998: Gets into brewing, a logical extension of the sugar business 


2001: sells the brewing business сме Brewery to UB for 
Rs 53 crore 


2002-03: см“ Group wins two national highway projects, 
one in Tamil Nadu, and another in Andhra Pradesh—both part of the Golden 
Quadrilateral project 


Vijay Mallya 


2003: сме Group bags the Hyderabad International Airport project 


2003: sells his 38 per cent stake in Vysya Bank to Bank Brussels 
Lambert, a subsidiary of ING. The group earns 
Rs 560 crore 


2003: Funds Phaneesh Murthy after he quits Infosys; 
Quintant is formed 


2003: Sells Quintant to iGate; makes an estimated 
Rs 13 crore 


2004: Work carries on apace at Vemagiri in Andhra 
Pradesh, the setting for сме'5 third power plant 


1 
Phaneesh Murthy 
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overwhelming presence of the 
family in business could impact 


GMR'S ability to attract pro- 
fessionals, although Rao 
makes the mandatory 
noises about no one en- 
tering “the business unless 
they have the required 
competencies" and points 
to the presence of pros such 
as K.V.K. Seshavataram, 
the former chairman and 


managing director of Hindustan 
Zinc, and K. Balasubramanian, an 
AmEx alum (both advisors) as evi- 
dence of managerial bandwidth. 

Investors, it appears, concur. 
Over the past five years, the group 
has raised Rs 575 crore in equity and 
Rs 1,895 crore in debt. “СМЕ is опе 
of the most focused groups in in- 
frastructure," says Munesh Khanna, 
Маа Director, NM Rothschild 


(India), the strategic finan- 
cial advisor to the group. 
“Tt is at the point of inflec- 
tion today.” Adds V. 
Leeladhar, Chairman, 
Union Bank of India, one 
of the lenders to the group, 
“GMR has shown how a 
group where companies 


are managed by the promoting 
family, can be professional.” 

The infrastructure play may also 
see the group becoming more visi- 
ble. The buzz on the Street is that 


GMR Energy is readying 
for an initial public offering 
in the second half of 2004. 
And a man who didn’t 
meet the media in the first 
27 years of his group’s exi- 
stence may soon have to 
address quarterly press 
conferences. 
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RAIDER’S 
INSTINCT 


The duo has made at least 
half-a-dozen attempts 
at takeovers. 





Almost unnoticed, Abhishek and Chaitanya 


"Рајта have emerged as one of Dalal 


Street’s biggest bargain hunters, grabbing 
under-valued stocks and rattling 
managements. But are the brothers 
serious investors or mere punters? 

BY SAHAD Р.У. 


“МО THE MIDDLE OF MARCH THIS YEAR, SOME BANKING 
sector stock watchers woke up with a start. The 
shares of Indian Overseas Bank had been steadily 
climbing and trading volumes had jumped to 35 lakh 
shares a day compared to as little as a couple of lakh 
in late November to early December. The stock price, 

ам which had been sub-20s early last year, had touched 

Rs 55 and yet there was no sign of it slowing down. What 

had set the counter on fire? As the stockmarket soon dis- 

covered, it was a wiry 35-year-old man called Abhishek 

Dalmia, who had acquired 30 lakh shares (or 0.5 per 

cent of the equity) over six months without—incredibly for 

a stockmarket—anybody getting an inkling of his identity. 

Today, the stock that the Delhi-based Dalmia acquired 

for an average price of Rs 30 is hovering close to Rs 60. 

A Big Bull for the new millennium? Hardly. The cgo of 
Renaissance Group, a five-year-old investment firm, likes to 
think of himself as India’s Warren Buffett, a value investor and 
a man he near hero worships. For that reason too, the chartered 
accountant-turned-investor keeps a Buffett encyclopaedia (Of 
Permanent Value: The Story of Warren Buffett by American jour- 
nalist-turned-investor Andrew Kilpatrick) handy on his desk in 
his spartan office at New Delhi's central business district of 
Connaught Place. “This is the book I always pick up for ref- 
erence," says Dalmia, who has already reserved tickets for 
Buffett's annual shareholders meeting in Omaha оп May 1, 
by virtue of owning seven shares (through a family trust) in the 
Oracle of Omaha's Berkshire Hathaway. 

Unlike the 73-year-old Buffett, Dalmia, who sports a tuft of 
hair for religious reasons, doesn't run a $100-billion invest- 
ment colossus. He operates on a vastly smaller scale with Rs 200 
crore as his war chest, but what makes him stand out from 
among the thousands of brokers and investment managers is his 
keen eye for under-valued stocks. His 25-stock portfolio has com- 
pounded at 20 per cent annually over the last five years, multi- 
plying 2.5 times in value. No mean feat, given that the stock- 
market has been through at least two big crashes in that period. 
Says Amit Goel, co-founder of Delhi-based stock broking firm 
Pace Financial Services: “They are eagle-eyed investors. They have 
a knack for picking the hidden gems and unlocking their value.” 

But just who is Abhishek Dalmia, where does he 
come from, and why do managements feel threatened 
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Gesco Did It: It took the combined might of Ghanshyam Sheth, Deepak Parekh and Anand Mahindra to stave off the Dalmias 


when he trains his sight on them? 


Bargain 
Dalmia and his 29-year-old brother Chaitanya, who is 
in charge of equity investments and manages the 25- 
stock portfolio, are the scions of the Ajay Hari Dalmia 
group, which at one time was part of Orissa Cement 
and Dalmia Cement. In 1999, the brothers started off 
with Rs 56 crore in corpus, but no business. The 
money had come their way after the family sold its 16 
lakh shares in Bajaj Auto given to them in exchange for 
exiting Orissa Cements after the families split (the 
Bajajs and Dalmias are related and had cross-hold- 
ings). That corpus has now grown to Rs 200 crore, of 
which 60 per cent is still sitting in cash, meaning only 
Rs 80 crore has been invested. 

Delhi boys, the brothers (specifically Abhishek) first 
hit the headlines when they made a hostile bid in 
October 2000 for Gesco Corporation, a real estate 


ОА МІА5' INVESTMENT MANTRA 


Find stocks that are trading well below 
their book value or at a discount to peers 


Hold on to the investment for at least 
three years, or till a “fair value” is realised 


Invest at least a crore of rupees in 
stocks to make the return worth their while 


Bid for companies that are well-run, have 
growing profits and revenues 


Never get emotional about stocks or 
companies, focus on maximising returns 
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company owned by the Mahindras and the Sheths of 
Great Eastern Shipping. What attracted the young 
men to Gesco was its valuation: back then, Gesco was 
quoting at half its book value of Rs 50. “Given our age, 
we decided to go for a hostile takeover,” recalls the 
older Dalmia. “We had the cash, and the regulatory en- 
vironment was conducive.” With the Mahindras and 
Sheths upping the ante, a bidding war ensued, and 
when Gesco’s promoters—counselled by HDFC’s Deepak 
Parekh—offered to buy out Dalmia’s 10.5 per cent 
holding at Rs 54 a pop, the young raiders readily 
agreed. In the process, the duo made a profit of Rs 18 
a share, or Rs 5.6 crore in total. “We decided to get out 
when the valuation reached beyond lucrative levels,” 
says Dalmia, who lives on Delhi’s tony Prithviraj Road 
with his brother and parents and counts Deputy Prime 
Minister L.K. Advani among his neighbours. 

Having tasted blood, value hunting became the 
central philosophy of their investment mantra. Today, 
the brothers follow a twin strategy of investing in un- 
dervalued companies and acquiring profitable and 
well-run companies. Investments—at least Rs 1 crore 
apiece and made through a network of brokers in- 
cluding Kotak Securities, JM Morgan Stanley, DSP 
Merrill Lynch, among others—are held on to for at least 
three years or until when the stock attains its “fair 
value”, meaning a return of anything above 50 per cent. 

Over the past four years, the brothers have built up 
positions in more than two dozen companies, with 
investments ranging from Rs 25 lakh to Rs 6 crore. 
Some of the stocks that have caught their fancy of 
late include Lic Housing Finance, Karur Vysya Bank, 
and Lakshmi Vilas Bank. In each of them, they hold be- 
tween 0.5 per cent and 2 per cent (See The Five Biggest 
Positions). Just last fortnight, the brothers nabbed a lakh 
of shares of Tata Investment Corporation at Rs 170 
apiece. Why? Their rationale: The stock is a low-risk, 
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From Business Strategy Development to High End Market Data Analytics 
From Market Research to Power Brand Consulting 
From Corporate Identity Consulting to Winning Public Relations 
From Social Sector Consulting to Effective Corporate Films & Communication 
From Event Management to Stupendous Direct Selling 


we do it all because we realise that 
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Our no-nonsense consulting solutions have been adopted by world class organisations tke 


AMERICAN EXPRESS, GE, McKINSEY & Co., PWC, UNITED NATIONS, NESTLE, SONY, SAMSUNG, СОКЕ, 
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Y HUTCH, INFOSYS, WIPRO, IOC, BEL, GAIL, RELIANCE, HINDUSTAN LEVERS, COLGATE PALMOLIVE, ASIAN PAINTS, 
HP, BANK OF AMERICA, BRITISH AMERICAN TOBACCO, ACCENTURE 
and many many many many more... 
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Blending elegance and durability with equal tile Company with 
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. bt profile 


| | -. One of the things that Abhishek Dalmia has picked up from his idol Warren 


" | Buffett is to let good managements be, like in the case of Revathi Equipment 


222 high-dividend play, besides which the company owns 
shares in a gaggle of Tata companies, induding Tata 
Steel and Tata Motors. Explains Chait 
2 brother says would have been a chess 
not turned to equity investment: “Al 


come stream to the company.” 
Another thing that the brothers like to do in the 
stock they pick is to catch them early. Take for exam- 





Dalmias have been accumulating over the past few 
months. So far they have mopped up 2 per жа but the 
going is getting 
tougher because the 
stock is thinly traded. 
What’s hot about 







hc hough these. 
shares are unlikely to be sold, they provide а stable in- . 


ple Unitech, a Delhi-based realtor, whose shares the 


The Five Biggest Positions 





There’ s a bias to banking, and to potential upside. | 


Ashish Chugh, a research analyst with personal 
finance portal Valuenotes.com. ` 

| has learnt something from his idol Buffett, 
is to let good managements be. In Revathi, Chairman 







Dalmia only looks at strategic issues, while the day-to- 


у operations are left to the management team that 


. came with the company. “We have linked the man- 


agement compensation to how much shareholder value 
they create, which is a combination of the Eva (eco- 
nomic value added), rate of growth in profits, and 
the return on equity," says Dalmia. 

Buoyed by his success with Revathi, Dalmia has 
been scouting for 
more such deals (Rs 
50-100 crore in rev- 





Company stake (%) 






Unitech? According 
to the brothers, the 
stock price only re- 
flects the value of a 


Lakshmi Vilas 
Bank 









single property, the 3 
| Radisson Hotel near Unitech 
| Delhi’s international LIC Housing - 
| с. airport, but not the Finance. 0.75 
ooo 27 subsidiaries and eee 
222 Jvs that started form- ao 0.75 
"ung а part of "OL ааа 


Unitech's consoli- 

"dated accounts two 
years ago. Moreover 
the company, points 
out the younger Dalmia, has an order book worth: 
nearly Rs 2,000 crore that should be completed over the 
next two to three years. 


бу тои 0 5 


кенімен 





*Figures are in Rs 


Stocks Are Good; Companies, Better 

The Gesco episode taught the Dalmias an invaluable les- 

son in investing: That hostile bids aren’t always the best 

way of acquiring a company, and keeping one’s eyes 
`: peeled may, in fact, be a better strategy. Like it hap- 





ir Atlas Copco wanted to sell its 40. per cent. stake in 
Revathi as part. of its global restructuring. The broth- 


up another 20 per cent via an open offer. Once again, 


it’s proved to be a great bargain. In 2003-04, Revathi. 


is expected to clock Rs 50 crore in revenues and Rs 10 
. €rore in profits. ^One of the main criteria (the brothers) 
look for is cash generation at a company," points out 





Average acquisition 
cost/ current price*. > 


2 120131 










115/86 
36/183 | 
125/357 





30/56 


s pened in the case of Revathi Equipment, a Coimbatore- 
based mining equipment company. In April 2001, 
`: the Dalmias got wind of the fact that Swiss multinational 7 


enues, growing prof- 
its, low technological 
obsolescence, and 
good management), 
but with little luck. 
In the last two years, 
the brothers have 
come close to acquir- 
ing at least four com- 
panies, but hit last- 
mile road blocks. For 
instance, a Contract 
pharma research com- 
pany based in 
Mangalore walked 
out of the deal at the 
“läst moment over: pricing. ‘Similarly, the promoter of a 
Faridabad-based auto ignition company had a change of 
heart when the sector started looking up on Dalal Street. 
‘However, the duo is hardly the one to lose heart. At 
the moment, they have trained their sights on a listed, 
mid-sized beverages company, where they are collab- 
orating with non-promoter shareholders to attempt a 
takeover. “We prefer non-hostile acquisitions, but if 
there's value, we like to give it a shot,” says Dalmia with 
a grin. As for their stock portfolio, the brothers are on 


| What's hat about it? 





the prowl for shares of Cholamandalam Finance and 
DSP Merrill Lynch, both of which, Dalmia says, are at 
a discount to their intrinsic values. The only hitch: 

“Тізеге are few sellers of these shares around, 

ers struck a deal with Atlas to buy its stake, and picked: 


With more than Rs 100 crore in his bag to spend, 
Dalmia will almost certainly rack up a lucrative 
portfolio of stock and companies. Whether he gets 
anywhere close.to where his idol Buffett has gotten 
is anybody's guess. What's sure, though, is that he's 
got plenty of time left to try.. 
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THE NEED FOR 
PURPLE COWS — 


Indian Business Process Outsourcing companies need 
to work on being different, says Akshaya Bhargava. 


HE RAPID GROWTH OF THE BPO 

industry, the newness of the 

whole process-outsourcing no- 

tion, and the number of high pro- 

file companies flocking to India 
has all the makings of a gold rush. It also has 
the makings of a lasting and incredibly large 
global trend that could leave both economies 
changed forever, in ways that we cannot yet 
comprehend. If you follow the Indian financial 
press, there is no doubt that the Indian ВРО in- 
dustry has firmly and unequivocally, arrived. 
But is this really the case? 

The Indian ВРО industry is no more than 
five years old. Still, there is enough intellect in 
the country to take a few quick wins as a 
platform, build a conceptual construct of 
commercial domination on top of it and 
promptly declare victory. The hard reality is 
that it takes many years to build businesses of 
lasting value and it takes even longer to build 
an industry that will withstand the rigors of in- 
ternational competition that will give no quar- 
ter, nor will expect any. 


The Facts 

Even though the entire BPO industry in India 
employs just 170,000 people (Citigroup alone 
employs 1.5 times that number), even though 
the largest company in the industry is way un- 
der $100 million in revenues, even though 
General Motors alone generates more rev- 
enue in three working days than the Indian ВРО 
industry does in a year, even though no one 
has yet come up with an effective typology that 
is able to define the varied kind of work that 
is done, even though there are no industry 
benchmarks for performance, there is an un- 
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shakeable belief that ВРО is here to stay and 
what we are doing is right. 

There is, of course, a large grain of truth in 
all this. The industry does appear to have hit 
a sweet-spot created by a concatenation of 
events such as the economic slowdown in 
the US resulting in a ruthless need to cut 
costs, the availability of high speed telecom 
lines, economic liberalisation in India, and 
the coming of age of the IT industry (which has 
created the much-needed credibility for Indian 
BPOs). However, the industry is very much a 
*toddler", to paraphrase Mr Narayana 
Murthy's recent observation at NASSCOM and 
to position it as anything else is to stunt the 
possibility of this toddler making the transition 
to strapping manhood. 


The Problem 

The problem, simply put, is this—there is in- 
sufficient emphasis and quality managerial 
thought being applied to strategy and direction. 
Every BPO company in India wants to grow as 
fast as possible and as a result, there is a mad | 
scramble for size. Newspapers are littered 
with proud press releases of companies adding 
seats, adding people, adding infrastructure, 
opening new centres, and expanding. 

There is precious little analysis about the 
type of work being done other than long ex- 
positions about *high end" and *low end" 
work. Unfortunately, that is simply not how 
BPO customers think. There is outsourceable 
work and non-outsourceable work—to de- 
scribe it as “high end" and “low end" serves 
only to create a forensic categorisation that has 
very little value in actually building a BPO 
business. It is precisely this kind of simplistic 








thinking that inhibits original ideas around 
how to better fulfil customer needs. 
Imagine a child who. goes through the 


what he wants to be when he grows up—he is 
largely influenced by parents or peer grou 

... and has a no more than average chance 
| maximising his potential in life. There ar 








is not disastrous, it does not create excep 











of what people say. 






Lack Of Strategy 

. BPO companies do not have a clear vision 

E up, they will always be influenced by what 
Witness the first medical transcription suc- 


cess that created a multitude of similar com- 
panies. Witness the early call centre deals. 


ferent because no one is thinking about what 


they should be—only what the others are do- > 


ing. No one wants to stand out from the herd 
_ because that is a high-risk position. 


| This is very clearly а lack of strategy. 
‚ Strategy is as much about deciding what not to- 


do as about deciding what to do. If this be the 
case, you would expect a BPO company with a 
powerful strategy to actually turn down deals 


—something that is close to heresy in the in- | 

dustry. No one turns anything down because > 

no one has a filter of what is the right business. 
: аг the crossroads. Our future will be deter- 
7 mined by the choices we make today. The 
г world seems to be giving us time to make | 
| thee choices, bur the є сше, ПН the үш P 


to be in. No one has such a filter because no 
“one has a strategy around what they want to 
do. As a result, companies make generic in- 
vestments in "seats" but no pro-active invest- 











ead: For Purple Cows · | К 


—in many ways it is also a structural опе. 
Who has the motivation to be different? = 


India: the captives, the vc-funded companies 


.. the parent and only need to manage themselves 


< education system with no specific thought to as ш as о the independent 









t 
E companies. These are die newest entrants to 
-. | the BPO game and аге set up as genuine profit 
tional individuals. Real winners are fired by | 
passion. They know what they want to do. 
hey go after it with focus and energy апа 
they will stay with it for a long time regardless 


enough of us who have done that and while it 





gives them a greater ability to take a careful, | 
deliberate, and strategic approach to the mar-o 
_ ket. It is really up to these companies to be the | 
| purple cows of the Indian вро industry, to` 
` stand out from the herd and be different, to 
| have the hunger to be exceptional. and. re- 
In very much the same way, as long as India E 


around what they want to be when they grow | = does riot have non-standard thinking, non-stan- 


everyone else is doing and run with the herd. ~ 


- but between India and China. | 
Та order to compete in the global mar- 
_ ketplace, India needs to build a full spec- 
.:trum BPO industry, in alli its rich variety—not 
just dominance in the call centre business. We 
_ need our BPO workforce to see the industry as 


4 аг have now created а faceless mass of con- > 
2252 tact centre companies. Nobody dares to be dif 


. fulfilling career opportunities and not as a 
place where they come to get their accents 


“то see us as a strategic, viable, and low risk al- 


| ments in “brains” (talk about high-end work 1) 





As a result, one of the things. that the Indian © 
BPO industry does not stand out for is origi- 
nality. The problem i is only partly one of intent. 





is ours. to los. B 
There аге three kinds of ВРО companies in 


гапа the rr-subsidiaries. The captives have no 


ability to choose the type of work they do 
(they аге a cost centre working at the whim of | 














centres, They are a longer-term play, which | ср 












markable i in what they do. 
This is essential. If the Indian BPO adaty 








dard business models, and the courage to ex- 
periment we will lose the initial lead we have 
over our competitors. The real battle is not be- 
tween one Indian BPO company and. another 





a place that can give them long-term and 


neutralised and move on. We need customers 


ternative to “doing it themselves” rather 
than as a tactical answer to next quarter's 
earnings problem. ' 

Like it or not, the Indian вро industry is 





power d de rd vision, we w^ doi it. 
If not, the world is not a forgiving place. It 


is a once ina lifetime opportunity .. . and it 


| Ashna Врати i is the CEO of Progéon, 
Infosys’ BPO subsidiary. The title of this column 
is borrowed from Seth Godin's The Purple Cow 
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LEAPING TO 


See a sliding stockmarket? Fret not. You, the retail investor, are not without 


HERE’S BAD NEWS AND GOOD NEWS. FIRST 
the bad news: you, the retail investor, are at 
a disadvantage, since investing is not your 
specialisation. Now the good news: you, the 
retail investor, are at an advantage, since in- 
vesting is not your specialisation. If you’re into 
something entirely different, chances are your mind 
gets infiltrated by day-to-day thoughts a bit more 
eclectic—if not eccentric—than those occupying 
Dalal Street’s number-crunchers. What might your 
‘market diary’ for 2004 look like? 
January 14; 5:30 PM: Wow, wow, wow. Sensex close 
6,194, Let’s rock the town! 
January 22; 4:30 PM: Ouch! What the...? Isn't the 
world ruled by equity (and okay, debt) anymore? 
February 13; 5.30 PM: Phew, back above 6,000. 
Okay, so the world is ruled by thoughts of equity 
(and, yeah, debt). 
March 4, 10:30 AM: Real investors talk about the 
‘yield curve’ not the ‘image’, they say. Hah! 
March 13, 4:30 PM: Awe-right—we won the match! 
What? ‘Flight to safety'—are these guys serious? 
March 24, 5.30 PM: Aaargh! Down again... now is 
this one of Daniel Boorstin’s “hoaxes we play on our- 
selves” or what? 
March 30, 3:30 PM: There’s got to be a better way 
around this. There'd better be. Where is the rip-cord? 


Reality Dose 

Figures, of course, speak with more clarity than diaries. 
Unless you go to the extent of holding this page upside 
down, you cannot escape the slope of the Sensex 
curve. Take a good look (bottom right corner). It’s 
clear: the stockmarket as represented by the Sensex has 
been in correction mode—and it’s a long correction 
too—for the entire year, this leap year 2004. The in- 
dex has lost almost a thousand points (around 15 
per cent) from its all-time peak of 6,250. And if the 
only thing leaping right now is your pulse rate—spe- 
cially if you got into the game only in the upper 
5,000s (late, that is)—you need to stop right there. 
Calm yourself down. And read this. 









: What should you do? 
. First of all, taking the quickest exit from the stock 

narket is not a recommended response. According to 
_ Namit Nayegandhi of JM Morgan Stanley Retail 





- Services, equities are still worth your investment atten- ~ 


tion. Resisting anything resembling a stock may not be 
“terribly wise, echoes Deven Choksey, Managing 
Director, KRC Research, arguing that the overall story 
of India’s economic progress, when placed i ina wide 
frame of analysis, remains compelling. 

Moreover, as Jamshed Desai, Head of Research, 
IL&FS Investsmart India, sees it, valuations of several 
stocks have descended to more sensible levels; itsa mät- 
ter of making good picks. *As most are scared now;" 
he says, “this is good time to buy selectively and hold 
(at least for a year).” 

- Finally, there's consolation in the fact that the recent 
market slide still leaves the market а few thousand 
г points higher than its depressed level of April 2003. 
г Besides, the index is declining only within the charted 
parallels of a downward ‘channel’, as the chart below 
shows. It is not crashing outright. That's a relief, par- 
ticularly given the experience Indian investors have had 
after so many scam-tainted bull runs in the past. 

That said, it's your money, and you're the master of 
its destiny. So do not ignore the distress signals. 
Technical analysts point out that trading volumes 
have fallen sharply, an indication of market 



















Don't Miss The Parallels 


(N Sensex 5 Upper Band Iii Lower Band 


trategic options. BY NARENDRA NATHAN 


weakness—and a sign of a continued correction ahead. 


. downward bias,” is how C.K. Narayan, Technical 





present correction) is expected only in May.” 


Brand New Game 
Putting together a workable strategy in a sliding mar- 






Leaping To Safety 
Commodities 
What You're Worth 













“The market is still in a range-bound status with 






Analyst at ICICI Securities, puts it. 

What happens next? No technical chart projec- 
tion can really tell for sure. But still, given all the 
data inputs and potential likelihoods, some informed 
guess-ball-gazing can be done. "Though there may 
be a small rally in April,” predicts Narayan, “this 
could be thwarted, and the market would be back to 
these levels once again. The final bottom (for the 




























ket calls for a degree of sacrifice. So if you haven't quit 

the habit of chasing quick gains, do it now. And 

don't worry about the withdrawal symptoms—for, it. 
is the *bane" of retail investors, to use Nayegandhi's 

word of reproach. “Instead,” he advises, “look at 

equities as a serious asset class wherein long-term 

money could be made." 

The other sacrifice needed is of your expectations. 
Scale them down. And down again—till they start 
looking realistic. The market, says a succinct Desai, is 
*not going to rally the way it had done last year". 

As simple as that. 

Your basic investment outlook revised, you need to 








5,063 














7 forward is not to bother about 





scan the investment horizon, as visible from the current 
vantage point. Expect volatility over the next few 
weeks. April is the month of the annual data deluge, 
with financial results, CEO voices, guidances, forecasts 
and everything else hitting the market with full force. 
Pay attention, even if you can't exactly monitor it all, 
and even if it's a major task separating the good from the 
noise. And then in May will come two bits of crucial 
information: on the new government (for policy direc- 
tion), and on the monsoon forecast (for sustainability of 
2003-04's brisk pace of growth). 

The next major event for the markets after this, 
most likely, would be the presentation of the year's ac- 
tual budget in June by a newly- 
sworn-in government. "We never 
had so many big events bundled 
up іп the same quarter!” exclaims 
Nilesh Shah, Senior Vice President 
and Head, Portfolio Management, 
who expects the market to oscil- 
late in the 5,200-5,800 range 
through this period. 

The scanning done, it’s time to 
get down to the actual business 
of investing your money. One way 


any of the events, and assume that 
prices will go up once the uncer- 
tainties end. This sounds straight- 
forward, but is actually a high- 
risk high-return strategy—a bet 
on multiple optimistic outcomes. 
“Higher the risk (read uncertainty), 
higher the chance of return," says 
Desai, reiterating the truism that 
buying into a picture of certainty 
can never offer the same rewards. 
“The price of certainty is very 
high,” he explains, “and therefore 
the return will be lower.” 

Given the volatility, it would 
also pay to stagger your invest- 
- ments. Beware of trying to time 
-- the market. “Trying to catch the 

bottom or the peak is near futile,” 

| explains Nayegandhi. “Investors should put in 25 per 

“cent of their investible corpus now, and should in- 
vest the remaining 75 per cent with further dips in the 
market,” advises Nischal Maheswari, Head of Private 
Clients at Edelweiss Capital. 

Meanwhile, the big question is: what sort of stocks 
to go for? Play safe, very safe. Stick with industry 
leaders and other good bets that are trading at decent val- 
uations. "There are several leaders (like State Bank) now 
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Why Equities... | 





with low P/E multiples," says Sunil Shah, Managing: 


Director, HDFC Securities, You could go sector-wise as 
well. According to Maheswari, hot sectors include 
pharma (the export story), oil e| restrictions exp- 


ected to be eased after elections), and auto (in domestic 
Боот). To this list, Choksey adds tourism, which is also 


looking up. Beyond that, picking stocks by the criterion 
of dividend yield may also be а good idea. “As the divi- 
dend season starts from April," notes Choksey, “this is 
the right time to get into such — 


Safety In Diversity 


It goes without saying that there's plenty of com- | 


pany "specific | homework to be 
done on the stocks you pick. So if 
an equity strategy still looks too 


want to diversify your holdings 
to the extent possible. 

. Mutual funds, of course, are 
an anytime option. Some of them, 
thankfully, аге particularly safe. 
You. may want to look at funds 
that are quoting much below their 
net asset values (NAVs), and make a 
bet on the two converging. 

Convergence or not, if the 
very thought of equity makes you 
giddy, however, you need other 
safe alternatives, But wait—don’t 
even think of stuffing your bank 
with fixed deposits. The interest 
rates being offered (below 5 per 
cent) are an insult to anyone who 
can spell inflation. Instead, per- 
haps the most attractive non-eq- 
uity investment option at the mo- 
ment is RBI Relief Bonds. These of- 
fer 8 per cent (taxable) and 6.5 
per cent (tax-free) by way of in- 
terest. Unlike small saving instru- 
ments (such as PPF and NSC), these 
impose no investment limit ei- 
ther, so you can pile in. Big in- 
vestors are rushing for these, and 
it's worthy getting them while they're still available. 

Yet another way to diversify your investments is 
to think of commodities as relatively safe bets. 

Plenty is happening here, but you need to acquaint 

yourself well with the ins and outs of this game. The 

good news is that you may not find it so tough— 


simply because you're not a specialised equity or 


debt investor, and you know that the worlds is is ruled 
by a lot of other thoughts. mo 


dicey for your comfort, you might. 


S 





Money In. 
Commodities 


Fear the term ‘commodity trading’? Our recommendation: get over it. BY SHILPA NAYAK 


ORLDWIDE, WHEN THEY SPEAK OF 

millionaires who “made their fort- 

une in oil”, say, they don’t always 

mean people who went desert drilling, 

They could well mean people who 
traded in the stuff, never once getting their hands 
gooey. A century ago, India wasn’t much of a laggard in 
trading commodities such as cotton. In fact, the history 
of commodity trading dates back to 1875, when the ‘fu- 
tures’ market kicked off, enabling producers of commod- 
ities to sell their produce in advance to gain a safeguard 
against a price fall, while enabling traders to buy material 
in advance to guard against a price increase. It was in the 
mid-1960s that the Indian government banned commo- 
dity trading. But it was only last year that the government 
reversed restrictions on future trading in commodi- 
ties, thus opening up new investment avenues. 


The Mechanisms 

The Forward Markets Commission (FMC), the field’s 
apex regulator, allows trading in commodities through 
four national exchanges across the country: Multi- 


commodity exchange (мсх), National Commodities and 
Derivatives Exchange (NCDEX), National Commodities 
and Metals Exchange (NCME) and National Board of 
Trade (NBOT). In all, India’s commodity futures market, 
including agricultural products, bullion and metals, is 
already worth a good Rs 36,000 crore. 

A typical future contract is an agreement to buy a 
certain quantity of a commodity at a particular time 
in the future for a particular price. These contracts are 
traded on the abovementioned exchanges (which 
guarantee that deals will be honoured). “On one 
hand it’s a great hedging platform for growers, and on 
the other, it’s a unique investment avenue for indi- 
viduals as well as institutional investors who are 


looking for realistic returns of more than the small sav- 


ings instruments at a relatively moderate risk," says 
Jignesh Shah, Managing Director, MCX, the first ex- 
change to start operations, trading in 10 commodities 
and with 150 active members helping notch up a 
daily average turnover of Rs 200 crore. 

Likewise, NCDEX, which started operations three 
months back with 10 commodities, has 200 active 
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members and generates Rs 100 crore daily. “Тһе com- 
modities markets are driven by the economic funda- 
mentals,” says Madan Sabnavis, Chief Economist and 
Head, Knowledge Management, NCDEX, “The prices are 
dependent on the demand or supply—and the mon- 
soon—for the particular commodity. There are good re- 
turns to be made by investors, as fluctuations in the 
commodity markets are nowhere close to the aberra- 
tions that equity markets witness.” 

The third exchange, NCME, which is promoted by 
Central Warehousing Corporation, some agricultural 
institutions and Punjab 
National Bank, generates 65907 
a daily turnover of around 
Rs 160 crore, though іс 6000 + 
has some 20 commodi- 
ties. NBOT, however, is қ) + 
more specialised, for soya 
bean and the like. 

As with equity markets, 
these also have exchange- 4,440 
listed brokers offering you mT 
their services—from offer- eu 
ing information and adv- 0 ^ir 
ice to executing trades. t 2001. 
Therin tegrated Mel Figures are gold prices per 10 gms in Rupees 
management systems of 12007 
the exchanges also resem- 
ble those of the equity 
exchanges; members have Ji 
margin-linked limits, and ua 
outstanding positions ору 
must be squared in ac- 1,925 
cordance with the rules. 2 


Making Use Of It 700 T 
Making money on com- 

modities, though, is not 6000 
quite the same as in equi- 
ties. As Sabnavis says, it's 
pretty much about fund- 
amental market forces, and that makes it all the more 
interesting—because it brings actual ground information 
into the arena, and in a global context too. What info- 
rmation is the commodity's price sensitive to? That's the 
basic question to answer. You can start by zeroing in on 
a commodity, learning everything there is to learn 
about its production and usage, gathering data on the 
dynamics of supply and demand (cycles et al), and 
then trying to predict what could happen next to its 
price. Once you get used to the concept of analysing a 
market on basic factors, it won't be too far-fetched to 
be watching events in Madagascar to take a bet on 
vanilla, say, or in Vietnam or Brazil for coffee. 


5000 -- 





11000 7 





Jan. 31, 
2001 
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GOLD 





SILVER 


Figures are silver prices per kilogram in Rupees 


Ferrous metals, edible oil and grain have their 
own dynamics, and once you make yourself a basic 
framework for analysis, you might find the going 
less taxing than watching companies—with all their in- 
ternal and external complexities—in the hope of 
predicting their stock price movements. 

Less taxing, but not simple. Commodity markets 
have their own details you must acquaint yourself 
with. They do not always operate in isolation of each 
other, for instance, just as two competing companies af- 
fect each other, and you may have to keep track of 
events in related fields as 
well. Mutually substi- 
tutable commodities 
(with high so-called ‘elas- 

AEN ticity of demand") influ- 
| 6,065 ence each other strongly, 

ENSE as should be obvious. 

Traders tend to con- 
centrate their attention 
on the relatively non-sub- 
stitutable commodities. 
; Markets here are always 

маз, more liquid. Gold, for 

2004 example, has held its all- 
ure down the ages, and 
remains the recom- 
mended first-timer com- 
modity. But then, this is 
not a simple demand- 
supply story, given the 
special place the metal 
has as a ‘store of value’ 
and hedge against any 
gross uncertainty in the 
financial world order (be 
it risks of inflation, cur- 

“ші, гепсіев or even a larger 

2004 ‘shock’ to the economic 

system). This makes gold 

trading relatively com- 

plex, but it also sets your big picture for you before you 

start figuring out the rest; just as oil does for so many 

international investors. In your case, of course, oil 
would serve as a ‘lead indicator’ for other things. 

It would all be so much easier if experts would get 
into the business on your behalf, wouldn’t it? 

Commodity mutual funds, anyone? These may 
take some time coming, since plenty of regulatory 
issues need to be sorted out. Once they do, you might 
want to buy into these. But even if this is your eventual 
plan, it helps to keep your eyes on at least one signif- 
icant commodity—to help get that analytical frame- 
work in place. You'll never regret it. ШІ 
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REET Donee 


What's 


ET Le Ta рүүчү 


Your 


. Real Worth? 


Ever thought about it—seriously? Try it. It's not an idle figure. BY NARENDRA NATHAN 


HEN SUNIL MEHTA APPROACHED HIS LIFE 

insurance advisor, what he had in mind was 

an insurance cover of Rs 5 lakh—just enough 
to take care of his taxation planning. But then, his ad- 
visor set him thinking. He asked him what he con- 
sidered his *real worth" to be. 

Have you had occasion to think about it? It's not 
a natural piece of self information that you scribble 
effortlessly on data-forms: name, date-of-birth, 

nationality, real worth... 

And it's not a question you'd like answering, 
even in the abstract. Life is life; putting it down 
to some individual figure sounds like an exercise 
in economic crudity—with the result that 
you've probably insured yourself for a 

paltry sum derived from two factors: 
your modesty and tax bill. 

Don't blame yourself. To some 
extent, it's also a matter of in- 
dustry legacy. In a country that 
tends to place a social premium 
on 'auspicious' talk over a tem- 

perament of mortal realism, life 
insurance has rarely been sold 
for what it is. It has been sold 
down the path of least resist- 
ance—as discovered by LIC 
agents. Get yourself insured, went 
their advice, because you don’t 
want a hefty tax bill. And it’s a solid 
investment—returns et al. 

Returns? That’s not the point, 
say private sector advisors these days. 
They are selling life policies simply 

for their core benefit. So if that’s 

what it is, with or without a bush 

to beat about, what figure would 
fi you place on your life? 
















барат BARAN 





In a nuclear family with two or more depend- 
ents, the question assumes even more urgency. 
According to Ajay Arora, Managing Director, Data 
Comp Veb Technologies, there are two basic ways 
to arrive at a figure: the need-based model and 
wealth-generation model. 

The former’s purpose is to create a financial 
suit of armour that protects the fulfillment of your 
dependent’s monetary needs, if need be. These in- 
clude all expenses and loan repayments—to be in- 
dexed to inflation. This is the life-goes-on model, de- 
signed to keep your family’s lifestyle intact. 

The wealth generation model is for you if your fam- 
ily’s lifestyle is not dependent on your earnings (returns 
on existing assets may be adequate). Yet, your loved 
ones would miss your ability to generate further 
wealth—an eventuality worth guarding them from. 
It makes sense, then, to make an estimate of the wealth 
you’re likely to create till retirement, and arrive at 
the present value of your future earnings. 

So go ahead, make your estimate. Is the figure 
alarming high? Don’t worry; it’s still an underesti- 
mate. Decades later, you might just be looking back at 
the figure and laughing your- self silly. What if Ripley’s 
were to include it as a ‘believe-it-or-not’ nugget some 
day? Now that’s а cheerful thought. Œ 
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CROSSOVERS 


е Flight 10 
Academia 


Why are corporate execs giving up top-dollar assignments for academic jobs? By KUSHAN MITRA 


CORPORATE LIFE IS AN 
А = life. It’s a high. 
It’s a pacy high, clockworked 


to precision and lived on the edge of 
failure. Any executive in a compet- 
itive field would vouch for that. 
But when it comes to intellectual sat- 
isfaction, as any thinking manager 
craves, wouldn’t you want just that 
little bit of time away from the hus- 
tle-bustle to absorb new thoughts, 
swill old ones around in your head 
and space yourself out to make 
sense of it all? Of course, manage- 
ments have devised assorted pep-pill 
sort of tools to meet such needs, 
but for true satisfaction, nothing 
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can beat a full and proper career 
switch. Ask the industry veterans 
who have actually done it—quit 
their frenzied corporate jobs and 
ventured into academia. They’re 
thankful, first of all, to all the B-sch- 
ools mushrooming across the coun- 
try that are keen to get real-world 
experience in. And second, they 
doff their square-hats to those who 
turned the crossover into a fabled 
option—notably, the late great 
Professor Sumantra Ghoshal. 
Among the first to follow suit 
was Professor Ranjan Das of Indian 
Institute of Management, Calcutta 
(пм-С), who spent 19 years іп the 


|| 
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~ | | 
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corporate world before becoming a 
teacher of corporate strategy some 
nine years ago. “I always wanted 
to become a teacher, but when I 
was doing my doctoral programme 
at IIM-Ahmedabad under the tute- 
lage of [Professor] C.K. Prahalad, he 
advised me to first practice my man- 
agement skills before I should think 
of teaching," he reminisces. 


Grey Cell Urges 

Not everyone has a similar story. 
Listen to Professor Rajat Kathuria, 
former World Bank consultant, and 
now Economics Professor at the 
International Management Institute 
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(IMI) in New Delhi (а man better known 
for his part-time role as Economic 


_ Advisor to the Telecom Regulatory 


Authority of India). *When I was doing 


. my doctoral degree in [the University 


of] Maryland,” he says, “I did a bit of 
part-time teaching. After I got married 
and had a child, my wife and I felt that it 
would be better if our kid grew up in 
India. When I came back, I was inundated 
with offers, and I had taken up a part- 
time assignment with IMI teaching eco- 
nomics. I enjoyed it so much and the 


. students seemed to like me, so I refused 


the offers from TCs, KPMG and the like, 
to stay on in what I believe has been a far 
more satisfying job." 

Professor Dhruv Nath at the 
Management Development Institute 
(мр), near Gurgaon, is a 20-year in- 
dustry veteran from NIIT, where ће 
helped set up the National Institute of 
Sales (Nis) before leaving two years 
ago. “When you started heading large 
teams," he recalls of his corporate life, 
*one was mainly doing an administra- 
tive job and people management. I 
rarely managed to do my own thing, 
which I can do again in academics." 
Nath rebegan computer programming 
after 20 years. Also, “I have begun to 
dedicate more time to writing and am 
able to do a solid amount of research. 
What is also exciting about getting into 
academia is the fact that you get to 
spend so much time with young people. 
Their enthusiasm and vigour keep me 
on my feet, and keep on opening me to 
new lines of thought." Was there a 
downside? In a sense, yes. “It was really 
tough on the family,” he says, “If you 
had to ask me if I would do this again, 
I would say ‘yes’, but the family did 
take some time to adapt." 


Grey Cell Earnings 

The most common myth about the 
teaching profession is that it involves a 
major salary sacrifice. Kathuria dispels 
this: *With the rise of top-class business 


schools in India, acquiring and retaining 
top talent has meant decent salary pack- 
ages. Even though this does not imply 
that salaries are comparable to those 
in corporates, it is more than enough to 
lead a comfortable lifestyle—and then, 
there is the consulting work." 
According to Das, the stature of aca- 
demics makes consultancy a fairly remu- 
nerative option. “After taking an ini- 
tial hit,” he avers, “after nine years, my 
earnings are not bad at all, though not at 
the same level as in the corporate 
world." Nath agrees, though he is also 
quite glad for the cash reserves he built 


up from his former career. *There are: 


also earnings from royalties from writ- 
ings and so on." The other myth is that 
compensation has little to do with the 
choices teachers make. According to 
Kathuria, a cash-crunch brought on by 
a fee cut at the IIMs could result in a ma- 
jor flight of talent to other B-schools. 
“То get good talent," he makes plain, 
“you need to pay them well." 


Grey Cell Value 

Teachers are economic agents. And the 
movement of top minds from India Inc 
to academia has immense potential to do 
the country's competitiveness a lot of 
good. Call it the industrial-academic 
complex—a symbiosis that has proven 
its worth many times over in the US, 
where good minds are good minds, and 
are valued for their input to the coun- 
try’s brainware (however roundabout 
it may be). From a zoom-out perspec- 
tive, an efficient economy is one where 
human resources get allocated in a man- 
ner best for everyone. This would mean 
that some management minds would 
do better working their influence on 
future managers, rather than practic- 
ing management themselves. 

Luckily for us all, academia has its 
thrills too. “The job is exciting and fun,” 
says Kathuria. It’s another high, with a 
different sort of buzz. It also affords 
that great luxury: free space to think. 
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COUNSELLING 





| am a 26-year-old junior resident doctor in a private hospital. 
I'm happy with my salary, but not with the work environment. 
In the healthcare business, new equipment and fresh for- 
mulations are critical for administering quality service. 
However, the promoters here are not interested in investing 
in either. In fact, they seem quite happy with what we 
have and boast about the so-called modern facilities at 
every opportunity. As a doctor, | can't take this, but since I’m 
new here, I’m not sure if | should rake it up.Please advise. 
Private hospitals unfortunately have to depend on 
profits to carry on business, so your promoters' attitude 
is understandable. And you can make a difference, 
though not by raking things up, since it could affect 
your career at a nascent stage. You're a doctor first; and 
as a doctor, you can do a lot of things to make a dif- 
ference to your hospital, and to the patients who come 
to you for treatment. With time you'll grow in your hos- 
pital, and could perhaps influence such policies. Then 
you can think of taking action on these counts. 


| am an 18-year-old just out of school. | am in a dilemma right 
now. My parents want me to go to college and pursue my 
studies further. But I’m interested in a job at a call centre, 
which | was offered at a call centre fair in my school. It's easy 
to pass these tests for students from good english-medium 
schools, because good communication skills are the main cri- 
terion. They are really paying me good money, and the 
excitement of actually working is proving too much of a temp- 
tation. What should | do? 

If it is a part-time job, go for it; if not, don't. That's my 
simple advice to you. Because if it's a part-time job, you 
can go to college and work on the job simultaneously; 
that'll give you both education and work experience, the 
ideal combination. College education is the most ele- 
mentary ingredient for long-term success. I can under- 
stand your temptation, but if you don't go to college, 
you won't be able to progress in your job for long eit- 


her. A call centre job is not a long term thing. After 10 


years or so, you'll be left looking for other jobs. And 
you'll get none, because you will not have the basic 
graduation degree required for any job. 


HELP 
TARUN! 


| am a 37-year-old microbiologist working in the research and 
development division at a top pharma lab in the country. The 
job is a high-pressure one, requiring long hours of work. We 
have to constantly work towards developing new formulations, 
and there’s just no time or avenue for relaxation. It is begin- 
ning to affect my health seriously; for instance, I’ve started 
having trouble with my eyesight. I’m not sure what should be 
the right step for me. Please advise. 

You have not mentioned if the troubles you are facing 
are unique to you, or your colleagues share similar tra- 
vails. So if it’s something that’s only affecting you, 
you probably need to look after your body a little 
better. For that, you should visit a good healthcare pro- 
fessional and ask for advice. Build up your stamina, and 
get those eyes checked. Besides, as you approach 40, 
you need to take greater care of your health. But if this 
is affecting your colleagues as well, you could request 
your bosses to review some of the working condi- 
tions, and I’m sure something will be done. 


Гат a 28-year-old area sales officer with a tobacco major. 
When I took up this job, I’d heard a lot about the company 
and was excited about my career prospects. | joined the com- 
pany despite being offered a 55-per cent salary hike by 
my previous employer, a mid-sized FMCG company. But over 
the last four years | haven't been promoted once, even as 
many others who started out with me have been. This despite 
my company having posted a steady 18 per cent growth in 
the last two years. | feel my performance does not have much 
to do with the treatment meted out to me. What should | do? 
You need to talk to your superiors and get their feed- 
back on your performance. That would be one way of 
knowing where to improve to get that elusive promo- 
tion. One reason for your company overlooking you 
could be your qualifications. If you don't have an 
MBA, do acquire one. That would go a long way in help- 
ing your career growth. Then again, a good salesman 
may not necessarily make a good manager. Finally, if 
your organisation persists in overlooking your hard 
work, it may not be such a bad idea to start exploring 
other opportunities that come your way. 


Answers to your career concerns are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to Help, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Jhandewalan Extn., New Delhi—1 10055. 
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Brain 
Burrowing 


HLL’s campus recruitment turns experimental. 


ANTOSH DESAI, 

Head, Strategy 
Development, 
McCann Ericsson, 
was spotted on IIM- 
A’s campus this sea- 
son. So was R. Bala- 
krishnan, Executive 
Director, Lowe. And 
Meena Kaushik, 
Managing Director, 
Quantum Market 
Research. They were 
there to recruit fine 
young minds—for 
Hindustan Lever 
Limited (HLL). 

Has HLL flipped its lid? No, it has just made a 
breakthrough in the realm of differentiated recr- 
uitment. A company that depends on vibing with 
the consumer has decided to involve all the vibing- 
with-the-consumer expertise at its disposal. 

Of the five desired attributes of intellectual ca- 
pabilities, creativity, breadth of vision, realism 
and leadership ability, the outsiders had clear 
opinions on at least a couple. The bonus: as out- 
siders, they spoke their minds too—even if the fi- 
nal decision went by broader consensus. 
Balakrishnan offered his views on “lateral think- 
ing”, Desai on indepth insights and Kaushik on 
qualitative market-reading skills. 

So: has the experiment proved worthy? “We 
are yet to assimilate our thoughts over the finished 
rounds,” observes Prem Kamath, Director HR, 
HLL, “and any review shall take into account the 
feedback of both, the user and the recipients 
(candidates in this case).” 
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ИМ grads: Brains put into a 
new kind of petridish 
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High Networth 
Network 


Insurance agents have got rich—and how. 


OW MUCH ARE YOU WORTH? BLUNT QUESTION. TURN 

IT around to address your insurance agent, and you 
might just gag in disbelief. Last year, an agent selling poli- 
cies for Max New York Life earned over Rs 20 lakh in 
commissions (which go up to 35 per cent of the first 
year’s premium)—and he’s not alone. Insurance is 
minting moolah for the top performers. 

What’s their trade secret—great persuasion powers? 
Insurance is always sold and never bought. A rolodex of 
high net-worth people for ‘keyman policies’ (CEOs are oft- 
en insured for Rs 1-2 crore by their firms)? It helps. 
“Insurance is a business of faith," avows ICICI Prudential’s 
star performer Amit Goswami, who made it to the Mill- 
ion Dollar Round Table, a global club of some 30,000 
topsellers, this year, “and faith that needs to be created af- 
ter we’ve told a guy all the bad things that could happen 
to him. Which means honesty, empathy and patience.” His 
advice? Address needs. “A good first impression is essen- 
tial,” says Vinay Bahl, star performer and the top-earner 
for 2003 for Max New York Life, “and the ability to build 
relationships—not just a ‘customer base'—are key.” 
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R. SOFTWARE ENGINEER (Automotive) 
orix Solutions Pvt Ltd 


6.to 12 months period. Incumbent should have J2EE skills with 
primary focus on Java, JSP, XML, EJB, J2ME, J2SE, MIDP and 
posure to application servers like BEA WebLogic/IBM. 

ob Code: 364596 


incumbent must have good communication and team leadership 
; Should be willing to relocate. 
Code: 363369 


Softek Pvt. Limited 

Incumbent must have excellent knowledge and work experience 

on Perl, Sybase, Unix Shell Scripting and SQL. He/She should 

have an orientation to detail in addition to excellent oral and 
written communication skills, 





We are looking for a senior software engineer on contract basis for 





To Apply to these Jobs: Log on to www.jobsahead.com and type the Job Code 


TEST MANAGER/ RELEASE MANAGER DEL | 
I Net Creative Solution : | | 
The ideal candidate should have an experience of 7 years or тоге | 
in creating test scenarios, test scripts, Load Runner, Win Runner, | 
test plan and test execution. Of these 1-2 years of experience: 


should be in the capacity of a teatn leader. 
Job Code: 363723 


MVC J2EE Professional 

Manjari Information Technology Pvt. Lek. 22. 
Incumbent should have experience with MV Cp pattern for thin’ 
client development. He/She should have worked on J2EE and 
related technologies. Exposure to. Websphere Studio Application 
Developer ver. 5.1 and SQL also required. 

Job Code: 363863 


JC#T7715 - MODULE LEAD - C++ / Unix 

Wipro Limited - 
This position will be part of a large production support team and | 
will execute production support activities for a large US banking | 
company. Job responsibilities include production and end-user 


support. Incumbent should be open to relocation. 
Job Code: 363945 


JC** T7714 - PROJECT MANAGER - MAINFRAME... 
Wipro Limited 

The incumbent will coordinate with multiple departments and 
client managers in addition to managing the development team. 
He/She should be able to guide the team on technical aspects of. 


the project and should be able to: manage multiple projects. 
Job Code: 363994 | 





SR. SOFTWARE ENGR. - WINDOWS. PROGRAMMING s 
Rainbow Systems Pvt. Ltd. || 
Incumbent should be well versed with C/VC++ itid beet 

otiented programming concepts. He/She should have a good 
understanding of the analysis and design phases of SDLC in 


addition to exposure to network fundamentals and programming. 
Lol Code: 364421 | 





















Log on to www.jobsahead.com 








to accounts for US clients, despatching statements to the 
tomers and follow-up on payments. 
› Code: 365190 


ПЕР FINANCE OFFICER 


Incumbent will be heading the accounts and finance department. 
_ He/She will be responsible for financial analysis and business 
. planning, fund mobilising and periodic fund planning. 

_ Job Code: 365364 


у should have hands-on experience in branch 
accounting, MIS and monthly financial statements. Experience in 
etnational accounting will be an advantage. Good analytical 

skills required. 
Job Code: 363421 


| ACCOUNTANT 

. Avesta Computers Pvt. Ltd 

_ Incumbent should have 3-4 years of computerised accounting 

|. experience іп a software company. In addition he/she should 

have experience in Tally/ Quick Book Accounting software and 
ould be willing to work as per US timings. 


v ea have excellent analytical skills. 
Job Code: 363007 


DY MGR (INTERNAL AUIDT, SYSTEMS & CONTRO 
TVS Electronics Limited | 
Responsibilities include internal audit and fixing contract ter 
Incumbent will be coordinating conduct of internal audit and. 
follow-up, summarise findings and presentation of action plan f 


compliance to top management. 
Job Code: 362340 


BUSINESS CONSULTANT 

Rine Data 

This position will provide business consulting in corporate fi 
space. He/She will be an implementation consultant of ‘GE 
corporate performance management * software. 

Job Code: 361767 


SR.EXECUTIVE ACCOUNTS & MIS(MUMBAT 
Red Bull 

Incumbent will assume overall responsibility of debtors > 
management, preparation of outstanding statemen 
implementation of credit policies. He/She will be invo! 
legal correspondence with defauiting parties. 

Job Code: 355449 


BUSINESS ANALYST 

Dell International Services 

The role involves working with various. businesses and helping 
businesses improve their goals by working on the bottom qua 
performers. Other responsibilities include continuous anal 


the performance of that segment vis-à-vis other sites and. targets 
Job Code: 360274 


CHARTERED ACCOUNTANT 

Voltas Limited 

Incumbent should be either СА /TCWA with 3 to 5 years 
дайган оа сүл in 2. маім асе 


He/She should іне 22. іп sales tax aud bes тшне 
Job Code: 361471 | 















in your ambition . 






OLVES OF 
SALES & MARKETING! 








































This position will provide strategic planning; сбой апд 
uidance for the development of neoIT's global marketplace. In 
bent will identify and establish contact with prospects and 

will assume overall responsibility for contract negotiation. 

Job Code: 365706 


MANAGER-PRODUCT SUPPORT 
aas India Ltd. 
Job responsibilities include handling product support functions 
Or harvestet combines in southern and eastern regions. 
- Incumbent will be managing a team of service engineers to 


tender effective after sales service in the field. 
Job Code: 364787 


: SALES ENGINEER (WATER & WASTE SOLUTIONS) 
CFhermax Ltd. 

/е ate looking for a graduate in chemical/mechanical engineering 
with 5-7 years of experience in direct sales of water and waste 


ales forecasting, order booking and developing customer rapport. 
ob Code: 364895 


HEAD RETAIL TRAINER 

Business Solutions 

is position will be responsible for training and development of 

front line sales staff and managers at client show-rooms across 

һе country. This will be done by combination of training in the 

ole of a trainer as well as through external training agencies. 
Code: 362365 


INESS DEV. MANAGER- SAP SOLUTION SALES 
Counsellors Private Limited 

are looking fora BE/MCA with a management qualification. 
Incumbent should have at least 5 years experience with good 

, exposure to US/UK Markets. 
Job Code: 361736 






treatment. Key Result Areas would encompass enquiry generation, 





To ‘Apply to these Jobs: Log on to www. јавне сот апа ов ће Jb Code 


AREA MANAGER (RETAIL OPERATIONS) 

Kajaria Plus Ltd. 

Candidate should have a hardcore marketing experience of a 
minimum of 7 to 11 years preferably in the paints/cement/ 
ceramic tiles/consumer goods industry. He/She should be able to 


achieve the requisite targets through a strong dealer network. 
Job Code: 362057 


EXECUTIVE EXPORTS 

UNI Sankyo Ltd 
Incumbent should have experience in identifying and devdoping 
export oppurtunities for bulk drugs and formulating liason with 
export agencies. Knowledge of export/import procedures will be 


an advantage. 
Job Code: 360263 | 


ASS. PROD. MANAGER, ABSORPTION COOLING DIV 
Thermax Ltd. 

As an Assistant Product Manager for the Ammonia Absorption 
Chiller, the responsibilities include enquiry generation for 
ammonia business, selling Ammonia Absorption Chillers, proposal 


support and techno-commercial development with customers. 
Job Code: 357003 


SALES COORDINATOR i 
MothersonSumi INfotech and Designs Ltd. 

Incumbent must have excellent written and spoken skills in 
English and a high degree of proficiency with Microsoft Office. 
Job responsibilities include fixing appointments for sales executive 


MIS reports and assisting in preparation of proposals. 
Job Code: 363114 | 


MANAGER, ADV. STRATEGY & АСС. MANAGEMENT 

Migliore Web Community Pvt Ltd 

As manager, advertising strategy and account management, the 
incumbent will post, insert and coordinate online advertising 
campaigns. He/She will enhance and poubleshoor existing 
advertising campaigns. 

Job Code: 359613 









Choose from over 1 ‚50 ,000 Job openings, 
6,000 corporates. 4 
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Fill in your ambition 








JobsAhead.com 


Fill in your ambition 


Lies well told don't make a 
BILLIONAIRE. Right opportunities do. 
Exactly why, at JobsAhead we help you 
achieve your ambitions by making sure 
your resume reaches the fant copie 


-= 
at the right time. With unique tools like 


um vem жак es 
TextStar - that helps top corporates like 
ICICI, Wipro, L&T and UB Group, to 
identify and locate you. So if you're 
ambitious and dreaming big, make sure 
you act too, by logging on to 


www.jobsahead.com. 


And realize your true potential. 


First name in career portals 


ТНІТОМ/0/04/2057 






















Internet, 


e-business and YOU 
The Oracle Global Sales Model 


Oracle Corporation is the world's leading supplier of software for information 


management, and the world’s second largest independent software company. 
With annual revenues of around US$ 10 Billion, the company offers its 
database, tools and application products, along with. related consulting, 


OracleDirect - This is the next logical 
advancement in your sales career. Our 
division is one of the fastest growing at 
Oracle. We have the power to offer you 
tremendous growth opportunities, not to 
mention the chance to be on the leading 
edge of creating solutions that will affect 
countless millions. Learn first hand why 
the biggest companies have chosen Oracle 
software to power their businesses and put 
their success to work for your career. 
Training, career advancement, a high- 
growth environment, and exposure to 
North American markets: we have it all! 


We are now looking for the following 
people for our Oracle Direct Division in 
Bangalore. 


Business Development Consultant 
(Job Code: 00001) 

You've laid a solid foundation to your premier 
L BEMBA with 2-5 years of Software Product 
Sales and have what it takes to sell business 
solutions. An “оуегасһівуег by most standards, 
you are not afraid of quotas, cold calling or new 
business development – infact you thrive on it! 
Now build on this success as part of the Business 
.. Development Consulting team. 





education, and support services, in more than 60 countries around the world. 


Business Development Manager 
(Job Code: 00002). | 

iT Sales and People Management is your 
mantra. You've toiled to get there for 5 
years. А premier BE/MBA with: а jassion for 
business development, you аге looking | at 
leading a team of highly motivated hard-core 
business development professionals. Your prior 
exposure to the US/International markets in 
similar roles is the icing on the cake and you are 
ready to take on the mantle at Oracle! | | 





Sales Intelligence Manager 

(Job Code: ODDO3) 

Analysis, Econometrics, Business Intelligence, 
Market Statistics - you've got them all at your 
fingertips. You are a. premier BE/MBA/Masters 
in Statistics, Econometrics with 7-9 years of 
iT/Management Consulting/Analysis/Sales 
Intelligence experience and you share an 
unequalled parallel for sales, consulting, people 
management and analysis. If you think you can 
bring in sales intelligence to our r business fol iks, 
you are on for the right job. | 





















Take the first step: if you share our belief 
that a sales career should be highly 
challenging and rewarding, please email 
your: resumé to indiacareers _ inGoracle.com. 














irecruitment.oracle.com 


Copyright d 2004, Oracle. A rights reserva. бас а registered trademark of Oracle Corporation and or its afllistes; © © 
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IMAGEADSB SW/859B/3/04 


Wanted: Mothers and Fathers 


Soon-to-be born news channels from the Jagran Group are looking for guardians. 


The naysayers may call it yet another news 
channel but you know, we've been in the news 
trade longer than all present players put 
together. І in 7 Indians are touched by us 
every day. 1 in 3 Hindi readers depend оп 
us for their daily dose of the Truth. We know 
India. India knows us. We know the need. We 
know the Truth. It's a cut-throat, crowded 
and intensely competitive market. Ever 
evolving and forever exciting. We need a 
team. Only dedicated, hard working, 
passionate and motivated individuals, ready 
for a challenge, hoping to redefine their 
careers and have numerous success stories, 


need apply. 


ФФ апте 





Chief Executive Officer [JB01] 


Professionally qualified individual, with over 


15 years experience. You should have led the 
profit centre of a TV channel, with great 
success in Ad Sales. You should be a live 
wire with excellent people management skills. 
Creating an enabling environment, 
spearheading the team for business results 
and infusing the spirit of challenge would be 
an integral part of your KRA. 


Director News [JB02] 


Graduate in Journalism with 10-15 years 
experience in Senior Editorial functions (Print 
or TV) and a lot of experience in leading 
editorial teams of a news channel. You must 
be a team leader with innovative ideas and a 
dynamic vision. You will be responsible for 
the Overall Editorial Functioning. 


Director Ad Sales [JB03] 


Professionally qualified with min. 10 years 
experience in leading an all India team in 
electronic media. You must be adept at 
formulating innovative and aggressive 
revenue generation strategies and ensuring 
on-time results. You must be a highly pe 
networked and dynamic personality, capable 
of leading and motivating the sales team, to 
ensure prime performance. 


Director Technical [JB04] 


Graduate Engineer with around 10 years 
experience in a news channel. You must have 
thorough technical knowledge about Satellite 
Up-linking, Production and News 
Automation. Your zeal of keeping the., 
organisation at efficient and appropriate| 
technology standards would be a списа! 
factor. 


Director Distribution [JB05] 


Graduate with 6-8 years of experience in 
Channel Distribution. You will be responsible 
for formulating aggressive distribution 
strategies and drives, to ensure the optimal 
visibility of the Channel in all TRP towns. 


MARKE 





Ad Sales Managers [JB22] 


Graduates with a degree in Management and 
6-8 years experience in the Media industry 
(preferably in TV), in achieving revenue{ 
targets and leading the sales teams. You must! 
possess great agency contacts with 
demonstrated client servicing success stories. 


Brand Manager [JB25] 


You should be from a reputed business school, 
specialising in Brand Management and 
Development, with min. 5 years of experience 
in managing a prominent brand. Making the 
presence of our brand felt, through traditional 
as well as innovative media strategies will be 
an integral part of your function. 


All positions are for Delhi/Noida. Applicants are requested 
to clearly mark their resumes with the appropriate position 

name and related [code], and mail them within 15 days to: 

The Director, Jagran TV Network, F - 21, 22, 23} 
Sector 8, Noida — 201301, India or E-mail the same, 

with the appropriate position name and [code] as subject, 

in text format only, to jobs@jagrantv.com 





JAGRAN ` 


TELEVISION 
NETWORK 


Mudra : DJ 5277 





years of company building experience between 
them. Sumantra is there too with wife Sushmita. 
Someone veers the conversation towards the 
falling moral standards of married men and women in 
Delhi, quoting increasing instances of elopement and 
scandal. Another points out that this is no different to 
the “promiscuous West” over which some Indians 
fondly claim moral superiority. It is the kind of flippant 
conversation that often punctuates a perfectly inte- 
lligent evening, It takes either artful tenacity or native 
brilliance to restore the balance of the evening. 
^I hold a different view on this," says Sumantra 
trilling his ‘r’ with the authority of an imperious peda- 
gogue. “This is not about morality—it is about flawed 
Organisation Design.” He then proceeds to explain to a 
rivetted audience the three central institutions that men 
are involved with throughout their lives—the government, 
the place of work, and marriage. Governments through 
history have evolved, morphed, and adapted to changing 
contexts from autocracies and plutocracies through 
monarchies and dictatorships to democracies. Politics 
of coalition and inclusion predicate the changing needs of 
our time and respond to the plurality of our polity. 
The workplace too, over time, has seen significant 
changes. It’s not enough to think of employees as assets. 
Perhaps we should think of them as volunteer investors, 
choosing to invest their talents in the organisations they 
have joined. It is a very different dynamic to ‘command 
and control’. The context has changed dramatically and 
the workplace is responding. Now examine the institution 
of marriage. It was designed at a time when the average 
lifespan of a male was about 30 years! Today, it is well 
over 70 and there has been no attempt at redesigning this 
fundamentally important institution. Strictly monogamous 
men (like he himself was) would soon be extinct. Such 
fallibility is intrinsic to the design of any institution 
whose context has changed dramatically but where the 
boundaries of design have been held static. Needless to 
add, Sumantra left the audience totally speechless and car- 
ried on innocuously about the Delhi winter. 
His genius lay in the simplicity, directness, and 
everydayness of his postulates. This is clear in his writ- 
ing—his books and articles directed at the business 


T IS A WONDERFUL WINTER EVENING AT OUR HOME 
1 | in Delhi. Our guests are business executives with 


TEAL ы OE аа агае 


SUMANTRA GHOSHAL, МҮ FRIEND 


A few weeks after Sumantra Ghoshal’s untimely demise, 
one of his friends Vasant Kumar, pens an elegy. 


manager are devoid of the didactic, appeal to the business 
practitioner, and help the reader learn without being 
taught. Sumantra once told me that some of his best writ- 
ing was never read outside of the academic community. 
Still, he possessed the rare ability to relate to managers 
across cultures and business contexts and draw insights 
from what he called the “smell of the place”. Not only 
was his articulation lucid and direct, he was unafraid of 
speaking his mind. He felt business schools played a role 
in the clutch of corporate scandals that gripped the US 
by teaching agency theory and transaction cost economics 
to ‘legitimise’ large stock options managers gave them- 
selves, ending in fiascos like Enron. He wrote: “Unlike 
theories in the physical sciences, theories in the social sci- 
ences tend to be self-fulfilling. A theory of sub-atomic par- 
ticles does not change the behaviour of those particles. 
A management theory, if it gains enough currency, 
changes the behaviour of managers. Whether right or 
wrong to begin with, the theory becomes ‘true’ as the 
world comes to conform with its doctrine.” His was a stri- 
dent voice among scholars that compelled attention 
and urged a bias for action. 

When he began collecting Indian contemporary 
art, he went about it with childlike enthusiasm, relying 
completely on the advice of good friends to build his 
collection. “This is simple Ricardian economics”, he 
would tell my wife avidly. “I will use your expertise to 
build my collection, and your husband can use mine to 
clarify his business thinking.” Once he was having a 
rambunctious dig at a central piece of work in our colle- 
ction, saying he could have painted that himself on a 
good day. I said to him it was a contemplative work and 
he would see more merit in it after he went through his 
single malt. “That is precisely my point Vasant,” he shot 
back, “I need the scotch to appreciate your painting, but 
my Hussain makes my scotch taste better.” 

I will miss Sumantra, his electrifying presence, his imp- 
ish challenges and his blue-eyed clarity and charm. He was 
an extraordinary scholar, a sincere and caring friend, and 
above all, a rare jewel among men. 





Vasant Kumar founded and runs Scriplogix, a boutique 
life sciences consulting company from Princeton, New 
Jersey, and can be reached at www.vasant@scriplogix.com. 
He was earlier VP (Strategic Planning @ CIO), Ranbaxy 
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DOCTOR AT WORK 





After the medical transcription boom and bust, the industry has settled into a 
steady-state mode that bodes well for companies 
In short, things are just the way the doctor ordered. By VENKATESHA BABU 


YED SHAFIQ, DR SYED 
Shafiq holds an MBps 
degree from Karna- 
taka’s Devraj Urs 
Medical College. 
"That's one reason it is difficult to 
believe the prematurely balding 
six-footer works at a business 
process outsourcing (BPO) firm. 
In a previous life, 28-year-old 1 
Shafiq was a СР who used to work ~~ 
at the casualty ward of Bangalore’s Lakeside Medical 
Hospital. Today, he is a medical transcriptionist. It is still 
an unusual sight to come across a doctor in India’s 
booming BPO space, although there are enough of the 
species around. Sashi Natesh, a 27-year-old dentist, 
worked for three years at Bangalore’s Airforce 
Command Hospital before he decided to make a move 
to, you guessed it, medical transcription (MT). 

MT was to the early 1990s what call centres were to 
the late 1990s, and BPOs, to the 2000s. Newspapers 
were filled with projections of how much of the first 
world's medical documentation work would move to 
India (sound familiar?). At its peak, which, unfortu- 
nately, coincided with the acme of the dotcom wave, 
some 2,000 companies claimed to be in the MT space in 
India. Most were founded by entrepreneurs out to 
make a quick buck and boasted little else apart from a 
few PCs and a hole-in-the-wall office. The inevitable bust 
followed. “All and sundry entered the market,” says 
Suresh Nair, Managing Director, HealthScribe India, the 
country's largest extant MT company, making no effort 
to hide his disgust. *Most people had the misconcep- 
tion that MT was data entry work; a shakeout had to 
happen." 
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in the field, and their employees. 


| Circa 2004, the industry. seems 

| in better shape. There are less than 50 

MT companies, with the field being 

dominated by the big three, Health- 

Scribe; Heartland Information 

|. Services, and CBay Systems. Groups 

like Khoday, Manipal, and TVS 

that entered the space have either ij 

W exited it altogether or converted. 

their operations into call centres. As 

for smaller companies such as Ajax.com, Infomedkey 

Systems, and Indiamedico Systems, they have disap- 

peared without a trace. And the big trend—this had al- 

ready started happening when the industry was seem- | ~ 
ingly flourishing, although in a much smaller scale—is | 

the growing number of medical professionals making 

a beeline for the industry. HealthScribe's workforce. of 

1,200 includes 75 doctors. That’ ға bits 














Lure Of The Big Bucks · : У E 
Why would qualified physicians emen medical tran- T 


ter becoming a doctor I was bei 
month," says Shafiq. “Тһе pr 
in India are not very excitin, 
transcriptionist, I get paid f 
ing as a doctor." Natesh coul 
good doctors work for HealthScribe). ' Unless. one 
goes for a post-graduate qualification and specialises, the 
earning potential of a doctor is limited," he says. "In 
India it is. c to do a pow Сеа, а ће 


doctors who choose to: к medical transcriptionists 
are around Rs 20, 006. a month in the first year, + 


Rs 45,000 in the third, and Rs 80,000 in the fifth, dep- 
ending on productivity. 

Better still, some doctors-turned-medical tran- 
scriptionists manage to have the best of both worlds by 
putting in an eight-hour shift at the BPO and managing 
a private practice. Dr L. Suresh is a practicing physician 
who plans to become a medical transcriptionist. “Not 
only is a career in an MT firm financially rewarding, it 
helps one get a grip on pharmacopia (the drugs being 
prescribed for various ailments). Anytime I want to re- 
turn to practice I will do so with knowledge of the lat- 
est drugs being prescribed abroad." 

Although the Mr business isn't as people-intensive as 
other BPOs—over years, the productivity of employees 
increases; in the US, medical transcriptionists do around 
1,000 lines a day while in India, they do 400; ergo, as 
Nair of HealthScribe points out, companies can grow 
their revenues by 2.5 times without any increase in 
manpower—it provides an ideal employment oppor- 
tunity for some of the 250,000 doctors India produces 


The Doctor is in: And, Suresh Nair, Managing Director, HealthScribe India, has every reason to smile 





every year. The companies themselves benefit in terms 
of employee-profile. *India used to be known as a 
cheap, but poor quality Mr destination," explains Sanjay 
Vinayak Urs, Managing Director, Plakon Consulting, a 
company that specialises in catering to the manpower 
needs of BPOs. Now, he adds, with some firms attract- 
ing doctors, that should change. 

Most doctors, however, see MT as a stepping-stone 
to greater things. Nair points to the fact that the 
turnover rate of doctors is much higher than that of oth- 
ers. Shafiq, for instance, is preparing to go to London for 
a post-graduate qualification. *Most of my fellow doc 
tors in MT companies will look at higher studies after en- 
riching themselves financially and in terms of knowledge 
for four to five years," he says. Plakon's Urs believes this 
is a win-win. “For doctors it is good money and the abil 
ity to know the latest drugs in the marketplace; for the 
MT industry the supply of skilled manpower is a huge 
bonus; and India has adequate supply of doctors com- 
ing out of its colleges." He can say that again. 
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"Smart" Campaigning 


The two main political parties go hi-tech in their battle for electoral votes. 





ROM THE OUTSIDE, PRAMOD MAHAJAN’S HOUSE ON 
E Safdarjung Road in Delhi looks as peaceful or 

quiet as you would expect any politico's house to 
be on a sultry summer afternoon. That is, till you come 
to the outhouse tucked away behind the garden. There 
is an array of flat-screened computers lined up in the 
rooms here, sleek black beauties with CD-writers, 
speakers or ear phones. These computers, one learns, 
have TV-tuner cards that let you monitor TV-channels on 
an hourly basis, and software that can capture and 
replay critical footage. 

Welcome to the poll monitoring cell of the Bhartiya 
Janata Party. If Elections 2004 is the mother of all political 
battles, then high technology is the weapon of choice. 
Except that вур isn't the only one to have gone hi-tech. 

Congress party member Salman Khurshid's office at 
99 South Avenue in Delhi is packed with computers, 
laser printers, and swanky cabinets (but nothing close to 
B]P's show). One can also catch a glimpse of Jairam 
Ramesh taking stock of the party activities elsewhere in 
the country from his D-series LifeBook notebook, con- 
nected to the Net through his Reliance mobile. There is 
an HP Deskjet 450 mobile printer right next to a non- 
chalant Treo РРА. Congress, which plans to use laptops 
and satellites to wire up crucial booths during polling, 
is working on an intranet that will connect its party 
workers across the length and breadth of the country and 
has launched an interactive portal, wiww.congress.org.in. 


\ 
N 


BJP contro! room: 
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T Congress control room: 


Back in Mahajan’s election monitoring cell, the 
computers have databases of voters in Excel spread- 
sheets, allowing data to be sorted according to age, lo- 
cality, or any other demographic parameter one deems 
fit. The other things one can do: Photoshop, capture 
video images, and send bulk sMs-es (30,000 to 1 lakh at 
one go). The computers in BJP's party office can even 
manage tour schedules of top party leaders using elab- 
orate spreadsheets and transmit them to othe party of- 
fices across the country. The office walls are adorned 
with maps of the country, colour coded to reveal, at a 
glance, the total number of seats in a given con- 
stituency, and the number of seats the BJP is contesting 
in. “It was done using GPs layering technology," informs 
a party official. Adds Mahajan: "Technology is not 
the monopoly of business houses." 

The Congress party office, in contrast, looks tame. 
Sure, there are computers churning out thousands of 
SMs-es a day and printers spewing out campaign lit- 
erature, but the cutting-edge feel is missing. Still, 
there's no doubt as to the pay-off. *The periodicity 
with which you can coordinate with party workers at 
the district level is amazing," says Khurshid. As always, 
Jairam Ramesh sums up Election 2004's technology- 
intensive battle aptly: *Earlier they had Ram Mandir, 
and now it's RAM mandir." Let's just hope that the zeal 
for technology outlives this year's elections. 

SUDARSHANA BANERJEE 
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bt global leaders 


Of one 
World Market 


OR POETS AND PHILOSOPHERS TO DISCUSS 
the irrelevance of national borders is not 
new. But when a grounded-in-business strat- 
egy guru broaches the subject, some very 
busy people must pay close attention. And 
they did, in 1990, when Kenichi Ohmae pub- 
lished The Borderless World, his defining book 
on the future as he envisioned it—a global fu- 
ture with a global market. 
To Ohmae’s mind, the nation state is not 22 
just a mere legacy of circumstances long 
past, it is interventionist in its very con- KENICH OH MAE 
ception, and so ought to be rendered ob- Ще 
solete by the very market forces that drive 
us all towards ever higher value generation. The exchange of value amongst fellow human 
beings, goes the argument, is optimised best by freeing economic agents from the hoary im- 
positions of nationalism. With the Internet having already enabled spontaneous free asso- 
ciations that defy geography, Ohmae’s worldview is fast gaining force. And with it, the global 
demand for a good hard look at how the planet is currently carved up. 
And to think that the man is a nuclear engineer—the subject of his Php from MIT, acquired aft- 
er a Master’s degree from the Tokyo Institute of Technology. Ohmae’s first job was designing a 
reactor for Hitachi, after which he joined McKinsey for a 23-year stint as a strategy consultant. 
In the latter role, Ohmae grew famous for his emphasis on intuitive strategising, an art to do with 
the “state of mind”, in operation with the classic rigours of the analytical method. And no analytical 
framework is complete without due attention to each of the 3 Cs: Corporation, Customer and 
Competitor. It’s no ordinary attention that he seeks for them either. In The Mind of The Strategist, 
he recommends “the daily use of imagination” and “constant training in logical thought process.” 
How do Ohmae’s thoughts on strategy go with globalisation? “Creativity, mental productivity 
and the power of strategic insight know no national boundaries. Fortunately for all of us, they 
are universal.” Needless to say, Ohmae isn’t seen as a source of inspiration in large swathes of the 
world, especially where the nationalist paradigm has acquired monstrous proportions. To the glob- 
alisation guru, however, it’s just another challenge. “It is hard to let old beliefs go,” he empathises, 
` “They are familiar. We are comfortable with them and have spent years building systems and 
developing habits that depend on them.” But the world, really, is one. 
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Seagate Tribute to Innovation Series 


To discover something new, you have to һе looking 
for something different in the first place. 


Discoveries and inventions donlt just happen. It takes an extraordinary amount of persistence and hard work to 
open the worldls eyes to new possibilities. Like when the Wright Brothers showed the world that man can fly. 
At Seagate too, our engineers are busy making their own "flights" that seem like fantasies now, but may become 
amazing discoveries for the storage world in the near future, Do look out for them. 
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bt bookend 


Own 
Volition 


A bare-all look-back at a life wilfully 
wrecked, another on whether globalisation 
is good and a third on the yield curve. 


HE PLOT: MIDDLE- 

aged and well- 

known film critic 

faces divorce and the 

loss of a seven-room 
Manhattan apartment that he 
owns with his wife. Desperate to 
buy out his wife's share, he plays 
the stockmarket, trying to ride 
the New Economy bubble. His m 
objective: make a million dollars 


so that the apartment doesn’t AMERICAN 


need to be sold. He invests heav- 

ily in tech stocks, which are the SUCKER 
flavour of the moment. The bub- By David Denby 
ble bursts апа be ends up losing , 

money instead of making any. Little Brown 

In American Sucker, David Ше, Brown & Co. 
Denby, staff writer and film PP 338 
critic for Tbe New Yorker, Price: Rs 1,150 
chronicles his brief but disas- 
trous fling with the stockmarket 
in 2000, at the end of the last boom. Driven by 
the urge to make money and make it fast, Denby, a 
relative newbie in the stockmarket becomes a CNBC 
junkie. He becomes a friend of Henry Blodget, the 
now-disgraced dot-com stock messiah, and Sam 
Waksal, the biotech entrepreneur (who was later con- 
victed on charges of insider trading). What's more, 
he seeks out the prophets of the New Economy 
and attends tech conferences by prominent stal- 
warts of the period, including George Gilder. 
Needless to add, he also invests heavily in tech 
stocks, especially those that were driving the Nasdaq 
crazy in those heady days. 

But Denby's stockmarket foray was doomed. 
Unfortunately, Denby charged into the market naively 
like a novice. For one, his timing was all wrong: he 
entered the market at the fag end of the boom, or 


AMERICAN SUCKER 
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ЈЕ а composite DAILY VALUE 


Revisiting the tech bust: The gud meltdown of 2000 took 
down with it the get-rich-quick dreams—and the life sav- 
ings—of a whole generation of the American middle class 


rather, at the beginning of the bust. Second, like 
many investors of the period, he ignored the funda- 
mentals and went with the hype. Writes Denby: 
*,..as the market soared, you could feel it. You would 
have to be insensitive not to feel it. All around, in the 
suddenly resplendent corporate pomp of once-dreary 
San Jose in Silicon Valley, in the crisp linen and 
sparkle of a downtown Manhattan restaurant at 
lunch-time, in the fattened pages of new and brazenly 
successful Internet magazines like the Industry 
Standard—in all these places and many more, you 
could sense the thrilling, oxygen-rich happiness of 
wealth being created overnight." 

Like a film with a bad plot, American Sucker lacks 
punch. The absence of suspense is one reason. Denby's 
war-chest of $325,000 (savings plus an inheritance 
from his mother) and his portfolio that was 80 per 
cent weighted in favour of tech stocks spell disaster 





























from the word ро, Nor is his book an 
enlightening account of the stock- 
market and short-lived euphoria about 
the New Economy in the late 1990s. 

Instead, Denby chronicles what 
happens to him—a middle-aged 
man whose 18-year marriage falls 
apart. We get to know about his 

obsession with pornography via 
the internet, his dependence on 
anti-depressants and other mood 
lifting drugs; he muses on about 
movie reviews, consumerism and 
the pursuit of money. Not exactly 
scintillating fare, unless you really 
care about the author and want to 
indulge him. 

Yet American Sucker is written 
well and Denby doesn't shy away 
from doses of self-deprecation. If 
you condone what seems to be the 
author's attempt to write for thera- 
peutic reasons, the book has humour 
and derives much from Denby's obv- 
ious eclectic knowledge. To Denby's 
credit, although he gets very per- 
sonal about his own emotions fol- 
lowing the divorce, he manages to 
balance it well by keeping it discreet 
and not in-your-face. Finally, alt- 
hough Denby tried to make a million 
but ended up losing money, he prob- 
ably had the last laugh by writing a 
book about that experience. А book 
that people will pay to read! 

SANJOY NARAYAN 
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THE QUIET 
OF THE 


DISTAFF DNA: Golden Jubilee Biotech Park for Women is the only опе of its kind in the world 


In which NiTYA VARADARAJAN does 
a walkabout of the Golden Jubilee Biotech Park 
for Women at Siruseri in Tamil Nadu. 


118 BUSINESS TODAY APRIL 25 2004 































THE QUIET HQ OF THE DNA 
SISTERHOOD 


44 О ENCOUNTER REVERSE SEXISM 
“in all its untrammeled glory 
you will have to travel to 
Siruseri, 25 kilometres from 

. Chennai. One day in March, I 
did. Siruseri was once a sleepy village on — 
ће road to seaside-town Mahabalipuram. | 
Today, few take that road to the seaside 
temple-town; a high-speed expressway, 
The East Coast Road connects Chennai to: 





epicentre of the infotech industry in Tamil Nadu. 


X already put down roots here. The village lies at one 


1.28 million square feet hi-tech facility built by a 
state government agency. 
The road to Siruseri isn't great, but I derive con- 


. will soon change for the better. The Tamil Nadu 
:government recently approved the construction 
of an тт Expressway from Taramani to Siruseri, and 


cost around Rs 130 crore). My destination, how- 
ever, isn't the IT Park. It is the Golden Jubilee 
Biotech Park for Women. That doesn't have the 
same cadence as The Kalahari Typing School for 
Men; then, this is fact, not fiction. 

Thirty five minutes from Chennai, the air is no- 


shaped entrance, and the large sheds housing the 17 
units that have set up shop here look clean and spa- 
cious. They also look new. 


volving scientists from the M.S. Swaminathan 
Research Foundation, United Nation Development 
Programme (UNDP), and United Nations Development 
Fund for Women (UNIFEM), it wasn't until mid- 
: 2001 that the park really opened for business (the 
*official date of opening was November 2000). 

And it did so with one entrepreneur who had 
© signed оп just a month earlier. 





APARTMENTS, NOT FOR ALL PEOPLE. 





| Mahabalipuram. Siruseri, however, has emerged the 
_ care product targeted at diabetics, and had worked on 
Xansa, TCS, and a clutch of other companies have 
~ Reddy's Laboratories. Others followed. Circa 2004, 
епа of Tamil Nadu's most happening ІТ cluster, the 
Taramani-Siruseri cyber corridor. The other end,- 
Chennai-borough Taramani boasts Tidel Park, a 


cupied, and nine out of 10 acres, allotted. All то 


solation by repeatedly reminding myself that things. 


then on to Mahabalipuram (the entire project will 


ticeably fresher. The main building with its dome- 


Although the idea of a biotech park for. women > 
was first floated in a 1996 seminar in Chennai in- 









HEALTH NOTES 
GET A GLOWING SMILE 




















This was Јауаѕгее Sathyanarayana, | | 
who, ас 31 years of ; age, remains | 
youngest entrepreneur in the ark. 
Sathyanarayana had spent some time at | ^ 
· CavinKare, the company that engen- 

- dered the sachet revolution in sham- 
_ роов, as its head of research. 

Today, her company Dream Finders 
manufactures a range of herbal cosmetics 
¿that are popular with some hotel chains 
and in Singapore and Malaysia, boasts its own: foot | 


assignments for Big Pharma including some for Dr. 
the park is almost full up: 17 of the 20 sheds are oc- 
women who, in turn, employ mostly women. 


The Spirit OF Entrepreneurism. 
In another life, Dr Sucharita: Kumar was a banker. In. 


1997, when: she heard of the park, she was so ens 


thused that she quit her job and signed on for the en- 
trepreneur development training that was on offer. 
However, she soon realised that the park was no 
place to grow orchids—the weather just wouldn't 
allow for this—and decided to help other women be- 
come entrepreneurs. 

Today, as СЕО of Golden Jubilee Biotech Park, she 
is the first stop for women entrepreneurs considering 
putting up a unit at the park. It is her job to gauge how 
serious the women who approach her are, assess 
each for that entrepreneurial spark, and help chosen 
ones with managerial inputs. 

Мозг women whio аргон ber аге homemakers 


makers and talks to he spouse а o aid the children: If 
what she sees and hears tells her that the individual 
possesses some managerial capability, she gives her go- 


‘ahead, and an entrepreneur is born. 


When Kumar met Sabitha Muralidharan, a ten- 
tative applicant for a unit in the park, she was con- 
vinced of the lady's managerial abilities. A visit te 
Muralidharan's house reinforced her conviction. 
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Women@work: | (L to В) Geetha Arul, Manager, Biotech Park, A. Mangaiyarkarasi, Goodwill Industries, 
| Sucharita Kumar, CEO, Biotech Park, J. Sathyanarayana, Dream Finders, Sabitha 
Muralidharan, Sabees Foods, and S. Bhama & V. Sundaravalli, Elbitech Innovations 


“Her kitchen looked like a R&D facility,” recollects 
Kumar. Muralidharan herself wasn’t so sure. True, she 
was a great cook, and a stint as a consultant to a 
processed foods company—she got to see the insides 
of a ready-to-eat foods factory for the first time—gave 
her some much-needed confidence, but running your 
own show is an entirely different ballgame. The park, 
and Kumar, were willing to wait. In Marc 2004, 
Muralidharan became the latest entrant to the Golden 
Jubilee Biotech Park For Women. 

There are other stories like Muralidharan’s and 
Satyanarayana’s, some about ventures in pure biotech, 
others in areas such as processed foods and ready-to- 
eat foods that can be classified as biotech compa- 
nies only if the definition of biotech is stretched 
and stretched and stretched. Still, all ventures in the 
park are run by women—Kumar says she could have 
filled the park faster had she relaxed this crite- 
rion—and that’s saying something 

S. Sankaralakshmi and husband R. Sivasub- 
ramanian—Kumar encourages ventures that has cou- 
ples working together, although she takes care to en- 
sure that the wife isn’t a sleeping partner whose task is 
restricted to ensuring entry into the park—run Dorven 
Agro-Eco Bioventures, a food processing venture and 
dream of a day when they can go national, with 
Dorven centres across the country run by profession- 
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als (preferably women, adds the couple). 

5. Bhama runs Elbitec Innovations, a company 
that manufactures microbial biocontrollers, bio- 
protectors and bio-pesticides, key inputs to the 
growing organic foods trade (organic foods can be 
grown using only organic inputs, which Elbitec’s 
products are). 

And then, there are established companies such 
as MV Diabetes Hospital and Paris Dakner 
Microspherules that have established a presence 
in the park, the former through a research facility 
that aims to work on indigenous diagnostic methods 
that can be patented and on speciality foods for di- 
abetics, and the latter through a manufacturing 
unit that will produce biotech drugs. 

Encouraged by its success, Golden Jubilee Biotech 
Park is now embarking on Phase 2, a food park. 
And unlike Phase 1, which was funded by a Rs 4 
crore grant from the Department of Biotechnology, 
Government of India, the park is now looking to 
raise debt to fund its activities. After all, investments 
of some Rs 20 crore are expected to flow into the park 
in the next few months. Enough reason to make a 
song and dance about International Women’s Day, 
March 8, and Sathyanarayana promises that will in- 
deed be the case in 2005. The women were much too 
caught up with their work this year. — Efl 


ANWNVASVNHSDDI `5 АЯ SHdVHD2OLOHd 












(«УАҚ 


UNIVERSITY 


PG Diploma Programs 


| чш Learning + Training Classes + Web er 











Finance ‘Programs Management Programs | Law Programs 












f International а Global Strategic Management || Cyber Law 
н ur. ns о Enterprise Risk Management 
LJ 1098800 aH. Forex мот Management of E-Business 


О Investment Banking | 
о Strategic Finance and Control ||| О Project Management 
о Brand Management 


а Financial Engineering 
ІН Accounting Standards and а Supply Chain Management 


US GAAP ido 
О Information Systems Audit а Customer Relationship Mgmt. 
а Export and Import Mgmt. 


а Investment and Tax Planning 









о Alternative Dispute Resolution 












о Intellectual Property Rights 





g international Business Law 







о Environmental law 













[1 Securities Law 


HIGHLIGHTS, 


М Contemporary Curriculum % Training Classes at over 95 Study Centers 
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WITH IT MS 


IME WAS, WHEN IT WAS ' ; rem 

Он Јене ады, MUMBAI/ PETIT TOWERS/ KEMPS CORNER: The apartments (ranging from 1,500-2,200 sq ft and 
considered inira-dig to developed by Tata Housing) could set you back by Rs 2.6-8 crore but face the Arabian 
live in apartments. Sea and offer a panoramic view of the city to boot 


Today, however, condos across 
the country have redefined fine 
living. Swimming pools, club 
houses, jogging tracks and 
gymnasiums are par for the 
course with even apartments 
priced in tens of lakhs offering 
the same. The really exclusive 
ones offer something a bit 
more, well, exclusive. For ins- 
tance, Arihant’s apartments at 
Chennai’s Wallajah Road offer 
a panoramic view of the Mar- 
ina, the second longest beach in 
the world. And Total Environ- 
ment’s Footprints at Bangal- 
ore’s Indiranagar Road offers 
apartments that are nothing 
short of art objects. If you are 


looking for one such, here іѕа pe ies AMBIENCE ISLAND/ GURGAON: Among the costes бей in the тошо ath 
жату ; З : Among the costliest new properties іп the region wi 
good starting point. Go ahead, apartments (ranging from 6,700-7,400 sq ft, and developed by Ambience Group) priced 





Ee 





take your pick. between Rs 2.25 crore and Rs 2.75 crore, you pay a premium for the, er, ambience 

CHENNAI/ NARAYANA ARIHANT OCEAN TOWERS/ — BANGALORE/ FOOTPRINTS/ INDIRANAGAR CALCUTTAY ARJUN ENCLAVE/ ALIPORE 

WALLAJAH ROAD/TRIPLICANE At Rs 1.5 crore (for 3,000-4,000 sq ft and Each of these apartments (4,000 sq ft and 
The penthouse (3,300 sq ft and deve- developed by Total Environment), plus 13 developed by Avijit ‘Bobby’ Mazumdar, Chair- 
loped by Arihant Foundations & Hou- per cent registration, most have been sold at man of Tractors India) costs Rs 1.8 crore 
sing) at this property costs Rs 1 crore. the drawing board stage. The level of customisation plus 10 per cent for registration. That's a pre- 
Then, every room of the apartment at these apartments, each of which boasts a mium of Rs 1,000-1,500 per sq ft over 


besides the terrace offers a sea-view terrace garden, is high other apartments in the locality 





ВАЈАТ БАҚАМ 


HEALTH NOTES 
REVEAL YOUR ABS 


BDOMINAL CRUNCHES, SIT-UPS, SIDE-BENDS AND A HOST OF OTHER 
Ams contortions that you will see people of all sizes, weights 

and shapes doing relentlessly in gyms are, as this column has men- 
tioned before, not very effective in revealing your six-pack abs. Yes, by exe- 
rcising your abdominal muscles, they make them stronger and possibly well- 
defined. But as for reducing the layer of fat that causes most consternation 
among seekers of a well-proportioned body, they do zilch. Nothing. To re- 
veal the ab muscles, the average person—who’s healthy and exercises 
regularly—has to shed about half his body fat. Or, achieve a body fat level 
of 7 to 10 per cent. Given that the average, healthy guy has a body fat level 
of 15 to 20 рег cent, this means getting rid of half your body fat. 

As most people with even a nodding acquaintance with exercising 
ought to know, you can’t spot-reduce fat. That is, it is well nigh im- 
possible to crunch your way from a beer belly to a washboard mid-sec- 
tion. It doesn’t happen that way. Body fat reduction requires a holistic 
approach. In this fortnight’s column, Ра like to describe two exer- 
cises that help in reducing body fat as well as strengthen ab muscles. 
Incorporate in your exercise regime and see the difference. 


See-saw Press. While standing upright, 
hold two dumb-bells using overhand grips 
and bring them above your shoulders with 
your upper arms parallel to the floor and 
hands facing in front. Now, push your . 
right arm straight up while bending your 
torso from the waist towards the left. Bring 
arm back to starting position and do the 
same with the left arm, bending your torso 
to the right this time. Return to the starting 
position. That's one repetition. Do four 
sets of 10 reps. (Check Diagram 1.) 





E Diagram I 


Swiss Ball Push-ups. Get into the basic 
push-up position with your hands flat 
on the floor, but your shins resting 
on a Swiss ball (if your gym doesn’t 
have one, get one from any good 
sports store). Do four sets of 10 rep- 
etitions. (Check Diagram П.) You can 
vary this exercise by taking one leg off 
the ball and alternating that position. 
Or, by making it a bit more difficult 
keep your hands wider than usual on 
the floor while doing the push-ups. 
Apart from strengthening muscles, these exercises also burn fat, 
including your mid-section and those stubborn love handles. 
MUSCLES. MANI 





Diagram | 
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BT PEOPLE 
Lone Crusader 


E HIS BATTLE AGAINST THE REDOUBTABLE UNION 
Minister of Human Resources, Murli Manohar 
Joshi, Chief Mentor of Infosys Technologies and 
Chairman оЁим-А, М.К. Narayana Murthy may be 
losing support, but not spunk. The diminutive, but de- 
fiant, Murthy has got the Institute's society to maintain 
status quo in fee as against the 30 per cent cut dem- 
anded of all пмѕ by Joshi. Murthy, however, is loath 
to turn this into a Murthy-vs-Joshi battle and has 
been saying that “the minister is a nice person but has 
been misled and I am presenting my argument with 
facts and logic". BT endorses Murthy's stand, which 
is that quality (higher) education must be paid for ade- 
quately. More importantly, the government has no 
business meddling in the affairs of well-run institutions, 
never mind that it funds them. Luckily for Murthy and 
the IIMs, at least one part of the government—more 
specifically, Finance Minister Jaswant Singh—seems 
amenable to sorting the issue out post elections. 
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Lots in the Name | 


| 

HEY DIDN’T NAME HIM LAKSHMI FOR NOTHING. LAST | 
fortnight, the Chairman of LNM Group, Lakshmi 
Niwas Mittal, emerged right on top of Britain’s heap of 
richest Asians, with a staggering personal fortune of £3.5 
billion—that's Rs 28,350 crore. Soaring global steel | 
prices seem to have helped the tycoon, who’s cobbled | 
together a sprawling steel empire out of ailing mills—like | 
Romania’s Sidex most recently. The 53-year-old Mittal | 
got the Ispat Group’s international business when his fa- | 
ther carved up the business among his three sons. His | 
first steel mill was set up in Indonesia way back in 1976. 
Now, of course, the sun almost never sets on his empire. 
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| Book Closed 


ORTY-FIVE YEARS AFTER HE FIRST WALKED INTO S.R. 

Batliboi & Co. as an audit trainee, Kashi Nath 
Memani retired end of last month from the audit firm 
(renamed Ernst & Young in 1989) as its Chairman and 
Managing Partner. Born in a village (Dhulian, Bengal), 
Memani went on to become the audit industry's ubiq- 
uitous voice, and the first Indian Chairman of IMF’s 
External Audit Committee. But don't expect the 65- А 
year-old to disappear into the sunset. Last year there was 
talk of him eyeing a Rajya Sabha seat—something he + 
now rubbishes as just “rumour”. At any rate, getting | 
board seats should be a cakewalk for audit's old fox. 
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Time to Reconnect 


AST YEAR, HE SENT IN A “REJUVENATION PLAN” TO THE 
Congress party. This year, Sam Pitroda has re- 
turned to campaign for his favourite political party. For 
starters, the 62-year-old Chairman of London-head- 
quartered WorldTel will make his pitches at пт and 
IIMs, besides meeting some corporate honchos. On the 
sidelines is a plan to usher in another technology 
revolution like he did in 1981, when Rajiv Gandhi 
( bought his idea of a РСО revolution in the country. 
Pitroda, also an amateur painter, is now pushing for 
smart cards at РСО$ that will enable electronic payment 
for a variety of services. The technology, called One 
Wallet and for which he owns the patent, is cur- 
rently in use in Japan. Given his political affiliation, 
Pitroda may need to wait for the Congress to re- 

turn before his One Wallet gains any currency. 


All That Jazz 


if Г THE END, NASSER MUNJEE MAY BE REMEMBERED 
more for the way he exited IDFC than for what he 
achieved at it. And in leading the unprecedented re- 
volt of directors against the government (over IDFC’s 
proposed merger with 581) the 52-year-old may actu- 
ally have shot himself in the foot. For, Munjee can 
now forget about heading a government-owned insti- 
tution ever again—at least in the NDA regime. The gov- 
ernment’s charge against Munjee: Not funding enough 
infrastructure projects. In his defence, some of Mun- 
jee’s friends say that there 
aren’t enough big, qual- 
ity infrastructure 
projects to fund. 
\ Where does 
Munjee go from 
here? Hard to say, 
but there’s no dearth 
of options: He’s got 
Bombay First, a city de- 
velopment NGO that he 
helped set up; he is 
also the Chairman 
of an Aga Khan 
rural support pro- 
gramme. Then, 
there’s always 
jazz, said to 
be his biggest 
passion. 
































Access Denied 


1; MUST BE FRUSTRATING TO ВЕ SIDDHARTHA RAY. | 
two days before the Managing Director of Data 


Access, a telecom services provider, was to debut on 
Dalal Street with a Rs 100-crore ІРО, 5ЕВІ pulled the 
plug on it. The stockmarket watchdog wanted Ray to 
clarify on allegations of a FERA case against one of 
its directors and also on the Rs 84 crore it is sup 
posed to owe BSNL. The PR managers of Ray say that 
both are non-issues and that the company will r« 

turn with the ІРО in May or so. Perhaps, but for the 
media executive-turned-entrepreneur this is an 
embarrassment he could have done without. ШІ 


CONTRIBUTED BY VENKATESHA BABU, ABIR PAL, MOINAK MITRA, 
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MANAGING 
EXPECTATIONS ` 


India Inc discusses managing expectation and employees at the second 
Business Today Corporate Governance Summit. 











UST WHAT IS WEALTH CREATION ALL ABOUT? IT WAS 
a question on everybody’s mind gathered at the 
Taj, Mumbai for the second Business Today 
Corporate Governance Summit, presented by 
BPL Mobile. The evening also saw the release of the iss- 
ue of the magazine featuring the fifth BT-Stern Stewart 
ranking of companies that create wealth. The difference 
this year was that the methodology had been tweaked 
to represent not market valued added (MVA), but 
Wealth Added—which measures wealth flow in excess 
of the investors’ expected return. As a result, sectors 
such as pharma, FMCGs and IT had lost out on the lat- 
est chart, said Stern Stewart's Tejpavan Gandhok; 
their investor expectations had overshot performance. 
The real heroes, instead, were the “unsung һегоев”-- Presenting the wealth index: BT's Ashish Bagga (left) у 
the oil and gas majors. with SEBI's G.N. Bajpai releasing the Business Today 4 
The chief guest, С.М. Bajpai, Chairman, SEBI, noted special issue on India's Biggest Wealth Creators 
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Discussing wealth : (L to R) SEBI's G.N. Bajpai, TCS' S. Mahalingam, Birla's Santrupt Misra, Godrej's Adi Godrej, Birla's Sumant 

Sinha, Stern Stewart's Tejpavan Gandhok, GAIL's Proshanto Banerjee, Wockhardt's Habil Khorakiwala and ICICI Bank's Nachiket Mor 
that investors actually care little about people in 
companies—they want stock appreciation. “The GUESTSPEAK 


relationship of investors with a company is purely 
economic,” he observed, but saw wisdom in wealth 
distribution being extended to all stakeholders, 
not just shareholders. “A concept of sharing the 
wealth must be developed,” he urged. 

That was followed by a panel discussion on 
meeting the expectations of both investors and 
employees. “I think being able to align employee in- 
terest with shareholder interest is the best way of go- 
ing about creating wealth,” said Adi Godrej of the 
Godrej group, detailing his group’s variable remune- 
ration system. Stock options, however, were not a 
tool favoured by all. “To me,” said Santrupt Misra 
of the AV Birla Group, “reward is a perceptual and 
psychological concept, not an economic concept.” 

Nachiket Mor of ICICI Bank explained how his 
bank had succeeded by focusing on employees—and 
leveraging technology for strategy execution, es- 
pecially to meet the challenges of diversification. 
“While we can see a lot of speed in the market and 
a great deal of aggression,” he said, “what has 
gone behind it is a fair bit of planning.” 

Habil Khorakiwala of Wockhardt dwelt on 
how his pharma company had boosted motiva- 
tion and competence levels to turn R&D and exports 
into twin strengths for a global competitive ad- 
vantage. “Another major point is to align our or- 
ganisations with what is to India’s advantage,” he 








“The relationship of investors 
with a company is purely 
economic. A concept of sharing 
wealth must be developed.” 


G.N. Bajpai 
Chairman, SEBI 


^| think being able to align 
employee interest with share- 
holder interest is the best way 
of going about creating wealth.” 


Adi Godrej 
Chairman, Godrej Group 


“To me, reward is a 
perceptual and 
psychological concept, 
and not an economic 
concept.” 


Santrupt Misra 
Director, Aditya Birla Group 


bt event 


| "While we can see a lot of 
speed in the market and a great 
deal of aggression on our part, 
what has gone behind it is a fair 
bit of planning." 

Nachiket Mor 

Executive Director, ICICI Bank 


"|t is very important to manage 
the communication aspect 
well—over and above the 
actual creation of value in the 
company." 

Sumant Sinha 

President, Aditya Birla Group 





“Our growth strategy includes 
benchmarking with the world's 
best, driving market growth 
rather than being driven by it, 
and professionalisation of staff.” 


Proshanto Banerjee 
CMD, GAIL 





said, adding that well- 
managed human reso- 
urces could work 
wonders on that score. 

Proshanto Banerje- 
e of GAIL touched upon 
the company’s growth 
strategy under the con- 
straints of regulation. 
Benchmarking with the 
world’ best was one 
aspect, and driving 
market growth (rather 
than being driven by 
it) was another, even 
as professionalisation -— ШКС 
of the staff continued 
apace. “The market has 
responded extremely well to this,” he said. 

Sumant Sinha, also of the Av Birla group, gave the au- 
dience an overview of his group’s response to economic 
changes, before saying that market cap depended largely 
on discounted future cash flows, and so managing ex- 
pectations of Future Growth Value (ЕСУ) was key. “I 
think it is very important to manage the communication 
aspect well—over and above the actual creation of value 
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Wealth watchers: A matter of their expectations 


“The heroes of this year’s 
ranking of wealth creators are 
the unsung heroes—the oil and 
gas majors.” 


Tejpavan Gandhok : 
Country Manager, Stern Stewart 


“A major point is to align our 
organisations with what is to. 
India’s advantage, and well- 
managed human resources could 
work wonders on that score.” 


Habil Khorakiwala 
Chairman, Wockhardt 


"| am surprised that 

anyone doubts the 

sustainability of the 
growth of the IT sector.” 


S. Mahalingam 
Executive Vice President, TCS 


in the company." 

But how best does a 
company stay ahead of 
expectations? The 
pharma case came into 
specific focus, with 
expectations of the sec- 
tor reigning so high— 
given India's unique 
thrust in global generics. 
There were risks, of 
course, but were they 
being communicated to 
investors effectively? 
Bajpai advised compa- 
nies to tell investors of 
the limits to wealth 
creation potential—esp- 
ecially with economic ages shortening all the time. 

What about the ІТ sector: could it hope to keep mat- 
ching expectations? S. Mahalingam of TCS responded 
with surprise that anyone doubted the sector's growth 
sustainability. The sector had its future well figured out, 
he said. And FMcGs? “I think there has been very little 
radical innovation in the industry," complained Godrej, 
asking his sector for some fresh big ideas. Ell 
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IT-Driven Business 


Four eminent panellists, an engaged audience, and a hot topic were 
ingredients that cooked up a lively breakfast for Delhi's corporate honchos. 


Breakfast, got off to a rolling start in New Delhi on 

March 22. The discussion, moderated by R. 
Sukumar, Deputy Editor of Business Today, was centred on 
the topic "Driving Business Through Technology". 

Starting off deliberations, Raman Roy, сео of вро leader 
Wipro Spectramind, pointed out that the вро success has 
been largely due to the role of rr. But whatever has happened 
SO far is just the tip of the iceberg. Referring to a Nasscom- 
McKinsey forecast of 1.1 million вро jobs being available by 
2008, he said, “1 sincerely believe that the number is under 
board and we can do a lot more.” 

The next panellist, Jai Menon, Director - Technical, 
Bharti Televentures, felt that most new kinds of services 
that'll be delivered to the customers would be caused by a 
convergence of classic ІТ and emerging network techno- 
logies. He also predicted that over the next 20 to 25 years, 
computing resources and services will be available as ШІ- 
ity models, a concept similar to power grids. 

Cisco's Larry Carter, Senior Vice President, Office of 
the President, advised the audience to focus less on 
infrastructure investments and more on applications 
since the real financial payback came from applica- 
tions. “Infrastructure is something you have to invest in 
early on,” he said. Menon, however, felt that it was 
important to incrementally pace infrastructure invest- 
ments with applications. 


Ағ CONCEPT ІМ DISCUSSION FORUMS, THE BT BOARDROOM 






Delhi panellists (L to R): Raman Roy of Wipro Spectramind, Jai Menon of Bharti 
Televentures, Larry Carter of Cisco Systems and Mario Mazzola of Cisco Systems 





Energetic breakfast: (L to R) Sushil Ansal, Chairman, Ansal 
Properties & Industries and V.P. Sinha, Chairman, BSNL 





Mario Mazzola, Senior Vice President & Chief 
Development Officer, Cisco Systems, felt that security 
would become more and more relevant in networks. 
Replying to an audience question on security after the 
panel discussions, he said, “Security in technology 
will be a necessary condition for a number of applica- 
tions to be deployable and meaningful for organisa- 
tions.” Another question from the audience was on 
how to build intelligent buildings, replying to which 
Menon suggested adopting a combination of wireline 
and wireless technologies, and separating connectivity 
issues from management. 

How to choose a technology that 
would remain relevant over time was 
much debated. Mazzola felt timing of 
the choice was critical; and Menon 
advocated a customer-centric approach 





companies should go in for strategic 
relationships with ІТ vendors to deliver 
on customer requirements. 

And for companies to get compe- 
titive advantage out of ir, Roy felt that 
they had to get into technologies that 
may not be commercially deployed to- 
day, but may be relevant in future. 


to technology adoption and felt that . 
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Spirited fare: (Extreme left) Godrej Group's Adi Godrej; (Seated L to R 
Bajaj Electricals' Shekhar Bajaj, Adi Godrej, Cisco India's Rangnath 


Extending The Enterprise 


A scheduled 45-minute session extended to nearly two hours as Mumbai's 
corporates debated on how best to leverage IT to business advantage. 


Mumbai on March 25 was "Managing Money In The 
Extended Enterprise". Initiating the session, BT's R. 
Sukumar said that all of us work and live in an extended en- 
terprise since transactions related to information are now 
more common than those related to products and services. 
Larry Carter, Senior Vice President, Office of the 
President, Cisco Systems, highlighted the fact that Cisco had 
Set up a system of real-time information flow to handle the 
$300-$400 million positive cash flow that is generated 
every 30 days. This has allowed them to take decisions 
quicker and focus their efforts where needed. 

Manish Choksi, Vice President - Strategic Planning & ir, 
Asian Paints, pointed to his company's huge supply chain 
that includes 18,000 retailers, 1,000 materials suppliers, four 
company-owned manufacturing plants and 26 support 
manufacturers. ІТ has helped these elements be in sync with 
the company's delivery times, lead times and quality, thus 
reducing inventory of finished products from 56 days to 30 
days. Commenting on the biggest challenge in an extended 
enterprise, he said, "How you train your partners to have the 
same level of competence to be able to leverage this exten- 
ded enterprise is going to be key bring about competitive 
advantage in the marketplace." 

Madhabi Puri Buch, Senior вм & Head, Product & 
Technology Group, ICICI, gave her insight into the bankers 
dream of paper currency being ultimately replaced by 
electronic currency. She also pointed out two impedi- 
ments towards fulfilling this dream: continuing existence of 
a parallel economy, and the cost of paper currency being 
subsidised by the government. 


Т" TOPIC ОР THE SECOND BT BOARDROOM BREAKFAST IN 






Mumbai panellists (L to В): ВТ А. Sukumar, G.N. Bajpai of 
SEBI, Rana Kapoor of YES Bank, Madhabi Puri Buch of ICICI, 
Manish Choksi of Asian Paints and Larry Carter of Cisco Systems 






Rana Kapoor, сғо, ves Bank, commented on ir needs to 
successfully develop a Greenfield bank. He pointed out 
six needs: high levels of efficiency through automation; cen- 
tralised database management and processing; need to con- 
nect customers, front offices, back offices and other external 
agencies; ensure that front and back offices are very well 
integrated; need for strong built-in surveillance and secu- 
rity systems; and requirement of 100 per cent network upt- 
ime through disaster recovery and backup systems. He 
added: "This needs to be dovetailed by superior business 
and marketing management tactics." 

G.N. Bajpai, Chairman, ві, stressed on totally automa- 
ting the workings of the central listing authority to be able 
to provide total satisfaction to the four stakeholders a reg- 
ulatory body has: issuers, investors, intermediaries and the 
society that operates through the regulator. 

The speeches were followed by an interaction with 
the audience. It was felt that rr can help banks enable 
electronic transactions without the need for paper cheques; 
a real-time settlement system (proposed by вв!) could 
week out bank reconciliation, saving a lot of time and effort; 
and straight-through processing in the securities market 
could eliminate physical movement of paper of any kind, 
including contracts between brokers and investors. 

Lastly, the need to bring rural India into the ir revolution 
was acutely felt, and ways discussed to make this possible. 
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Recognise Talent 


GIRISH ARORA, Managing Director, Base Corporation 


S US ARMY GENERAL GEORGE PATTON 
once said, *Never tell people bow 
to do things. Tell them what to do 
and they will surprise you with their inge- 
nuity", leaders must realise that in or- 
der to get expected results out of a team, 
they must learn to give operational free- 
dom to responsible team members. The 
main challenge of a leader lies in identi- 
fying responsible individuals, delegating 
tasks to them and empowering them to 
do the right thing their own way. 
Leaders must realise that as they pro- 
mote people to higher positions, it is 
not the people but their achievements 
that they recognise and felicitate. And it 
is this recognition that is the indicator of 
how much an employee can be trusted 
with the task at hand. 
Control is not leadership. Neither is 
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management. The ability to help people 
discover how far they can go and how high 
they can reach, is true leadership. 

There are three golden rules leaders 
must follow. First, always give credit for a 
task well done. Being generous with praise 
ensures that leaders keep in mind that it is 
the team's and not individual effort that 
reaps success. Second, be courteous and 
have genuine consideration for other peo- 
ple's feelings. And last but not the least, 
have foresight and prudence. The mom- 
ent leaders lose foresight, they start reacting 
to events around them, and that in turn 
leads the organisation to lose focus as well. 

Apart from all this, the most important 
attribute of a good leader is humility. АП 
leaders must know that even the best of us 
will only become better by learning from 
others, be it superior or subordinate. [m 
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Get the new HP Сотрад Business 
Desktop d530 ultra-slim with a really 


low total cost of ownership. 


It is estimated that the purchase price in case of desktop 
computers, forms only 23% of the total cost of ownership. So 
where does most of your money go after you have bought the 
desktop for your office? It goes into maintenance, upgradation 
and general troubleshooting. It thus naturally follows that the 
computer hardware system with the lowest purchase price may 
not necessarily be the most cost effective system. What exactly 
is “Total Cost of Ownership”? In layman terms, Total Cost of 
Ownership or TCO is the sum total of all the costs incurred to 
keep any product, in this case a computer, operational and 
productive throughout its life cycle. This would include all costs 
related to purchase, maintenance, upgradation, etc. Keeping 
this factor in mind, HP, a strong player in the computer 
hardware market has introduced a specialized range of 
advanced desktops targeted at corporate business houses and 
growing business units - the HP Compaq Business Desktop 
d530 series. Coming with a maximum stability chipset from 
Intel” for a consistent and superior performance, the HP 
Compag Business Desktop d530 is the last word in cutting-edge 
technology. These advanced desktops are able to support the 
new Intel” Pentium® 4 Processor with HT Technology. Thus the 
HP Compag Business Desktop d530 is adequately equipped to 


handle future advances in terms of both technology and 


Special prices available on the 


Processor with HT Technology 
till April 30th, 2004. Hurry! 





HP Compag Business ; Desktop d530 
powered by the Intel" Pentium" 4 


performance. And combined with the world famous HP 
warranty and assurance, the HP Compaq Business Desktop 
d530 is a machine which requires extremely low maintenance. 
In the eventuality of a technical hitch, the world-class design 
structure makes servicing really easy and requires very low 
levels of expenditure. What HP proposes is to offer business 
enterprises a worry free office infrastructure with high 
performance capabilities at a minimal TCO. The HP Compaq 
Business Desktop d530 is designed specifically to cater to the 


office of the future. 


HP recommends Microsoft® Windows’ XP 
Professional for Business. 


Purchase price for 
hardware and 
software 2396* 


Downtime 996 






End-user 
IS cost 


34% Management 


15% 


Support 
11% 


Communications 
7% Development 
3% 
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For product info or to contact an HP Partner call: 1600-444999. 
To buy direct from cooldukan webstore: www.hp.com/in/store. 
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7% of your computer's cost hits you 
after you have bought it. 
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"Рог taxes/levies in your area, please contact the numbers listed or a HP Business Partner. "Includes client, server, and enterprise acquisition cost. *Source: GartnerGroup. Manufacturer's warranties and 


delivery conditions apply. ©2004 Hewlett-Packard Development Company, L.P The information contained herein is subject to change without notice. Intel, Pentium, Intel Inside, and the Intel Inside logo ore 
trademarks or registered trademarks of Intel Corporation or its subsidiaries in the United States and other countries. ' The hyperthreading feature is a new technology designed to improve performance of 
multi-threaded software products; please contact your software provider to determine software compatibility. Not all customers or software applications will benefit from the use of hyperthreading. Go to 


http://www. intel.com/info/hyperthreading/ for more information. Microsoft and Windows are registered trademarks of Microsoft Corporation in the United States and/or other countries, All other 
trademarks are used for identification purposes only and belong to their respective owners. 























Presenting FineTech shirts. A unique collection of bold, enticing stripes spun from the finest 100% cotton 
Crafted from a special FineTech yarn using Compact Spinning technology, these shirts are extremely soft 


and breathable, making them ideal for sweltering summers. From outrageous pinks to hues of blues, these 
colourful stripes are set to add some life to your life. Go ahead, let the world know who calls the shots. (4j увеле 
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From The Editor 


T’S A BULL MARKET OUT THERE ON D-STREET; REAL 

estate prices are also finally moving up and the 

official stats say that the economy couldn’t be in 
better shape. Factor in a rejuvenated primary mar- 
ket—never mind the bit of chaos that the psu offer- 
ings caused—and you may have the best conditions 
for investing your surplus cash. 

To help you do just that, we bring you our inv- 
estment special for 2004-05, our annual feature. 
This time, as regular readers will quickly notice, we 
have changed our approach somewhat, offering 
you a menu that we hope will be useful as a guide to 
investment. 

We have stories ranging from how you should en- 
ter the market at a time when the Sensex is ruling at 
a high of 5,500-6,000 to how day trading and deri- 
vatives can work for you; there’s a guide to choos- 
ing the right fund for your needs and a feature on 
how real estate may have 
finally become an invest- 
ment vehicle; we’ve 
picked the brains of an 
expert stock-picker, the 
best fund manager and 
some real estate experts 
to bring you resources 
and tips on how to go 
about choosing stocks, 
funds or property that 
you may want to invest 
in. Plus, as you will dis- 
cover, much much more. 
So dive right in. 

As the top strip on our cover shows, our in-depth 
offering on investment hasn’t kept us from tracking 
some of the biggest business stories of recent weeks. 
Our feature on Hindustan Lever Ltd (HLL) examines 
whether the recent restructuring at the fast moving 
consumer goods giant will make it a nimbler fighter 
in the marketplace—something it desperately needs 
to become. And the feature on IBM by Venkatesha 
Babu looks at how Big Blue's recent Daksh deal (it 
bought the Indian BPO company for an estimated 
Rs 720 crore) fits into the US giant's larger plan for 
a big push in services in the Indian market. Yet an- 
other story catches the emerging trend in the BPO sec- 
tor, which is aflutter with M&A activity. 

In this issue, we also announce the launch of an 
all-new Best Companies to Work For survey and in- 
vite companies to participate. You'll find the details 
on page 100. 





SANJOY NARAYAN 

















To grow a new market, you need new thinking. 


In emerging markets, there's 
potential for investment 
growth in everything from 
flowers to mobile phones. 


Actis, the new investment 
management company created 
from CDC, is uniquely placed 
to help investors benefit. 


We're а leading independent 
private equity investor in 
emerging markets. 


Our people have a reputation 
for pioneering new thinking 
to stimulate private sector 
growth. 


For example, we led the 
privatisation of Punjab 
Tractors, the first deal of its 
kind in India to be backed by 
private equity. 

' And in Africa, where fixed 
phone lines are unreliable, we 


saw the potential of Celtel, 
which is now Africa's leading 
mobile phone group. 


Leaps like these, however, 
don't happen by accident. 


They happen because our 
people are there on the 
ground, deeply involved with 
companies, countries and 
cultures. 


We're there working closely 
with the companies we invest 
in, providing strategic advice 
and helping them win business. 


They find our presence 
reassuring. And so do our 
investors. 


To discover how we have 
generated success both for 
investors and investees, visit 
www.act.is 


Actis 


The positive power of capital 
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Street, to share ш strategy. 


46 Bangalore's Balasubramanyams: | 
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48 Bull Vs Bear ЕК | Р | 
Two bulls and one bear offer their кй uv 
takes on the future of the stockmarket. | 


50 D&D 
How to get derivatives to work for you, and 


demystifying the day-trading myth | 


52 Picking The Right Fund — — | 
2003-04 was the year of the equity : = 
fund. What will this year be? 


54 Mutual Fund Resource 
India's # 1 Fund House | 
With some Rs 15,000 crore under. 
management as of March 31, | 
2004, 40 mutual fund schemes, and 
over 900,000 investors, it is Franklin _ 
Templeton India Mutual Fund. | 


56 Delhi's Mukherjees: 
Well-Heeled But 
Under-Invested 
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78 She's Leaving Home 


Rather, she's left home already. For some 50,000 
women from Jharkhand, Delhi is the proverbial 
pot of gold at the end of the rainbow. And thanks 
to them, the local economy back home has 
received a boost. 


Its businesses cleaved into two, 
HLL hopes to be a nimbler fighter 
in the marketplace. Will it? 
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58 Real Estate: Has It Finally Emegi 
An Investment Vehicle? 
Yes, but only if you look at your second or third 
piece of real estate as а for-pleasure thingamajig | 
with the benefit of capital appreciation thrown in. 
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If Appreciation Is Your Thing... 


62 Bullion & Commodities “ 
The Bullion Angle: Idle Asset 
Or Great Investment Option? 
Should you invest in commodities? 


64 The Investment Lifecycle 
Ready-Reckoner 
10 Things You Need To Do When... 
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68 Tax Planning For Dummies 
This year’s budget isn’t out yet, but there’s still no | 
time like now to plan your taxes. 


69 All You Wanted To Know About 
Insurance But Were Afraid To Ask 


70 Who Should Manage Your Money? 
Don’t go by popular wisdom. Get professional help. | 
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The Road Prosperity 
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Income Schemes? 
They may seem unfashionable, but the answer | 
to that question is yes. | 
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In just three years, IBM India has struck—dig 

this—local outsourcing deals worth nearly $1.2. 
billion. With Daksh now in its bag, the company 
is gearing up for an even bigger push in services. 


96 Boomtown Baddi 
Lured by the Himachal government’s tax sops, 
more than 700 units, big and small, have set up 
shop in the Baddi-Barontiwala-Nalagarh belt in 
just the last one year. 


100 The Best Companies To Work For In India 
The BT-Mercer-TNS study gets off the ground. 
Here are the details. 
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New Zest For Wrenching Talent 
Public sector units are deploying new 
tools to retain their best employees. 
Help, Tarun! 
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The TCS Family “Tree” 


Mala Ramadorai has transformed an all-wives 
club into a company-wide employee self-help 
group that’s now an integral part of HR at Tata 
Consultancy Services. 
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The Challenge In Energy 

Investment advice on surviving an impending oil 
crisis, a book on Canon’s management and a 
marketing databank on urban India. 


Reading The Tea Leaves 
Once a booming plantation 
economy, Tamil Nadu’s Valparai 
is trying to reinvent itself as a 
tourist resort. 


The Pleasure Of Plasma 
Strengthen Your Hub 

Get The Right Running Shoe 
People 


Starring NASSCOM’s new 
Chairman Jaitirth ‘Jerry’ Rao, 
biotech billionaire Kiran 
Mazumdar-Shaw of Biocon, 
telecom-equipment-distributor- 
turned-headhunter Atul Vohra, 
advertising lord Sir Martin 
Sorrell of WPP, a fighting ПМ 
Bangalore Chairman S.M. Dutta, 
and social sensitiser Rajeev 
Karwal of Electrolux India 
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Form And Function 
| Marketers of FMCG products are periodically accused 
of allowing their zest for ‘form’ overtake their 
concern for plain and simple ‘function’, Meanwhile, 
right now, everybody agrees that the industry is in 
need of some innovative breakthroughs. But of form 
or function? Should this be an issue? 
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Now, get a hot new management tip for the day every day, and participate in opinion polls 


through SMS on your mobile phone 24 hours a day. 








1. Go to “Write messages” on your mobile 
phone. 

2. Type “BTTIP” on the message screen. 

3. Send the message tothe number “2424”, 

4. You will receive the hot management tip for 
the day in a return message. 


*Send BTPOLL F after May 9, 2004, for the 
final poll results. 








NOTE: Not available with all cellular 
operators. Regular SMS charges apply. 
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TO RECEIVE BT'S TIP OF THE DAY | TO ANSWER THE BT-ON-THE-MOVE QUESTION 
Do mutual funds need tighter regulation? 


1. Go to “Write messages" on your mobile phone. 
2. Type "BTPOLL Y" for Yes. 

Type "BTPOLL N" for No. 

3. Send the message to the number “2424”, 


Readers can also participate in the poll at 
www.business-today.com 
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‘bt letters 


Reliance’s Power Venture 
Your cover story Anil Ambani’s 
Power Play (BT, April 25, 2004) 
signifies the implications of the en- 
try of the Reliance group into ano- 
ther key sector. Reliance is all set to 
be the first corporate player in a 
sector that has traditionally been 
monopolised by the government. 
The power generation and distri- 
bution industry is about to witness 
unexpected consumer satisfaction 
because this move of Reliance’s will 
yield benefits like uninterrupted 
power supply and efficiency in han- 
dling problems related to power. 
In times to come, Reliance could 
also look at non-conventional sou- 
rces for power generation, as gas 
may not suffice in the long run. 

$. SATHYA NARAYANAN, through e-mail 


Anil Ambani’s Power Play (BT, April 
25, 2004) made an interesting read. 
While sibling rivalry has often been 
known to cripple family-run busi- 
nesses, it seems to have driven 
Dhirubhai Ambani’s dreams to a 
new plane in this case. Whether 
there is a rift between the Ambani 
brothers or not becomes irrele- 
vant in view of the opportunities 
and growth markets that ventures 
such as Reliance Energy and 
Reliance Infocomm are likely to 
open up. However, though these 
ventures seem to have taken off 
quite well, it still remains to be 
seen whether the group can carry 
them off in the long run. 

PAYEL BHATTACHARYA, through e-mail 


The Reliance group’s recent forays 
can only bring in much-needed ac- 
countability to the power sector. 
With quite a few state electricity 
boards and the Reliance group par- 
ticipating in generation and distri- 
bution, it seems a beginning has 
been made towards fixing the prob- 
lems that have ailed the sector for so 
long. And given that Reliance has 
always done its job well, people can 
look forward to world class service 
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in the power sector—something 
most people in the country could 
only dream of till now. 

SIDDHARTHA КАЈ GUHA, through e-mail 


Apropos your story on Reliance’s 
power play (BT, April 25, 2004), 
Anil Ambani’s team, with its proven 
efficiency and impeccable track 
record, will go a long way in shap- 
ing the future of the country’s 
power sector. It is time the gov- 
ernment and the private sector 
jointly participated, as in this case, 
in building the country’s infrastr- 
ucture and providing world-class 
services to the people. This would 
not only lead to greater economic 
growth and efficiency, but would 
also create new avenues for gen- 
erating employment for millions 
of people as well as open up new 
sources of revenue for the cash- 
strapped government. 

MOHAMMAD AMIN MUGLOO, through e-mail 


' 


A Move For The Better 
The feature The KDMC Experiment 
(BT, April 11, 2004) was refreshing. 
The Kalyan Dombivli Municipal 
Corporation’s comprehensive ІТ and 
e-business initiative is an eye-opener. 
The setting up of citizen facilitation 
centres that will help the public get 
their work done faster and in a 
more efficient manner is a laud- 
able exercise and is an indication of 
the changing times where infor- 
mation technology is being effect- 
ively leveraged by organisations to 
bring themselves closer to the pulse 
of the public. It is time other mu- 
nicipal corporations took a cue 
from KDMC and implemented peo- 
ple-friendly technologies. 

R.A. KANTAK, Kandivli (West), Mumbai 


Innovation Pays 
Apropos Foil Wrapped Success (BT, 
April 11, 2004), efforts made by 
institutions like the Defence Res- 
earch and Development Organis- 
ation to create technologies that 
would benefit the masses of the 
country are praiseworthy. Once 
these institutions are able to finetune 
their patent strategies and team up 
with private entrepreneurs to bring 
about innovations in various fields, 
they can not only become self-sup- 
porting profit centres but also 
emerge as growth engines for the 
country’s economy. 

A. KALAISELVI, Trichy 


Corrigendum 

Promod Haque's name was spelt 
incorrectly on the cover of BT (April 
25, 2004). The error is regretted. 
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IBM recommends Microsoft 
Windows® XP Professional 
for Business. 


NEW! IBM ThinkPad Т41 


Distinctive IBM Innovations 
* Rapid Restore Ultra 


navigator 


«Access IBM 
gration Assistant? 


System features 
Mobile Technology 


М Processor 1.4 6 


• Microsoft® Windows® XP Professional 
MB DDR SD RAM 
• 30 GB HDD 4; 


• Gigabit Ethernet 


• 358 cm XGA TFT Monitor 
• Three-year global warranty 
• Lotus SmartSuite (License) 


Special Price: Rs. 119,90 0° 
reguar Price: RS. 1,39,000” 





Take off to parts unknown with an IBM ThinkPad - India’s No. 1 notebook’. 
And the world’s easiest way to switch between wired and wireless. 





Wherever you want to work, the sky is the limit when you have IBM ThinkPad notebooks with Access Connections 
software and wireless Intel® Centrino" mobile technology. Now it's easier than ever to switch between wired and 


wireless networks - whether youre at an airport, the office, an Internet cafe, even your kitchen’. So consider the 


MOBILE 
TECHNOLOGY 


IBM ThinkPad notebook, and experience a whole new level of wireless possibilities. think freedom 


. Call 1600 446767 or go to ibm.com/in/tpdecision 


у to buy direct, locate an IBM reseller or for more information. 


,” 


IBM is a registered trademark of International Business Machines Corporation in the US and/or other countries. Other company product or service names may be trademarks or sen 
Centrino logo, Celeron, Intel Xeon, Intel SpeedStep, Itanium, Pentium, and Pentium Ill Xeon are trademarks or registered trademarks of Intel Corporation or its subsidiaries in th 
Corporation. Certain Microsoft’ software product(s) included with this computer may use technological measures for copy protection. IN SUCH EVENT, YOU WILL NOT BE ABLE TO USE 
Product activation procedures and Microsofts privacy policy will be detailed during the initial launch of the product, or upon certain reinstallations for the software product(s) or reconfig 
"Public access not avilable in all areas. "Free download/preload. "Available on select products only. "Estimated street price. Sales tax and other levies extra. Offer and prices subject to change without prior notice 



















HOICE IS INTERESTING. IT HAS A RING OF COMFORT processing offer their customers such terms: | They 

to it, and to the more Shakespearean, is суеп wouldn't. And that's because these companies are 
=A seen to be ‘twice blessed’; it blesses those who operating mostly in competitive industries, globall 
. give, and those who take. Choice is noble. Choice іѕ where customers have choice. This is by market ¢ 
cool. Choice is the principal power-source of the free C ompetition is the surest guarantee of ever etter 
market economy. performance—better customer satisfaction, s 
Choice, by the way, can also be binary. The only | businesses, faster industry growth, and spiffie 
_ condition necessary is the existence of a second option. — evolution in the long term. | 
This makes for some rather provocative formula- A truly competitive industry, however, is 


























tions. “With us or against us". “Flee or fight". “Get off — which players compete not just for customers, b ја 

ог go under”. “Us or out”. all the resources as well—including the human ад. 
It's a shame that this is the sort of choice that in- Т heory after theory has spelt the rationale out: p ayers i 

creasingly confronts employees of India’s bustling vying with one another for talent is the bes оеп 





Business Process Outsourcing (BPO) industry. It’s sure ап optimal allocation of skills across the industry, 
in the papers. Wipro Spectramind, the ВРО sub- _ Given a wide set of truly free choices, ind su 
sidiary of a leading software firm, has been busy 
signing “non-hiring agreements” with fellow BPO 
players, to reduce attrition levels. 
The deal, plainly, is not to hire one another's em- 
_ ployees. As Spectramind's chief, Raman Roy has at- | thi 
“рмей, the biggest problem in the AF best tuo. sk enm 
otherwise thriving BPO in- ; u hancement, work envi- 


m dustry is employee reten- £ esc A ronment or rope. 
tion. Call centre agents 


are notorious job- -hop- 
















































pers. The talent pool, | diffusion of hot ne 

vin. his reckoning, is not and ideas—from whic 
expanding fast enough Ó | could gain.  Diversit 
to satisfy the industry's Y 1 [ perience makes 





| voracity; and this has cre- | brant work ci 
- ated a resource crunch that | ün t | 
could throw growth PERS 
prospects into jeopardy. RAJAUBARAN Soi it isn’t just your concern for freedom the oul 
As a business reader, or perhaps shareholder, you таке you oppose the industry’s HR cartelisation, but 
might be tempted to second Roy's case. The BPO also your concern for the industry’s overall competi- 
explosion, after all, is important to the economy tiveness, Be clear: in a globalising world, what’s good 
tooa reason why the current bout of consolidation — for competition is good for the economy, | 
is getting so much media coverage. (C0 That sounds fine on paper, you 
Вис think of a scenario with every ВРО unit in agree- but what about the talent cru 
ment with every other, or else with every unit's inter- d | 
sts linked то the other’s via octopus equity deals at the 
top, giving rise to a cartelised industry where nobody 
' dares hire another's employee. The call centre's message 
to the hapless young lady sitting cheerfully through the 
-night with a headset to her ears, then, i is simple: stick 
where you are, or saffer excommunication (the telecom 
аре version). Like it or lump it. Us or out. 
Would the companies whose calls they're 
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Built-in Torchlight 


In a land where the environment is as diverse as the culture, and light plays 
hide-and-seek with shadows, it comes as a breath of fresh air to have a phone 

5 designed specially for our country. With an Anti-Slip Grip, Built-in Torchlight 
| and a Dust Resistant Cover, the new Nokia 1100 truly is a phone Made for India. 


Nokia Care li 1 Always insist on original Nokia India Warranty to safeguard against buying used, refurbished ог tampered phone Nokia на Warranty 
а me 115 applicable only for phones imported by Nokia India Pvt. Ltd. i | 


#To call from а mobile phone, check with your service provider. Care line available in Ahmedabad, Bangalore, Chennai, Delhi, Hyderabad, Kanpur, Kolkata, Mumbai, Pune. 
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f BPOS — 
Merger Mania 


A flurry of deals has hit the IT(ES) industry. Is it all hype? | 
Possibly not. It looks more like hyper growth. / 
BY VIDYA VISWANATHAN 





F YOURS IS AN INDEPENDENT BPO OUTFIT, THEN YOU PROBABLY ARE LICKING 

your chops. Two years after Wipro bought out start-up Spectramind for 

a whopping Rs 470 crore, things are looking red hot in the sector 

again. The trigger this time around is, of course, IBM's purchase of 

Gurgaon-based Daksh eServices for an estimated $160 million (Rs 720 

crore). But there’s plenty more afoot. EDS is expected to buy out the Bangalore- 
based captive BPO unit of Phoenix Insurance. Accenture, another top IT consulting 
company like ІВМ and EDS, has been on the prowl for the last four years. СЕ has 
been in the market for sometime now to sell its BPO, GECIS, in parts. The Citi 
Group wants to delist its back-office arm eServe International, and Hughes 
Software, itself in play, wants to acquire a presence in ВРО. What’s happening? 
The most important reason for the industry’s frenetic activity is the promise of 
continued outsourcing to India—be it rr or rr-enabled services, “Every single company in 
the US that we contact definitely wants to outsource to India,” says Avinash Vashista, CEO, 
пеоїТ, an outsourcing intermediary. If demand, and consequently the anticipated 40 per 
cent growth in real terms in IT services, is not an issue, what is? The ability to grow, an- 
swers Vashista. Not surprisingly, different companies will adopt different strategies for 
growth. Infosys, for example, has announced that it will no longer look at acquisitions 
and instead grow organically. On the other hand, players like тс, Wipro, Accenture, 
or even MphasiS are looking at acquisitions. 

What'll also encourage the smaller 50-odd Bros that have a headcount in the 500s 
to look for buyers is the changing dynamics of the industry. For one, customers seem 
inclined to consolidate their outsourcing with one or two vendors. For another, as 
the bigger vendors bundle more of their services to a single customer, the 

smaller BPOs will find it harder to compete, both in terms of offerings and pric- 

ing. In any case, BPO is a difficult, minute-to-minute business with high 
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DIFFERENT STRATEGIES 


Reasons for buying or selling BPOs vary. 
What? Why? 


Buying Daksh Wants to beef up its call centre 
business in a big way 
| Citigroup. Delisting eServe E banking 
Selling parts BPO is not core. It can cash out, 
of GECIS and move to a cheaper vendor 


May buy j 1 
Phoenix's BPO Wants to get into the BPO business 


Company 


employee attrition. 

But more fundamentally, BPO seems set to become technology 
intensive. The recent IBM-Sprint contract is an example. Big Blue has 
been awarded a five-year, multi-billion dollar contract to improve 
the efficiency of Sprint call centres, all of which will now run on 
Івм” call centre platform. Sprint is also a big customer of Daksh, and 
just last month when this writer bumped into a few IBM researchers 
they said they were working on deploying technology to increase 
the efficiency of a call centre in India (Daksh?). 

NeoIT's Vashista points out that in the long run, BPOs will 
have to develop their own platforms. He points out the math. A call 
centre seat in the US costs $80,000 and the cost of technology is 
$5,000. In India, the cost of a seat is just $15,000 but the cost of the 
technology is the same. A reason why, Vashista says, BPOs like 
eFunds and WNS have begun developing their own technology. 

Over the next decade, the Bro market (of which call centres are 
a small part) is likely to be very large—in fact, several times bigger 
than the IT services market. Why? There is a clear trend of cor- 
porations breaking themselves up into small parts such as HR, pro- 
curement, receivables etc and parcelling them out to a BPO. 
Currently, they are outsourcing their processes to shared service cen- 
tres, which are their own divisions doing, say, accounting for all of 
the corporation's branch offices. Eventually, this work will be out- 
sourced to a third-party vendor, possibly in a country like India, 
who'll have his own technology platforms. The Citi Group, for ex- 
ample, has decided to aggressively offshore processes and con- 
solidate it all in eServe, and the confidentiality of retail banking 
could be forcing it to take eServe private. 

So, will there be more M&as in BPO? Very likely. *But the 
Daksh deal has raised the expectations of valuations for other big 
players like EXL Services, vCustomer and 24/7 Customer, so another 
deal may take time," says one investment banker in Mumbai. 
Perhaps, but as long as the outsourcing tap continues to flow, it will 
always be the right time for dealmaking in ВРО. 
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Hughes' Arun Kumar: Done Deal? 
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Is the Chase 
Over? 


EWS CORP'S SEARCH FOR A 
buyer of its 55 per cent stake 
in Hughes Software System may 
be ending. When BT went to 
press, there were strong rumours 
that rcs had agreed to buy News 
Corp. out at above the market 
price of Rs 500, which translates 
into a market cap of Rs 1,721 
crore. In other words, rcs should 
be paying at least Rs 1,000 crore. 
Chances of the rumour being true 
are pretty high. A number of other 
players, including Microsoft, Nokia, 
Actis (formerly сос) Warburg 
Pincus, and Wipro Spectramind, 
seem to have bid and then 
dropped out possibly because the 
asking price seemed high. So why 
is TCS likely to have taken the bite? 
There's been а lot of pressure on 
TCS to make an acquisition and 
Hughes, because of its strong 
presence in telecom, makes a 
good fit. As for the financial bidders 
like Actis and Warburg, they would 
eventually have had to sell Hughes 
to somebody like rcs to exit. At 
the moment, though, the talk of a 
deal is mere speculation. 
SUDARSHANA BANERJEE 





The most important reason for the industry's frenetic activity is the 
promise of continued outsourcing to India—be it IT or IT-enabled services | 
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Danger of coming apart: The post-quota boom for textiles may fail to materialise if the rupee continues its uptrend 
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Where will the 
Runaway Rupee Stops , 


It really depends on the US economy revving back up. For now, expect 
the rupee to get dearer still. By ASHISH GUPTA 


OR MOST TREASURY MANAGERS, FOREX DEALERS 

and exporters, life hasn’t been easy the 

past year. Weaned on a regime of slow 

and steadily declining rupee, they sud- 

denly find themselves in a new environ- 
ment, where the rupee has appreciated nearly 10 
per cent against the US dollar in the last one year, 
and still there’s no sign of it easing up. 
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What explains the runaway rupee? Shorn of macro- 
economic mumbo-jumbo, the answer lies in a weak US 
economy and, by contrast, the booming Indian econ- 
omy. International investors are worried about America’s 
unprecedented fiscal deficit, but buoyed by the ro- 
bust growth of India, where, despite an alarming 
deficit, inflation is stable and interest rates attractive. 
That explains why there’s been a huge inflow of in- 
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According to currency watchers, the dollar will likely touch Rs 42.75 by December | 





end and Rs 42.50 in March next year 










































 vestment into the country (some $12 billion in 2003 and 
$2.3 billion in the first three months of this year) and 
forex reserves are nudging a historic $116 billion. 





tent because China, by pegging its currency to the US- 
dollar, has not allowed the yuan to appreciate like the 
rupee. Similarly, India’s traditional competitors such as 
Bangladesh, Pakistan, and even Indonesia haven’t 
-. seen any appreciation in their currencies and, therefore, 
. are cutting into India’s marketshare. “There are simply 
__ по takers for the increased prices since (the importers) 
© сап get these items from other countries at much 
_ cheaper rates,” laments Rafeeque Ahmed, President, 
Federation of Indian Export Organisations (FIEO). 
Adds A.V. Rajwade, a Mumbai-based foreign ex- 
change consultant: “If the rupee continues to appreciate 
like this, we can say goodbye to the expected textiles 
boom of 2005 in the post-quota regime." (The only 
~~ people celebrating seem to be importers like the oil 
.. companies, which spent a staggering $17.6 billion, or 
_ Re 77,058 crore, on foreign crude.) 
So why isn't the RBI intervening? Because the cen- 
tral bank seems to have undergone a policy shift in its 
monetary strategy. In other words, it has given up its 


the rupee to go for a free fall. Like it did in the last 
week of March (coinciding with ONGC's privatisation 
offer), when it allowed the rupee to climb to 43.35 
from 45.30 in a week's time, a 4 per cent plus rise— 
something that was unthinkable even in 2003. "To me 
it seems like a change in RBI’s strategy," says V. 
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| MUTUAL FUNDS 
| ls a scam still brewing? 
| There was no sign of one 





OUTSOURCING 
A new bill introduced in 
the US seeking call | 
centres to identify their lo- | 
cation stokes the 


BPO backlash. | ofoffering.assured returns. 


lier, 


But what does an appreciating rupee mean for 
2 Лафа? That all exports get that much less competitive, du 
2d nless the manufacturers manage to lower their own 
costs. Even that is unlikely to help to any significant ex- 





‘stated objective of active intervention and allowed . 





in the second week after at | 
| least one MF was accused | 
| government is formed. 


Srikanth, Country Treasurer, Citigroup. His point: ear- 
the кві would have pounced on a 1 percentage 
oint change in exchange rates either way, but now is 
арру living with the volatility. 

_ Others like Piyush Kaul, Head of Foreign Exchange 








at HSBC, aren’t so sure. Kaul, for one, believes that RBI 
-has not given up its interventionist policy, but only has 
decided against holding the rupee at a particular level. 


He points to the fact that the ки has spent huge 
amounts to buy up nearly $30 billion from the market 
in 2003-04 to tame the rupee and has also intervened 
to keep the rupee at 44 to a dollar 

At any rate, most treasury maliagets; including 


= Rajwade, believe that there has only been a marginal 
· appreciation of the rupee—of around 3 per cent in 
“real terms—because the rupee has depreciated 

against the Yen, the Euro and the Pound Sterling. 


Besides, overall dollar inflows will continue to be 
strong as long as the combination of a strong current 
account surplus, greater growth opportunities, and 


a weak domestic demand in. the US exists. 


So where is the rupee headed? According to 
Citigroup’s Srikanth, the rupee will likely touch 42.75 
to a dollar by December end and 42,50 in March 
next year, while Kaul believes that it will be at 42.90 
by December this year. Not very encouraging signs for 
Indian exporters. So what should Indian corporates do 


to cash in on this opportunity? Simple, says Srikanth, 


companies should learn to live with an appreciating ru- 
pee, raise dollar funds from the overseas market, and, 


- most importantly, hedge their currency risks and try 


and benefit from the lower interest rates that normally 
accompany a rising currency. But, then, as any CFO will 
tell you, that is easier said than done. 





! MONSOON 


ПМ FEE CUT. 

The hearing ona PIL is 1. With the met office pre- 
postponed by the Supreme | dicting ample monsoon 
Court. So, i'strucetillthe | this year, agriculture 
elections end and a new | production is projected 





| to grow by 6 per cent. 
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By cutting up to 80% off your | 
development time, Visual Studio 
МЕТ 2003 gives you more time | 
to do what you do best. Think. _ 














Got a big idea? Visual Studio” NET 2003 
delivers a higher level of productivity, so . 
you can turn that big idea into reality 

faster than you ever thought possible. 

Want proof? Merck & Co. Inc. was able z 
to create a solution that accelerated and | E 
improved the accuracy of their monitoring E 
process in a time frame barely imaginable E. 
before they began using Visual Studio 
„МЕТ 2003. To read the full story on how а 
Merck and other companies are using Б 
Visual Studio .NET 2003 to quickly 
turn their big ideas into reality, visit E. 
microsoft.com/india/msdn/vstudio/ | 







Microsoft 7 


Visual Studio 












Primetime Promises 


What's the good, the bad, and the hilarious of party manifestos. 


CONGRESS 





THE GOOD 

Broaden economic reforms, accelerate growth to 10%, and get 
public sector units to play venture capitalists. Set up 

industrial training institutes. 

THE BAD 

Extend reservations to economically backward sections 
currently outside the reservations ambit. A retrograde move 
that discourages merit. 

THE HILARIOUS 

Enact a National Employment Guarantee Act promising at least 100 days of 
employment at minimum wages for every rural household. Great, but how? 


Sonia Gandhi 








7 Enact a new economic policy that will focus on the poor, 

| the deprived and the socially backward, bring in a classless 
society. A bit utopian but noble. 

THE BAD 

f Reserve 85 per cent of seats іп all jobs for SCs/ STs and other 








backward castes. 
THE HILARIOUS 


Mayawati 











SAMAJWADI P, 


Introduce a national water policy in the country. At long last, 
water is being seen as a serious national issue. 


THE BAD 
Ban import of luxury goods, ban programmes projecting 
consumerism and alien culture on Doordarshan. 

Change India’s name to Bharat. 

THE HILARIOUS 

Free Bharat from the clutches of the WTO, and put a limit on the expenses 
of politicians, bureaucrats and industrialists. 


Mulayam Singh 








Е _ Increase public investment in agriculture, broaden tax base, 
Жы unearth black money. 

THE BAD 

Make the right to strike a fundamental right, even for 

government officials. Ban sale of agricultural land to 

| foreign companies. 

THE HILARIOUS 

Prevent takeover of Indian firms by foreign ones, ban foreign insurance 

companies, and allow FDI only in select areas. 






Harkishen 
Singh Surjeet 
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Gun for 85 per cent reservation in all private sector jobs and judiciary too. 








Satisfying a diverse clientele is challenging. 






Thirst for more. 





In today's marketplace, changing customers’ needs dictate a 


e e o ө 
company's fortunes. It takes enormous flexibility to Po 9 - ы 


successfully satisfy a diverse clientele. At Pricol, we are well 


equipped to bring a smile to every customer. * pri ol * 
5 MANUFACTURING PLANTS «15 COLLABORATIONS . 4400 PEOPLE Mg ETC AN 


ң 


У PREMIER INSTRUMENTS & CONTROLS LIMITED, 107.4, Avanashi Road, Coimbatore - 641 037, India. 
Phone : (91) 422 2211520 Fax : (91) 422 2210028 E mail : city@pricol.co.in Website : www.pricol.com 
Automotive Instruments & Accessories ө Oil Pumps ө Auto Fuel Cocks ө Secondary Air Valves ө Disc Brakes e Idle Speed Control Valves e Speed 


Sensors ө Manifold Absolute Pressure Sensors e Vacuum Switching Valves e Data Acquisition & Control Systems e Fleet Management Systems 
е Road Speed Limiters е Engine Safety & Control Systems ө Centralised Lubrication Systems ө Remote Locking & Vehicle Security Systems 
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Under the Scalpel 


With product patent regime round the corner, drug makers rationalise portfolios. 


nos IN NEW DRUGS AND 
tossing out some of the older 
ones is something pharma compa- 
nies do on a regular basis. But what 
has got them paying even closer at- 
tention to the routine exercise are 
two things: One, the coming of 
product patent regime starting next 
year and, two, a marked shift in 
the nature of ailments even in a de- 
veloping country like India. Gro- 
wing awareness of vaccination and 
hygiene has meant that there are 
fewer incidents of infectious dis- 
eases each year. On the other hand, 
the fast-paced urban lifestyle, change 
in food habits for the worse (there's 
more of fat and sugar), and hyper- 
tension have more people falling 
‘victim to heart-, diabetes-, or nerv- 
ous-related problems. 

Not surprisingly, then, over the 
last three years most pharma play- 
ers—be it Glaxo, Wockhardt, 
Ranbaxy or Dr Reddy's—have all 
gone in for a change in product 
mix. GlaxoSmithKline Pharma, for 
instance, started rationalising its 
portfolio towards the end of year 
2000, coupled with a detailed port- 
folio analysis in mid-2001, which 
led to a reduction in product count 
from 250 to 200. It also identified 





Pharma industry: Tomorrow it will be a different medicine, folks 


30-odd products as focus brands 
that would get the promotional re- 
sources. "Product portfolio ratio- 
nalisation sharpens sales focus and, 
naturally, leads to better margins 
and profitability," says G.V. Prasad, 
Executive Vice Chairman and СЕО, 
Dr Reddy's Labs. 

His company did a major ex- 
ercise last financial year, when it 
dropped 38 brands and identified 
seven focus areas: Gastro intestinal, 





UP AND AWAY» 


cardiovascular, pain management, 
diabetes, dental, urology, and der- 
matology. While initially it is ex- 
pected to result in about 5 per cent 
drop in sales, over the long-term 
profitability should improve. 
Starting next year, companies will 
need newer versions of popular 
drugs to compete profitably in the 
market. So they must be desper- 
ately hoping that the churn works. 

E. KUMAR SHARMA 





Inflation Watch: What Could Soon be Dearer? 


LPG and Kerosene 


Sugar 
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With global energy prices climbing, 
there's pressure to increase domes- 
tic prices of LPG and kerosene. 


Currently, there's a supply shortage, 
besides which there's a government 
restriction on opening new mills. 








Housing and Construction 
Because steel has already become 
dearer and cement seems set to rise. 


Fruits and Vegetables 

Not that your vendor needs any excuse, 
but this is the summer season when pro- 

duction is thinner. 


COMPILED BY ASHISH GUPTA 


VUHAW NVAIA 
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= The world’s No.2 holder of U.S. patents. | 


For Canon, originality counts. | 


More than 1,100 | | More than 5,600 


patented technologies 


patented technologies 


i Multifunctional Printers 
Digital Cameras 1 
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More than 200 


patented technologies 


Scanners 





||| | S 


Ll мое 2,300 | 


patented technologies EXE 











Ink Jet Printers 


bq 
- 
m 
©2004 Canon Inc 
As a company dedicated to originality, Canon obtained 1,992 patents in 2003. 
Indeed the company ranks as the number two company in terms of 
the total number of U.S. patents secured over the last 10 years. 
Canon's pursuit of uniqueness makes it possible for you to have 
d a leading-edge experience in digital imaging — easily. 


елеп Canon 
Note : Figures shown in the visual state the total number of U.S. patents Canon holds for each product category. 
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“Тһе Backlash i 


E CLAIMS TO HAVE HANDLED THE | 

world's first business process — 
outsourcing deal way back in 1989 /| 
for British Petroleum. Just the same, 
David Andrews, сео of UK-based 
Xchanging, is a latecomer to India. 
On his first trip to the country, 
Andrews, who's even got an 
Olympic Silver medallist to work 
for him, told BT's Sudarshana 
Banerjee why outsourcing is a 
bit like peeves. Excerpts: 


| What's your India plan? 

Next few years we want to develop. 
a significant presence in India— 
fly in a core management team 
from London, and step up the headcount by several 
thousand from the hundred that is today. RebuslS, 
a company that we just acquired, has a footprint 
here, and deals in insurance outsourcing. 


What's your business model? 


We take the debt cost base of our clients, put in our - 


operational expertise, create a business out 


AUTOR 





. ОИ, and share the spoils equally. 

. By improving productivity, we create 
· Spare capacity and then get third- 
ра revenues exploiting this. 


IS Temporary". 


Are you looking a any other BPO 
destinations? 5 

"Ме are looking towards the 
_ Malaysie-Thalland band. 


What ЕА е backlash? : 
Do you have your own. fleet of 
aeroplanes? You hire a cab to go 
_ from place A to B. Isn't that out- 
sourcing? The US backlash is a 
· temporary political phenomenon. In 
. continental Europe, there is some 
uncertainty because of the ызыны gulf. 


VIVAN MEHRA 


What's the road ahead? 


Looks like business process improvement. (ge) . 
with enterprise partners. A company сап outsource 


everything other than its policy or strategy. But 


what happens if a particular process. еы. 


needs improvement? 


The Motown Stack Up 


Fall in prices and easier ЕМІ5 have helped the domestic passenger car market register high growth across all segments in 
2003- 04. шайы. {0 SIAM, a total of 696,207 cars were sold, a growth of 28.57 per cent over last year. 







OEG Mia-sizea 139,304 (up 51%) 
28,231 Hyundai: Accent (Incl. Viva) 
27,987 Tata: Indigo 


Maruti: Alto, WagonR, Zen 
Hyundai: Santro 

Tata: Indica 

9,695 | Fiat: Palio 

3,492 | GM: Corsa Sail 


Honda: City (Old/New) 

HM: Lancer, Ambassador 

Maruti: Esteem, Baleno 

GM: Astra, Corsa, Optra 

1331 Fiat: Siena, Palio Weekend/Adventure 











Executive 


9,546 | 
3,712 


14,337 (up 553%) 


Premium 
2,105 


5,368 (up 30%) 


Honda: Accord (Old/New) 
Hyundai: Sonata 

Toyota: Camry 
DaimlerChrysler: E Class* 
Ford: Mondeo 






Toyota: Corolla 
Skoda: Octavia 







DaimlerChrysler: C Class* 
GM: Vectra 


45 | HM: Contessa : 96 | 
Domestic sales only; does not include imports у third parties; and includes CBU sales by manufacturers 





| DaimlerChrysler 5 Class* 
*Mercedes-Benz 
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Did you know sugar contains lo 
extra calories, which could send your health 
Fortunately, I’ve found a healthier option 

Which contains only 2% of the calori 
And ever since I’ve switched to 


Sugar Free, | feel fitter ап ever befi 


A quality product from 


CADILA HEALTHCARE LIMITED. А 
Contains aspartame. Not recommended for children Rediffusion-DYR/Bom/CHL/207 
Not for phenylketoneurics. For more information 


visit us at www.sugartree-india.com 
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The Dividend Machine 


There's good reason for Hero Honda's blockbuster payout. 


XCEPT FOR ITS HUGE NUMERICAL ROUNDNESS, HERO 
E kondas 1,000 per cent dividend shouldn’t surprise 
its shareholders. For at least four years now, the mo- 
torcycle major has been rewarding its investors with 
staggering payouts: 850 per cent each in 2001 and 
2002, and 900 per cent in 2003. While the percentage 
in itself is huge, compared to the face value of Hero 
Honda shares—a mere Rs 2—it doesn’t seem much in 
absolute terms. For example, the 1,000 per cent div- 
idend translates into Rs 20 on each share. Yet, the fact 
remains that it is a fabulous return to investors, and the 
overall payout tots up to Rs 180 crore. 

But guess who the biggest beneficiaries of this gen- 
erosity are? Not surprisingly, the two promoters, 
Hero Group and Honda, which together own 55 per 
cent of the joint venture and, therefore, stand to 
make Rs 99 crore by way of dividends. Dalal Street was 
abuzz with rumours that Honda may have actually de- 
manded a big payout to fund its wholly-owned sub- 
sidiary, which currently makes scooters but plans to 
launch motorbikes starting later this year. Then, Hero 
and Honda will take each other head on in the mar- 
ketplace. Brijmohan Lall Munjal, Chairman of Hero 
Honda, however, has a straightforward explanation for 


IT’s a Bonus, Alright 5 





di $ 


Hero's B.M. Munjal: Plenty to dip into 


the record dividend, “There is no point in maintaining 
huge reserves, the company belongs to the share- 
holders and if it has money, it should return it to 
them,” he says. And Hero Honda has lots of money. 
Even after the Rs 180 crore hand-out, it will have Rs 
900 crore in reserves. Enough to fund the third man- 
ufacturing facility that it wants to build. 

KUSHAN MITRA 


Issuing bonus shares may help the IT companies in the long run. 


I BEEN RAINING BONUS SHARES 
in the rr industry. MphasiS kicked 
off the trend by announcing a 1:1 
bonus, followed by Infosys' generous 
3:1, and then Wipro's 2:1. A num- 
ber of other tier-two IT companies 
are expected to follow suit. While a 
bonus issue does not change the 
ownership pattern, it does lower 
the earning per share, since it in- 
creases the capital base. So why do 
companies do it? *To make their 
shares affordable and to signal a 
long-term management confidence in 
growth," says T.R. Venkatesh, Dean, ICFAI Business 
School. Depending on the bonus ratio, share price 
falls. For example, a 1:1 issue, like MphasiS’, should 
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Wipro's Premji: Give and take 


halve the stock price. But here's the 
interesting bit: In the case of the 
three rr companies, the fall in stock 
price hasn't been proportionate. In 
fact, by increasing their float, the 
companies are allowing a larger num- 
ber of investors to participate and, 
thereby, potentially increase the mar- 
ket cap in the long run. In companies 
such as Wipro, where Azim Premji 
holds an overwhelming 84 per cent, 
the promoter will take home greater 
dividend income (in Premji's case, Rs 
566 crore). But the bonus strategy 
works only if the company can maintain its expected rate 
of growth and profitability. 

VENKATESHA BABU 


VNH3N NVAIA 
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NOKIA 


CONNECTING PEOPLI 
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Make wireless presentations 


Connect to richer mobile Internet content 





Put the power of imaging in your pocket with the new Nokia 6600. Capture great moments using the integrated 
camera and video recorder with 2x digital zoom. Then print out your favourite images on select mobile printers via 
Bluetooth? wireless technology, or store them in the complimentary 32MB MultiMediaCard. Access music video clips, NOKIA 
radio hits, sports broadcasts and news coverage on the move, by streaming? or downloading! audio and video content 6600 
from the Internet. Also, make great presentations by using the Nokia Image Viewer‘ to display images on а TV screen 

via Bluetooth? wireless technology. The new Nokia 6600 - it works wonders for any image. Including yours. The power of imaging 


6. VGA Camera & Video Recorder with Zoom • xHTML Browsing! • Video Streaming? е Advanced Personal Information 
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1. GPRS, WAP, HSCSD, xHTML, email, data transfer speeds and other mobile services are network operator and content service provider dependent. MMS-related services are dependent 
supported. MMS, email, WAP browsing and other related features in our products operate using TCP/IP technology and thus will only be available if supported by network operator 

SIG, Inc. Devices need to support Bluetooth wireless technology. Interoperability between the phone and other products with Bluetooth wireless technology is not quaranteed ап 
products that support Bluetooth wireless technology, please check with the manufacturer. Multislot HSCSD and GPRS are needed for audio / vidéo streaming and is net 








mpatibility. For me 
Image Viewer ї 


Always insist on original Nokia India Warranty to safeguard against buying used, refurbished or tampered phones. 
Nokia India Warranty is applicable only for phones imported by Nokia India Pvt. Ltd. email us at: nokia.ebag@nokia.com 
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MEDIA PERCEPTION OF BUSINESS 


Of the 218,526 corporate articles published in the Indian media over the last 11 months, a high 61.74% 
were neutral in perspective, 33.28% were positive and a miniscule 4.98% were negative stories, pointing 
to a largely non-committal approach. Industry articles were fewer: 114,905. 


Negative Corporate Coverage* 
= B an 
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Neutral Corporate Coverage* 
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*Figures аге in number of articles 





Figures are in percentage 


All figures are for the period between May 2003 and March 2004. Feedback to bt-cirrus@icirrus.com 





MARKETS» 
Gainers And Losers 


The top five gainers and losers on the BSE in 
the fourth quarter of 2003-04. 


Тор Gainers 


20.1 19.0 


AN 


Reliance Bharti Таја Power Bharat Heavy HPCL 





Energy —Tele-Ventures Electricals 
Dr. Reddy's , Satyam д, 
Labs HLL Wipro Computer Вајај Auto 








3 -20.1 -19.8 
ag 8 


-31.8 To Losers 


Figures are percentage change in market prices as on December 
31, 2003 and March 31, 2004 
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Correction Ahead? 
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“India’s Fibre 
Network is Amazing” 


p A $420-MILLION PROVIDER OF VIDEO AND WEB 
conferencing solutions, is trying to find a niche for itself in 
telemedicine and education in India. Its CEO and President, Robert 
C. Hagerty, was in India recently to explore market opportunities. As 
he told BT's Abir Pal, Hagerty liked what he saw. Excerpts: 


It’s your first visit to India. How does it look? 

Changes that are going on in the (optic fibre) network infra- 
structure are really making a difference for our applications and 
it's really amazing. With the emerging IP broadband network, our 
applications work better, are more reliable and of course the 
cost of technology has come down substantially. 


Do you think the level of 
broadband network in India 
is adequate? 

I think it is more than ade- 
quate. They are going to be 
the best in the world, and I 
think India is going to 
leapfrog the rest of the world 
and have a model network. 


Any specific area you think 
needs improvement in tech- 
nology, infrastructure? 

We are floored by the fibre 
that has been laid here, espe- 
cially by Reliance Infocomm. 
It's going to be amazing. Once 
that is done, we can get pic- 
tures that can be put on 
broadcast television. 
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Corporate punch: Ringing in moolah 


SPORTP 


Shooting 
for Gold 


HE ATHENS OLYMPICS IS ROUND 
the corner in August, and 
guess who is eyeing gold? The 
players apart, it is India Inc. сп5 
national committee on sports is 
urging its members to support 
to, for starters, boxing and 
wrestling. “Our main objective is 
to make sports a way of life in 
India and focus on winning gold 
in the Olympics,” says Sushanto 
Sen, Deputy Director General, 
cil, in charge of the sports wing. 
The committee actually has a 
“Core group on Golden Hopes” 
whose main task is to “select 
and identify sportspersons who 
could bag gold for India in the 
Olympics”. Under this scheme, 
Tata Steel has sponsored 
Diwakar Prasad, and acc, Akhil 
Kumar and Jitendra Kumar, all 
boxers, of whom the latter two 
have qualified for the Olympics. 
As for the fight in the ring, that’s 

another story. 
MOINAK MITRA 
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On Board Embraer 


The Brazilian company has India on its radar. 


Embraer's Peddle: His next big bet is Asia-Pacific 


I SOMEBODY TOLD YOU THAT INDIA IS POTENTIALLY A 
big market for the aviation industry, you'd probably 
laugh. After all, there are only three major domestic air- 
lines compared to the 40 in the US. But when J. Bruce 
Peddle, Managing Director (Asia-Pacific), Embraer 
Civil Aircraft, tells you that—and on board an Embraer 
E170, 30,000 feet above Delhi—it's hard not to pay at- 
tention to him. Last fortnight, Peddle took a motley 
crew of journalists for a ride in his E170 as proof of the 
Brazilian aircraft maker's interest in India. *Across 
the world, consumers want more frequency and airlines 
want to make (more) money," he said as the surpris- 
ingly comfortable 70-seater took off from Delhi's in- 
ternational airport. “The E170 can allow airlines to start 
routes on sectors that would be unprofitable on the 
Airbus 320 family or the Boeing 737 family.” 

In fact, Embraer has sold more than 800 regional 
jets over the last 10 years, and is now challenging the 
near-duopoly of Airbus and Boeing in, what Peddle 
calls, the medium capacity market. In plain English, 
that’s the 70 to 110-seat aircraft market. Peddle expects 
the Asia-Pacific markets (China excluded) for jets in the 
30 to110-seat category to buy 480 units over the 
next two decades (China alone is expected to buy 630 
such aircraft). And India and Australia, says Peddle, 
would pick up most of them. With cheaper fares and 
more friendly aviation policy in India, Peddle will 
probably have a lot of jet-setting to do. 

KUSHAN MITRA 
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Mardia Chem's Rasiklal Mardia: NPA’s poster boy 


A Boost for Banks 


SC strengthens the hands of the lender. 


LE WAS ONE RULING THAT THE BANKS HAD BEEN 
waiting for a year-and-a-half now. And when 
the Supreme Court ruling finally came on April 
8, validating the Securitisation Act in what is 
now known as the Mardia Chemicals vs the 
Union of India case, the banks were ecstatic. So 
was the stockmarket, which rewarded them 
by pushing the BSE Bankex up by 2.35 per 
cent (versus the Sensex's 0.4 per cent gain) 
when the week ended on April 16. 

That may seem surprising to many, especially af- 
ter the apex court struck down Section 17 (2), 
which required the defaulters to deposit 75 per cent 
of the debt owed to the bank with the debt re- 
covery tribunal (DRT) before filing an appeal against 
the attachment of their assets. But the apparent 


anomaly is easily explained. Although in scrapping | 


Section 17 (2) the Supreme Court has made a 
minor concession, it has upheld the basic frame- 
work of the Act. And that takes away a whole lot 
of tentativeness about the lender's right to seize and 
sell the defaulter's assets. *The very existence of a 
law like this has a deterrent effect on borrowers de- 
faulting," says Kalpana Morparia, Deputy 
Managing Director, ICICI Bank. She feels that 
the Act will have a psychological effect similar 
to that of Section 138 of the Negotiable 
Instruments Act, which makes cheque bouncing an 
offense punishable with imprisonment. 

While in the short term there may be an 
increase in the number of appeals filed with the 
DRT, in the long term nobody is in doubt as to 
the effect the Act will have on the banking 
sector's non-performing assets. 

ASHISH GUPTA AND NARENDRA NATHAN 
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FM RADIO > 


Sweet Tunes | 


Y PUTTING OUT ITS FIRST CONSUL 
tation paper on the second 
phase оҒғм radio privatisation 
recently, the Telecom Regulatory 
Authority of India (TRA!) has touched 
upon many no-go areas that have 
been plaguing the private Fm radio 
industry for the past three years. 
The new media and broadcast- 
ing regulator has invited sugges- 
tions from the industry on a host of 
contentious issues such as 
allowing news & current affairs, 
offering multiple licences, intra- and 
inter-operator networking, doing 
away with mandatory co-location, 
introduction of national and local 
area licences, allowing foreign 
direct investment, setting new 
modalities for the highly contentious 
issue of licence fee, and even 
migration of 24-odd phase 1 
licences (issued in 2000-2001) 
to the new fee structure. 
"We're excited as TRAI seems 
to be moving very fast on it,” says 
Nishchint Chawla, Chief Operating 
Officer, Radio Today. The excite- 
ment is understandable. Radio's 
revenues from advertising are less 
than Rs 150 crore, which is not 
even 2 per cent of the total advertis- 
ing pie of Rs 9,000-crore. But the 
FM stations players need to spend 
anywhere between 234 per cent 
and 998 per cent of their revenues 
on just the licence fee. ТВАГ5 consul- 
tation paper, then, is a harbinger of 
hope for the beleaguered industry. 
SHAILESH DOBHAL 
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OUR EVIL DIRECTOR 


OF HUMAN RESOURCES 
WILL BLEND THE 
ACGUIRED COMPANY'S 
BENEFITS PROGRAM 
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3 


APPARENTLY 
THEY KNOW 
АНАТ BLEND- 
ING MEANS. 


WE TREAT EM LIKE 
SMOKERS. THEY НАМЕ 
TO SQUAT YN THE 
PARKING LOT FOR TEN 
MINUTES THEN GO 
BACK TO WORK. 
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..Wipro's Azim Premji апа HCL's Shiv Nadar 
locked horns with the tax man over claims... 
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Epiance’s S. Ramamurthy: On to something big? 


BPI Product Play 


A local start-up launches a nifty software. 


HY DID PROMOD HAQUE'S NORWEST VENTURES 

chase Epiance, a Bangalore-based start-up? 
Ask Shankar Ramamurthy, the Virginia-based 
СЕО of Epiance, and pat comes the answer. 
*Because we did not want their money", he 
says. Shankar, an пм-Вапваіоге alumnus of 
1982, has built up a revenue of $5.5 million 
with a whopping 40 per cent net margin from a 
business performance improvement (BPI) product 
called Epiplex. In 2000, he raised $4 million 
from angel investors and contacts. “This product 
would have cost $40 million had it been built in 
the US,” says Shankar. 

What exactly does Epiplex, which has cus- 
tomers in Microsoft, ІВМ, and Nomura, do? It is 
used to increase the efficiency of processes that have 
already been digitised. The software captures all the 
stages of a process—through all the software sys- 
tems in an organisation—for hundreds of transac- 
tions. They can then be analysed, modelled, and 
monitored. Epiplex also has the ability to store 
audio and video. Take, for instance, a company that 
wants to make sure there is 100 per cent customer 
response in a 24-hour turnaround time. Typically, 
a process like this would have been observed, 
measured and analysed manually through inter- 
views, data collection and so on. Epiplex auto- 
mates the whole process, besides which it does so 
on а continuous basis, not one time. 

According to Gartner, BPI is a $100-billion con- 
sulting practice and is growing at 9.3 per cent an- 
ually. *This is a $5-billion opportunity for us and we 
intend to grow into a $100-million company in 
three years, with a revenue of at least $400,000 per 
man," says Shankar. Watch this company. 

VIDYA VISWANATHAN 








Brokers Excuse 


IRDA makes broking unattractive. 


ТЕ YEAR-OLD 
general insur- 
ance broking busi- 
ness is in the throes 
of a major crisis. At 
the heart of its new 
predicament is an 
announcement last 
month by insurance 
regulator, Insurance 
Regulatory and 
Development Auth- 
ority (IRDA), that 
general insurance 
seekers would for- 
feit the special 5 per cent discount on tariff- 
based business (where IRDA sets the floor price on 
premium chargeable) such as petrochemicals 
and engineering if they choose to go through a 
broker or an agent. Prior to the order, which 
came into effect April 1, clients were entitled 
to the 5 per cent discount irrespective of how the 
insurance was arranged. What the order means is 
that for a large part, almost 60 per cent, of the 
Rs 14,000-crore general insurance business that 
is tariff-based, the use of brokers may cease. 
“We have lost business (because of the order) 
and a lot of the potential business has gone dor- 
mant,” says a worried A.L. Suri, Advisor, 
Armour Consultants, one of the 150-odd bro- 
kers who have come into the business since 
IRDA opened up general insurance to private 
players. Now there is fear that a large number 
of small brokers may go into suspended ani- 
mation, and some even out of business. That's 
because only the bigger brokers may be able to 
bide their time till tariff setting is done away, 
which could be good two years away. 

What prompted iRDA's move? The regulator 
did not respond to BT's questionnaire, and the in- 
surance brokers association seems clueless too. 
Some market observers, however, point out that 
the system had become a clandestine route for 
brokers to pass on their discounts to customers, 
without any value-added advisory, which was 
the original idea behind allowing brokerage. But 
the sad part is, the new ruling affects genuine ad- 
visory-based brokers too. 


IRDA chairman C.S. Rao 


SHAILESH DOBHAL 
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Indian diamond traders: Challenging Belgium 


GLITTERD> 


Surat Vs Antwerp 


LMOST EVERYBODY KNOWS THAT INDIA 
cuts and polishes nine out of 
every 10 diamonds that finds its way 
into global markets. But few know that 
these are typically low-value diamonds, 
fetching India just $6 of every $10 
paid for cutting and polishing. The 
Gem and Jewellery Export Promotion 
Council, buoyed by a record 31 per 
cent growth in exports (in dollar terms) 
to $9.2 billion in 2003-04, has set its 
targets higher still. “It's not enough to 
be the largest manufacturer of dia- 
monds," says Sanjay Kothari, 
President of the association, ^we want 
to be a trading centre like Belgium." In 
other words, Indian diamond traders 
want to become a hub not just for 
low-cost work, but also high-quality 
finishing. Moving towards that goal, 
the association plans to persuade di- 
amond-producing countries like South 
Africa to come straight to India, in- 
stead of routing its uncuts through 
Belgium and Israel, which end up pick- 
ing up the higher-value ones. Last 
year, the government opened an 
Indian Institute of Gems and Jewellery, 
which will create a pool of artisans 
and designers trained by Germans to 
international standards. That apart, 
the association is planning cluster de- 
velopments at Rajkot and Coimbatore 
and setting up of "Bharat Diamond 
Booths”, which will facilitate meetings 
among major exporters. Kothari reck- 
ons that all these steps will help the 
country meet its short-term export tar- 
get of $16 billion by 2007. Antwerp 

had better watch out. 
AMANPREET SINGH 
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DEEPAK G. PAWAR 


Nandan Nilekani is all ears... 


IT's Billion-Dollar Boys 


Wr A YEAR IT HAS BEEN FOR INDIA'S IT INDUSTRY. TWO 
companies, Infosys and Wipro, topped billion dollar 
in revenues simultaneously. (TCs, counting смс, did that 
even earlier.) Yet, the reactions at Infosys and Wipro to the 
milestone event were a study in contrast. While it was busi- 
ness as usual at Azim Premji's Wipro, М.К. Narayana 
Murthy's Infosys let its hair down with a vengeance. 


VENKATESHA BABU 






„Ме Donn Lilles (left), said to be 
Infosys' first customer, looks on 
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... To a pulsating number by Kumar San: 
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...and there's many more miles to go, 
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Nutraceuticals: 
Sales Supplement 


Health pills are the next big opportunity. 





Doctor dough: Health pills get the cash register ringing 


E GLOBAL TRENDS ARE ANYTHING TO GO BY, INDIAN 
pharma companies should soon be clambering to chu- 
rn out health pills, or nutraceuticals. Already, these fetch 
Rs 2,400 crore in an industry Rs 27,000-crore big, and 
growing at a cumulative 6 per cent a year. Which means 
that by 2010, it should be at least Rs 3,400-crore big. 

Driving the nutraceuticals, or food supplements 
growth is greater consumer attention to personal well 
being. Supplements are seen as a convenient way of 
fortifying the body against illnesses. Pharma companies 
have figured out as much. Parry Nutraceuticals, part of 
the Chennai-based Murugappa group, has grown its 
sales to Rs 11 crore in 2003-04 compared to Rs 7 crore 
the previous year. Ranbaxy, Dr Reddy's Labs, Orchid, 
Dabur and Cipla are some of the other companies push- 
ing nutraceuticals, Says Amar Lulla, Joint мр, Cipla: “It 
may not be a business driver at the moment, but 
nonetheless it does expand the range of products and 
provides good additional business.” 

Interestingly enough, research in this segment is get- 
ting more scientific, with focus on basic research, clin- 
ical trials and new drug delivery systems. Parry, for in- 
stance, is currently trying to find a vegetarian equiva- 
lent of fish oil. The idea is to look for an alternate 
source of docosahexaenoic or DHA (an omega three 
fatty acid), which enhances brain function. Says Ram 
Bajekal, the company’s CEO: “There are export oppor- 
tunities too.” In other words, just what the doctor 
may order for a healthy bottomline. 

Е. KUMAR SHARMA 
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Dabhol Power: A monumental headache 


Will Dabhol 
Light Up? 


Enron's out. And that's a good sign. 


HEN IT COMES TO THE DABHOL POWER 

Company (DPC), nothing can be taken 
for granted. Take, for instance, the recent per- 
mission to vendors GE and Bechtel to pick up 
Enron's 65 per cent stake in the beleaguered 
power company. Although some Dabhol 
watchers say that this will speed up resolu- 
tion to the stalemate dogging the $3-billion 
plant since the end of 2001, when it stopped 
production, others aren't so sure. 

Actually, neither of the camps is totally 
wrong. Allowing GE and Bechtel to ramp up 
their holdings in DPC to 85 per cent (eventu- 
ally) will allow the two companies—which 
are not in the business of owning and running 
power plants—to find a buyer. Already, some 
top energy companies such as Reliance 
Industries, British Gas, Royal Dutch/Shell, 
Tata Power, British Petroleum and GAIL have 
evinced interest in Dabhol. Primarily because 
the new Electricity Bill has made the power 
sector much more attractive. 

The biggest stumbling block remains the 
price tag, with estimates ranging from $270 mil- 
lion to $470 million. However, these figures by 
themselves mean very little. The final price 
would depend on whether it's a mere “asset 
sale" or a comprehensive “equity sale". The 
rub is that in order to go in for the latter, 
where the price would naturally be higher, an 
evaluation would need to be done of Dabhol's sig- 
nificant and complex debt pile up. When BT 
went to press, its lenders were scheduled to meet 
in Singapore. But knowing Dabhol and its jinxed 
past, this will just be the first of many. 
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What you need is an Enterprise Solution that 
makes your organization nimble, graceful and in 
fluid control. 








nifty moves to capitalize on opportunities. 





wo Ке еуеп before we begin to implement it. And 








со petition. 
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С INVESTME 


І can calculate the motions of the heavenly bodies but 
not the movements of the stockmarket 
Sir Isaac Newton, in the 1700s 


AND the laws of motion that kept Newton 

‘busy. He also dabbled in the stockmar- 

kets, and as the quote above indicates, with 

; little success: In fact he lost a fortune in an 

apparent “hot stock,” South Sea Trading Company, 

- which was tipped to grab trade monopolies in the 

South Seas. It didn't. And, along with thousands of 
other investors, Newton got wiped out. 

~ Now you must be wondering about the relevance 

- of bringing in Newton to introduce you to an Invest- 

ment Special, which hopefully should help you go 

about the task of allocating your hard-earned surplus 


your money but also of this magazine!). Well, it's 
pretty simple, actually: Even a Newtonesque IQ can't 
guarantee that you will make money in the mat- 
kets. Or to put it another way—a more positive and 
‘reassuring one— many of the people out there raking 

| itin could е easily be idiots. 

Actually the main reason for bringing in Newton is 
thisi Almost every investment advisor, fund manager, 
research analyst or tipster you've bumped into of late 
has been telling you that the “long-term trend is bull- 
ish," or other words to a similar effect. Nobody——cer- 
tainly not BT—Àis disputing that. What you should 
be cautioned against, however, is getting so caught up 
in the bull frenzy that you put your entire investible sur- 
plus into equities, or worse into one sector, or even 
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Fools—why, even geniuses—and their money are easily parted. 
= The bull market is here to stay, but that doesn’t mean you can take 
for granted your gains. ву ВЕТАХ слкуліьно 


© BVIOUSLY IT WASN'T JUST APPLES, GRAVITY, 


in avenues that will aid appreciation (of not just 





worse, into one stock. The long-term trend may be bull- 
ish, but that doesn't mean you can't get wiped out. If 
Newton was around, he would have confirmed that. 
Here are some points to ponder before you plonk 
your investible stash on your friendly-neighbour- 
hood broker. First of all, break up that stash into 
smaller lots: As the many features that follow this one 
in this issue will reveal, there are plenty of other in-. 
vestment options out there, and equity is just one of 
them (albeit at this point in time the most attractive). 
The proportion of your exposure to equity should 
vary according to your age—as you grow older, your 
penchant for risk should typically reduce (unless, of 


course, you think you're Mick Jagger). Andrew Holl- 


and, Chief Administrative Officer & Executive Vice 
Presidént (Research), DSP Merrill Lynch, recom- 
mends a 60:40 ratio in favour of equities. “Апа 
since your horizon is long-term, the state of the mar- 
ket—whether bearish or bullish—shouldn't be deter- 
mining the proportion," he adds. 

"The good news, of course, is that the bull market 
is here to stay—DSP Merrill, for instance, expects the 


-benchmark Sensex to end the calendar year at 6,500- 
6,600, and its. target for 2006 for the 30-share index 


is 10,000. Whilst such predictions are heartwarming, 
remember too that the heady gains of the | previous 
year—during which the indices doubled—just can't be 
repeated. At the existing 5,800 levels, you have to be 
foolhardy-—which isn’t unheard of in manic times— 
to expect a rerun of the 100 per cent rally witnessed 
between May and December 2003 all over again. A 
15-20 per cent gain in a year, which is nothing. to be 
sneezed at when you compare equity “with other 
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avenues, is more realistic. 

But then, it isn't always easy to be realistic when the 
going is good. So if you're looking for higher returns 
over a shorter period you should be eyeing the primary 
markets, where initial public offerings (IPOs) are listing 
at wild premiums to their issue price. Only last fort- 
night, for instance, the state-owned Power Trading 
Corp (РТС) and biotech wannabe Biocon India flagged 
off their innings on the bourses with a bang. PTC, 
which was offered at Rs 16, and oversubscribed 46 
times, opened at Rs 32, zoomed to an intra-day high of 
Rs 46.35, before ending the day at Rs 44.65. Biocon 
too hit the high notes, closing the first day at Rs 484 af- 
ter hitting a high of Rs 507. Offer price: Rs 315. 
Such 75-100 per cent appreciations aren't par for the 
course, but analysts point out that most of the public is- 
sues slated to hit the market should comfortably list at 
a 10-15 per cent premium to their offer prices. 

The trick here, of course, is not to get caught with 
a lemon—and we can assure you that there will be a fair 





F THE GOING'S STILL GOOD, 
. BUT ARE YOU GOING THE 
RIGHT WAY? 


| Avoid blocking your entire investible 


surplus in equity. Look out for other 
avenues like real estate and debt 


Don't expect fantastic returns from 
the markets this time round too. A. 
15-20 per cent gain in a year is realistic 


IPOs are a good way to make a quick 
buck (provided you get a decent allot- 
ment), but look out for the lemons 


A 20 per cent earnings growth is 
sustainable, but there are some sectors 
that appear overvalued. Avoid. 


RAJAT BARAN 


share of those. Now that pearl of wisdom applies to 
every stock you decide to buy. When doing so, what 
will put you at ease is the fact that analysts expect earn- 
ings growth to be sustained at 20 per cent for the 
next couple of years. So even when (if?) the Sensex hits 
10k by 2006, the price-earnings multiple will still be a 
healthy 14, which yet doesn’t make the Indian market 
look expensive. Now there may be a few sectors in 
which 20 per cent bottom line growth may not be sus- 
tainable, so such stocks may easily be overvalued. Try 
spotting industries that haven’t yet fully participated in 
the rally. A good example: cement, which is due for 
an earnings upgrade, what with prices rising. 
Meantime, the auto, power and banking sectors are on 
a high, and there’s little reason for the party to end for 
these companies. At the end of the day, it’s all about 
stock selection. It may be a bull market out there, but 
that old truism still holds good. Fools and their 
money are easily parted. Some geniuses, like Newton, 
too will agree with that. 
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HOW | PICK. 


STOCKS 


Stock picking is part art, part science, 
and all serendipity. We convince Raamdeo 
Agrawal, arguably, one of the best value 
investors on the Street, to share his 
Strategy. By NARENDRA NATHAN 


OU CAN’T GO WRONG IF YOU LISTEN TO WHAT THIS 
47-year-old chartered accountant from an agricultural 
family says. “Buy only stocks that are very cheap,” says 
Raamdeo Agrawal, the Joint Managing Director of 
Motilal Oswal Securities, adding that going wrong 
with this would be as difficult as getting a bad deal when 
“buying something worth Rs 10 for Rs 2.” And how does one 
zero in on “cheap” stocks. Simple, comes the answer, either 
the assets or the earnings should be a bargain. For in- 
stance, 12 months back Hero Honda’s stock was 
languishing at around Rs 180, a price-earnings 
multiple of seven because of the uncertainty sur- 
rounding the entry of Honda’s 100 per cent sub- 
sidiary into the market. And 15 months back, the 
| Bharti Tele-Ventures stock was trading at Rs 25, 
17 the same as its book value. Today, ће Hero 
Р Honda scrip trades at around Rs 500 
+ and the Bharti Tele-Ventures one at 
Rs 170. Agrawal picked both. As 
he did IPCA Labs when its price- 
earnings multiple was 2.5 and its 
| market price half its book value 
(Rs 70 and it trades at Rs 695 to- 
day). The higher the gap between 
value and price (Agrawal calls 
this “gun powder”), the greater ; 
the chances of an upside. i 


SECTORS AND STOCKS FOR 
SHORT-TERM SPECIALISTS |) 


р SOMETHING 
about making your 
investment in the 
stockmarket pay, and 
pay big within a year. 
The BT 50, India’s 
first free float index, is 
at 220 as this sente- 
nce is being written, 
but chances are, it 
will go up even fur- 
ther in the next 12 
months. As for the 
Sensex, Abhay Aima, 
Country Head (Equi- 
ties and Private Ban- 
king Group), HDFC 
Bank, expects it to 
“reach 6,800-7,000 
levels by March 
2006”. If it is short- 
term (read: 12 mon- 
ths) appreciation you 
are after, repeat after 
us: “India Shining”. 
That’s right, all sec- 
tors participating in 
the India Shining 
story will continue to, 
well... shine in the 
next 12 months. So, 
count oil and gas, in- 
frastructure, and con- 
struction in. “As the 
infrastructure boom 
continues, companies 
close to it, like construction major L&T, should 
do well,” says Pradeep Dokania, Executive а 
Vice President, DSP Merrill Lynch. As should, 

by direct inference, other engineering and 

capital goods companies such as BHEL and 

Siemens. And, by an indirect one, banks, since 

credit offtake from corporates should in- 

crease. “The creation of a national gas grid will 

put GAIL in a very strong position,” adds 

Jigar Shah, Head of Research, K.R. Choksey 
Securities, referring to the sequel to the fairy 

tale of the year 2003: enormous gas finds, 

some significant oil strikes, and the launch 

of a state-of-the-art landing point for LNG. / 





Banking will remain hot 





AS THE INFRASTRUCTURE 
BOOM CONTINUES, 
COMPANIES CLOSE TO 

IT SHOULD DO WELL 
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SECTORS AND STOCKS FOR 
MEDIUM-TERM MODERATES 


| IS HARD TO GO WRONG IN THE MEDIUM TERM (NOW, THAT'S AN ENTRY FOR 
the annual famous last words competition this magazine is considering 
launching). And picking sectors that will do well in the next one-to- 
three years is as close to a no-brainer as you can get. Agriculture and power 
are both shoo-ins. The first because agriculture sector reforms are long over- 
due and could happen soon after the new government is sworn in. That 
would mean boom-times for companies in sectors as diverse as fertilisers, 
pesticides, and tractors (we saw your comment about there not being too 
many investing opportunities in agriculture coming, Constant Reader). And 
the second, because power sector reforms have already happened; indeed, 
some analysts posit that power could go the telecom way in the next three 
years. “Since its valuation hasn’t yet shot up, Tata Power is a good 
medium-term investment,” says Sunil Shah, Managing Director, HDFC 
Securities. “The national power grid will open up huge opportunities for 
the Power Trading Corporation (РТС) and this is a must for your portfo- 
lio,” adds Raamdeo Agrawal of Motilal Oswal. For the record, PTC's ІРО 
was oversubscribed 46 times and the stock, which was issued at Rs 16, now 
trades at around Rs 44. Given the showing of the Reliance Energy scrip at 
the bourses, one is convinced of the logic of Messrs Shah and Agrawal. In 
January 2003, the stock of the company (then called BsES) was trading at 
around Rs 225. Today, it trades at around Rs 775. We rest our case. 





A 


e 


...and agriculture, the next big thing 


AGRICULTURE AND POWER ARE 
BOTH SHOO-INS. FARM REFORMS 
ARE LONG OVERDUE; POWER 
SECTOR ONES HAVE HAPPENED 


шы SECTORS AND STOCKS FOR 
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and more tourists visit the country 





LONG-TERM LUGGAGE-LUGGERS 


1 PUT, FOUR WORDS SUM THIS UP: THE GREATER INDIA STORY. FOR THOSE 
not in the know, this story concerns the country’s shifting demograph- 
ics and the resultant emergence of new consuming classes and new con- 
sumption patterns. “Concentrate on sectors that cater to the aspirations of 
the growing middle class because these will outstrip the expected secular 
growth of the economy,” is the advice proffered by Nilesh Shah, Senior УР 
and Head (Portfolio Management), Kotak Securities, to anyone investing 
with the long-term in mind. For instance, organised retail could well be the 
next big thing in India. Or passenger cars (India’s largest car manufacturer 
Maruti Udyog is a listed company). Or travel and tourism. “An established 
efficient player like Thomas Cook should benefit from the growth (of the 
economy in the long term),” says K.R. Choksey Securities’ Jigar Shah. Most 
analysts believe long-term investors would do well to avoid the fast mov- 
ing consumer goods sector altogether. One reason for this is increased com- 
petition that could see prices of FMCGs falling even further. Another, as DSP 
Merrill Lynch’s Dokania sees it, is “the growth of organised retail” that will 
be accompanied by the resultant increase in the bargaining power of 
retailers, а Іа Wal-Mart. And finally, as some analysts are at pains to point 
out, prices of FMCGs in India are far higher than those for similar (some- 
times, the same) products іп parts of South and South East Asia. This will 
change sooner than latter, they warn—enough and more reason for the 
long-term investor to stay away from stocks of FMCG companies. 

















- Bangalore's Balasubramanyams are getting there. It is now 
time for them to lose some of their conservativeness and 
get really aggressive with their investments. 






FAMILY: A.L. Balasubramanyam, 29, Application Development Engineer, Intel India; 
Jayashree, 26, Customer Guest Relations Exec, Advaith Hyundai (dealership); 
Poorvi, 2; Lakshmipathi (Father), 58; Prema (Mother), 54 


SALARY: Rs 8 lakh a year (Rs 6 lakh his; Rs 2 lakh, hers) 
INVESTIBLE SURPLUS: Rs 4 lakh a year 


ASSETS/INVESTMENTS: Lives with parents in their house in Kalyan Nagar, Bangalore; 


Insurance policy(Rs 30,000 a year premium); a few fixed deposits; 
wants to buy a house 










RAJIV BAJAJ, Managing Director, Bajaj Capital, recommends: 

© The Balasubramanyams seem го be adequately insured 

@ They should buy medical insurance for his parents (if they are dependant 
on him) and claim tax deduction under Section 80 D of the Income Tax Act 


© They should invest in a child plan from a insurance company for Poorvi's 


education and marriage. An annual premium of Rs 10,000 will go 
towards this 


They should invest 60-70 per cent of his annual savings in debt funds, 
15-20 per cent in equity funds, and the remainder in monthly income 
plans (MiPs) of mutual funds (all sips) 


They should withdraw their deposits and invest these in debt funds; 


this and the systematic investment plans will help him raise the down. 
payment for an apartment | 


Assuming Balasubramanyam is a conservative investor 










| ROHIT SRIVASTAVA, Market Strategist, SSKI Securities, recommends: 


The Balasubramanyams should invest 90 per cent of their portfolio 
in equity and 10 per cent in real estate 


Of the equity investment, 70 per cent should be in growth ` 
equities or funds and 30 per cent in blue chip ones 


They should look at direct investment through a broker with good oa 
‚ advisory services or at mutual funds with an emphasis on growth stocks. fW. | 


COMPILED BY VENKATESHA BABU AND SHILPA NAYAK | 
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Motilal Oswal’s Oswal: Eyeing 


а 15 


J per cent return 


INVESTMENT SERE 





Two bulls and one bear offer their conflicting takes on the future of 
the stockmarket. 


V 


м. 
Y 


Parag Parikh's Parikh: H 
equities are ‘in’ 





T’S EASY TO FIND BULLS ON THE STREET. MOTILAL 
Oswal, the Chairman and Managing Director of the 
eponymous securities firm, believes anyone inves- 
ting in the market at the current levels will still earn 
returns around 15-20 per cent. “We expect the over- 
all bullish trend to continue,” he says, proffering the 
largely conducive external economic environment, the 
growth in Срр, healthy corporate results, and a low 
interest rate regime as reasons why the boom on the 
Street will roll on. Oswal is confident that nothing can 
change this, although he admits that political instability 
and a poor monsoon could dampen the mood some. 
Oswal’s sectors of choice: banking, power, oil and gas, 
and two-wheelers. Parag Parikh, the Chairman of ano- 
ther eponymous securities firm, is equally bullish altho- 
ugh he isn't looking at specific sectors at this point. 
Instead, the man has been studying the market and 
likes what he sees: the change in the type of stocks that 
move the market, the increasing awareness about 
equities, and a positive mindset that will ensure that 

"the markets go up because people want them to". 
қ SHILPA NAYAK 
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N THE PLEASANT AFTERGLOW OF THE INDIA “SHINING” 

campaign, we would naturally expect the mar- 

kets to smile benevolently on us for the coming 
year. Sadly, the facts do not seem to support the case. 

The year-on-year growth in net profits of corpo- 
rates for this past year resulted from economic revival, 
cost cutting, and lower interest rates. The big kick in 
growth and the accompanying jump in stock prices are 
now in the past. Interest rates are expected to rise, 
pushing stock prices down. Higher inflation will 
also spur interest rates upwards, notwithstanding all 
the misleading propaganda by the government and the 
Reserve Bank of India. And rising energy and com- 
modity prices will erode margins. 

Over the last year stocks, bonds, commodi- 
ties, and real estate have all experienced a liquidity 
driven rally—courtesy foreign institutional in- 
vestors and the RBI. Liquidity driven rallies al- 
ways rectify. The question is when, not if. 

I would suggest limiting exposure in banks, FMCG, 
industrials, commodity stocks, pharma, and ІТ before 
the elections and 
parking in cash 
for the present. 
A long-term in- 
vestment in the 
energy and nat- 
ural resources 
sectors seems 
reasonable. 
Finally, since the 
global financial 
markets are 
highly imbal- 
anced, some in- 
vestment in bul- 
lion may be 
good portfolio 
insurance. 





As e-mailed 
by Pinak Mehta Metier Capital’s Pinak Mehta: 
to Shilpa Nayak АШЫ 18 
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ace Morph 


5670С 









ange your expression, | 
change your mood. 


Be the life of the party. 

BenQ's new $670C lets you be anything you want. For the first time, you can change any facial 
expression in an instant, BenQ’s new mobile phone with built-in digital camera and the all new 
3D Face Morph technology lets you take photos then edit them with a choice of 12 amazing 
morphs. Now you don’t have to say “smile” any longer. Just BenQ 5670С. 


3D Face Morph * Memory sharing upto-500 contacts, 500 SMS storage, 100 ringtones, 100 still 

image wallpapers, 100 animated wallpapers, 10 m voice memo, 300KB of space for Java 
ion * BenQ Handset Manager Phone/PC Sync System * 65,536 CSTN colour 

screen * MMS/Java * 40 chord polyphonic ringtones and compo: d+ OLED mirror-tike Тү 

screen * 3,00,000 pixel resolution camera * WAP 2.0, GPRS Class 10 • 200 alarms for calender events, 

BenQ.com Email : SalesEnquiryin@BenQ.com, Service-In@BenQ.com 

CORPORATE OFFICE : BenQ INDIA PVT. LTD.: 302, Omega, Hiranandani Gardens, Powai, 


Mumbai-400 076. Tel. : 25705230/1/2. Customer care : 1-600-22-0808. Enjoyment Matters 


ғ 
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SESE PT гүр ҰТО PREPS TA PT ау вас мысы 


D&D 


Getting Derivatives 
To Work For You 


OU’VE PROBABLY HEARD OF DERIVATIVES. CHANCES 
ү:: you’ve dismissed them—derivatives are of 

two types, futures (a contract to sell a certain stock 
at a certain date in the future at a specified price) and 
options (the option to buy or sell a stock at a certain 
price at a certain date in the future)—as being too 
complex for individual investors. 

However, as Satish Menon, the Chief Operating 
Officer of Geojit Securities, explains, futures (and, 
for that matter, options) are great hedging tools. Let 
us assume you invest Rs 200,000 in stocks in Year 1. 
In Year 2, the market booms and the value of your 
portfolio increases to Rs 400,000. But things look 
volatile and you wish to protect your gain. You 
can do this by selling Nifty Futures. If the market 
falls, the gains from this—remember, you sold when 
the market was still booming—will offset the losses 
on your portfolio. However, if the market continues 
to boom, you will not gain anything. 

A put (right to sell) option will do one better: 
ensure that your losses are covered in case the market 
falls; and, in case the market rises, you can decide not 
to sell after all, and keep your portfolio gains. You will 
only be poorer by the premium you pay when you buy 
an option. Which is why Manish Shah, Head (Retail 
Products & Strategy), Motilal Oswal Securities, terms 
options “an handy instrument in volatile times”. 

Finally, derivatives may provide some indication of 
where the market is headed. For instance, in a bull 
market, futures will be priced higher than current val- 
ues of stocks. And the premium on call (the right to 

buy) options, higher than those on 
put options. It isn’t perfect but 
beats reading tea leaves any day. 
NARENDRA NATHAN 
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| The Day-trading Myth 







c 
fe 

ү шылы 

Maybe you'll make money, maybe you won't; but 


m" 


УЯНЯЙ NVAIA 


the lure is irresistible 


Faceless men, with little or no capital making mil- 
lions sitting in front of flickering monitors, just 
through quick reflexes and sheer luck. Volatile stock- 
markets—basically day traders profit by exploiting 
small price imperfections in shares—are only helping 
the myth grow stronger. Day trading and day traders 
account for over Rs 4, 000 crore or 80 per cent of the 
combined volumes of the two premier bourses. “My 
trading rooms have never been so crowded; we’ve 
even had to bring in extra chairs,” says Hasit Pandya, 
Director, Twin-Earth Securities, a Mumbai-based 
brokerage house. It isn’t just happening at Twin- 
Earth; hundreds of day traders are crowding bro- 
kerages across the country drawn by the comfort 
(and ease) of beginning each day with a clean slate. 
No messy deliveries, no portfolio planning strate- 
gies, just a tidy profit at the end of three hundred and 
thirty five minutes of frenzied trading. But before-you 
chuck up your boring job, listen to what Amit Mehta 
(name changed) has to say. Two years ago, the now 
37-year-old was a full time day trader. With an in- 
vestment of a few thousand rupees, the МВА (in fi- 
nance) was convinced he would strike gold. “It’s not 
at all as easy as it looks. Shares have become very 
volatile and unless your calls are sound, you could lose 
a lot in just a few seconds,” he warns, Mehta quit af- 
ter a year and says he failed because of a stagnant bear 
market. Today, he prefers to work at a financial 

services firm, advising budding day traders! 
ABIR PAL 


| T’S A MYTH AS OLD AS THE MARKETS THEMSELVES. 
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he role of a teacher is not to teach but to create a conducive 
T environment to learn - Albert Einstein 
Education for competency building should result in 
understanding, acceptance and the will to practice what is learnt. 
Managerial contexts being ambiguous, diverse and ever changing, 
managers need to develop an ability to learn from ambiguity, 
uncertainty, change and the resultant experience by a process of 
reflection. If one wants to learn cycling, one cannot achieve it by 
taking a distance education or listening to an excellent lecture on 
cycling. It requires hopping on a bicycle, taking a few falls, and 
bruises... and one has learnt cycling for life. It requires the ability of 
reflecting on experience and learning from it. Thus, reflective 
learning occupies an important place in management education and 
any business school that strives to excel ought to provide students 
many opportunities for reflection in their learning process. 
What is reflective learning? How do certain business schools 
achieve this? The first type of reflective learning involves imbibing 
that requires prior learning of fundamental concepts by students and 


` applying them relevantly, by reflecting upon the fit between the 


concepts and the given context. In this process, students 
comprehend not only the meaning of concepts but also the 
applicability and shortcomings of them by experiencing it in 
application. This process enables students to internalise concepts 
rather than learning them cerebrally. The second type of reflective 
learning focuses on the behavioural aspects of students. Evidently, 
learning concepts cerebrally and imbibing them do not assure that 
students will practice what has been imbibed unless they witness 


their mindsets and mental blocks first-hand in a situation that 


presents a context for such application. Role-plays and simulations 
make students to act in a given context, the control of which is 
entirely in their hands. The teacher's role is merely to debrief the 
students about their action and guide them in their reflecting on why 
they acted in a certain manner and the forces behind such actions. 
Students are in a far better position to appreciate the gap between 
learning and practice and the steps to be taken to bridge it 
consciously. The teacher's role is not passive. Far from it, the teacher 
is actively involved in moderating discussions through insightful 





NURTURING WEALTH CREATOR SERIES 


Reflective Learning 


By R. Chidambara Natarajan 





comments, probing questions and dialectical counter arguments. 

Many available non-traditional methods ensure learning for 
internalisation and practice. Case-analysis, group discussions, role- 
plays, simulations and student-presentations are a few normally 
used methods in certain leading business schools in India. In 
addition, field research, project works and interaction with industry 
personnel form the other set that involves non-classroom activities 
facilitating such learning. 

Lecturing and presentations are far easier for the teacher both in 
terms of preparation and in terms of class-control. On the contrary, 
use of non-traditional methods of teaching requires adaptation by 
teachers to low class-control and open-ended nature of discussions 
without losing focus on the learning agenda. Not every teacher can 
be comfortable with such a scenario. The teacher should not only be 
open to questions and questioning by students but should encourage 
such interruptions, putting the students in the centre of the learning 
process. Moreover, training facilities for management-faculty in 
such non-conventional learning methods are limited in our country. 
The use of most of these methods is either time-consuming or 
costly. Besides, non-conventional learning-methods do not lend 


. themselves to testing by the traditional method of examination that 


involves either question-answers or clear-cut problem solving. This 
means a new type of evaluation that can be time-consuming, 
laborious and even contentious. All these make non-traditional 
methods of learning quite strenuous for teachers. 

. Reflective learning calls for academic autonomy and necessary 
support to the teaching faculty in the creation of a conducive 
learning environment for the students. The teachers facilitate 
students' learning through the process of experimentation, reflection 
and abstraction continually, thus enabling them to navigate to higher 
levels of learning. They too go through the same reflective process 
that enables them to repeatedly modify and upgrade the learning 
methods. Students soon learn to learn and they are ready to take the 
plunge and perform. 


- Prof. R. Chidambara Natarajan is Associate Professor at Т.А. Pai Management 


Institute, Manipal, and can be contacted at cnutraj@miail.tapmi.org 
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PICKING 





2002-03 was the year of the debt fund; 2003-04 that of the equity fund. 
However, with interest rates unlikely to fall further and the market 
trading at close to 6,000, how does one pick a fund? ву NARENDRA NATHAN 


ERE FREE LUNCHES EVER 
on offer to investors 
in mutual funds? Yes, 
yes, and yes, and a 
combination of two 
things made this possible. One, a 
traditionally undervalued stock- 
market had to explode sometime 
(don’t we know that now!) and 
anyone smart enough to invest 
some money in a diversified eq- 
uity fund and patient enough to 
wait for returns wouldn’t have 
been disappointed. For the 
record, most funds of this genus 


52 BUSINESS TODAY MAY 9 2004 


generated returns in excess of 
100 per cent in 2003-04. And 
two, a consistent fall in interest 
rates—the bank rate has fallen 
from 10.5 per cent to 6 per cent 
over the past five years—made 
earning money on debt funds as 
easy as withdrawing cash from 
an automated teller machine. 
The fairy-tale ride, alas, seems 
to be over. Although most ana- 
lysts are bullish about the future 
performance of the stockmarket, it 
is unlikely that the upside will 
match the 2,904 to 6,250 ride the 


Bombay Stock Exchange’s Sensex 
went on between April 28, 2003 
and January 9, 2004. And interest 
rates will not fall any lower. If 
they do firm up, as some people 
expect them to, investors could 
actually end up losing money on 
"safe" debt funds. 

Should the smart investor esc- 
hew mutual funds altogether? We 
wouldn’t advise that. Mutual funds 
come with a clutch of advantages 
that few other investment instru- 
ments can match: a diversified port- 
folio, an expert fund manager, and 






Ma 





EB. 


tax benefits. To elaborate on the last, 
dividends from mutual funds, even 
debt funds, are tax-free. Ergo, unless 
you are completely risk-averse— 
opt for public provident fund, post 
office savings schemes, and RBI 
Relief Bonds in that case—you can- 
not afford to ignore mutual funds. 

Now that you have decided to 
take the mutual fund route, what 
type of fund should you look at: 
equity, balanced, or debt? There’s 
no one correct answer to this. An 
investor’s choice of fund-type sho- 
uld logically be a function of his 
risk-taking ability. And investors 
can choose between a passive strat- 
egy of allocating assets between 
debt and equity in a pre-determined 
proportion, or an active one of al- 
tering their proportions according to 
market conditions. 


THE PASSIVE APPROACH 
This may be called a passive strat- 
egy, but it still requires you to do a 
few things. First, identify your fin- 
ancial goals. This could be a retire- 
ment cache, a child's education, or, 
simply, wealth accumulation. Next, 
identify your risk profile. This is a 
function of the time horizon of 
your investments (volatility evens 
out in the long-term, so you can 
choose a high-risk investment op- 
tion if your time horizon is long), 
age and the quality of assets you 
already own. One simple rule of 
thumb: your exposure to equity 
(directly or through mutual funds) 
should be 100 less your age. 
Arriving at an asset allocation 
ratio is easy; maintaining it is very, 
very difficult. “Investors may have 
gone overboard on debt last year 
(because the stockmarket was doing 
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badly),” says Abhay Aima, Country 
Head (Equities and Private 
Banking) Group, HDFC Bank. “Or 
they may have gone overboard on 
equity this уеаг.” Ergo, it makes 
sense to consciously balance this 
out year after year. 


THE ACTIVE APPROACH 

Good, you’ve decided to take the 
road less travelled. Should you look 
at equity at all? Well, do not expect 
a repeat of the past six months but 
do invest in equity for more than 


MAKING THE RIGHT 
MUTUAL FUND DECISION 


introspect and decide what 
kind of investor you are, 
passive, or active 


Passive investors need to 
allocate and maintain investments 
across debt and equity funds in a 
pre-determined proportion 


Active investors need to pick funds 
on the basis of their performance 
and the fund manager’s approach 


modest returns. “А 18 per cent to 
20 per cent return from the cur- 
rent level is possible,” says HDFC 
Bank's Aima. “This makes equity a 
good asset class.” And with debt 
returning between 5 per cent and 6 
per cent, the 18-20 per cent return 
looks attractive. Aima also believes 
there is no need for investors to 
consider sector-specific funds given 
that “the rally (in the stockmarket) 
will continue to be broad based.” 
That doesn’t mean investors 
should avoid debt funds. Only, 


they need to realign their expec- 
tations and understand what they 
are getting into. “Тһеу shouldn’t 
expect returns in excess of 4-5 per 
cent,” says Nimish Shah, Director, 
Parag Parikh Financial Advisory 
Services. “Short-term investments 
in debt funds with long maturity 
papers could impact returns, even 
put capital to risk if interest rates 
tune volatile,” warns Namit Naye- 
gandhi, a portfolio advisor at J.M. 
Morgan Stanley. 

Fund-type chosen, we come to 
the tough task of choosing the fund 
itself. Past performance (after adjus- 
ting for risk) should give investors 
some idea of how this can be done. 
This magazine, for instance, tracks 
funds on a monthly basis and the 
best funds, in terms of their perfor- 
mance over 2003-04 have been 
listed in the article following this 
for ready reference. Investors 
would also do well to look closely 
at the management style of funds. 
An aggressive fund manager will 
likely focus on a few sectors and 
stocks, while a conservative one 
will work towards maintaining a 
diversified portfolio. “Тһеге is 
nothing like a low risk, high return 
fund,” laughs Aima. 

There are enough mutual fund 
rankings around—although we'd 
like to swear by your own—and 
some credit rating agencies actu- 
ally rate debt funds on the basis 
of asset quality. Still, diversifica- 
tion is a preferred investing strat- 
egy. "Investing in the best four or 
five mutual fund schemes will 
help you create a well-diversified 
mutual fund portfolio," says Rajiv 
Bajaj, MD, Bajaj Capital. We'd 
recommend that. Œ 
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MUTUAL FUND RESOURCE 


INDIA'S # 1 
FUND HOUSE 


With some Rs 15,000 crore under management 
as of March 31, 2004, 40 mutual fund schemes, 
and over 900,000 investors, it is Franklin Templeton 
India Mutual Fund. sy NARENDRA NATHAN 


Franklin Templeton India President Mehrotra: Size, evidently, does matter 
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T'S HARD TO IGNORE THE 

Templeton India Growth Fund 

when discussing the country's 

largest fund house. After all, it 

was with this scheme—launched 
under the guidance of emerging mar- 
kets guru Mark Mobius—that 
Templeton began its campaign in India. 
Then, there's the thing about this prob- 
ably being the only fund based on the 
‘value-investing’ model. For the record, 
the fund itself has been an outper- 
former, but it is the fund house in 
which we are interested. Since 1996, 
Templeton has grown the funds under 
management from a measly Rs 50 
crore to a staggering Rs 15,187 crore. 
And all of the 40 fund schemes the 
company offers boasted positive ret- 
urns for the year ended March 31, 
2004: seven of the 10 open ended equity 
schemes on offer registered returns 
higher than the Sensex's 83 per cent in 
the same period; and most of its open 
ended debt funds outperformed their re- 
spective bench marks—crIsIL bond 
fund index (8.83 per cent), IBEX (14.16 
per cent) for gilt funds, and CRISIL liq- 
uid fund index (4.35 per cent).“We 
take the bottom-up approach," says 
the company's Chief Investment 
Officer Sukumar Rajah explaining the 
reason for its performance. *We look 
at individual stocks and their potential 
for long-term capital appreciation, and 
place an emphasis on in-house re- 
search." . 

Size helps, and Templeton's pres- 
ence in this column probably has a lot 
to do with the company's 2002 acqui- 
sition of Pioneer ITI, which helped it 
increase the quantum of funds under 
management from Rs 4,400 crore to Rs 
8,200 crore overnight. *At Franklin 
Templeton, our focus has always been 
on building a financial institution that 
will be a leader in all aspects (per- 
formance, service, transparency) in the 
domestic mutual fund industry," says 
Ravi Mehrotra, President, Franklin 
Templeton India. Well, size is some- 
thing the California-based parent, 
Franklin Templeton Investments is 
used to: it manages $350 billion. ШІ 
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. The Best Funds Money Can Buy 
A Mutualfundsindia.com scorecard of the best funds of 2002-2004 for Business Today. 
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EW-AGE NUCLEARS 


L-HEELED 


elhi’s Mukherjees earn lots, own an apartment in Gurgaon, and have 
round Rs 10 lakh invested in mutual funds, insurance policies, and 
public provident fund account. They should do more. A lot more. 























Debabrata Mukherjee, 33, General Manager (Operations), 
„оса-Соја India; Sulagna, 32, Housewife; Chandreyee, 6; Atreyei, | month 
ALARY: Rs 27 lakh a vear 
NVESTIBLE SURPLUS: Rs 7-8 lakh a vear T 
ASSETS. INVESTMENTS: Rs 3-4 lakh in mutual funds; 
was 3-6 lakh in PPF; surance policies; 

3s 25-lakh house in Gurgaon (EMI of Rs 10,000; stays 

n company provided house in Defence Colony, Delhi) 












Managing Director, Bajaj Capital, recommends: 


Debabrata should take out a life insurance policy, 
preferably a term plan, for Rs 1 crore 











He should invest in Ppr from the retirement point of 
view (Debabrata is in the high-income bracket and is not 
eligible for benefits under Section 88 of the Income Tax Act) 





He should invest Rs 1 lakh a year in a pension plan; this will 
also lead to a tax deduction of up to Rs 3,000 a year under 
Section 80 CCC (1) of the Income Tax Act 

30 per cent of remaining Rs 6 lakh in systematic investment plans 
(5105) of equity funds; 60 per cent in sips of debt funds; and 10 per cent in 
sips of cash funds 





Assuming Debabrata ts a moderate risk taker 





ҮА, Market Strategist, SSKI Securities, recommends: 


Hebabrata should: invest between 70 per cent and 80 per cent of his investible surplus 
in eques © either directly, кишп үре пе ser Tvices, or mutual funds 
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Has It Finally Emerged ` 
. An Investment Vehicle? 


{ Yes, but only if you look at your second or third piece of real estate | 
|: as а for-pleasure thingamajig with the benefit of capital 
| appreciation thrown in. ву ARNAB MITRA 


Shiloo Chattopadhyay, former Chairman of market research firm 

TNS India, had a childhood dream: to own a home overlooking the Ganga. 

That dream came true three years ago when he purchased a 3,000 square feet 

house in the Shyamolina complex, located on a bend in the river in Raichak 

5, near Kolkata. Chattopadhyay visits his second home almost every weekend 

and often invites friends. He is not looking at the house as an investment, 

though he accepts that financially, it was a calculated risk. "I'm not looking 

at the option of selling out,” he says, but adds that if he did exercise the op- 

tion, he would make a tidy profit on his investment. 
Himanshu Gandhi runs his own electronics component company in | 

Mumbai. He recently bought one acre of land in Karjat, near Mumbai, where 

he is building a house. “It’s a weekend retreat as well as 

something for my children when they grow 

up,” he says. He is not really looking at his 

investment appreciating by the year. A 5- 

`10 per cent increase over a few years is 

à what he expects. And yes, he is think- 

ing of investing in a third weekend 

home in the Sahara-promoted 
Amby Valley project. 




















HATTOPADHYAY AND 
- Gandhi represent a 
new breed of upper- | 
class individuals who } 
are buying second | 
(sometimes third) homes for 
` pleasure and for investment. 
“People nowadays seldom buy 
second and third houses purely 
for investment,” says Harsh 
Neotia, the Managing Director 
of Kolkata-based Bengal 
`- Ambuja. "Instead, these 
ý properties are treated 
as weekend retreats, 
party pads and guest 
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houses, with the inevitable capital appreciation thrown in as a hedge against 
inflation and future uncertainties.” Pranay Vakil of Mumbai-based real 


_ estate firm Knight Frank agrees. “Earlier, people used to invest in second and 


third houses with the expectation of cashing out when prices rose. In the last 
three-to-four years, though, very few people have invested in residential prop- 
erties solely in the hope of appreciation.” 

Joy Sanyal, the Head of the Western India consulting practice of 
Chesterton Meghraj Property Consultants, sees second-home buyers falling 
into three broad income categories: “Super rich (income of Rs 1 crore- 
plus per annum); high income group (income of Rs 10 lakh to Rs 1 crore per 
annum); and middle-income group (income of Rs 5 lakh to Rs 10 lakh),” with 
the majority belonging to the first category. 

Since most second- and third-home buyers are high net worth individ- 
uals, they seldom resort to loans to fund their purchases. But Renu Karnad, 
Executive Director of HDFC, says banks are comfortable with people servi- 
cing two to three loans and paying multiple ЕМІ8 as long as their incomes 
cover their outgoings and they have not defaulted оп any earlier loans. “Тһе 
number of people servicing two-to-three loans is relatively low—only 
about 10 per cent of total customers,” she says. 

Everyone we spoke to was unanimous that investments in housing prop- 
erties begin to show returns only in the medium to long term. “The quantum 
of returns is a function of investment, location, timing, extent of funding and 
speculative activity,” explains Chanakya Chakravarti, Joint Managing Director 
of Mumbai-based realtor Cushman Wakefield. “It’s not always the best 
properties that appreciate the most,” adds Neotia. “Just as it is easier for a sick 
company’s share to rise from Rs 3 to Rs 6 than a blue chip’s one to double from 
Rs 300 to Rs 600, it is sometimes possible for lesser known, comparatively lower 
end properties to appreciate more than top of the line real estate.” 

To guard against expectations of unrealistic returns, buyers (we’re loath 
to use the term investors in this case) should keep two things in mind. One, 
investments in properties are generally long term, so one should not, as a gene- 
ral rule, expect returns in six months. Two, property prices have entered a stage 


- of stabilisation after the great roller-coaster ride of the 1990s. Since 2001-02, 


prices have started increasing once more, but gradually. “And leasing activ- 
ity for residential properties, which is at a nascent stage in India, generates an 
annual return of 6-8 per cent of the value of the property,” says Chakravarti. 

Within a city, price escalation primarily depends on the availability of infra- 
structure. In Delhi, for instance, areas in close proximity to the Metro Rail line 
have seen prices increase 15 per cent over the past year, between 5 and 10 per 


` cent more than other areas. In Mumbai, residential properties in suburbs such 


as Malad, Mulund, and Thane have seen prices increase at around 15 per cent 
over the past year because of the increase in retail, leisure and entertainment 
options (think more malls in suburbs) and improved connectivity. Prices in 
Gurgaon have skyrocketed for the same reason. “In the last six to 12 
months, some Gurgaon properties have seen prices appreciate 30-60 per cent,” 
points out Pankaj Renjhen, the Head of Corporate Services at Chesterton 
Meghraj. However, these rates are almost certainly the result of a high 
level of speculative activity and other local factors and should not be treated 
as indicative rates of return. People in the trade feel a more conservative 5 per 
cent increase a year is reasonable and can be sustained over the long term. So, 
if you’re not looking to get rich at one stroke, are happy with steady returns, 
and are looking for a hedge against inflation, a second or third home could 
be just what the investment consultant ordered. © 

ADDITIONAL REPORTING BY ABIR PAL AND AMANPREET SINGH 


THE REAL COST 
OF AN ЕМ! 


WNING A FLAT TODAY COSTS 
less than renting one,” says 
Arun Poddar of Poddar Projects, 
who pioneered the condomin- 
ium concept in Kolkata and 
sparked off the exurbia craze 
among the city's upper and 
middle classes. A combination 
of cheap finance, assessee- 
friendly tax breaks and changes 
in rental laws have combined 
to create this happy state of 
affairs. "Under new laws (in 
force in most states) rents can 
be revised upwards every three- 
to-five years," says Poddar. 
"But the emi on your home 
loan—which is comparable to 
rent for a similar flat —remains 
constant over the entire repay- 
ment period. You must keep in 
mind that the real value of the 
ЕМ! keeps declining every year. 
And has anybody ever both- 
ered to find out what the real 
value of an Емі will be 15 or 20 
years from now?” he asks. 
“Also remember, that 
there's no downside risk on the 
investment. If you take a 10- 


i ^ year cycle and compare invest- 


ments in real estate, stocks, 
bullion, or even investments in 
hot sectors like pharma, steel 
or ir, you'll find that real estate 
offers the safest investment 
and is a surefire hedge against 
the boom-bust cycles of other 
sectors," he adds. 
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REAL ESTATE RESOURCE 


If Appreciation Is Your Thing... 


MUMBAI 

Prime properties in locations such 
as Bandra (West), Khar, Santacruz, 
Juhu and Andheri are likely to see 
appreciation of 5 to 10 per cent 
in three to five years. There is in- 
creased construction activity in ar- 
eas such as Malad, Goregaon, 
Kandivali and Powai, as they 
offer easy access to the Western 
Express highway and reasonable 
land rates. Their proximity to new 
commercial hubs like Bandra-Kurla 
and Andheri-Kurla will also help. 
The bottomline: an appreciation 
of 5 to 7 per cent in the next three 
to five years. 


DELHI 


Delhi-satellite Gurgaon, home to 
several multinational companies, 
business process outsourcing firms, 
and a growing number of guppies 
(Gurgaon’s Upwardly mobile 
Prosperous Professionals) is the 
hottest thing going. Property could 
appreciate 20 to 35 per cent in 
the next three years, not least be- 
cause of a high-speed expressway 
connecting Delhi and Gurgaon that 
will be completed sometime in 
2005. Another satellite, Noida 
holds the promise of 15 to 20 per 
cent appreciation over the next 
one to two years, but that’s really 
no comparison. 


BANGALORE 

Three suburbs, Electronics City, 
Sarajapur and Whitefield hold the 
maximum potential for apprecia- 
tion. Reason: the tech campuses 
that are located there and the new 
ones coming up. Thousands of 
well-heeled code jocks are on the 
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Mumbai: Seeing a construction fr 











Kolkata: New ho 











look out for land and property 
close to their place of work. Expect 
prices to double in three years. 


CHENNAI 

South Chennai is happening. 
Houses in the Rs 10 to 25 lakh 
range on Velachery Road and 
Old Mahabalipuram Road could 
appreciate by 100 per cent in the 
next three years. The reason: sev- 
eral IT companies are putting 
down roots here. And in the 
Rs 25-lakh-plus category, prop- 
erty in city boroughs Adyar and 
Tiruvanmiyur isn’t all that bad 
an idea given their proximity to 
the emerging IT belt. 


HYDERABAD 

Villas and bungalows in Hydera- 
bad suburbs Medchal or Shamirpet 
could set buyers back by some 
Rs 25 to 50 lakh, but could app- 
reciate by 100 per cent in the next 
three to five years. 


KOLKATA 
Kolkata hotspot Rajarhat is still 
quite inaccessible. And going by 
the past appreciation (Bengal 
Ambuja’s Udita property nearby 
has appreciated 100 to 120 per 
cent in the last five to seven years, 
and buyers are optimistic that his- 
tory will repeat itself in Utsa, its 
new project in Rajarhat), the area 
may be worth looking at. The other 
hot areas are Salt Lake, Jadavpur, 
Eastern Metropolitan Bypass and 
Ballygunj Circular Road where 
properties are expected to appre- 
ciate 20 to 30 per cent in the next 
six months to three years. Œ 
COMPILED BY SAHAD P.V. 
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The Bullion Angle: Idle Asset 
г Or Great Investment Option? 


A865 2003, EVERYONE, INCLUDING THIS MAGAZINE, 
. thought gold had reached its peak. The yellow 
г Ҹи metal's price shot up to $372 an ounce (Rs 

17,112 at the then exchange rate) and the universal 
opinion was that it was unlikely to go any higher. 

Well, we were all wrong 

January 2004 was a great year for gold: prices rose 
from $343 an ounce on January 1 to $416.25 on 
January 31, reaching a 15-year high. More importantly, 
the domestic price of gold on April 13, 2004 was Rs 
6,040 for 10 grams, up from Rs 6,010 on January 31, 
and just 4.88 per cent off the all-time high of Rs 
6,335 registered on January 12, 2004. 

Gold's intrinsic value as an investment vehicle is 
considerable. “It is a good hedge against currency fluc- 
tuations," says Hiroo Mirchandani, Vice President 
(India), World Gold Council. That makes it a must- 
have in any investment portfolio, a point of view 
that most investment advisors are now coming around 
to. K.V.S. Manian, the head of retail liabilities at 
Kotak Mahindra Bank, for instance, advises his cus- 
tomers to build a diversified portfolio that includes 
gold. “Gold generally has a negative correlation with 
other asset classes, debt and equity." 

However, given the age-old Indian ap- 
proach of hoarding gold rather than trade in 
it, there aren't too many gold-linked prod- 
ucts around (spi апа ICICI Bank аге 
the only banks offering such prod- 
ucts). The market exists: “Last year, 
we sold 123,000 ICICI Bank Pure 

Gold pieces,” says Anup Bagchi, 
b. Joint General Manager (Retail 

Liabilities Group), ICICI 
» Bank. With other banks 
‘mulling the launch of 
gold-denominated 
certificates, it may 
soon be possible to 
trade in the yellow 
metal. You should. 

ASHISH GUPTA 
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| Should You Invest 
| In Commodities? 








ES. AND HERE'S WHY: DIVERSIFICATION INTO 
Үз can help investors reduce their over- 

all risk. Smart investors have always been aware of | 
this and made surrogate investments in commodities. ! 
Direct investments in industrial commodities such — 7 
as steel and aluminum and agricultural ones such as 
rubber and pepper requires a sales tax registration and 
a warehouse. However, commodities futures now 
make direct investment in paper-commodities possi- 
ble. Investors can choose from three exchanges, the 
National Commodity and Derivative Exchange, the 
Multi Commodity Exchange of India Ltd and the 
National Multi Commodity Exchange of India Ltd, 
and start with an investment as low as Rs 5,000. 
Several equity brokers have diversified into com- 
modities trading and the process itself is fairly similar 
to equity trading (down to the extent of possessing a 
demat account). Even better, as long as trades are 
squared off, and there is no delivery, investors do not 7 
have to pay sales tax . “If you expect steel prices to go ee 
up, just buy steel (futures) instead of steel companies,” 
says Satish Menon, Chief Operating Officer, Geojit 
Securities. Caveat: it takes some expertise to make 
money from commodities. For instance, investors 
would do well to avoid buying into bullion now. 
“At the moment the price is on the high side and it 
makes sense to wait for the correction,” says Harmesh 
Arora, Vice President, Bombay Bullion Association. 
Like gold, most commodities go through cycles and an 
understanding of these could prove invaluable. m 
NARENDRA NATHAN 









THE 
He-draws-the-crowds 


The vibrant Shadow Play collection in anti-crease, all-day cotton shirts, worn 
on ultra-cool Featherlite trousers. That's the look that charms colleagues. 
From John Miller - a range of contemporary shirts and trousers styled for the 
executive who makes an impression even at play. 


EXECUTIVE ATTIRE BY 


JOHN MILLER 


Only at 
iIPantaloons 


Ahmedabad | Chennai | Gurgaon | Hyderabad | Kanpur 


Kolkata | Mumbai | Pune | Secunderabad | Vadodara | Vashi 
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COME A PARENT | 


1. GET YOURSELF ADEQUATELY INSURED. WHAT YOU NEED IS ‘COVER THAT 
will take care of the needs of your spouse and child, should something 
happen to you. Calculate the insurance cover by estimating your ex- 
penditure needs over the term of your policy (say the next 20 years). 
You should update your insurance cover to factor in changes in income, 
liabilities and responsibilities. 
2. Start looking at education-linked insurance policies for children. | 
3. Start systematically investing in mutual funds, perhaps, even eq- 
uities. These investments will come in handy as your expendi- 
ture increases. 

4. Invest some money in highly liquid instruments to meet sudden req- 2 
uirements for funds. — - | | | 
5. Open a public provident fund account for your child. 

6. Update your will. “You should write a will once you become fin- 
ancially independent. And it should be reviewed at every significant 
eventuality in your life,” says 5.Н. Bhojani, Partner, Amarchand 
Mangaldas & Suresh A. Shroff & Company. 

7. Review your nominees for bank accounts, investments, loans, and 
insurance policies. “But remember, a nominee is no substitute for a will,” 
says Bhojani. A nominee has the right to receive the money (after your demise), but he 
may not have the right to own it. 

8. Cut down on your liabilities. Reduce your monthly outgo towards various loans. - 
9. Start looking at new avenues of investment. е 

10. Identify, through mutual consent, a legal guardian for your child should something 
happen to you, and formalise this process. 


ET MARRIED 


1. Talk money with your spouse. 

2. If you have changed your name after marriage, make sure to make the change in all | 

your old investments. File an affidavit on the name change. “Many women maintain 

two or more names after marriage (one in their bank account, another in the insurance 

policy, for instance) and they run a risk in the event of a dispute,” says Bhojani. Women 

who do not wish to change their surname after marriage should, ideally, get their mar- 

riage registered to safeguard against any disputes in the future. 

3. Take out an insurance policy (if you haven’t already). You may also want to in- 

crease your insurance cover, 52 4 
4. Review your nominees. Remember, a nominee needs to be registered (by the 4 
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. institution in which you have made the investments). Get a confir- 
|» mation from the institution (bank, insurance company or mutual 
fund) that the name of your nominee has been registered. 

Б. Invest in real estate. When you buy property, it should (ideally) 
be in both your names. 

6. Start investing. You need higher returns to be able to maintain a 
better lifestyle. 

7. Write a will. And if you already һауе; a will, review it. 
8. Consider taking out a pension policy. 
9. Both you and your spouse should open a public provident fund. 
account. 
10. Create an emergency fund to which both of you will 


: OF YOUR PARENTS DIES - 


4. File for life insurance claims. 
2. See if all the nominations are in place. Often investments are in a single name and 
that can cause some inconvenience in case of an untimely death. If that's the case, you 
would need a copy of the death certificate and no-objection certificates from surviving 
family members. 






























3. Look at avenues for investing the insurance 
| money. If the surviving parent is dependant on 
you, it makes sense to invest the money in a 
- monthly-income or a pension scheme. 

4 Check for a will. In case there is no will, fol- 
- low the law of succession of your community. 

5. Hire a lawyer in case there is an inheritance 

.thathastobecarvedup. —. 

‚ Reassess your insurance needs. Ir may go up 

xr down, depending on the number of people 















mediali insurance us if кош 

8. Look at various investment options to ful- 

fill the financial needs of the surviving parent. 

9. If some money comes your way through in- 

heritance, explore investing options. 

210. If the deceased parent had a pension 

scheme, transfer it to the surviving parent. ffl 
COMPILED BY SWATI PRASAD 
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THE SINGULARS 


IN QUEST OF A NEST 
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Bangalore's Mamta Bharadwaj looks like she has got 
most bases covered. But the single mom would do well 
to plan for her retirement and for her daughter’s 
education and marriage. 


FAMILY: Mamta Bharadwaj, 42, Account Director South, Rediffusion Dentsu 
Young & Rubicam (Pr Division); Simran, 13 


SALARY: Rs 12 lakh a year 

ASSETS/INVESTMENTS: Recently bought an apartment valued at Rs 30 lakh 
(EMI: Rs 27,000); Rs 30,000 a year in insurance and education policy 
for daughter; Rs 60,000 a year іп PPF; Rs 40,000 a year in infrastruc- 
ture bonds; doesn’t believe in fixed deposits 


ROHIT SARIN, Partner, Client Associates, recommends: 


@ Mamta should scrap her investments in infrastructure bonds as her 
income is higher than Rs 5,00,000 and she is not eligible for 
a rebate under Sec 88 of the Income Tax Act 


@ She should see whether the cover under the education policy is 
adequate for her daughter’s future education expenses; if not, 
she should top it up with a term policy 


@ She should work out her loan liability and the funds required for 
her daughter’s wedding and cover both with a term policy 


@ Mamta will need Rs 20,000 per month (adjusted for inflation) 
after her retirement, which is 15 years from now. Assuming she 
lives till the age of 75, she needs a corpus of Rs 36 lakh 
invested in debt yielding 6 per cent a year. If she saves 
Rs 1.86 lakh (Rs 1.26 lakh plus the Rs 60,000 she puts in РРЕ) 
every year as she is now doing, and if this grows by 10 per cent a 
year, she would have a corpus of Rs 35 lakh by the time she retires. 
Ergo, she needs to look for some way to generate returns 
towards her daughter’s wedding and education expenses. 

She may invest 20 per cent of her savings in equity 


Since her savings or investible surplus isn’t mentioned, it is probably 
her salary less the EMI, investments, tax (@30 per cent), and living 
expenses (Rs 25,000 a month). This is around Rs 1.26 lakh a year. 


ROHIT SRIVASTAVA, Market Strategist, SSKI Securities, recommends: 


@ Property and fixed investment instruments already account for 30 
per cent of Mamta’s income. She should invest a large part of the 
balance in equities, mostly blue-chips. A portfolio management 
services scheme is not advisable for her 


@ Mamta needs to take out life cover as her daughter is completely 
dependent on her. She can either opt for a pure life cover or a 
combination one that promises paybacks. She has to top this up 
every year changing the allocation of premium when required to 
life cover (75 per cent) or paybacks (25 per cent). She could begin 
with a Rs 10 lakh life cover that will cost her around Rs 20,000 @ 


COMPILED BY VENKATESHA BABU AND SHILPA NAYAK 
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planning at a time when the budget for the year will 
probably be presented in June. Still, that doesn’t 
mean you have to wait till then to plan your taxes, not 
unless you wish to cram an entire year’s tax saving ef- 
forts into nine short months. It is also likely that the 
new budget ushers in no changes in the tax regime: tax 
laws have remained stable these past few years and the 
incumbent Finance Minister indicated recently that 
they will probably stay that way for a few more. 
“Until the new laws are in place, we have to follow the 
existing rules,” says Hinesh Doshi, a Mumbai-based 
chartered accountant. Finally, given the fact that the 
retrograde law about tax-saving investments having to 
= Бе made from income earned the same year has been 
— scrapped, you can invest in tax- -saving instru- 
ments from April 1, and with impunity. Better 
still, these investments will now fetch you re- 

urns for the entire year. 

So, how much should you invest from 
the tax-saving pov (point of view). If your 
“income is below Rs 500,000, you can in- 

vest up to Rs 100,000 and earn a tax re- 
bate of Rs 15,000. The minimum invest- 
ent required for this is Rs 30,000 in in- 
frastructure bonds issued by ICICI 
Bank or IDBI. Just remember this: 
“Since the total limit consists of several 
normal expenses (like PF contribu- 
tion, repayment of housing loan prin- 
~ cipal, life insurance premium, and 
tuition fees), there is no need to in- 
vest the entire one lakh. 


|: SEEMS ODD CRAFTING AN ARTICLE ABOUT TAX 
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Tax Planning For Dummies 


This year’s budget isn’t out yet, but there’s still no time like now to plan 
your taxes. ву NARENDRA NATHAN 


However, the Section 88 benefit isn’t available to in- 
dividuals who earn more than Rs 500,000 a year. Do 
remember to inform your company about your 
investments lest it deducts more tax than it should. 
If that happens, the only option open to you would 
be running around for a refund from the I-T 
Department, a process that could take at least a year. 

Now that you have decided on the quantum of 
your investment, what should you invest in? Go in for 
tax-free instruments. For instance, it makes sense 
to invest in PPF as the returns on it (8 per cent now, al- 
though this may be reduced after the elections) are tax 
free. Have more money to invest? Given below are 
some investments that will fetch you good returns 
without adding to your tax liabilities It makes 
sense to invest in 6.5 per cent RBI Relief Bonds. So 
does investing in mutual funds and having a long 
term perspective on stocks. Section 80L of the 


` Income-Tax Act specifies that income from securities 


is tax free up to Rs 12,000 (Rs 15,000 in the case of 
government securities). “Recently RBI has clarified that 
RBI Relief Bonds are securities and, therefore, eligi- 
ble for 80L benefit to the tune of Rs 15,000,” says 
Kanu Doshi, a Mumbai-based chartered account- 
ant. A word of caution here: Do not be swayed by the 
promise of higher returns. Although LiC's new pension 
policy guarantees an effective return of 9 per cent, this 
income isn’t tax free. 

Finally, a quick tip for pensioners who have 
taken up a job post-retirement: you can treat your 
pension income and salary as two independent 
things and avail standard deduction on both. Ah, 
age has its advantages. 
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1 To Know About 
еге Afraid To Ask | 


other vehicles. Done wisely, this could earn you 
much much more. 














Do really need insurance? 
Insurers will tell you that everybody needs 
insurance and that almost every Indian is un- | 
der-insured. But the real answer lies in your B 
age and the number of dependants. However, | 
medical insurance is highly recommended. = - 



























What policy should | buy for my kids? 

Your (dependant) children don't require life in- 
surance, On the contrary, you need to insure 
your life adequately. However, a policy that 
takes care of your children's educational needs 
may help. À simple way of assessing your in- 
surance needs when you are a parent is to cal- 
- culate your expenditure over the term of the 
policy. Add up your annual expenditure, include 
the funds required for the children's education 
and account for inflation. 



















What policy should | take out if 1 am single? E 
If you have parents who are dependant оп E. 
` you, you must look at a policy that covers | 
your life for a substantial amount. The general | 
rule of the thumb: 10 times your annual in- да 
come. If you are between 30 and 40 years of | 
age and earning around Rs 5 lakh per an- 
. num, insure yourself for around Rs 50 lakh. 

And go for a plain vanilla policy (aka pure life 
_ policy). If you do not have dependants, then · 
-taking out an endowment policy that promises 
reasonable return isn't a bad idea. 










































Who should buy unit-linked insurance? 
Unit-linked insurance is for people who need 
returns on their insurance premium. If you 
don't have the time or inclination to invest your 
money, this may be your best bet. 

































"What policy should | take out when | get married? > 
| Магпаре generally means you need complete | 
insurance cover. It also means you are likely to: ` 
оок at investment options that promise higher- 
than-average returns. However, taking outan | 
endowment policy is not something we would: 
‚ recommend. A better way of looking at insu- 
rance is to see it simply as a cover for your life. 
Typically, you have to pay an annual premium | 
between Rs 800 and Rs 900 on a policy of Rs 
1lakh for a term that could range from 25 
© years (for a 25-year-old) to 15 years (for a 
22 45-year-old). Therefore, if you аге 25 years 014 | 
and think your spouse should get Rs 30 lakh in. 
the event of your death, you need to commit 
Rs 7,140 a year towards insurance premium fo 
а 25-year term plan (Birla Sun Life Term | 
-.. Plan). If you survive the term, you get nothing | 
in return. That may seem like a waste of. 
money, but remember this: premia on en- 
| dowment policies could be as much as 300 рег. 
_ cent those on normal ones and returns on the > take out a life insurance policy that covers 
same are insignificant. Take out a life-only | z -your life for a hefty amount. And get a surren- 
policy, and invest the money that would have | z ; der value from your insurance company. m 
otherwise gone into endowment premia in «0 SWAT PRASAD 









"Should | update my insurance needs? 
Most certainly. You should update your insu- 
rance needs every time your income, liabilities, 
and responsibilities change. 













How do 1 calculate returns on my insurance policy? 
Most insurance policies do not offer a guaran- 
teed return. So there is little sense in breaking 
your brains over returns on insurance policies. 
































How сап | know what my insurance agent does not 
tell me? - 

Agents earn the least commission on a pure life 
insurance policy. That should tell you something. 




























| was taken in by my agent's spiel and took out а 
money-back policy. Does it make sense to surren- 
der the policy? 

Мов ој us are under-insured. So it doesn't 
make sense to surrender your policy. But do 
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depends on how much you have. That’s def- 
initely a silly answer to a smart question. Irres- 
 pective of whether your investible surplus is Rs 50,000 
or Rs 10 lakh, professional help counts. Only most of 
“us resort to insurance agents, friendly stock brokers, 
_and part-time financial advisors for wisdom, advice, 
and investing tips. Unlike most part of the First World 
where financial advisors charge investors a fee for 
their services, in India, the breed earns its livelihood 
through commissions on sales of investment instru- 
ments. Ergo, their self-interest lies in maximising 
their earnings, not worrying about yours. 

However, your job doesn't begin or end with 
hiring an expert (remember, it is your money). The 
first step, reckon advisors such as Jaya Nagarmat, 
who runs Investor Shoppe, a Mumbai-based advisory, 
is drawing up a financial plan that looks at an indi- 
vidual's life from the investing and expenditure 
point of view. Based on milestones such. as, mar- 
riage, children, or buying a house (not all these 
decisions are planned ones), investors should then 


W HO SHOULD MANAGE YOUR MONEY? WELL, THAT 


decide how much money they will put away, and - 


when. Smart investors should be able to draft a fin- 
б ancial plan that lists income, expenditure, future 
cash flows, and the like; not-so-smart ones should 
probably seek the help of a financial advisor at this 
stage itself. Step three involves understanding various 
investment instruments. Magazines such as the one 
you hold in your hand will help, as will financial 
dailies and personal finance websites. Then comes a 
session with a certified financial planner (CFP), a 
genus that is just making its presence felt in India. A 
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ho Should Manage Your Money? 


Don’t go by popular wisdom. Get professional help. ву swa: prasap 





NHVUVG LVÍVM 


СЕР will, for a fee, help you refine your financial plan. 
"The result will not be a get-rich-quick recipe. It will 
likely be something that enables a smooth transition 
to investors as they move through various stages of 
life," says Aniruddha Sengupta, proprietor, ISE 
Personal Finance Services. Remember two things: the 
old computing adage GIGO (Garbage In; Garbage 
Out) holds true here, so if you insist on returns in 
excess of 25 per cent every year, the CFP has no opt- 
ion but to suggest a strategy heavy on equities that 
could well see you lose your little all. Two: do not 
decide to manage your investments yourself as the 
amount is small; “If you lose that money by in- 
vesting it in the wrong instrument, you can never get 
it back," says Rajat Jain, Chief Investment Officer, 
Principal Asset Management Company. — — 

The good thing about investment advisors and fin- 
ancial planners is that there are enough going 
around to cater to the needs of all wallet sizes. Not 
so portfolio managers who insist on a minimum 
investment of anything between Rs 25 lakh and 
Rs 50 lakh. The problem with portfolio managers is 
that most specialise only in securities (stocks and 
fixed income instruments). Still, those investors 
overweight on equity would do well to retain the 


‚ Services of one: better portfolio managers can 


squeeze higher returns out of most stock portfolios. 
Bottomline: seek chartered accountants for advice on 
tax-related issues; insurance agents after you have 
decided what kind of policy to take out, certified fin- 
ancial planners for any investment-related advice, 
and portfolio managers for handling that heavy 
portfolio should you possess one. @ — 
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EMPTY NESTERS 


MIDDLE OF THE 
ROAD PROSPERITY 


Chennai’s Vasudevans are in the autumn of their lives, comfortably 
off, and can look forward to a pleasant future. Here’s how they can 
actually make it better. 


FAMILY: T.M. Vasudevan, 56, retired banker who runs a small textiles business; V. Nappinnai, 53, 
housewife; (son and daughter, both married) 


SALARY: Rs 1.8 lakh a year 

ASSETS/INVESTMENTS: House in Nanganallur, a middle-class neighbourhood of Chennai (acquired 
for Rs 45,000 in 1977 and valued at Rs 20 lakh today); Two shops and one apartment in 
Nanganallur (the retirement benefit of Rs 21 lakh went into these, and into foreclosing 
existing housing and vehicle loans); shares valued at between Rs 12,000 and Rs 15 ,000; 
deposits of Rs 4.5 lakh in ICICI Bank; Rs 1 lakh in mutual funds; no insurance policies. 


RAJIV BAJAJ, Managing Director, Bajaj Capital recommends: 

@ The Vasudevans opt for a medical insurance policy that will set them back by Rs 5,000 a year 
@ They should withdraw Rs 4,00,000 from the deposit, leaving Rs 50,000 for contingencies, 
and invest this in Post Office Monthly Income Scheme to generate a regular fixed return. 
The monthly return from this scheme should be invested in a systematic investment plan 

of a mutual fund with an 80 per cent equity and 20 per cent debt component 


© The shares should be sold off and the proceeds, along with the 1 lakh in mutual funds, 
invested in monthly income plans of mutual funds with an eye on capital growth 


Assuming Vasudevan is a conservative investor and that the rental and business income 
is enough to meet the family’s monthly expenses 


ROHIT SRIVASTAVA, Market Strategist, SSKI Securities recommends: 


© Vasudevan's investment corpus is Rs 21 lakh + Rs 4.5 lakh + Rs 1 lakh. That’s Rs 26 lakh. 
Rentals and his business earn him a return of 8 to 10 per cent. His real estate investments 
(including the house he lives in) and the deposit account for 90 per cent of his portfolio. 
Since his children are settled, he should increase his equity exposure to 20 to 30 per cent 
of his portfolio 

@ He should close his deposit with ICICI Bank and move it to equities 


@ At his age, Vasudevan should avoid PMs or direct investment and opt for a liquid fund 
or a flexible one (equity plus debt) whose equity investments are committed to 
blue-chips and safe sectors 


COMPILED BY NITYA VARADARAJAN AND SHILPA NAYAK 
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Should You Look At 
Fixed Income Schemes? 


They may seem unfashionable, but the answer to that question is yes. 
BY ASHISH GUPTA 


income schemes. First came a wave of scams invol- 

ving non-banking finance companies. Then came 
the fall, and fall, and fall in interest rates. So, fixed-in- 
come schemes should be oh-so-five-years-ago, right? 
Wrong. Most financial advisors believe fixed income 
schemes should still account for 70 per cent of a high 
net worth individual’s portfolio. “We generally advise 
our clients to invest between 20 and 25 per cent of their 
assets in equity and the rest in fixed income schemes,” 
says Rohit Sarin, Partner, Client Associates, a company 
that manages invest- 
ments of high net 
worth individuals. 
“That way, their 
wealth can be preser- 
ved." And so, Natio- 
nal Savings Certifi- 
cates, monthly inc- 
ome plans of banks, 
even RBI bonds rem- 
ain popular. 

At some level, all 
of us are risk averse. 
And fixed income 
schemes hold the 
promise of liquidity, 
assured returns 
(never mind that the magnitude cannot really be 
compared with, say, equity), and come with the 
added benefit of tax cover. Consider Nscs. They assure 
investors a return of 8 per cent (compounded half- 
yearly for six years), and tax rebates under Sections 88 
and 80 of the Income-Tax Act of 1961. There's no 
ceiling to the amount that can be invested and the 
scheme provides for premature withdrawal in four 
years. Thus, a person who invests Rs 1,000 in NSCs can 
earn as much as Rs 1,586.87 in six years. What more 
could a risk-averse individual want? 

Or, consider RBI bonds that promise a tax-free return 


Т“ PAST DECADE HASN’T BEEN GOOD FOR FIXED 
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of 6.5 per cent on five-year bonds or the Post Office 
Savings Scheme that does 8 per cent. “You cannot exc- 
lude such schemes from your portfolio unless the 
government withdraws them," says K.V.S. Manian, 
Head (Retail Liabilities), Kotak Mahindra Bank. These 
returns do look insignificant when compared to the 83 
per cent returns on the Sensex an investor would 
have earned had he invested in the Sensex stocks (in a 
proportion equal to their weightages in the index) 
on April 1, 2003, and divested on March 31, 2004, but 
as Pradeep Dokania, Executive Vice President, DSP 
Merrill Lynch, points 
out, “It is extremely 
difficult to time the 
market perfectly or 
predict, with any 
amount of certainty, 
what is going to hap- 
pen in the next two 
to three years.” Inve- 
stment advisors, 
however, believe inv- 
esting in fixed inc- 
ome instruments thr- 
ough mutual funds 
is a preferred option 


VUHAW NVAIA 


Safety first: For the risk averse, Post Office schemes may be just the thing to doing 50 directly. 


One reason: it is easy 
to enter and exit mutual funds; most fixed income 
schemes have some kind of lock-in period (three years 
for RBI bonds, for instance). Another: it allows investors 
the luxury of investing in government securities. And 
a third: it helps save on taxes since it is now the fund, 
and not the individual investor, that pays dividend tax. 

Caveat: With an increase in interest rates im- 
minent, investors should park their funds in fixed 
income schemes of short duration. “The idea is 
to enhance one’s flexibility and shift to deposits of- 
fering higher returns,” explains DSP Merrill Lynch’s 
Dokania. Good point, that. 


| 


ANSUI 
CITA DESI. 
ASIA PAINTS 


LAXO 


Ме R LUE 
JK TYR 


Working with the Corporate Gods has paid off yet again. 


. UNIQUELY 
Singapore 






















“ІШ onus/Spiit: To stimulate inves- 


tor interest in the scrip, reward 


_ the stock, companies come out with 
bonus issues or split the share. In the 
case of a bonus issue, you will be 
- issued additional shares of the same 
face value. In the case of a split, 
the face value of the share is reduced 
(from Rs 10 to Rs 5, for instance). 





Шіміепе Yield: This figure (in 


рег cent) measures the dividend | 


returns on equity. Just. divide the 


dividend per share by the share į 
price to arrive at this. Remember to i 
exclude special dividends (as the : 


chances of these being repeated 
are remote) before calculating this. 


ШЕ arnings Guidance: Companies | 
in India have recently started provid- : 


ing earnings guidance (projected pro- 


ortant information for the equity 
investors, as the current market price 
is based on future expected earnings. 


Entry/Exit Load: This is the ex- ; 


tra price (over and above the 


of entering or exiting a fund 
scheme. For example, assume 
that the Nav is Rs 100 and the 


you will get only Rs 99 when ; 


you redeem it. 


Expense Ratio: While managing 
funds, asset management compa- 
nies incur several expenses. In ad- 
dition to this, they also charge as- 
set management fee. The ratio of 
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A QUICK GLOSSARY OF 
EQUITY AND MUTUAL FUND JAI 6 


shareholders, or increase liquidity of 





RAJAT BARAN 





of competition. 


| regular income and are also known. 
fit for the coming year). This is imp- : 


as "income funds" 


} types of funds (equity, debt, bal- 
NAV) you have to pay at the time i 


anced), Want regular dividends 


opt for the growth option. 


Wilet Asset Value: This is the 




















| Ш реп/сіозе end funds: Some | 


mutual fund schemes allow you to 
buy or sell units on a regular basis 


; and they are known as “open end” 
| i schemes. But in some other cases, 
Ё you have to invest only at the time 
| of the бапа” initial public offer- 
: } ing and hold on till its maturity 
| all expenses (including the AMC | 
i fee) expressed as apercentage of | 
i total assets is known as the “ех- | 
i pense ratio”. sEBI has fixed a ceiling ; 
i of 2.5 per cent on this; most funds | 
| charge less than this, a function | 
i valuations. First, the net worth (eq- 
i uity 
Wilrowtn/Batanced/Income { 
| Funds: Equity funds are also | 
| known as “growth funds” as they | 
i try to grow your money faster by i 
taking higher risks. Debt funds, on £ 


the other hand, try to earn you | 







date. These are known as “close 
end" schemes. To create some liq- 
шаку some “close end" schemes 


Шів natio: This rio isrelated 10 


capital free 


plus 
reserves) is divided by the number 
| of outstanding equity shares to 


arrive at the book value per share 
(ву). Then, the market price is di- 
vided by this book value to arrive at 
the “р/в ratio". A high P/B ratio 


| (greater than 1) usually means the 


d ". As the name | 
i suggests, "balanced funds" invest in | 
i equity as well in debt. | 


market thinks highly of a com- 
pany’s prospects. 


| P/E Ratio: Also P-E Multiple. Опсе - 
| Growth/Dividend Option: : 
These options are available for all | 


you divide the net profit of a: 
company by number of outstanding 


i equity shares, you get the earnings 
i per share (EPS). P/E ratio tries to 


| to meet your expenses? Go for | 
| the dividend option. But if you £ 
| want your money to grow, just 1 
entry or exit load is 1 per cent | 
each. In this case, you have to i 
pay Rs 101 to buy an unit, while | 


1— жаа 


value at which the subscription or £ 


i Шіоште/Тигтпоуеғ: \ Volume and 


i redemption of mutual fund units 
i is done. It is arrived at by calcu- | 
i lating the net assets of the fund 
| and dividing this by the number | 
| of units outstanding. All open | 
| end schemes declare this figure } 
| on a daily basis now. 


establish the relationship between 
the current market price and the 
Eps. A high P/E usually means 


| valuations are high and that the 


market thinks highly of a com- 
pany’s prospects. .— 





turnover indicate the trading interest 


| in any counter, Volume is the num- 


ber of shares changing hands. This 
multiplied by the share price gives the 
total turnover іп any counter, Il. 
COMPILED BY NARENDRA NATHAN 





are listed on the stock exchanges. eR 
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stong rotational theme ran through the global equity universe in the first quarter of the year, Several markets and sectors that 
f in the fourth quarter of last year, underperformed in the first quarter of 2004. While emerging markets had another 
er of more than respectable retums, india was amongst the few markets that generated negative returns, The other markets to 
negative territory for the quarter were Brazil, Thailand and China; a markets that had a spectacular end to 2003, thereby 


B Once again. the message from the market is tht nd’ fortunes are linked to the ракет within the broader emerging market 
Jat we can vouch for though is that'sentiment towards India is much more ebullient compared to most other markets. 
| equities is: at all time high and access to capital for indian companies is remarkably easy as seen by the huge 
most initial Public Offerings (IPOs). 


both Indian companies and investors need to be wary of the келелі appetite for IPOs. To be sure, most companies 
| Markets need 10 focus more on growth and therefore need. capital but the classic. Asian problem’ has been (0 grow 

much: Tespect for shareholder returns, Low retum projects have often consumed too much money. Investors need to evaluate 
l "оп capital raised and remember that IPOs are not always à quick profit making opportunity. 


Invest in China are currently learning that lesson all over again, Of late, a series of Chinese IPOs saw huge oversubscription to 
< only trade well below issue price on fisting. In the final analysis, markets are efficient and with the last IPO feeding frenzy of 2000 stil 
^. Rot fully forgotten, the market is likely to turn discerning sooner rather than later, 


itis important then to adhere to some rules regarding IPO. participation, As a Fund, we have almost never participated in.an IPO 

With the primary objective of Selling on rapid expected gains upon listing: We: have subscribed to ал ІРО if the company fits-in our 

overall stock selection criteria of a high management quality backed company in а growth: ‘sector with a favourable entry point for the 
investor. As a result, we have been very selective in IPO participation and passed on Several IPOs. 


On the secondary market, our strategy is to be stock specific this year. While we do not foresee any major event-tisk for the 
7 Indian: market, with the national elections in all probability a likely non-event, itis а stretch to expect anywhere near the spectacular 
* .retums witnessed in the equity market last year. in that regard, the erratic moves of the major stock indices in the first quarter are а 
x timely reminder that there is two-way risk in the market. 





















MSGF NAV Performance vis benchmark indices (as of March 31, 2004) 









Morgan Stanley Investment Management 


























has recommended to the Board of Trustees Retums during the year | (+) (91 83.58% 569 
; of Morgan pi ери to approve Returns during the half year (+) (21 25.54% 1 
1 lare, at thei oming meeting, 'ompou Annualised Retu 
а dividend of Rs. 1.50 per unit of face value Last ipea io 18.16% | 205095 | 
m 0 is unit holders of ve (й Last 5 years 8.37% | 12.43% | 
гаће Financial Year ended. March 31, Wy Si fof the sch 527% | 
2004 and also propose to fic May 13, 2004 | | CÙ nce the launch of the scheme | 


24 f 
as the Record Date for the same. She January e 
















The amount of dividend, if approved and 
declared by the Trustees, and related 
dividend distribution expenses. and 
distribution tax would be provided in the 
| accounts of MSGF for the financial year 
72003-2004. То that extent the NAV of 
| МОЕ as of March 31, 2004 would fall оп 
the dividend declaration date. 





„ The Scheme’ 


990 E LI шш TUNE I I RS ee 
[85.075 | 


Unit folders who have either not received or encashed their dividend warrants are requested toforwarda duly 
‘signed written request to Karvy Computershare Private Limited, at the address mentioned herein, indicating 


the details of their investment in the fund. 


сет 4 


then prevailing NAV 





nd - Morgan Stanley Mutual Fund 
у t - Morgan Stanley Growth Fund 
= Morgan Stanley Growth Fund is a closed end Fund :with long-term ‘capital 
will seek to achieve this objective through investment, 
гапа equity-related securities of Indian. companies. ; 


Past performance is по indication of future performance and may not necessarily 


“provide basis for comparison with other investments. Past performance may 


of may not be sustained in future, Distribution tax has been included in the calculation 


of returns. All.returns except for half year and 1 year are compounded annualised 


returns. 


* Performance of the fund has been calculated based on the assumption that 
all ‘dividends during the period have been reinvested in the scheme at the 


МӘСЕ МАУ as of March 31, 2003 is Rs. 22.67 per unit 


MorganStanley 


Growth Fun 
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. State Bank of nds 
Bharat Heavy Electricals 


Herc Honda 
Oil and Natural Gas. Corporation 
Container Corporatión of India 
Infosys Technologies 
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Tala Motors 
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Risk Factors : АЈ eee М 
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the securities 
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indicative of the future: p 
‘offered of assured rate of retum. пен ii 
КЕ ts: ой f sd sécurities may be dem 
Sua) ory Deui: Morgan Stanley Mutual Fund has been set up as a Trust у Morgan Stanley (lability 


to the seed чана contributed). The Board of Trustees of Morgan 
appointed Morgan Stanley Investment Management Private Limited as the asset management company. 
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bt phenomenon 





She’s 


Leaving | 
Home | 


RATHER, SHE'S LEFT HOME ALREADY. FOR SOME 
50,000 WOMEN FROM JHARKHAND, DELHI IS 
THE PROVERBIAL POT OF GOLD AT THE END OF 
THE RAINBOW. AND THANKS TO THEM, THE 
LOCAL ECONOMY BACK HOME HAS RECEIVED 


А BOOST. BY SUPRIYA SHRINATE 


LEARLY, PINK IS IN. IN 
the teeming crowd 
around me, I spot 
pink dresses, pink 
ribbons and hair 
bands, pink lipstick, even pink san- 
dals. Bright lemon yellow isn’t far 
behind, in terms of incidence, but 
pink is clearly ahead. The thought 
crosses my mind that if there’s a US 
spy satellite capturing images of 
this part of New Delhi the result 
will probably be a sea of pink. This 
part of New Delhi is an area 
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encompassing the South Delhi bor- 
oughs of South Extension and 
Defence Colony. The overpass that 
is meant to streamline the flow of 
traffic is clogged. The giggling mass 
of pink (and yellow) has spilled 
off the pavement, narrowing the 
width of road available for motor- 
ists. One driver rests on his horn, 
another gawks at a pink dress, and 
still another leans out of the win- 
dow and addresses a lewd remark 


‚ at a yellow dress. The women 


themselves are oblivious to 


PPS Te 7; 






RITESH SHARMA 
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bt phenomenon 


everything. Dressed in their Sunday 
best—not surprising since it is a 
Sunday—these tribals-turned- 
Christians from Jharkhand are here 
to attend mass, meet friends and 
lovers, and generally have a good 
time before they head back to their 
mundane lives as ayahs, nannies, 
cooks, maids, and housekeepers. 

A few days later, and some 
1,330 kilometres away, I find myself 
in a region where the chances of en- 
countering a Mercedes SLK con- 
vertible and an unmarried girl in 
her twenties are approximately the 
same. This is Simdega, a district in 
Jharkhand that has witnessed an 
exodus of the species. Two days 
here and I have already learnt how 
to identify families that have a Girl 
in Delhi (сір) from those that don’t. 
All houses in tribal areas—much of 
the state’s 79,714 square kilometers 
is classified thus—are mud and brick 
ones with red burnt-mud tiles. The 
last are relatively expensive, 
around Rs 1,200 for a lot of 
1,000, and roofing a decent-sized 
abode could cost anything bet- 
ween Rs 40,000 and Rs 50,000. 
GiD families live in house that 
are new or, at the least, have 
spanking new roofs. They also 
have motorised pumps that draw 
water, and they rear pigs. That’s 
right, pigs: piglets can be had 
for as low as Rs 200, and if fat- 
tened up well, a process that 
takes a couple of months, never 
mind what the Earl of Emsworth 
has to say on the subject, can be 
sold for Rs 2,000. Roofs, pumps 
and pigs seem to be the three 
common accompaniments to 
having a girl in Delhi. 


The phenomenon of Jhar- 
khand’s young women leaving 
home and hearth for an uncom- 
fortable existence in New Delhi— 
the capital is the most attractive 
market for these women; Mumbai 
doesn’t pay as well; and Chennai 
and Bangalore are simply too far 
away—is largely about econom- 
ics. A housekeeper in Delhi may 
help put her siblings through col- 
lege, build a proper house for the 
family (red burnt-mud tiles and 
all), and extend her munificence to 
gifts of the porcine variety. 
Estimates from placement agen- 
cies and the church suggest that 
there are around 35,000 to 40,000 
women from Jharkhand in Delhi 
earning, on an average, around Rs 
2,500-Rs 3,000 a month—salaries 
begin at Rs 1,500 and could go as 
high as Rs 5,000—and sending the 
bulk of the money (around 50-75 
per cent) back home or, as is the 





preferred custom, carrying it with 
them when they go back home for 
Christmas. In number-terms that 
translates into anything between 
Rs 52 crore and Rs 126 crore, a 
substantial amount of money in a 
state where 60 per cent of the pop- 
ulation of 27 million lives below 
the poverty line and the per capita 
annual income is Rs 4,161. 


A Service Economy 

Jharkhand's nanny revolution has 
been engendered by a combination 
of factors: topography, economic 
development (rather, the lack of 
it), the church, and the common 
malaise of indolence that seems to 
affect the male of the species from 
Andalusia to the Andamans. The 
Mundas, Kharias, Oraon, and Ho, 
the main tribes of Jharkhand aren't 
exactly landless. However, the 
state's poor irrigation infrastruc- 
ture leaves these cultivators at the 
mercy of India's mercurial mon- 
soon. In a good year, these tribes 
can hope for one good crop; the 
land is left fallow for the rest of 
the year, although some tribals 
grow vegetables; these are wa- 
tered from their private wells 
and this is where the pumps fit 
in. Jharkhand isn't exactly an 
industrial hotbed either, although 
the state does boast a profusion 
of mineral resources. Santosh 
Kumar, the head of spG Man- 
power Consultants, a Delhi- 
based firm that recruits women 
from Jharkhand for employment 
as maids, nannies, and cooks in 
Delhi, was appalled by the 
poverty he saw on his first trip to 
the state. “I decided never to go 


FORMER MAID HANA TIRKEY (RIGHT) IS PICKING UP THE 


NUANCES OF TAILORING. SHE HOPES TO START A 
TAILORING INSTITUTE WITH HER EARNINGS 
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A MOTORISED WATER PUMP IS AN UBIQUITOUS SIGHT _ 
OUTSIDE HOUSES OWNED BY FAMILIES WITH A "GIRL 
IN DELHI’. JHARKHAND IS AS PARCHED AS IT GETS 


there again,” he says. 

The tribes are matriarchal soci- 
eties; women call the shots and 
some men take the names of their 
wives post marriage. Most men are 
drones and fritter away their time 
playing cards or drinking haria, a lo- 
cal brew. Even the exodus to Delhi 
hasn’t changed anything: I see 
women toiling away in their small 
vegetable gardens and men wan- 
dering around in search of liquor 
and idle companionship. 

Then, there’s the church. The 
first mission was established in 
Jharkhand way back in 1845. 
Today, a significant proportion of 
the state’s tribals are Christians. 
Every village boasts its own parish; 
attendance at Sunday mass and as- 
sorted ‘moral values’ lectures is 
mandatory, and the Catholic nuns 
and priests who run missions teach 
parishoners practical lessons related 
to personal hygiene. Cardinal 
Toppo the Archbishop of Ranchi 
(Jharkhand’s capital) Diocese expl- 
ains that the church also serves as a 
support system, keeping an eye on 
the elderly parents or young chil- 
dren of the women who work in 
Delhi. And the missions run pri- 
mary schools that educate tribals. 
The result is an army of women 
with great work ethic. “Of all the 
women who come to Delhi, the 
most preferred are the ones from 
Jharkhand,"says Jaya Jha, Head, 


Kumar Peronnel Bureau. 


A ‘Girl In Dethi’ 

Sadhanu Bhagat is visibly perturbed. 
The Labour Minister of Jharkhand 
would like to see the state’s women 
stay where they are. To that effect 


he has made it mandatory for every 
woman (or, for that matter, man) 
leaving the state to go work else- 
where to register herself and ob- 
tain an identity card from the state. 
And he has conducted a survey of 
14 of the 22 districts that make up 
Jharkhand to “target the migrating 
population in an effort to provide 
local jobs and opportunities”. Posses 
of police personnel at railway and 
bus stations have been ordered to 
watch for groups of young women, 
and detain them; a move that is 
explained away as something aimed 
at preventing human trafficking, 
although its real motivation is some- 
thing far more sinister and anti-free 
market—preventing migration. 
Like most such measures, how- 
ever, this one is an abysmal failure. 
Young women who make it to 
Delhi and earn a living as a cook or 
nanny become role models for other 
young women back home in 
Jharkhand. At Khunti, I meet with 
Serofina Sarong, a domestic help 
in Delhi who is back home for a 





break. Sarong is a confident young 
woman and her dimunitive 5 ft 
frame exudes an air of confidence. 
In her room, on an immaculately 
arranged table are among some trin- 
kets and cosmetics, a fairness cream 
and a sun block. The envious 
glances other young women, the 
unlucky ones that are yet to make it 
to Delhi, shoot at Sarong are evi- 
dence enough of her standing in 
this society. Or Hana Tirkey's. All of 
19, Tirkey couldn't clear her high- 
school examination and, appalled by 
her family's poverty, followed a 
neighbour to Delhi. She spent three 
years there as a maid, saved around 
Rs 50,000, repaid the family's debts, 
bought and sold 10 pigs turning a 
neat profit in the process, and put 
away some money in the bank for a 
rainy day. Now, she proposes to 
start a tailoring school. 

Tales such as these are common 
in Jharkhand. There's Margaret 
(just Margaret), a 40-year-old who 
came to Delhi over 20 years ago 
and graduated from lowly maid to 
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PIGS ARE SOMETHING MOST WOMEN WHO WORK IN 
DELHI BUY FOR THEIR DEPENDANTS BACK HOME. 


PIG-FARMING IS A LOW-RISK, HIGH-RETURN VOCATION 


highly-paid governess. She put 
a brother through school and 
saw him join the Army, bought 
four acres of land in Gumla, a 
district adjacent to Simdega, and 
has now retired to Ranchi where 
she works as a governess. 
Neighbours claim she has an inv- 
estment of Rs 40,000 with Sahara 
India, a non-banking finance 
company, although the lady her- 
self wouldn't comment on her 
net worth. And there's Ursula, 
who made it as far as Dubai and 
earned Rs 11,000 a month. She 
spent three years there, oversaw 
the marriages of her three broth- 
ers, bought one a bicycle, helped 
another open a grocery store in 
the village, and set up the third as 
a pig farmer. She has since retu- 
rned to India and married a local 
agriculturist, but finds living with an 
"uncivilised" husband difficult. 


Home Economics & More 

Getting to Delhi, or Dubai, for that 
matter, is easy. Placement agencies 
in the capital (estimates put their 
number at 200) recruit local agents 
across Jharkhand's villages; these 
agents scour their constituencies 
for women who wish to work in 
Delhi (or those who can be per- 
suaded to); the agent also carries 
out a background and reference 
check, gets the women to sign a 
contract with the placement firm , 
and puts them on a train to Delhi. 
Apart from agents working exclu- 
sively for them, most agencies also 
resort to freelance ‘guarantors’ who 
serve as an informal employment 
exchange (apart from vouching for 
the women on their roster). 
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Placement agencies pay guarantors 
half a month’s salary of the women 
referred by them. 

The agencies themselves charge 
employers two months’ salary when 
they enter into an annual contract: 
this is binding on the agency, not the 
employees; ergo, if a woman 
deserts her post, it is the agency’s 
responsibility to find a substitute. 
Most agencies double up as 
halfway houses of sorts for women 
between jobs and those that have 
just arrived from Jharkhand. 

The prevalence of public call 
offices (PCOs) in Jharkhand’s inte- 
rior is testimony to the efforts of the 
state’s émigrés in Delhi to keep in 
touch with those back home. And 
B.M. Kar, overseer of the post office 
at Khunti says most post offices in 
the state exist solely for the pur- 
pose of servicing the remittances 
sent back home by these women. 
This, when the majority of 


Jharkhand’s women in Delhi pre- 
fer to carry the cash in person 
when they return home for 
Christmas! Predictably, they re- 
ceive a heroine’s welcome with 
some families organising village- 
wide feasts for their “зе ез5 
daughters”. Not that the men 
back home recognise their eff- 
orts. Any woman who spends 
some time in Delhi is heckled 
for being a Dilli Retire, a pejora- 
tive with associations that range 
from sexual deviance to unde- 
sirable modernity. In a society 
where marriage proposals have 
to be made by the groom’s fam- 
ily, this results in several women 
remaining unmarried. Few tears 
are shed over these. Jharkhand’s 
drones are no prize catch. 

The life of a typical woman 
from Jharkhand in Delhi is far from 
a Cinderella story. Some are duped 
by agents, others framed for petty 
theft and discharged, and still oth- 
ers, assaulted sexually by employers. 
Entities such as Manch and Dom- 
estic Workers Forum, the first a 
non governmental organisation, 
and the second, a forum associated 
with the church educate the women 
about their human and legal rights. 
However, most women nurse ambi- 
tions of saving enough money to re- 
turn home and earn their liveli- 
hood there. They may have picked 
up a smattering of English from 
the mission school, dress fashion- 
ably, and greet people by extend- 
ing their hands spontaneously, but 
deep down, these tribal women 
yearn for the simple and uncom- 
plicated life back home. As long as 
money isn't ап issue. [f 
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5. RAVINDRANATH: The former head of 
beverages business has been charged with 
jumpstarting the FMCG giant's foods business 


ARUN ADHIKARI: The MD-designate has been 
mandated to infuse Lever's home and personal 
care segment with much-needed dynamism 





With its businesses cleaved into two, HLL hopes to be a 
nimbler fighter in the marketplace. Will it be? ву srian САКУАЕНО 
\ 
N THE DAYS AHEAD, 10-12 PER “compensated with regional posi- 
cent of Hindustan Lever (HLL’s) tions”. A few would be redeployed 
60-odd senior managers—right or, to put it more bluntly, demoted. 
from general managers to cat- This isn't some Machiavellian 
egory heads—will find them- plot being hatched by the Unilever 
selves out of Lever House, the head- top brass, but rather a logical exten- 
quarters of the Rs 10,138-crore fast- sion of the restructuring announced last 
moving consumer goods giant. No, fortnight at the $47 billion Anglo-Dutch 
they won't be sacked, but most of them— major's Indian subsidiary. Come May 1, 
in the words of a senior HLL director—will be Chairman Banga will hand over day-to-day i 
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operational management to two “considerably au- 
tonomous” managing directors. Arun Adhikari, 
currently Executive Director (Personal Products), 
will head the home and personal care business 
(along with detergents), and S. Ravindranath, 
Executive Director (Beverages), will take over the 
foods portfolio (including beverages and ice 
cream). *With two MDs, we will now be a more 
empowered and more focused organisation," 
says Banga, with a reminder that “I will (still) be 
fully accountable for the Indian operations." 
And be based in Mumbai, not in Singapore. 

Lever's current management committee com- 
prises 13 members, and the operations are divided 
into five business units (detergents, personal care, 
foods, beverages and ice cream). Under the new 
structure, there will now be just two divisions 
(НРС and foods) headed by the two MDs, each with 
a five-member management committee. The 
newly-cast board will have five members, with a 
Finance Director, D. Sundaram and a Vice 
Chairman, M.K.Sharma, in addition to the two 
MDs and the Non-Executive Chairman. As Banga 
explains, the benefits of such a structure are that 
HLL will now be able to respond more aggressively, 
and respond faster in the marketplace. “It could- 
n't have come at a better time," he adds. 

What also couldn't have come at a better time, 
at least for Banga, is his elevation as head of the 
Asia HPC business, worth $6.1 billion, accounting 
for a little under 30 per cent of Unilever's world- 
wide, and the biggest HPC business for the Anglo- 
Dutch behemoth (bigger than Europe and North 
America). The Chairman swears that the reor- 
ganisation and his elevation are “disconnected”, and 
insiders at HLL aren't surprised by either. “The re- 
organisation is the next phase of the rationalisation 
that Banga kicked off two years ago—and which 
is in line with Unilever's worldwide structure. As 
for his elevation, he's obviously played his cards 
well," says a clearly indifferent HLL manager. 

Banga isn't the first HLL Chairman to make it 
big on the global stage. Predecessor K.B. Dadiseth 
is today head of Unilever's worldwide НРС activ- 
ities, worth all of $22 billion, and another former 
director Harish Manwani heads the $4.6 billion 
North American НРС portfolio. Banga's new post- 
ing is doubtless prestigious but Banga, like 
Manwani, reports to Dadiseth. In his own words: 
“HLL’s revenues today are $2 billion. HPC Asia is 
$6 billion. So I have another $4 billion of respon- 
sibility.” Asia includes Vietnam and Thailand 
(where just as in India Unilever enjoys a dominant 
position), Indonesia, the second largest Unilever 





. TRICK OR TREAT FOR BANGA? 


15 M.S. Banga getting promoted or kicked upstairs? 


| POINT; The restructuring at Lever is a reaction to the company’s 


2 inability to grow, and the competitive pressures being felt in the 
. market place. 

_ COUNTERPOINT: Not true. For one, the reorganisation, and 
. Banga's appointment as President of the Asian нс business 
аге disconnected events. The reorganisation is the logical 
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COUNTERPONT. Yes, yes, yes! HPC Asia is a $6 billion 
. business, with India accounting for roughly $2 billion. So in ef- 
fet, Banga Uer И DUE Vivi Призы. 


PO г. Does ‘Banga deserve a promotion, in the light of 
. Hindustan Lever's domestic woes? 
-.COUNTERPOINT: Of course. Since he took over in 2000, he has 


significantly restructured the company by divesting 7-8 busi- 
esse at a good value. Today ни. has а lean portfolio focused 















|. If growth hasn't come, it has more to do with the 
nter-forces” in the marketplace since 2000, during which 
a determinedly pursued his strategy. 


NT: By making Banga Non- Бл е ranan. and em- 
ing two managing directors, Banga's wings have been 
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business in Asia after India, and the fledgling $350 
million China operations, a late starter, but surely with 
the most potential. 


Lever’s Quest For Growth 

The debate doesn’t so much surround whether Banga 
has been kicked upstairs, but whether he deserves the 
elevation against the backdrop of HLL’s performance 
over the past four years. At least on the surface, Lever’s 
performance has deteriorated since May 2000. Between 
2000 and 2003, HLL’s net sales shrunk, and low-cost, 
nimble competitors have nibbled at its marketshares in 
key categories like soaps, detergents, shampoos and 
toothpastes. In contrast, in the four years before Banga 
took over—when Dadiseth 
was Chairman—HLL was 
growing in double digits—at 
over 30 per cent. Banga, it 
would seem, just couldn’t mai- 
ntain the tempo. So what has 
he achieved to deserve such a 
handsome posting? 

Plenty, avers the Banga 
camp at Lever House. The 
biggest achievement, points 
out one manager, is the “sig- 
nificant restructuring”, dur- 
ing which Banga divested at 
least eight low-margin or non- 
FMCG HLL businesses with rev- 
enues totalling close to Rs 
1,000 crore—including oils 
& fats and animal feeds—all 
at handsome values, making 
HLL a more pure-play FMCG 
than it was pre-2000. “Of 
course, acquisitions are more 
sexy than divestments,” quips 
the manager, with an obvious reference to Dadiseth’s 
acquisition binge, during which he gobbled up diverse 
companies right from ice cream maker Kwality to 
cosmetics major Lakme. 

So whilst inorganic growth did account for a large 
part of the growth between 1996 and 2000, the flurry 
of acquisitions also resulted in HLL being saddled with 
an unwieldy basket of 110 brands. That’s where 
Banga’s second major accomplishment comes into the 
picture: He consolidated the portfolio into a lean, 
sharply-focused range of 35 power FMCG brands. 

Such efforts at consolidation have been noted by the 
Unilever top brass. But a section of analysts points 
out that these initiatives, though noteworthy, aren’t 
enough to hide the shortcomings of HLL in the Banga 
years. Other than the company’s inability to grow the 
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Different Folks, 
Different Strokes 


Two of them were HLL chairmen and the 
other, Harish Manwani, a potential one. 
All are now part of Unilever's global 
operations. How do their portfolios 





Harish Manwani 
HPC, North America 


Ни ако PL. | LT PRY Se TEN Te TENT а ке eT a a ee pe RN OS SEA eI Ty 


topline, there’s also the troubled foods business that has- 
n't been able to enter the black. The ventures that 
were flagged off with fanfare—like e-tailing and confectio- 
nery—haven't yet succeeded in becoming the badly- 
needed growth engines that Lever has been striving for. 

Banga maintains that the new ventures have to 
go through their “incubation period,” and they will 
achieve critical mass in the fullness of time. As for 
foods, the Chairman explains that plenty of progress 
has been made: Operating and gross margins are up, 
gross profits have trebled over the past four years, and 
the company is today in a position to invest in growth 
in this business. “Foods needs nurturing,” says Banga, 
who credits the current Foods head Gunender Kapur 
for improving profitability. 
Whilst Kapur’s new assign- 
ment overseas hadn’t yet been 
announced at the time of 
writing, Lever insiders are 
pretty sure it’s going to be a 
“hot posting for a hot guy". 
“T will miss him, but there’s 
no dearth of talent at HLL,” 
smiles Banga. 

It will now be largely up to 
Adhikari—who effectively will 
be responsible for 68 per cent 
of HLL (the HPC business has 
revenues of Rs 6,800 crore) 
and Ravindranath—who in- 
cidentally began his career in 
HLL on the non-management 
side—to marshal that pool of 
talent, with Banga providing 
the strategic leadership and 
operational direction. Besides 
enabling a sharper focus, more 
aggression, and faster deci- 
sion-making, the new structure with Banga as the Asian 
НРС head honcho enables Lever to think pan-Asian, 
much like competitor Procter & Gamble does. For 
instance, HLL can look at sourcing opportunities from the 
region, thereby reducing costs wherever possible. 

The new structure will come into play from May 1, 
and the next couple of weeks won’t be without their 
share of unease, as managers get accustomed to new 
reporting relationships. But going by the action at 
Lever House, you could be forgiven for believing a new 
aggressive and nimble Lever is already in place. At 
the time of writing, the haircare managers were ready- 
ing to launch Clinic Plus with a lower price tag, and a 
host of similar such initiatives were in the works. Banga 
may be on a new high, but back home HLL still has to 
battle familiar demons closer to the ground. 
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Indian Colours 


In just three years, IBM India has struck—dig this—local 

outsourcing deals worth nearly $1.2 billion. With Daksh 

. now in its bag, the company is gearing up for an even 
bigger push in services. sv VENKATESHA BABU 














O THOSE WEANED ON THE SOFTWARE 
-capital’s images of lush green corporate 
campuses dotted with gyms, food courts, 
and even mini golf courses, IBM India's 
ғ four-storey headquarters оп Bangalore’s 
- Bannerghata Road will seem unremarkable. It is a 
squat, rectangular building, with an overdose of glass 
and chrome. Inside, the grey-blue cubicles that hog the 
chunk of the building’s 100,000 sq. ft. of space are star- 
ker still. They are sparsely furnished, 10x10 ft., and 
designed perhaps not so much to win architectural 
awards as customer orders. 
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That's fine by Abraham Thomas, the company's 
Singapore-born Managing Director of Indian origin. 
Although the sun outside is unusually hot for an April 
afternoon, the 41-year-old Thomas (or Abe to friends 
and colleagues), dressed in IBM's corporate colours of 
dark blue suit and white shirt, and sporting his trade- 
mark goatee, is in high spirits. That's easily explained. 
Just 10 days ago, IBM announced its acquisition of 
Daksh eServices, a Gurgaon-based, 6,000-employee 
BPO, for an estimated price of $160 million 
(Rs 720 crore), As he walks into the conference room, 
Thomas hollers a cheerful hello to СЕО Amit Sharma, 
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Abraham Thomas, MD, IBM India: After three successful 
years in India, he is set to move out 


who reveals that he is finalising a deal for an additional 
80,000 sq. ft. of office space next door. “Don’t talk 
about our growth or numbers, Business Today is 
here,” Thomas tells Sharma in mock alarm. 

Yet, growth, rather turbo-charged growth, is all that 
Thomas and his team, it seems, have talked about 
ever since he came in from Singapore to take over the 
India operations in January 2001. The figures speak for 
themselves. In the last three years, IBM India has nearly 
doubled revenues to Rs 2,800 crore; the headcount has 
soared from 3,000-odd to more than 9,200; in hard- 
ware, where IBM then was a distant number three to HP 
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апа Compaq, it has risen to leadership status in note- 
books, tied with HP in the server market, and bucked 
the trend in commercial desktops, where MNC brands 
have been either stagnating or shrinking. 

On the exports front (IBM would not disclose cou- 
ntry-specific numbers), BT learns that it has doubled 
its manpower to 8,000. The one piece of the services 
jigsaw, BPO, missing for long, has been fixed with the 
purchase of Daksh. Sure, IBM did have a small 450- 
member operation going, but it neither had scale nor 
the big-ticket customers that one would expect Big Blue 
to have. Daksh, with its huge workforce, interna- 
tional presence, and big telecom, insurance and internet 
customers, makes an ideal fit (more of that later). 

In fact, things at IBM India are looking so good that 
six months ago the global headquarters in Armonk, 
New York, decided to deploy a “BRIC” strategy of its 
own and appoint a pro-consul to do the long-term 
strategic planning. Their choice: Inder Thukral, an 
Indian-American, who has joined the team as Director 
of strategy and marketing. Although Thukral, 39, 
would not comment on the specifics of his role, BT un- 
derstands that apart from long term strategic planning, 
one of his responsibilities would be to look for ac- 
quisitions such as Daksh. Says Thomas: “Our intention 
is to become the number one player in the domestic IT 


Prized Catch 


IBM has landed some big outsourcing deals. 














Company Deal Tenure* Size** 
ABB 120 

BHARTI TELE-VENTURES 3,450 
SIEMENS 

SYNDICATE BANK _ 

WHIRLPOOL 








* In years ** Rs Crore 
market, be it software, hardware or services.” 


In the Footsteps of Armonk 

Three years ago when Thomas arrived in Bangalore, 
IBM India was primarily a box seller. Of the Rs 1,600 
crore in revenues, nearly Rs 1,400 crore came from 
hardware and exports. A bare 10 per cent came from 
services. But with Samuel Palmisano taking over as the 
CEO from Lou Gerstner, it was expected that there 
would be greater thrust on services. After all, it was 
Palmisano who first led ІВМ down that path—at least 
in any significant way. Today, services account for al- 
most half of 1BM’s $89 billion (Rs 3.9 lakh crore) 
global revenues, but a staggering 60 per cent of the 
profits. Not surprisingly, IBM India wants to go the 
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BEATING THEM AT HOME 


T IS INTRIGUING THAT INDIAN TECH COMPANIES, WHICH 

have built a $12 billion-a-year business out of 
providing IT services to companies around the 
world, have more or less ignored the domestic 
outsourcing market. As a result, the local market is 
dominated by multinational ІТ vendors such as 
IBM, HP, EDS and Accenture. What explains the 
Indian tech companies’ apparent lack of interest in 
their own market? “We have been focused on the 
domestic market for more than a decade,” disputes 
Mervin Fernandes, ур and Global Head (Sales 
and Marketing, Banking Unit), Infosys. “But one 
has to realise that it is all about prioritising. If it 


same way. And it has already made a big start. 

Over the last three years, the wholly-owned sub- 
sidiary has bagged some huge services contracts. In 
March 2004, ІВМ signed up Bharti Tele-Ventures for a 
10-year outsourcing deal valued at a whopping $750 
million (Rs 3,300 crore). Before that it had bagged con- 
tracts from Siemens, Tata Steel, Whirlpool, Syndicate 
Bank, ABB, Bajaj Auto and Indian Oil in the face of 
competition from home-grown tech champs and global 
peers. Currently, almost 30 per cent of its revenues 
come from software and services. 

It’s easy to see why IBM wants a bigger piece of the 
services cake. It's not just more profitable, but growing. 
What started out among Indian 
companies as small-scale payroll 
or HR outsourcing has turned 
into large turnkey projects invol- 
ving system and network inte- 
gration, maintenance and devel- 
opment. Ravindra Datar, 
Principal Analayst at Gartner 
India Research, says that the mar- 
ket for such outsourced IT serv- 
ices in the country was worth 
$1.45 billion (or Rs 6,600 crore 
then) and could double by 2007. 
“As Indian companies globalise, 
they are looking at partners who 
can help focus on their business 
by taking away pain points in 





makes more sense to deploy our, say, system 
integration resources in the international market, 
we will do it. Finally it is all about priority and prof- 
itability ^ But expect more focus on India. Infosys 
and Wipro recently joined hands to snag a Rs 90- 
crore deal from Vijaya Bank. Wipro Infotech on its 
own has bagged contracts from Colgate-Palmolive 
and the Indian School of Business. Says T.D. 
Thandava Murthy, Chief Executive (Professional 
Services Division), Wipro Infotech: "The kind of 
quality-cost-value equation that we bring to the 
table will prove to be a winner in the long run." 
The MNc rivals had better take note. 


technology and that is why IT outsourcing will continue 
to grow," Datar points out. 

It's not surprising, says Ashish Kumar (Country 
Manager), IBM Global Services, that IBM has been walk- 
ing away with the bigger deals. These are large annuity- 
based (meaning recurring income), long-term deals that 
involve everything from consulting to systems integ- 
ration to application development and deployment to 
routine maintenance. And IBM, Kumar points out, has 
done this internationally. *We understand the entire gen- 
eration of technologies that have evolved—right from 
mainframes to mini-computers, from client-server tech- 
nology to network computers to today’s e-business on 
demand," Kumar asserts. 

Surprisingly, pulling the 
services business up by its boot- 
straps didn't prove too difficult 
for IBM. For instance, Thomas 
points out that when they did 
the Syndicate Bank deal they 
had international experience of 
having done a similar deal for 
DBS bank. “Similarly, we had 
done an outsourcing solution 
for an international pharma gi- 
ant. When an Indian pharma 
company was looking for a so- 
lution, IBM had exactly what it 
was looking for," he says. While 
the international experience 
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APART FROM LONG-TERM STRATEGIC PLANNING, PRO-CONSUL THUKRAL'S 
RESPONSIBILITIES WOULD INCLUDE SCOUTING FOR ACQUISITIONS SUCH AS DAKSH 
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~ Indian subsidiary must get there too. 
22222 Іп hardware, price cuts, better positioni g of prod- 
E ies and a wider product. offering seem to have led to 

. the upswing. For example, in servers, where the $371- 

< million market remained flat for two years before reg- 
.  istering an impressive 25 per cent growth last year, IBM 
the year before rationalised an array of servers esoter- 

_ ically tagged i, p, x and z that made sense to IBM but not 






IN HARDWARE, PRICE CUTS, BETTER POSITIONING OF PRODUCTS AND A 
WIDER PRODUCT OFFERING SEEM TO HAVE LED TO THE UPSWING 


| helps, it is also clear that Thomas himself has been 
| driving the push in services. Simply because the par- 
ent derives half of its business from services, and the 





` the customers, under a simple and uniform eServer 
range. Although cleaning up the alphabetical clutter may 
seem like a non-event, it seems to have had an impact. 


While the overall server market grew by 26.5 per cent. 


last year, BM notched a 56 per cent growth to tie 
with HP's marketshare of about 32 per cent. 

It even managed to crack the low-end server market, 
which has traditionally been its Achilles’ heel, and 
emerge the leader with a 38.2 per cent share. Says 
Swarup Choudhury, УР and Country Manager (ІВМ 


LL Systems & Technology Group), 18м India: “We have 


achieved this phenomenal growth due to 1BM’s strong 
technology roadmap for its products, proven price to 
performance superiority, focus on the top end as well 
as on the small and medium businesses market, backed 
by our e-business on demand strategy. We intend to fur- 


| ег consolidate our marketshare this year." 


In notebooks, a $183-million (Rs $23 crore) mar- 
ket, IBM has for the first time emerged the top seller both 
in terms of units and value. In 2002-03, it sold 23,750 
notebooks worth an estimated Rs 269 crore ($57.1 mil- 
lion). What helped? Partly the market itself; demand 
grew a whopping 72 per cent thanks to а sharp drop in 
Customs (from 39 to 19 per cent) and Excise duties 


The Big Push 


ІВМ India has revved up revenues over 
‘the last three years. 


“1999-00 200000 200102 
22 Figures are in Rs crore, and include software exports 
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Figures in Rs crore 
Services and software revenues do not include those 
from BPO, including Daksh 


(from 16 to 8 per cent); increasing demand from mo- 
bile workers and the soHO segment as opposed to tra- 


ditional corporate users; and the complete absence of 0” 


а grey market in the notebook segment. 


Now 18м wants to consolidate its lead, says v, 


- Personal Computing, Alok Ohrie, by pushing a laptop 
under the psychologically i important price barrier of 


Rs 50,000. In desktops, where it is present only in the 
commercial segment, the company has managed to 
buck the trend and increase its marketshare by a sig- 
nificant 2 per cent in two years. It is now expanding its 
unit in Pondicherry, where it assembles and tests its PCs, 
laptops and entry-level servers. Thomas, however, 
wouldn't reveal the quantum of investment. 


A Balancing Act 

There are two reasons why IBM has been able to gain a 
quick headway in the domestic outsourcing market. 
One, of course, is the sheer depth of its offerings—ir not 
only makes hardware, but has the expertise to plan, de- 
ploy and maintain tT infrastructure of any scale. The 
other reason is the Indian IT services companies’ lack of 
focus on the domestic market. But that is fast changing 
(See Beating Them at Home). 

In an unprecedented move recently, billionaire- 
newbies and arch rivals Infosys and Wipro joined 
hands to bid to wire up 360 branches of Vijaya Bank. 
Although almost all the service providers bid for it, the 
local vendors walked away with it partly because they 


quoted a relatively low price of Rs 90 crore to do the - 


work. Infosys will bring its banking software solution 
Finacle to the table and Wipro will do the end-to- 


end implementation of the solution. Both the supremos > 


of Infosys and Wipro—N.R. Narayana Murthy and 
Azim Premji, respectively-~said that such partnering 
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could become more frequent. As 
Premji put it, “We will compete in 
the morning and partner in the 
afternoon.” 

For ІВМ, the new-found friend- 
ship doesn’t augur well. While 
almost nobody questions its com- 
‚ petence, it does have a price struc- 
· ture more expensive than that of 
E Wipro or Infosys. (Thomas, of 
| course; denies that IBM India's 
- costs are higher.) Says M.S. Kapur, 

- Chairman and Managing Director, 


SERVERS 


DESKTOPS 


players including some MNCs, 
. Wipro and Infosys suited our 
requirements. better.” 

Then, 18M has to grapple with 
the “one throat to choke” criticism 
often levelled against it—prima- 
tily by rivals. The argument goes 


Flexing Its Muscle 


IBM's marketshare in hardware is 
growing in all segments. 
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revenues aren’t growing as rap- 
idly. That’s another thing Arm- 
onk wants fixed. 

How does Daksh fit into this 
changing story? Given the sensi- 
tivity of the subject (outsourcing), 
Thomas is reluctant to say any- 
thing more than what Armonk 
has already said in its press release 
announcing ‘the acquisition. But 
the answer is not too hard to see. 
For a little over a year now, IBM 
has been operating a 450-people 
BPO unit in Bangalore. But ramp- 
ing up operations or attracting 
some heavy-weight customers 
hasn't been easy. With Daksh, it 
not just gets a three-year-old com- 

..pany with more than 4,000 seats | 
and 6,000 employees, but big cus- 
tomers such as Yahoo!, Sprint 
PCS and Amazon, besides an in- 





that since IBM makes everything 
itself, it often puts its own interests 
above those of the customer. 
Thomas bristles at the accusation. 
“Not true. There are several in- 
stances where we have partnered 
with companies like Infosys or 
i-flex," he says. *Whenever some- 
body brings value, we are willing to 
collaborate. After all, the final arb- 
iter is the customer." Going by 
IBM's recent wins, the customer 
doesn't seem too bothered by the 
alleged throat choking. 

In hardware, especially desktops and notebooks, BM 
“will have a renewed нр to reckon with. According to 
Shuchi Sarkar, Head of Marketing (Personal Systems 
Group), HP, there were certain product changes and 
supply problems that affected its sales in notebooks in 
2002-03. “But those issues are behind us and HP will re- 
emerge as the market leader this year," asserts Sarkar. 


NOTEBOOKS 


.. More Than а Market 


г While ІВМ is here to sell its products and services, it also 
sees India as a huge resource base. Its exports are 
8235 million (Rs 1,057.5 crore), and in the last one 
year alone it has doubled its headcount in this unit. 
Thukral emphasises that software exports is not just 
about low-end coding, but high-end software devel- 
opment. "The software products are sold not just in 
India but globally," says Thukral. But by all accounts, 
the exports unit is a bit of a drag. Although it has 8,000 
people, or 80 рег cent of the workforce, on its payrolls, 
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ternational presence іп Manila, 
the Philippines. Some of Daksh's 
customers, such as Hewlett- 
Packard, may leave post IBM's en- 
try, but many others may want to 
send more business Daksh's way. 
“In an era when customers are 
looking at vendor consolidation, 
a player like 18M automatically 
gains an edge if it has more com- 
petencies,” says Thomas. 

Perhaps, but ІВМ may have a 
road bump coming up. BT learns that Thomas is mov- 
ing out (his family has returned to Singapore, . and 
Thomas himself has checked into the Oberoi hotel in 
Bangalore) and that a replacement will soon be anno- 
unced. "It is not for the media or even me to decide on 
my role," is all that Thomas would say when asked 
about his moving out. In the past, IBM has hinted that 
a local Indian executive may one day get to run the 
show. But it doesn't seem to be happening this time 
around, although Alok Ohrie, УР, Personal Computing 
Division; Ashish Kumar, Country Manager, Global 
Services; and M. Ganesh, Director, SMB Business, are 
being seen as those in the running for Thomas’ job. 
However, it’s more likely that an expat such as Frank 
Luksic (ex-Country Manager, Software Group, India) 
or Thukral himself will get the corner room. 

No matter who succeeds Thomas, the task is cut 
out: That person must not just keep up the momentum 
provided by the soon-to-depart мр, but accelerate it. 
Armonk will be watching. 
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Baddi's early bird, the textile major has lined up a slew of investments worth Rs 250 crore 


A BALMY 

March morn- 

ing, the 50,000- 

strong sleepy 

township of 

Baddi, nestled 

at the foot of 

the Himalayas, is waking up to 
the sweet smell of new investment. 
Amidst bushes of rhododendrons, 
soaring eucalyptus and the 
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ubiquitous safeda trees, FMCG ma- 
jor Colgate-Palmolive has set up a 
small yellow hut with red roof on 
a four-acre piece of land. There 
are construction workers and site 
engineers scurrying about. The 
project manager, Deep Luthra, is 
wearing a bright yellow hard hat 
and a Cheshire cat grin. “Welc- 
ome,” he says, his face beaming, as 
we enter the hut, which is devoid 


of any furniture. We decide that it’s 
a better idea to stand and witness 
the 30-odd men clearing the land 
of weed and shrubbery, carrying 
loads of bricks to this barren facil- 
ity so that the company's Rs 55.7- 
crore toothpaste manufacturing 
project can be set up, as our host 
Luthra put it, in “real quick time”. 

A stone’s throw away, new-age 
masons and workers chisel away 


The company plans to spend Rs 80 crore on additional spinning capacity 





It is investing Rs 30 crore in expanding its tablets and capsules facility 
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Pharma and FMCG majors have lined up 


big investments in the area. 
COMPANY PROPOSED INVESTMENT 
HLL Rs 150 crore 


Torrent Pharma Rs 70 crore 
Colgate-Palmolive Ё 55.7 crore 


Cipla Rs 55 crore 
Dr Reddy's Laboratories Rs 40 crore 
Alembic Rs 30 crore 


Pidilite Industries Rs 22.2 crore 
Ranbaxy Promoters | Rs 20 crore 


Wipro Rs 20 crore 
Havell's India Rs 16 crore 
Cadbury India Rs 15 core 
Wockhardt Rs 13 crore 
Cadila Rs 10 crore 
A Sample List 


on a semi-finished structure. That's 
the three-acre facility of Wipro 
Consumer Care. We learn that 
Wipro has also acquired two other 
plots not very far from where we 
stand, to bolster its hardware man- 
ufacturing business. Total invest- 
ment: Rs 20 crore. There's more. 
Drug majors Ranbaxy, Cipla, Cadila, 
and Wockhardt have bought 20 
acres each and Dr Reddy's Labs 26 
acres in the Baddi-Barontiwala- 
Nalagarh belt. It's boom time in 
Baddi, and everyone's invited. 

The 23-sq km of industrial belt 
has attracted 745 units with an in- 
vestment of Rs 1,339 crore over 
just the past one year. Most of the 
units are small, but there are some 
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big ones as well like Godrej’s, which 
started construction on its Rs 16.1- 
crore project last August, but had it 
up and running by January this 
year. Another 774 units, including 
FMCG giant HLL, have proposed Rs 
2,592 crore of investments in the 
belt, which accounts for three- 
fourths of all investment into the 
state (See Beeline To Baddi). Just 
why is the Baddi-Barontiwala- 
Nalagarh belt booming? 


Lured By Sops 

The answer is simple. In January 
2003, the Himachal Pradesh gov- 
ernment announced a string of sops 
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11 per cent compared to another 
unit, say, in Maharashtra.” 

To level the playing field, the 
state government has extended the 
benefits to existing units, provided 
they increase capacity by at least 
25 per cent. Not surprisingly, they 
are game. Vardhaman Spinning, 
which came to Baddi way back in 
1991, has lined up investments 
worth Rs 250 crore; Birla Textile 
Mills plans to spend Rs 80 crore in 
adding new spindles; Indo-Farm 
Tractors is upping capacity to 6,000 
units a year at a cost of Rs 20 crore, 
and Unichem Laboratories is also 
spending Rs 30 crore on its tablets 


The company's Rs 16-crore unit was up and running in under six months 


to lure industries. On offer were 
100 per cent excise duty exemp- 
tion for the first 10 years, 100 per 
cent income-tax exemption for the 
first five years of operations, and 
subsidy on capital investment in 
plant and machinery. Besides, power 
in the state is cheaper by Rs 1.88 a 
unit than in neighbouring Chandi- 
garh. Says T.K. Dawar, local pha- 
rma unit head of Dabur, which first 
came to Baddi in 1994 and has six 
units in the same location, and 
planning another Rs 6 crore in in- 
vestment: “With the excise and in- 
come-tax holiday, a pharma unit 
here can end up with a net gain of 
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and capsules manufacturing facil- 
ity. Says Sachit Jain, Executive 
Director, Vardhaman: “When we 
came to Baddi 13 years ago, there 
were virtually no units here.” 
There are two more reasons why 
the industrial belt is roaring. One, it 
is a convenient manufacturing hub 
that provides access to markets in 
northern India. In fact, Hoshedar K. 
Press, ED and President, Godrej 
Consumer Products, says that since 
soaps are a freight-intensive product, 
Baddi will give the company *an 
edge" over other manufacturing lo- 
cations such as Assam in terms of ef- 
fective distribution. A Colgate- 





Palmolive spokesperson also cites 
easy access to northern markets as 
one of the reasons why the com- 
pany is building a unit in Baddi. 

The other advantage, companies 
here say, is an “approachable” gov- 
ernment. А friendly and popular 
bureaucrat, Chand Sharma, heads 
the Single Window Clearance 
Agency. In fact, Cipla had come to 
check out Baddi with Uttaranchal as 
an alternative in mind. But last win- 
ter, Cipla's director Devender Singh 
met with Sharma and representa- 
tives from another pharma com- 
pany that has investments in the 
belt, and signed up in just two days. 
Today, Cipla is investing Rs 55 
crore in Baddi. Also, there is no 
known blue-collar militancy in the 
area. Says L.K. Pradhan, GM, 
Unichem Laboratories: “We have 
150 people working in our unit 
here, but there’s no labour issue.” 

But the industrial belt isn’t with- 
out its share of problems. The ter- 
rain is rocky, the water table can 
drop as low as 450 feet. Besides, 
reaching Baddi is a nightmare. One 
has to take the National Highway 
21 that leads to Shimla and turn left 
on NH-21A, a narrow 20-km stretch. 
of potholed and unlit roads. But 
the state’s Additional Chief 
Secretary, Renu Sahni Dhir, assures 
that “80 per cent of the alterna- 
tive road route is complete” and 
work on the remaining stretch, 
which comes under Punjab’s pre- 
view, is being pursued by the: 
Himachal Chief Minister person- 
ally. What also affects units in the 
area is the truckers’ mafia. 
According to D.L. Birla, Executive 
Vice President, Birla Textile Mills, 
the freight rates are higher by “one 
rupee per kilo of yarn”, 

But as we hit the highway back 
to Delhi, we see at least another 
dozen projects in various stages of 
completion. Obviously, the infra- 
structure hassles are nothing that 
a generous state can’t get companies 
to live with. ШІ 


Associates and Analysts - 


for a global private equity fund 


Baring Private Equity Partners (BPEP), is a successful private equity. 
fund, having its headquarters in London. Advisors for Assets in 
excess of $ 200 Million in India, BPEP offers a challenging, 
professional work environment and is currently seeking the 


following professionals for its operations in India: 


Associates 


Top performers with 5+ years in investment, research, finance 
and consulting. They must be Management Graduates (MBAs) 
from top business schools in India or abroad. Additional 
qualifications in law, accounts and engineering would be an 


advantage. 


"e Analysts 


Minimum 2 years of post qualification experience. Star 
performers with an analytical bent and academic foundations in 
finance, economics, statistics are ideally suited. 

Corporate standards demand exceptional written and oral 
communication skill in addition to proficiency with computers. 
Initiative, attitude and flexibility of location are pre-requisites. 
Please forward your CV along with 2 references within the next 
7 days to promila.karnani@bpepindia.com or fax to 
011-23350863. Please include a paragraph on your career 
objectives as part of your CV. 
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COMPANIES 
TO WORK 
FOR IN INDIA 


А BT-Mercer-TNS study | 


More details on 
www.business-today.com 











EST A 
The BT-Mercer-TNS study gets off 


Е YEARS AGO, BUSINESS TODAY 
pioneered the concept of work- 
place surveys in India. Three edi- 
tions of the survey down the line, 
we've tweaked the methodology 
some, changed partners, and pio- 
neered what we believe is a process 
that will set the benchmark for all fut- 
ure qualitative surveys. 

The best companies to work for in 
India will be arrived at on the basis of 
a process that involves an under- 
standing of the HR processes of com- 
panies, a survey of their employees, 
and a survey of their external stake- 
holders such as B-schools, placement 
firms, and alumni. The third is, we 
believe, a significant improvement 
over the process used in previous 
years. That, though, isn't why this 
survey will set a benchmark. 

The spectre of conflict of interest 
looms large over all qualitative sur- 
veys that involve domain expertise 
and, consequently, a research partner 
with the requisite proficiency. 
Business Today partners with pre- 
mier consulting firms for expertise- 
based surveys such as this one. 
However, the same consulting firms 
work with the companies partici- 
pating in the survey, very often in the 
same areas. The issue of conflict of 
interest in a quantitative survey can 
be ruled out. For instance, Business 





Why this year's survey is different. And how. 


Today partners with KPMG to iden- 
tify India's best banks every year. 
KPMG has a huge banking practice 
and representatives from the same 
work on the survey. However, the 
methodology is purely quantitative 
and based on numbers gleaned from 
the financial statements of the banks. 
But qualitative surveys are a different 
cup of tea altogether. 

To cut to the chase, here's the in- 
novation of this year's survey: BT's 
partner in this exercise is Mercer 
Human Resource Consulting, an 
international HR consulting firm. 
However, while Mercer has develo- 
ped the methodology of the survey 
and will arrive at a short-list of the 
best companies to work for in India, 
the entire front-end of the survey, 
and the data collection and aggre- 
gation will be managed by interna- 
tional market research major TNS’ 
Indian arm. The research firm will 
present summary reports for short- 
listed companies on an anonymous 
basis to Mercer. The consulting firm 
will present a list of proposed rank- 
ings to Business Today that will put 
names to numbers, and present 
these to a jury that will decide on 
the final ranking. 

Fair. Free. And faultless. Just 
the way this magazine likes its 
surveys to be. 


1165 . 
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the ground. Here are the details. 


HE ‘BEST COMPANIES TO WORK 

For In India' study has been 
designed keeping in mind the prin- 
ciples of accessibility, online up- 
dation, transparency and confi- 
dentiality. The study extends to a 
period of two months of gaining an 
understanding of the people prac- 
tices and perceptions of key stake- 
holders of the participating com- 
panies. The survey will be con- 
ducted online through interactions 
with various stakeholders of the 
company. Each stakeholder will 
be given a separate ID and pass- 
word giving access to only the par- 
ticular questionnaire that he/she 
is required to complete. 

The various stages of the survey 
relating to interfacing with rele- 
vant stakeholders on seeking their 
views and perceptions are des- 


cribed below: 


Eligibility to Participate: Interested 
companies will provide their con- 
tact and eligibility information to 
the survey administration team. 
To be eligible, the company must 
be at least four years old in India 
and have a minimum of 200 mana- 
gerial staff in the country. 


Compariy Overview: If found eli- 
gible, the key company contact will 


The Process Steps 


be asked to provide. information 
relating to certain financial and peo- 
ple-related aspects through a pre-de- 


fined. format on the survey site. 


The steps that follow involve: 
1. Getting an in-depth under- 
standing of HR processes and poli- 
cies of the company such as rec- 
ruitment, performance manage- 
ment systems, HR Information 
Systems, etc. The company contact 
can provide it online or offline. 
2. Gaining an insight into how 
employees perceive their company. 
Through an online questionnaire, 
a sample of the employees will be 
contacted to provide feedback on 
the effectiveness of the HR pro- 
cesses and systems, culture, align- 
ment of their position with orga- 
nisational goals and the efficiency 
of HR, among others. 
3. Obtaining information on the 
perceptions of key stakeholders 
such as campuses, placement agen- 
cies, industry forums, alumni and 
new joiners. Through an online 
questionnaire, a sample from this 
set will be contacted for feedback. 
The feedback of the employee 
perception survey will be the 
study’s short-listing criteria. Sum- 
mary reports for the short-listed 
companies will be presented to 











Mercer on an anonymous basis. 
These reports would include: 

a) Consolidated scores on the inter- 
nal and external employee per- 
ception survey, and 

b) The qualitative inputs on the 
HR policies and processes and fina- 
ncial and employee information. 


Each of the above will be evaluated 
by Mercer and will carry pre-defi- 
ned weightages. The overall score, 
which will be calculated by Mercer 
after a review of the reports, will be 
used to determine the ranking or- 
der of the companies. Mercer will 
also provide a summary report for 
each short-listed company along 
with the proposed rankings. 


Selection: These companies will 
be presented to the jury for the 
final rankings and winners, which 
will be announced in the subse- 
quent issues of Business Today. 

TNs, one of the world’s lead- 
ing market information groups, 
will play a central role in devel- 
oping the site, managing data 
input, and collating scores online 
and offline to determine the 
shortlist companies. TNS will also 
be the key co-ordinator, manag- 
ing the front-end interface with 
the companies. 

















PSU INCENTIVES 





New Zest For 
Wrenching lalent 


would jump to the private sector 

at the very first opportunity? It’s 
an interesting time to ask, because 
private enterprise is getting active 
and human resource-hungry in sec- 
tor after sector once dominated by 
the public sector. Oil, power, tele- 
com, steel... even ports, now. There 
must be an exodus on, right? Guess 
what, you'd be surprised how PSUs 
are managing to retain talent. 


[ IT TRUE THAT PSU EMPLOYEES 
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The temptations are for real. An 
assistant manager at SAIL, India’s 
big state-owned steelmaker, took a 
sabbatical to join a Chicago-based rr 
firm in 2002. His pay? Seven times. 
By the end of 2003, however, he 
was back to his old psu employer. 
Why? It’s a better deal overall. 


Power Passage 
Don't look now, the PsUs are 
changing. For one, they’ve real- 


Public sector units are deploying new tools to retain their best employees. Ву MOINAK MITRA 


7% 


New tools іп the works: PSUs аге offering big incentives to their people as the private sector tries to poach good talent 


ised how vulnerable they are to 
private sector raids. Says head- 
hunter Atul Vohra, Managing 
Partner, Transearch India, “Private 
players are receptive to hiring talent 
from PSUs because they're well 
trained and have a wealth of knowl- 
edge." The р50 are responding to 
the threat, too. At ONGC, the coun- 
try's largest oil producer, for exa- 
mple, the focus is on asset manage- 
ment. This includes people. *This 


— Having realised their vulnerability to raids, — 


\ 









. PSUs are focussing on people management 


has brought about multi-tasking, clarity 
of role responsibility and accountabil- 
ity—which is now coupled with appro- 
priate empowerment,” explains A.K. 
Balyan, Director (HR), ONGC. There is 
greater flexibility now across functions, 
he adds, and the officers have more say 
in the decision-making process. The 
upshot: stronger job satisfaction. 

Some of the credit, surely, must go to 
the strong signal from the Ministry of 
Disinvestment: business units are busi- 
ness units. Regardless of ownership, 
they have to get themselves into shape 
for a competitive future—like any other 
private sector organisation. 

Indian Oil, according to P.K. Agarwal, 
Director (HR), “...offers its senior people 
a high level of delegation of powers for 
decision-making”. Not just that, “variable 
pay has also been introduced to en- 
courage and recognise merit”. Job rota- 
tion is the other experiment that has 
proved invaluable. “We expose high 
performers to development programs 
like ‘Cutting Edge’, and ‘Threshold’,” 
says Agarwal, “as well as encourage 
participation in national and global sem- 
inars and training programs.” With 
Indian Oil subsidiaries in Sri Lanka and 
Mauritius, overseas assignments are up 
for the taking too. 

Meanwhile, Indian Oil claims to be 
turning competitive on salaries—which 
when added to the welter of other ben- 
efits, constitutes a compelling proposi- 
tion. Accommodation, medical facili- 
ties, superannuation scheme and con- 
veyance, put it all together in cost-to-the- 
system terms, and “it will be among 
the best in the industry”, claims Agarwal. 

According to S.A. Narayan, Director 
(HR), BPCL, the public sector has always 
been strong on non-monetary incen- 
tives. “We have a range of benefits not 
just at the top, but right down to the 
workman level,” he says, claiming a 
BPCL person will always be a BPCL person. 
The healthcare package, for example, 
“even extends post retirement”. 


FE EL чекао, важан ел + +: "иде eT 





Keeping ‘Em In Place 

Churn rates at PSUs are lower than you'd 
think. At power major, NTPC, for exa- 
mple, it’s claimed to be under a per- 
centage point—though K.K. Sinha, 
Director (HR), admits that the deregu- 
lation of the 1990s had seen the figure 
hit 3 per cent per annum. The com- 
pany’s retention programme is led by an 
elaborate social security cover—insur- 
ance, post-retirement medical benefits, 
housing, children’s education and more. 
Operational empowerment is next. 

Are PSUs moving fast enough? Not all 
of them, by the look of things. Ronesh 
Puri, managing partner of search firm 
Executive Access, still sees PSU talent as 
vulnerable to private sector swoop-ins. 
In the next 12-14 months, he warns, 
"the attrition levels in the Psus will be 
three to four times higher". 

It's a matter, mainly, of competi- 
tion and its intensity (or lack thereof). 
Take the aviation sector, for instance, 
which has been through more than one 
exodus-to-the-private-sector—and has 
now attained stability. Jitendra 
Bhargava, Director (HR), Air-India, 
speaks of “ап unwritten code of ethics" 


Бу which “one cannot poach pilots un- 


less there is a no-objection certificate 
from the previous employer". 


No Comfort Zone 

It's good news that the tools of empl- 
oyee retention at India's many psUs—and 
there are many, having risen from just 
five in the first Five Year Plan to some 
234 by 2001—have started getting 
aligned with the actual financial objec- 
tives of the organisations. 

But still, the legacy isn’t disappearing 
anytime soon. India has some 2 mil- 
lion PSU employees, and huge sums һауе 
been spent developing townships, not 
just housing enclaves, for them. Care to 
hazard a guess on the expenditure in- 
curred by the р505 in the year 2000 on 
township maintenance and social exp- 
enditure alone? Rs 4,000 crore. 
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COUNSELLING 





| ат a Short Service Commissioned officer serving the 
Signals wing of the Indian Army. My term ends five years from 
now in 2009. | chose to join the Army despite being a 
qualified engineer with job offers from several companies, in- 
cluding MNCs, because it has been the tradition in my family 
to do so. But now, I’m worried about my future once my term 
ends. Will there be enough career opportunities for me in the 
corporate world? And is there a way by which | could get 
absorbed in the Army itself? How secure is my future? 
Adjusting to a shift from the defence services to a 
civilian career has always been difficult. You need to 
make up your mind right now whether you want to 
continue in the Army or start all over again at the 
end of your service term. If you enjoy your tenure with 
the Army, you should take up the matter with your sen- 
iors at the appropriate moment. If you feel you could 
do better in the corporate world, you would do well to 
prepare a list of the sectors where your engineering 
degree could come in useful. You should go in for 
refresher courses that will help you keep abreast of your 
specialised area so that you remain employable. 


| am a 30-year-old hardware engineer running my own 
computer sales and service business in Delhi for the last six 
years. However, unhealthy competition among the hardware 
dealers has badly crippled my business. It has become dif- 
ficult for me to stay afloat. My finances don’t permit me to 
invest in the trade beyond a year or two without getting 
positive returns. Please advise. 

If you want to stay in business, you should consider 
diversifying into areas other than hardware. You could 
try getting into computer or telecom parts, or for that 
matter, venture into new areas altogether. If you do not 
want the risks that come with running a business, you 
could take up a job with a hardware firm since you are 
a qualified engineer. Remember, however, that com- 
petition is something you have to face in all walks of life. 
So quitting isn’t such a good option. Consider the 
options I mentioned earlier only if you feel that things 
are totally out of control and that you would never be 
able to survive as an entrepreneur. 


HELP 
TARUN! 


| work as a tea taster with a leading company in the tea sec- 
tor. | have recently developed an illness that has left my taste 
buds insensitive. It has become difficult for me to differentiate 
between different flavours. My employers have been kind to 
me so far and have given me time to recuperate. But I 
fear I’ve lost my tasting ability for good. What should | do? 
There is no need for you to jump to the conclusion that 
you have lost your ability to taste for good when you 
haven't got an authoritative medical opinion that it is 
so. You could consult a good doctor and get yourself 
treated. In any case, since your company is being kind 
to you, ask them for a transfer to another department 
if what you fear turns out to be true. With skills only as 
a tea taster, moving to a different job in an unrelated 
company would be difficult. Your present employer is 
your best bet for such a change in assignment. 


| am a 33-year-old middle-level executive working with a tyre 
company and am in charge of regional sales. Recently, 
the company signed а big contract with an ммс based 
abroad. The contract requires us to be the sole manufacturer 
for the MNc. The focus of my company, therefore, has un- 
dergone a drastic change. It is not the rupee but the green- 
back that the promoter is interested in now. He is also plan- 
ning to do away with the domestic sales division and focus 
only on servicing this foreign client. | have no experience or 
expertise in manufacturing and, therefore, am sure to lose 
my job. Am | a victim of outsourcing? 

You are not a victim—just a person caught in chang- 
ing business circumstances. Thinking of oneself as a 
victim is a bad way to escape the reality. The company 
obviously found it more profitable to manufacture for 
the MNC than to sell in the domestic market. Besides, 
people often lose jobs due to recession, competition, 
unprofitable business and a host of other circu- 
mstances. The point is to focus on what you need to 
do to face the challenge. Since you have already an- 
ticipated the possibility of losing your job, you can start 
looking for a sales job with a consumer durables 
firm. Given your experience and selling skills, it 
should not be difficult for you to find one. 


Answers to your career concerns are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to Help, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Jhandewalan Extn., New Delhi—1 10055. 
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2 Outsourced 
‘Leaching 


Teachers in India taking class in the US? Sure. 


a 


А SE CR ЖКТО. 
e-Tutoring: It's now the classroo 


SHOME BASU 


Зе 


’s turn to move homes 


EARNING IS THE MOST OUTSOURCABLE,” DECLARES 

Senior Vice President Nicholas George of 
Knowledge Solutions Business. His company out- 
sources teaching assignments to colleges and poly- 
technics in the US—and wonders why not further 
ashore. After all, technology makes satellite-hooked 
remote teaching more than just possible. 

Of course, it all began with e-learning. And the 
trend here, lately, has been the use of advanced tech- 
nology to simulate “real-life situation” classes, says 
George. In other words, it’s getting closer to the BPO 
model that has become so popular. Except that 
it’s properly qualified teachers in operation here, not 
some late night accent manipulators. But surely, 
some of the skills must overlap. And they do. “rr 
skills with good communication is required, and of 
course knowledge of the subject is a prerequisite,” 
says Vivek Agarwal, part of the core team of Liqvid, 
an e-learnings outfit that’s trying to scale itself to 
global proportions. In all, the phenomenon is likely 
to be slower in taking off than call centers, but it 
could prove a valuable source of global jobs in 
times to come. 

AMANPREET SINGH 








Blade 
Runners 


Fancy working on roller-blades? It cuts stress. 


ONTERMANN-PEIPERS IS ONE STRANGE PLACE TO 

work. Not because you'll never get friends to 
pronounce it right. But because you had jolly well get 
used to people gliding about the Nalagarh plant of this 
L.N. Mittal-owned textile company on roller skates— 
weaving their way through the spindles (of which 
there are a lakh in a single room). 

The big idea? Enhanced productivity. Skates have 
been in use ever since the plant started operating in 1997. 
Explains Y.S. Guleria, Assistant GM, HRD, *Nearly 40 per 
cent of our staff moves on skates, and the rollers just rid 
the fatigue factor in this huge room where one worker 
is put through multi-tasking." The 107-acre facility 
has just 1,250 employees—80 per cent of them trained 
to skate with requisite agility. There are three shifts a 
day, and some 330 people zipping about the premises 
to get their part of the task done. 

Are workers pleased? Oh yes. Ask Ramji Verma 
from the housekeeping department, daring about 
with a broom. *I can accomplish cleaning this area 
in two minutes," he beams, pointing to a large 
blue Toyota spindle section, “what would otherwise 
have taken me five." 

MOINAK MITRA 
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Spin n' roll: A cool way to steer clear of workplace fatigue 
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| DIRECTOR ~ PROGRAM MANAGEMENT 

Theron International | 

The incumbent will be responsible for the planning and execution 
of various IT&T programs.in India. These programs will be 
focused on developing new IT&T platforms for internal 
operations and/or clients. 

Job Code: 367709 


JAVA/ J2EE CONSULTANTS 

Satyam Computer Services Ltd 

We are looking for J2EE project leads with minimum 3 years of 
experience on J2EE and related technologies. Incumbent should 
have a strong foundation in Object Oriented Analysis and Design 
ing Rational tools for Web Application Development. 

Job Code: 382251 


KERNEL ENGINEER 

Veritas Software India 

Incumbent should have 2-8 years of hands on experience in Unix 
kernel mode development and debugging. He/She should have 
excellent C programming skills and should be thoroughly familiar 
"with operating systems and data. 

Job Code: 382386 


DATABASE ARCHITECT LEAD 

TCG Software Services Pvt. Ltd 

. We are looking for an SQL DBA with SQL 7.0/2000 ANSI and 
Transact SQL as skillets. Incumbent should have a through 
knowledge of relational database model and techniques. 

Job Code: 382480 


MANAGING PRINCIPAL 

icle Software India Ltd 

s position will review OC proposals to ensure they are written 
in compliance with OC standards, and position OC for profitable 
business with acceptable risk. Incumbent should have good 


written and verbal communication skills in English. 
Job Code: 382644 





To Apply to these Jobs: Log on to www.jobsahead.com and type the Job Code 




































SOFTWARE ENGINEER DOES f 
Xansa India Ltd. NA j 
We ate looking for people with good experience in J2EE and 
related technologies (specifically JAVA, EJB, JSP, Servelets, HTM. 
JavaScript, Rational Rose and UML), Incumbent should preferab 
have domain knowledge of the credit card industry. 

Job Code: 382770 


UPS TRC ENGINEER 

M Intergraph Systems Pvt. Ltd. 

Incumbent will be involved with component level герай of 
hardware products such as. UPS, electronic circuit boards, power 
supply, monitors and printers. Incumbent should have a diploma 
or a certification in hardware engineering. 

Job Code: 382877 


C# DEVELOPERS 

ACS of India Pvt Ltd 

For our development center at Bangalore we are looking for a С. 
and .NET developer. Incumbent should be well versed with 
Microsoft .NET and related technologies, in particular C#, 
ASP.NET and VB.NET. 

Job Code: 380738 


SECURITY CONSULTANTS 

Datacraft 

Incumbent should have over 6 years of experience іп IT 
networking and security consulting. He/She must have 
certifications in CISSP or BS7799 in addition to product 
certifications like CCNA and CCSE. 

Job Code: 380936 


SYSTEM ADMINISTARTOR - AFX & AIX 

Zenith Infotech (S) Pte Ltd 

We are looking for an individual with experience in systems 
administration (user management, IP address management, disk, 
capacity management, backup and troubleshooting OS level 
problems). 

Job Code: 380968 





6,000 corporates. 
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то Apply to these Jobs: Log o on nto www. yw jobscihead. com and type the Job Code 


imbent should have good knowledge in sales accounting, 
yee payments, sales tax and cash and bank management. 
should have handled general accounting and 


CHARTERED ACCOUNTANT 
IOriostech 
Responsibilities for this position include reconciliation of 
jaccounts, preparation of balance sheet, finance planning and 
iprojection and integrating the accounting system with the existing 
stem. 
b. Code: 382846 


MGENERAL MANAGER - ACCOUNTS 
"NEPC INDIA LTD 
"he incumbent should be Chartered Accountant with practical 
ost qualification experience of 8 — 10 years in manufacturing 
эотрапу; preferably the wind energy Sector. 
ob Code: 382109 


sASSISTANT MANAGER - INTERNAL AUDITOR 
EPC INDIA LTD 
ле incumbent should be M.Com / Inter С.А, with practical 
i xperience of 3 ~ 5 years in the field of internal audit: He/She 
„should be conversant with internal audit procedures for the 


ccounts of suppliers, customers, sites, factory and contractors, 
_ Job Code: 382111 


nd | iie Manager, and within the limits of HOTEL 
| OLKONDA policies and procedures, this position will be 
65 onsible for reviewing and evaluation. 


EXECUTIVE-ACCOUNTS 

Krishna Maruti Ltd. 

Incumbent should be B.Com, CA( Inter) or Diploma in Fina 
Management / Accounts and Finance / Taxation. Should have | 
good communication skill in addition to knowledge of MS Offic 
& Tally 6.3. | 
Job Code: 378998 


ACCOUNTS MANAGER 

Khandelwal Laboratories Ltd. 

Responsibilities for this position include finalization of accounts 
checking of debit and credit notes, filing of monthly and annual 
sales tax returns, issuance, acceptance and follow-up of sales tax 


and income tax forms and certificates. 
Job Code: 378216 


ACCOUNTS EXECUTIVE 

FlasshIndia Management Services Pvt Ltd 
The incumbent will take care of books of accounts, maintaining 
banking transactions, petty cash, preparing salaries of employe 


- maintaining records and preparing all invoices. In additi 


will also look after the day to day administrative of the or 
Job Code: 373410 


INVESTMENT ADVISOR IA/PC 

Dell International Services E 
The incumbent will be responsible for providing specialist a а. 
customized investment advice, ensuring that the attrition of 
portfolio is minimized in addition to implementing and ach 
sales targets. 

Job Code: 373287 


: CHARTERED ACCOUNTANT 


Triad Infotech Pvt Ltd 

Required а CA / CA-inter with about 5 years ен prefera 
in a financial service company (insurance, mutual funds). The 
incumbent would lead a start-up BPO team which would work 
back-office financial processing for clients in USA. 

Job Code: 377388 


ose from over 1,50,000 job or 
6,000 corporates. 


Log on to www.jobsahead.com. 












SALES & МАНКЕ 


[OLVES OF | 
SALES & MARKETING! 











































IT SECURITY SALES SPECIALIST 

Datacraft 

Incumbent should have minimum 2 years of sales experience of 
ТЕ Security Solutions and Consultancy Services. Direct sales 
experience in IT networking solutions with large accounts would 


Бе an added advantage. Excellent communication skills desired. 
Job Code: 380944 


SALES MANAGER 

"Unisoft Intotech Pvt. Ltd. 

As sales manager, your key responsibilities will be to meet or 
exceed the agreed targets for sales revenue. You will identify new 
business opportunities through market analysis, ФРА ВАВ 
prospecting through cold calls & seminars. 

Job Code: 381991 


FRANCHISEE MANAGER 

Atco 

We are is planning to-open up 20 franchisee showrooms all across 
the country. We need a person with a clear understanding to sell, 


implement and start off the same within one year. 
Job Code: 379613 


SALES MANAGER-PHARMA SALES 

Khandelwal Laboratories Ltd. 

The incumbent will be leading a team of 125 sales representatives 

initially with the help of first and second line managers. Within 

one year we the field force will be increased by 50%. The 
muneration offered will be the best in the industry. 

Code: 379134 ' 


RETAIL SALES MANAGER 

PL Mobile Cellular Limited 
responsibilities for this position include managing the retailers 
distribution of prepaid cards as being done in the FMCG 
industry. Incumbent will plan, organize and direct the field sales 
unit and regularly interact with the distribution partners. 





Job Code: 371398 


—— ж егі — 





To Apply to these Jobs: Log on to www jobsohead. com and у the Job Code 


COMMERCIAL REAL ESTATE ASSOCIATE ! 
Monopoly Inc . 1 
Incumbent should have experience with new business developme 
and a knowledge of the local market. He/She should be a highly 
motivated self-starter with the ability to successfully carry out 


operations both within corporate and entrepreneurial environmes 
Job Code: 378193 


BUSINESS ANALYST 

CS Software Solutions Pvt Ltd E 
We are looking for a person with a financial services background, 
Incumbent should have software development experience 


preferably in middleware, data warehousing or financial applicatic 
Job Code: 381705 


PROGRAM MANAGER 

Avalon Technologies Pvt Ltd 

Incumbent will coordinate with production, planning, quality, 
engineering and other departments to ensure all customer 
requirements are met. He/She must be familiar with Printed 


Circuit Board assembly and electronic products. 
Job Code: 378197 


SENIOR PRESALES CONSULTANT 

GTL Limited 

This position will be principally responsible for carrying out 
business analyses, prototyping, solution design, demonstrating th; 
capabilities of Oracle products and meeting the requirements. of 


the prospects. „ 
Job Code: 374624 | | 


PRODUCT MANAGER 

WAAREE Instruments Ltd. 

This position will be responsible for sales and marketing of varic) 
process control instruments as an independent profit centre. 
Incumbent will lead a team of лене to set and achieve sales 
targets, 
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A little complacency now can harm your 
future prospects of being a CHAIRMAN. 
Exactly why, at JobsAhead we help you 
achieve your ambitions by making sure 
your resume reaches the right people 


E mm um кән кән кән NN 
at the right time. With unique tools like 
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TextStar - that helps top corporates like 
ICICI, Wipro, L&T and UB Group, to 
identify and locate you. So if you're 
ambitious and dreaming big, make 
sure you act too, by logging on to 


www.jobsahead.com. 


. And realize your true potential. 


First name in career portals 
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Acquisitions - 


Take-overs 


Diversification 


You can be a part of all this at Siyaram's 


Siyaram Silk Mills Ltd. is a part of the Rs. 1,000 
crore Siyaram Poddar Group. Established as 
one of the largest players in the indian fabric 
industry, ours. is а rapidly. growing company 
| looking to diversify and expand into textiles and 








- other verticals. 


То help us do this, we are seeking a confident 
and ‘experienced individual to spearhead our 
_ initiatives into profitable new ventures as 
ђ ‘Head - Business Development. His role would 
| be to create new business opportunities, He will 
. be responsible. for the overall concept 


i development and strategy to ensure success in 
...thechosen field. 


.. The ideal candidate should possess the 
|| following qualifications and skills: 


| * APost-graduate Marketing degree. 

2% 10+ years in Business Development with sales 
experience. іп major Accounting, Financial 
Consulting, Business Advisory Services or 
Banking firms. 

e Concept marketing and developing strategies 
on new businesses. 


е Experience and advanced knowledge in 
development, management & execution of 
sales. processes including lead generation, 
pipeline management, account planning, sales 
strategy and development. 

• Effective at developing business relationships 
with CEOs, CFOs, Boards of Directors. and 
referral sources (attorneys, bankers, etc.) As 
well as knowledge of. middle market, 
manufacturing and services industries. 

e Ability to develop new growth areas. 

Strong local industry acumen and previous 





experience with top. national ./ international 
consulting firms would be an added. advantage. 


Interested candidates may send their resumes 
along with their latest photograph and contact 
details to: 


The Managing Director, | 
Siyaram Silk Mills Ltd., po 
B-Wing, Sth floor, Trade World, Kamala City, 


Kamala Mills Compound, Senapati Bapat Marg, 
Lower Parel (W), Mumbai - 400013. 


Siyaram’s { 











ТЕ RERO EUR еі Жет Саны ына ҮЛҮЛ" P ДӨН ТҮҮЛҮК? 


bt P AT ideas 


Balanced 
corecar 


EVELOPED IN THE EARLY 1990$ BY 
D Robert Kaplan of Harvard Business 
School and David Norton, a man- 

agement thinker, the Balanced Scorecard is 
everything and nothing the term suggests. It 
is a measurement tool, but it is not the sort 
accountants are used to. More specifically, it 
is a framework for aligning strategic objec- 
tives, management systems, and corporate 
performance. In Kaplan and Norton's words, 
“The balanced scorecard retains traditional 
financial measures. But financial measures tell 
the story of past events, an adequate story for 
industrial age companies for which in- 
vestments in long-term capabilities and 
customer relationships were not critical for 
success. These financial measures are in- 
adequate, however, for guiding and eval- 
uating the journey that information age 
companies must make to create future 
value through investment in customers, 
suppliers, employees, processes, technol- 
ogy, and innovation." 

Implementing the Balanced Scorecard 
involves dedicating the management to five core principles. 
= Mobilise change through effective leadership: the leader must impart the 
organisation with an unmistakable momentum for change, rallying people to 
the cause of strategic transformation. 
m Translate the strategy into operational terms: the leader must create a strat- 
egy map that lays bare the precise motions of how the goals are to be 
achieved, detailing the financial picture, risks, customer value-creating dif- 
ferentiation, internal processes and much else. 
п Align the organisation to the strategy: the leader must work out strate- 
gic linkages between different business units and synergise all the parts to 
add up to a whole greater than their sum. 
m Make strategy everyone's everyday job: the leader needs to keep every- 
one engaged all the time via regular communication and alignment of peo- 
ple's personal objectives with the overall strategy, with reward systems 
structured accordingly. 
ш Make strategy a continual process: the leader must implement a process that 
puts budgeting in synchrony with the strategy, which in itself needs regular 
management review on the basis of feedback and learning systems. 

The overall benefit is a work balance between immediate must-dos and 
long-range strategic thinking, and that too, institutionalised in a formal 
“ framework based оп clear-cut information. 
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Tim Berners Lee is more than the father of | 
HTTP and the World Wide Web. His 
innovative idea of a global platform for 
sharing information has been the trigger for 
50 many new ideas that we cannot now 
imagine a world without it. Across the same 
small world, Seagatels Hard Disc Drives 
also hold thousands of gigabytes of 
valuable information and ideas for 
everyone. For more information on them, 
just click on www.seagate.com/india 





Seagate National Call Centre 
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SELF-HELP 


FAMILY 
“ TRE f” 


Mala Ramadorai has trans- 
formed an all-wives club into 
a company-wide employee 
self-help group that’s now 
an integral part of HR at Tata 
Consultancy Services. 

BY SWATI PRASAD 






HAVEN’T SEEN YOUR WIFE AT MAITREE 
meetings for sometime now,” calls 
out Mala Ramadorai to T. Rajagopal, 
Head of Health Sciences at the ІТ 
giant, Tata Consultancy Services (TCS). 
Dressed in an elegant purple cotton 
saree, with a big bright red bindi on 
her forehead, the tall and dusky wife 
of TCS' CEO S. Ramadorai, isn't com- 
plaining about any errant member of 
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a kitty party. Far from it, the 51-year-old 
Ramadorai—she holds a Master's degree in 
Hindustani Classical Music and also a 
Bachelor's in education, and wouldn't be 
caught dead in a page-three do—is worry- 
ing over a missing member of a move- 
ment she conceived and launched at TCS а 
little over two years ago. 

Called Maitree (Sanskrit for friend), 
the initiative started off as a group of 
employee wives getting toge- 
ther to know each other bet- 
ter, but has now turned into 
a full-blown employee self- 
help group involved in every- 
thing from counselling to re- 
location assistance to social 
work. Says Ramadorai, who 
thought of Maitree way back 
in 1997, but gave it a serious 
look only after she quit her 
job as Vice Principal of the 


he has been married to me, 





и 
Bombay International MATREE DOES keyboard classes, yoga, 
School: “My husband has NOT JUST WEAVE A chocolate-making, basket 


been with Tcs longer than FAR-FLUNG WORK- weaving, origami are some 


evant information is loaded for employees 
and their families to access. Maitree itself 
has 10 centres in India and 23 centres 
abroad. Says Rajeswari Padmanabhan, 
wife of S. Padmanabhan, Vice President, 
HR and Operations: “When I moved from 
Chennai to Mumbai two years ago, 
Maitree helped me a great deal in getting 
admission for my 12-year-old daughter. 
Besides, members told me about shops in 
Bandra where I could find 
furnishings, vegetables, and 
even a good doctor." 


More Than Just Work 

The other important role 
that Maitree fulfils is of help- 
ing employees and their fam- 
ilies pursue new hobbies, 
learn new skills, or simply 
have fun. Theatre classes, 
ballroom dancing, guitar and 


of the activities that it con- 


and sometimes I feel that FORCE TOGETHER, ducts. That apart, there are 


TGS is his first wife. Instead of 
grudging him that, I decided 
to make the most of what 
being his wife offered me." 

TCS seemed like a perfect 


BUT BRINGS 
FAMILIES 
TOGETHER AND 


treks, cultural programmes, 
and picnics, which help Tcsi- 
tes bond. “With Maitree, 
there’s always something to 
look forward to,” says Priya 


candidate for an initiative ENLARGES THE TCS Verghese, a management 
such as Maitree because, consultant at TCS for the last 


Ramadorai says, it had 
grown tenfold in the last few 
years and had a workforce 
scattered all over the world. Maitree, then, 
as she saw it, would not just weave a far- 
flung workforce together, but bring their 
families closer. In another words, enlarge 
the TCs family. All the employees, their 
spouses and children anywhere in the 
world, can become members of Maitree. 

One of the key roles that Maitree per- 
forms is of helping employees cope with re- 
location—a constant affair in the com- 
pany. It does so by creating a network of 
employees who can tap each other for 
information on just about everything— 
where to buy Indian grocery in, say, 
Minneapolis, which school to send your 
children to, housing, even the cheapest 
salon! There's even an intranet where rel- 


FAMILY" 


three years, and who moved 
to Mumbai from Ahmeda- 
bad only recently. Verghese 
has already signed up for theatre classes af- 
ter office hours, and feels that her com- 
munication skills have “improved tremen- 
dously” since she moved to the Mumbai 
office. Others like Santosh Bhartkar feel 
that attending yoga classes have helped 
them improve their performance at work. 
“So many of us give up our hobbies after 
we take up work, but with Maitree it 
doesn’t have to be so,” says Shrikant 
Krishnamurthy, who works in the HR de- 
partment and is learning the guitar and 
ballroom dancing. 

Maitree also encourages employees to 
give back to the society. Kannan K., a 
project leader of six months at TCs, takes 
time off on Saturdays to teach English to 
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underprivileged children at a school in Panvel, New 
Mumbai. He isn’t the only one. Varsha Pednekar, 
wife of a TCS employee, not just helps out the Panvel 
school but also an orphanage in Andheri supported by 
Maitree. Similarly, Rama Mahalingam, wife of TCS 
cro, 5. Mahalingam, used to help run an adult literacy 
programme in Chennai, and now that she and her 
husband have moved to Mumbai, she wants to launch 
computer-based literacy classes for adults in the city. 
Says Mahalingam: “Maitree offers me an avenue to do 
my bit for the underprivileged.” 

You or any of your family members need coun- 
selling? Just ask Maitree. More than a-year-and-a-half 
ago, it started a counselling service, where it puts the 
needy Tcsite in touch with professional counsellors. The 

problem could be any- 


hing. T: h pre: 
“MAITREE GIVES оси, E 
EVERYONE THE sles, an adolescent child 


acting difficult...Says 


FEELING THAT oe de 2 is кей 
THEY CAN MAKE “Maitre brings a new di. 
A DIFFERENCE mension to HR. It makes 


30,000 people feel like a 


10 THE SOCIETY family. And then every- 
THEY LIVE IN” body gets the feeling that 
they can make a differ- 
ence to the society.” Iyer 

herself teaches at a tribal school in Panvel. 

What also draws TGsites to Maitree is its informal or- 
ganisation. Here nobody is a boss and nobody a sub- 
ordinate. “My boss could be learning the guitar from 
me, but when at Maitree, we are equal,” says Rohit 
Verma, who is into his fourth year at Tcs. “We detach 
ourselves completely from our personal and professional 
lives when at Maitree,” he says. All of Maitree’s activities 
are funded entirely by Tcs. At the beginning of each fi- 
nancial year, a budget is presented as a subset of the HR 
department’s. However, some activities are employee 
contribution-based. “We believe that when they pay for 
something, they get more serious,” explains Ramadorai. 

She is now trying to generate active participation of 
all centres and form core committees to look into 
that. Often, when members of Maitree get relocated, 
they go to the new centre and automatically try to start 
the activities they were a part of at the previous centre. 
Although Maitree has taken on a life of its own, 
Ramadorai is reluctant to extend it beyond TCS or go for 
an NGO status. “We plan to first consolidate before mak- 
ing Maitree into a movement and spreading it across 
other Tata group companies,” says Ramadorai. But 
there’s little doubt that she’s onto something as big as 
what her other half has wrought at the тт giant. 
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Security comes first: Ап EXL employee in Noida passes 
through a random check at the entrance 


(ISMS) based on international best practices in the in- 
dustry. The idea is to help a vendor identify, manage, 
and minimise the wide range of threats to which in- 
formation is subjected, 24 hours a day. There are 
three primary components to BS7799: confidentiality, 
integrity, and availability of data (CIA). According to the 
certification, there are 10 guiding principles essential for 
an effective 15М5 (See The 10 Mantras of BS7799). 
Says Narasimha Kini, Vice President (Internal Audit, 
Legal and Compliance), EXL: “This certificate is the 
only standard in the world that comprehensively defines 
the ISMS requirement and controls." Adds Raman 
Roy, Chairman and Managing Director, Wipro 
Spectramind: *For BPOs that are into financial services, 
the certification is a question of hygiene." 

Roy isn't exaggerating. Information assets of 


clients can include things like their customer lists, ас-. 


count and credit information, personal information, 
health records, project plans, and details on the most 
profitable customers—data that would be priceless in 
the hands of a rival, or simply an unscrupulous em- 
ployee. Not surprisingly, then, almost all the top 
BPOS, including Spectramind, EXL, ICICI One Source, 
MsourcE (now merged with Mphasis), Progeon, 
have the BS7799 certification. Getting one isn't easy, 
though. It takes anywhere between nine and 12 
months before a company can aspire to qualify for the 
certification, which is only valid for three years. 
There are at least three different kinds of audits that 
a vendor must go through: Internal, external (by 
the certifying agency), and customer-led. Says Akshaya 
Bhargava, CEO, Progeon, an Infosys arm: "Besides im- 
plying control, it creates discipline." 


THE 10 MANTRAS OF 


BS7799 


Ш Define security policy so that all employees know of it 


Ш Organise resources and assets to manage 
information security 


и Classify data into different categories of sensitivity 
W Pay attention to physical and environmental security 


W Provide personnel security to reduce opportunities 
for theft 


Ш Communicate security policy across the organisation 


W Control access to sensitive zones to prevent 
leakage of data 


W Build security into the information systems 

W Plan disaster recovery for continuity of business 
activities 

W Comply with legal requirements to avoid 
breach of obligations 


П5УЯ 3NOHS 


. The best way to prevent theft of critical data is to 
minimise opportunities for theft. Ergo, the вроѕ have 
come with a wide variety of security checks. To start 
with, the work area is divided into different zones, and 
access is restricted to concerned personnel and senior 
executives. At most of these companies, desk drawers 
or cabinets are not provided to “agents” and those that 
do provide, like MsourcE, check them regularly. 
While most of the information relating to customer 
interaction is fed directly into the computer, writing 
sheets are provided, albeit in limited numbers. No 
piece of paper can be carried out of the office. 

Workstations are set up with even more care. 
Typically, disk drives are disabled, there is no inter- 
net access, the print command in the software is 
disabled, and, at ICICI One Source, the desktops 
are *hardened" to ensure that no unauthorised soft- 
ware can be loaded. At Progeon, one cannot even ac- 
cess the internal LAN from a customer terminal. Cell 
phones are banned on the “floor” of most BPOs. 

Eventually, though, what makes the system fool- 
proof is employee education. To that end, ВРО such 
as EXL have set up a management information secur- 
ity forum. It not just guides all the internal audits and 
data security activities, but also identifies potential 
chinks in the security armour that need periodic 
checks. Says Sanjiv Dalal, cro, ICICI One Source: 
*No policy is effective unless communicated to all 
across the organisation." For the BPO workers, the 
workplace may feel like a high-security penitentiary. 
But when it's sensitive customer data that you are 
dealing with, опе can’t be too cautious. — [8 

SUPRIYA SHRINATE 
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The Challenge In Energy 


Investment advice on surviving an impending oil crisis, a book on Canon's 





management and a marketing databank on urban India. 
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Everything depends on oil: But there are some smart investment options for those who keep a close watch 


O INVESTOR SHOULD CALL 

himself ‘serious’ if he cannot 

tell you the latest oil prices 

wherever he might be: driving 

along Worli seaface, figuring 

out Lauryn Hill’s notion of “everything”, or 

even picturing those horse-headed things 
pumping oil out of wells in some desert. 
Because everything to do with making mon- 
ey now depends on oil. And that’s a crisis. 

Sounds reasonable? If so, you may well 
have read The Prize by Daniel Yergin, the 
Chief of Cambridge Energy Research 
Associates, and may even have an “It’s the 


ОП, Stupid!’ bumper sticker on your own 


fuel-guzzler. If not, then read this book. You 
may not buy everything the husband-wife 
authors say, but remember: energy is crit- 
ical to the planet's future, Warner is a 


` brand-savvy publishing house, and co-au- 


thor Stephen Leeb’s Complete Investor 


newsletter is regarded rather well. Yet, perhaps the 
most compelling reason to expend energy on this 
book is that it was provoked by Arthur C. Clarke’s 
Millennium thoughts on our species’ survival. 
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. THE OIL 
FACTOR 


By Stephen Leeb & 
Donna Leeb 


Warner Books 
РР. 218 
Price: 1,122 





In case you're wondering, this is not an 
exercise in alarmism. It is an investment 
guide. Oil prices, the authors warn, are set to 
overshoot $100 per barrel by 2010, and 
this variable has been the “single most im- 
portant determinant of the world econ- 
omy” for 30 years. The Leebs are good at 
plainspeak, even if they tend to oversimplify 


their case—charting all the oil shocks and. 


gluts since 1960, when Saudi Arabia clasped 
four other energetic oil-pumpers to form 
OPEC. "Since 1973, the economy and stock 
market have danced to oil's tune,” they say. 
And since 2000, ОРЕС has had a firmer- 
than-ever lever on prices. 

In Market Timing For Tbe Nineties, the 
Leebs offered five variables to be used as 
‘buy’, ‘hold’ and ‘sell’ signals for stocks. In this 
book, they offer just one: the *Oil Indicator". 
If the year-on-year rise in oil prices is over 80 
per cent, quit stocks. If under 20 per cent, 


get in. This strategy would have made a global in- 
vestor heaps since 1973, and the book argues that re- 
sults will get even better once the impending oil crisis 
hits. It forecasts volatile deflationary and 


x 











inflationary phases, gigantic US government budgets, and 

‘recommends a portfolio strategy involving oil majors, gold, plat- 
inum, bonds, Berkshire Hathway and armament stocks. 

.. But why should oil prices spurt into triple-digits? After all, 
despite the disastrous Iraq war, inflation-adjusted prices remain 
well below previous shock levels. And the oil trade is still in US 
dollars. Then there are those fuel-cell cars on their way, right? 

Wrong. The Leebs dismiss talk of alternative energy for the 
foreseeable future as “hoopla”, and contend that it’s nigh imp- 
ossible for oil supply to keep up with demand. For this, the 
authors offer a big reason that cannot easily be validated inde- 
pendently. The world has assumed as affirmative both the abil- 
ity and willingness of Saudi Arabia, OPEC's swing producer, 
to pump more and more oil out. But there's sufficient 

< ‘circumstantial evidence to bet that the world's big oil hope 
has vastly exaggerated its reserves. And if you still won't chew 


... your nails, how about an OPEC that says “Чо? 


The Leebs apparently want rationalist reforms. Of course. 


"That West Asia needs broader thinking on peace (and 


much else) is obvious. But why thrust unilateral reforms? 
Maybe, just maybe, everything—as in every thing—needs re- 
thinking. The book’s big flaw is that it’s an American book 
rather than a global one. It doesn’t really overcome—not 
help overcome—the caricaturisations engraved in popular 
-mindspace everywhere, and holds a somewhat plasticky 
view of non-American miseries; indeed, it’s a relief that the 
Leebs don’t try explaining the oil shocks in anything other 
than price terms. The Leebs would do well to grant space to 

others' responses to Clarke's not-so-idle posers. 
ARESH SHIRALI 
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BACK OF THE BOOK | 


LEAVES 


Once a booming plantationr economy, 
Tamil Nadu's Valparai is trying 2; 
reinvent itself as a tourist resort. 


bY ppt МАКАРАКАЈАМ 
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READING THE TEA LEAVES STRENGTHEN YOUR HUB 
THE PLEASURE OF PLASMA СЕТ THE RIGHT RUNNING SHOE 
ка FUCKS FOR PLASMA” РЕВЕ 









O FIND THE RICHEST MAN IN 
Valparai, one has to take the wind- 
ing town road up to the govern- 
ment hospital. There, on 15,260 sq 
ft of land, is a sprawling bunga- 
low—the town’s biggest. Inside the 
double-storeyed house, which has a 
road leading up to its first floor 
porch for motorists to drop off visitors, lives 
Gopalswamy Mudaliar. More than 60 years ago, he 
came to Valparai as a village muncif, but went on to 
acquire 950 acres of plantation land in its hills. 
Today, Mudaliar is 91 and has everything that a rich 
man, even in a small town, could possibly want, in- 
cluding a Mercedes-Benz. Although Mudaliar has 
other rich planters for company (the 150-acre 
Valparai town ranked as the fourth richest city in 
terms of per capita income in R.K. Swamy’s re- 
cent survey of 784 towns), you can tell that things 
aren’t the same around here. 

The plantation business—specifically tea, since 
coffee and cardamom account for a small part of 
it—has fallen on hard times. Sure, there is Hindustan 
Lever, Tata Tea, L.N. Bangur’s Peria Karamalai 
Estates, Nusli Wadia’s Bombay Burmah Trading 
Corporation, and B.K. Birla’s Jay Shree Tea. But 
since 2000, both tea prices and nature have worked 
against the green Valparai hills, where one R.J. 
Lowry first set up the Carnatic Coffee Company in 
1864. Prices have plunged from Rs 70 a kilo in 1998 
to about Rs 42 currently. Rains, which used to 
drench Valparai nine to 10 months in a year, have 
reduced to a drizzle lasting six months (tea needs al- 
ternating bouts of rain and sunshine to thrive). 

In fact, when this correspondent visited the 
town’s Anamalai Hills, the tea estates were trying to 
recover from their worst drought of 140 days. 
Therefore, instead of plucking tea leaves, the skele- 
tal staff of plantation workers was busy fighting a 
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pest attack. “With our 
high costs, it is getting 
harder to maintain the 
estates,” says D.P. Mah- 
eshwari, President, Ana- 
malai Planters Assoc- 
iation. Adds Selvi Vijaya- 
rajan, Chairman of the 
Valparai panchayat: “If 
the tea industry dies, then 
Valparai dies.” 


From Tea To Tourism 
The once-booming plan- 
tation economy may al- 
ready be dying. Worker 
wages are down to a net 
of Rs 72 per day, (Mah- 
eshwari, who is also 
President of Jay Shree 
Tea, says that it still makes 
them the highest-paid 
plantation workers in the 
country), most of them 
are in debt because in the 
one year when wage ne- 
gotiations were happening between April 2002 and 
April 2003 and employers were only paying an advance 
salary of Rs 50, the workers borrowed from usurious 
money lenders, and many of them actually left Valparai 
to find work in places such as Tirupur. According to 
the local merchants’ association, a bonus-cum-arrear of 
about Rs 8 crore was paid out to some 28,000 work- 
ers last year, but it hasn’t resulted in higher sales in 
shops. Reason: The money was used to settle most of 
the old debts. Says R. Alagiri, Valparai’s only cable op- 
erator: “I think every worker family here will still 
have an average of Rs 5,000 in debt.” 
t With the tea industry in the 
doldrums, the panchayat—still one 
of the richest in the state, with an an- 
nual income of Rs 3 crore—is con- 
templating a makeover of Valparai into a 
green resort. Not without reason. Located 
3,500 feet above sea level in the Anamalai 
Hills, Valparai is actually Tamil Nadu's 
best kept tourism secret. Although 
it gets about 1,50,000 visi- 
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| Subodh | 
Umesh Arora (hand on hip) апа S.J. | 
Sharma, managers at В.К. Pirlas Jay Shree Tea, | 
гип the most productive tea estate Іп Valparai | 


tors each year, there is no organised tourist industry 
here. There are several boarding lodges, but only 
one hotel, no restaurant of note, and no movie 
theatre. All that makes Valparai, which officially is 
not even a hill resort, a great destination for those 
in search of a quiet holiday. 

At the same time, it has reasonably good infra- 
structure to make getting about easy. A hundred-odd 
private taxis and 180 auto rickshaws ply the town 
and about, besides which there are two internet brows- 
ing centres. Getting to Valparai is an experience in it- 
self, too. The picturesque ghat has some 40 hairpin 
bends that coil round the lush green hills, and wild flow- 
ers dot the ride up. The town itself is sandwiched be- 
tween tea plantations and the reserve forests, providing 
little scope for builders to spoil its charm. 

Thanks to its pervasive greenery, Valparai teems 
with wild animals. Not infrequently, panthers are 
seen in bungalow gardens, prowling for domestic 
fowls, cattle or dogs. Wild elephants also often 
come down in herds to the bungalows, and raid 
rice barns and other storage granaries with such 
monotonous frequency that they are accepted as 


The picturesque ghat has some 40 hairpin bends that coil 
round the lush green hills, and wild flowers dot the ride up 


Not too long ago, Valparai was a prosperous place for tea 
workers. The estate took care of almost everything 


H.C. Malpani of Е.К. Estates sits out in the garden of 


| hie bungalow with wife (right) and 
| afternoon tea. ^ river runs along 


tem 


part of the inhabitants’ everyday life. Not that the 
pachyderms don't cause damage. Bangur's P.K. 
Estates decided to stop growing cardamom because 
the elephants regularly destroyed the crop. 

Although the whole of Valparai has a population of 
94,000, the main town itself has only 25,000 resi- 
dents. Add the promise of wild encounters to Valparai's 
unspoilt charms, not to mention the 45 waterfalls and 
five dams that come under the special panchayat, and 
you have the winning formula for a popular tourist res- 
ort. According to K. Saleem, an executive officer of the 
panchayat, a proposal to build a boating lake is await- 
ing the state government's approval. Possibly in antic- 
ipation of a tourist boom, Shaji George, the owner of 
Valparai's only hotel, is busy adding rooms, even 
though he grumbles about poor occupancy. 


Those Were The Days 

Not too long ago, Valparai was a prosperous place 
for tea workers. They made Rs 76 a day, and at least 
two members of a family found work with the es- 
tates, totting up more than Rs 4,000 a month. The 
estate provided (and still provides) free housing, 
medical care, education (upto Class 8), day care 





daughter #ог а cup of 
behind the garden wall 


and meals for children, and schol- 

arships for higher education. 

The more progressive estates also 
introduced compulsory savings in 
post office schemes, group life in- 
surance policies, and provided bank 

-. guarantees for loans to buy con- 
sumer durables. Bonuses were fixed 
at 20 per cent of annual wages, 
well above industry norms. “Їп 
those days, the workers used to 
hire а taxi for Rs 1,000 to go to 
Coimbatore just to watch a movie 
in a theatre," recalls Alagiri, the lo- 
cal cable operator. 

Thrift, then, was not the work- 
ers’ strong point. A lot of them 
would buy jewellery with their 
meagre incomes, but end up pawn- 
ing them when hard up. At one 
time, there were some 300 pawn 
brokers in Valparai, but their 
number is down to 180—no 
doubt a reflection of the town's 

changing fortunes. And one of those who 
made the most of it when the times were good is 
A.V. Vallikannu, who owns a petrol pump, jew- 
ellery shops, a pharmacy, and a pawn shop, among 
others. The story goes that 40 years ago, Vallikannu 
came to this place as a cook-cum-assistant to а jew 
eller. His employer also used him as a collection 
agent. But his fortunes took a turn for the better 
when his employer, enriched by the pawn-broking 
business, left for the plains to start a finance com- 
pany. Vallikannu took over and then, like they say, 
there was no looking back. 

Plantation owners, despite their above-average 
productivity (3,500 kg per acre versus national aver- 
age of 1,700 kg per acre), haven't been as lucky. 
Most of them, as certifies H.C. Malpani, Group 
Manager of P.K. Estates and a 23-year Valparai vet- 
eran, are simply coping. “Given a decent (price to) 
exit, many planters would be willing to sell out," 
says Malpani. But to those who've spent the better part 
of their lives in Valparai, hope doesn't die easy. For 
instance, Malpani's son, who is studying engineering, 
wants to come back and run the plantation. But even 
Malpani knows that Valparai's best hope in the long 
run is not his son, but the tourist. @ 
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WITH IT 


The Pleasure 
of Plasma 


Want a treat for your eyes? 
Go get a Plasma TV. 





really did not know what to do with the money, might this correspondent 

make a small suggestion? Increase the space in your living room. No fancy 
pyrotechnics required, just take that big, bulky cathode-ray tube called a 
television and get a super-charged ion playground. 

Huh? 

Basically, lose that big 29-inch television that you have and get yourself a 
swank new Plasma Display Panel (ppp). Why? Simple, “Thin is In.” The not so 
simple part is that the cheapest and smallest ppp, a 42-inch offering from eit- 
her LG or Samsung costs almost as much as a small car. No, wait, at almost 
Rs 3 lakh it is more than the price of a small car (the 800 is cheaper by a lakh!). 

But really, ask yourself whether price should be any barrier to material enjoy- 
ment. Why have a mirror on top of your bed, when you can put a ту there? 
I mean these things are so light and thin you can place them anywhere. 

Prices for PDPs have not crashed, unlike Liquid Crystal Display (LCD) pan- 
els. And whereas LCD panels can do a fairly decent job at small screen sizes (the 
screen on the new Apple Powerbook is stunning), at large screen sizes, the pic- 
ture becomes grainy, and the electricity consumption, scary. 

The problem with Plasma Tvs, besides the price, is the not-so-decent 
‘black-level’ performance. Tube-type televisions can replicate blacks far bet- 
ter than any other type of television, but the most modern Plasma televisions 
come close. Another downside is that current ppp screens have short-ish 
product lifecycles of about 25,000 hours, which is almost two-and-a-half years 
of continuous viewing. 

Prices for Рррѕ start high and go even higher. A 60-inch screen starts at 
Rs 6 lakh and can touch Rs 10 lakh. However, in the US, prices for PDPs are 
crashing and start at a modest $3,000 (Rs 1.32 lakh) for a 42-inch screen. 

PDPs are made by very few manufacturers—LG, Samsung, Fujitsu, 
Panasonic, Philips, Hitachi and Sharp. The market size in India is estimated to 
be a modest 5,000 screens per year. To go by what the experts say, Panasonic 
makes the best ones on the market. They also charge among the higher 
prices in the market. 

So it is expensive, slightly technically flawed, but damn, they look so 
cool. Mortgage the wife and the kids, and get this, you won't notice they 
are missing—for sometime. 


S UPPOSE A RICH UNCLE JUST LEFT YOU A DECENT INHERITANCE, AND YOU 


KUSHAN MITRA 
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А. The ICFAI School of 
IVERSITY, Information Technology 








Admission Notice 


Well equipped library facilities 







Two year, full-time, campus- based | 
program at Hyderabad 


+ Competent and committed faculty . 
Focus on software application 

e Special training inputs through... * Merit Scholarships 
Computer Application Project. and Bank Loans 
Summer Internship | 


State of the art computer facilities 
with latest hardware and software. 


22» Active industry interface 


Soft skills development 







* 


Extensive co-curricular activities 


Placement assistance 






Eligibility: e Graduation (104243 or 10+2+4) from | Admission: Through ISIT MCA Test (IMCAT) оп 
any discipline, with 50% and above aggregate marks. | June 12, 2004 at 56 Test Centers all over india. 
e Final year degree students awaiting results. | г Commencement of Classes: July 12, 2004. 










For MCA prospectus’) p Application (Rs. 450, by С Cash | 1 00), ple ease contact : 


5: Ahmedabad: CPAD, 504.519 Floor, Shitiratna Complex Panchavati  Panchrasta, Ellis Bridge. Tel: 079-34354607. Bangalore: ОРАП, 

; Infantry Road, Tel: 080- 38783699: Chandigarh: ОРА; 17; Sector 9; Tel: 0172-3233565, 321 hennak ОРАП, 4th Floor, 
mbakkam Higti Road. Tel: 044-33399926; Indore: C! | , T, MI ју kun Ghantaghar; Madhya Pr | 
А; Flat No.404, 4th Floor, Shyam Anukai 63;Ко А0, 38/6800; nor Vallamattam Estate M.G. Road, 7 и. 

PAD, | Krishna, 224, АІС Bose Road. Tel: 03: 0 No. oor, Akshart, 1/ ок Marg. Tel: 05223435662, Mumbai: CPAD, and Floor; BE: 
Complex, Andheri (West). Tel: 022-33399923/24; New. Delhi CPAD Flat 5: Floor Indra ; $$ ае Barakhamba Road, Connaught Place. Tal: 011-2425380 
Patna: ОРАР, 308, 3rd Floor, Aashiana Towers, Opp: Apsara Cinema, Exhibiti Tek 0612 

CFA А! Centers: Agra: 2527035; Ajmer: 2622707; Allahabad: 242- 09 ‘Anantapur: 249394; Ашгйпдабай: 5624774/775; Barrackpore: 25924255; Bareilly: 

420034 / 37; Belgaum: 2424074; Berhampur: 2225790; Bho apal: “5277258, 257697 ubaneswar: 2506203/204; Calicut: 2722660; "Coimbatore: 2541180, 53604. 
‘Cuttack: 2332811: hradun: 2654002/03; Faridabad: 5070464/022.5071923: Gandhi Nagar: 3 : 2703105; Goa: 2437050; Guntur: 2938955; Gurgaon: i 
3595, 5556; Gulbarga: 442033; Gwalior: 2322273; Hubli: 2371738; Hyderabad: Vidyanagar: 27630256, 55100656; Jab: 74769. 5000560: Jamshe | 
0434957; Kakinada: 2387772; Kanpur: 233-0012/1145; Kolhapur: 265-5142/4491; Kollam: 3091485. Kottay: 20861141 ШОО}; 249811; dhi 2772623, 3097022: Madurai: | 
| 2042169, 5979989; Mangalore: 2432050; Meerut: 3107512; Mysore: 2543803; "Nagpur: 2564314, 2547124; Nasik: 2570413, 56 ; : 2201222; Noida: 2582410, 25169. 
Pondicherry: 2911211, 2220991: Рипе:-40269-75/76; Raipur: 5061361, 5091919; Rajahmundry: 2448813, 2434919; Rajkot: 2462684: Ranchi: 2331922; В ; 
© 8131; Salem: 2332122: Siliguri: 2524079; ‘Shimla: 26570-46/48; Surat: 2650485, 5530048; Thane: 53/5836, 25382659: Thrissur: 309092 TAOTOT: 
"firunelvelli: Ph: 2561533; Tirupathi: 5561058; Trivandrum: 2320853, 2321302: Udaipur: 5102- anes Vadodara: 2341780, 5540299: Varanasi: 22726-02040 Wiavawe 8: 
2473620, 5562620: Visakhapatnam: 2752653, 2598650; Warangal: 2552610. _ 


Alternative! ly, for MCA Prospectus and Application; please send a DD for Rs. 450 drawn in favour of (CFA! University Ave ISIT, t. bible at t Hyderabad 
to: Campus Programs Admissions Department (CPAD), The ICFAI University, 43, Nagarjuna Hills, Punjagutta, Hyderabad - 500082. 
Tel : 040-23435328/29/30/45. Fax : 040-23435347/48. Email: cpad @icfai.org 


www.icfai.or g/isit AE OANE A ENER 
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HEALTH NOTES 


STRENGTHEN YOUR HUB 


HINK OF AN AUTOMOBILE WHEEL, A STURDY CIRCLE THAT ROLLS 
| along smoothly. Now think of what it would be without a hub. 
Nothing. Try and think of the human body as a wheel. The hub or 
core area is the thoracic region—from below the chest to the pelvic area, 
while your arms and legs are merely the spokes. The muscles that make 
up the core area are your core muscles. And, unfortunately, this is a miss- 
ing link in most exercise regimes. Few trainers (personal or otherwise!) 
incorporate core strength building as part of the exercise regimes they rec- 
ommend. A pity, because without strengthening the core muscles, little 
can be achieved. Every movement—whether it is of your arms or legs— 
depends on your core strength. More important, a strong core—loosely, 
that means strong abs, strong back and strong hip muscles—is an insur- 
ance against bad posture and a bad back as you grow older. 

One reason for neglecting core muscles is because unlike biceps, 
triceps or pecs, they are not flashy or visible. But they are crucial for 
any physical activity. For example, how far you can throw a ball de- 

pends not on how strong your arms and 
shoulders are but on your core, which 
acts as a stabiliser. Core muscles 
comprise not just the muscles in 
the abdominal area and the 
back but also in the hips and 
pelvic area. Many of these 
muscles are not visible beca- 
use they lie under other mus- 
cles. The transverse abdomi- 
nus (the muscle below your 
belly button) is hidden by your 
six-pack or rectus abdominus. 
While the rectus abdominus can 
look good (six-pack, washboard, etc.), 
the transverse abdominus is the important 
muscle that protects some of your vital internal organs. Likewise, the 
equally important but invisible erector spinae supports your back 
and the pelvic floor muscle maintains spinal stability. 

How do you exercise your core muscles? Let’s take three muscle 
groupings: abdominals, hips and back. For the abs, plain old crunches 
help. As do lateral crunches. But add a few more exercises like leg 
raises and pedalling (lie on your back with your legs slightly raised from 
the floor; now pedal the legs as if you are riding a bike). For the hips, side 
leg raises, both single and double are good (lie on your side with legs to- 
gether; now raise one leg and bring it back—that’s a single leg raise; for 
the double variant, raise both legs together. ..yes, it’s tough). For the back, 
do deadlifts and bridging. Both are exercises that need a full instalment of 
this column to explain, so wait for the next one. Till then, happy workouts! 

| MUSCLES МАМ 












Write to musclesmani@intoday.com 
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MS Programs 


JNIVERSITY Distance Learning + Training Classes + Web support | 





[97 Duration : Two years for each Pogam. 22222204 MS (Accounting) leading to the CPA designation 
2219 Eligibility: Graduates (any discipline) / 222222 Quality Courseware 
211% MS (Finance) leading to the CFA charter. & Training Classes all over India 
-|% MS( (Banking) leading to the CBM designation 22-07 Web Support on 24 x 7 basis 
21% MS (Insurance) leading to the CRIM designation 97 Examinations four times a year at 67 Test Centers 


Visit us at: WWW. fa org/i е for Prospectus and Online Registration 


Рог Details & Б ШЕШШ ICFAI ШЕШ Pens at Lm Nos gun 220 | 


5366447; Cuttack:2332811; Dehradun: 2654002/03; Durgapur: 2544493; Faridabad: : 

43; Goa: 2 : 2238058: Gurgaon: 222-3595, 5556; Gulbarga: 442033; Gwalior: 2322273; Hubli: | 

: 2371738; Hyderabad: Lehane мана 36 ANE 27630356, 65100656; indore: 506-0003/8247; Jabalpur: 5066886; Jaipur: 2363695; 2872689; Jalandhar: 5074769, 5000569; . 
| Jamshedpur: 2494957: Kakinada: 2387772; Kanpur: 233-0912/1145; Kochi; 2369763, 2382294; Kolhapur: 265-5142/4491; Kollam: 3091485; Kolkata: « Ballygunge: 228-73161/17802 «Lake 
1 Town: 2534-1172/4723; Kottayam: 2561131; Kurnool: 249811; Lucknow: 220-4205/4559; Ludhiana: 2772523, 3097022; Madurai: 2342169, 5379989; ‘Mangalore: 2432050; Meerut: 3107512. | 
| Mumbai: e Nariman Point: 22040888, 22823173 e Andheri West: 2671-6563,8410 e Ghatkopar (East): 55987187/89 e Thane: 25375836, 2538265; Mysore: 2543805; Nagpur: 2564314, 2547124: © 

"| Nasik: 2570413, 5604820; Nellore: 2301222; New Delhi: e Connaught Place: 237391-57/69; e Meera Bagh: 2528-3007/1138; « Kamla Nagar: 55481831; Noida: 2592410, 2510024; Раша: 2297040; X 
Pondicherry: 2911211, 2220991; Pune: Shivaji Nagar: 40269-75/76; ө Bund Garden Road: 4048771/72; Raipur: 5061361, 5091919; Rajahmundry: 2448813; 2434919; Rajkot: 2462684; Ranchh: “1 
2331 -922/508; Rohtak: 293957/58; Rourkela: 2473736; Sagar: 508131; Salem: 2332122; Siliguri: 2524079; Shimla: 26570-46/48; Surat: 2650485, 5530048; Thane: 5375836, 25302559 | 
Thrissur; 3090920; Tiruchirapalli: 2740761; Tirunelvelll: 2561533; Tirupathi: 5561058; Trivandrum: 2320853, 2321302; Udaipur: 5102-254/545; Vadodara: 2341780, 5640209; Varanasi: | 
2226- 320/439; Vijayawada: 2473620, 5563620; Visakhapatnam: 2752653, 2598650; Warangal: 2552610. 


. You can also send your request for Prospectus and. Application along with your "brief bio-data to: | 
Programs Officer, The ICFAI University, 23, Nagarjuna Hills, Punjagutta, Hyderabad 500082. 
040-23430431-36, Fax: 040-55639711. Е- mail: info @icfai. org 











BT PEOPLE 
A New Script 


(је WAY OR ANOTHER, JAITIRTH “JERRY” RAO HAS 
ensured that he has an action-packed time as 
NASSCOM’s new Chairman. The former Citibanker, 
who reinvented himself as a tech entrepreneur when 
he was 44, wants to take the outsourcing debate onto 
a higher level. “India is already known for its cost-com- 
petitiveness and quality, it is time to focus on reliability 
and security now,” says the 50-year-old. Indeed. If 
there’s anything that can derail the great outsourcing 
gravy train it would be a lack of customer data secu- 
rity. Make customers feel that their data isn’t safe in 
India, and they won’t need their government’s urging 
to pull out. His part-time job at NASSCOM should also 
hone another skill that Rao has: writing. He already 
has a book of poems called Gemini II and is working 
on another volume. But more interestingly, he’s also 
penning his first novel—a murder mystery set 500 
years ago. That's just as well. He'll probably need а 
writer's imagination to fight the outsourcing bogey. 
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Biotech Billionaire 


HE QUEEN OF INDIAN BIOTECH IS ON A HIGH. KIRAN 
Mazumdar-Shaw, Chairman and Managing 
Director of Biocon, brought a two-year preparation for 
an IPO to its climax on April 7 as the company's 
maiden IPO, offering 10 per cent of its stock, got 
snapped up 33 times over, raising Rs 315 crore. 
Mazumdar-Shaw, whose father was a brew master, 
plans to plough that money into expanding her 25- 
year-old biotech company. Her next target: Hit $1 bil- 
lion by 2010. There's also the small fact 
that she is now India's richest woman, 
courtesy her 40 per cent holding in 
Biocon, which currently has a mar- 
ket cap of $1.45 billion (Rs 6,525 = 
crore). But she would rather not The Sea rch Co nti nu es 
dwell on her personal wealth, 
priding herself instead on T 40, THE TELECOM-EQUIPMENT-DISTRIBUTOR-TURNED- 
creating a billion-dollar headhunter has padded up for a new inning. Atul 
biotech company Vohra, Managing Partner, Heidrick & Struggles, 
through intellectual | where he spent six years, has teamed up with college 
wealth. Mazumdar- | buddy and business associate Uday Chawla to set up 
Shaw, who wants | Transearch International. “The market was good, but 
more biotech outfits | our growth beyond what we achieved (at Heidrick) was 
to list, has also cre- | static," says the squash enthusiast. What is the search he 
ated at least four | most prides on? The executive director for WHO whom 
other millionaires in | he tapped from a global talent pool, recalls Vohra, who 
her company. She's got | likes his Macallan on-the-rocks. In Vohra's business, 
the right genes, alright. though, you are only as good as your last search. 
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Thrust and Spar 


NS YOU ARE SIR MARTIN SORRELL, LOSING ISN'T 
really an option—even if it’s your own share- 
holders that you are fighting (over a £44-million 
bonus he’s paying himself over the next five years). So, 
even as Sir Martin, Group CEO of advertising behe- 
moth WPP, won the bonus battle, he has made an- 
other move to strengthen his hold over global adver- 
tising with the launch of WPP’s third global media 
network Maxus, after MindShare and Mediaedge:cia. 
The interesting bit: the new network takes shape in 
Asia-Pacific (including India) as a rebranded version of 
Maximize. In India, Group M, WPP’s media um- 
brella, will now operate through MindShare, Maxus, 
Fulcrum, and Zenith. It already accounts for Rs 
2,000 crore of the Rs 7,000-crore organised media- 
buying market. With Maxus, his grip will only tighten. 


ORPORATE SOCIAL RESPONSIBILITY DOESN'T ALWAYS 

have to be about poverty or environment. For 
Rajeev Karwal, Mp, Electrolux India, it can be some- 
thing as commonplace as eve teasing. Ergo, with 
some help from Kalli Singh, Publishing Director of 
Today (a sister publication of BT), Karwal held the first 
training camp of *Femme Force" on April 11 in 
Delhi. *It's a social menace that all of us need to com- 
bat," says Karwal. What prompted the initiative? 
His wife getting eve teased and the rape of a Swiss 
diplomat in Delhi (Electrolux is Swedish). No doubt, 
the ace marketer knows how to touch lives. 
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Breaking Rank 


UST WHEN YOU THOUGHT THAT IIM-BANGALORE WAS 

going to go down without a fight, its Chairman 
$.М. Dutta has sprung a surprise on everyone, inc- 
luding some members of the school's board, it seems. 
Just one day before the Supreme Court was to hear on 
a public interest litigation challenging the fee cut at IIMs, 
directed by HRD Minister Murli Manohar Joshi, 
Dutta, who is also the former Chairman of Hindustan 
Lever, filed an affidavit in the apex court stating its int- 
entions of maintaining the status quo on fees, just 
like the board of governors at ПМ-А, 
led by Chairman N.R. Narayana 
Murthy, had decided on a few days 
earlier. However, ПМ-В has offered to 
maintain a non-lien account for the 
fees in excess of that decreed by the 
minister. For now, the ПМ$ can breathe 
easy. Last fortnight, the 5С post- 
poned a hearing on the PIL on 
the request of IIM-A, which 
wants to resolve the dispute 
through talks with the 
government post-elections. 
Hopes, however, seem 
pinned on Joshi not retur- 
ning to the ministry. ШІ 
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Conquer 





Air 


Express Yourself 
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Believe In Yourself 


PRAMOD KHERA, CEO & MD, Aptech 


N TODAY’S COMPETITIVE WORLD, 

everyone is eager to know what makes 

for a good leader. Successful leaders have 
had their success mantras analysed, dissected 
and, if proven effective, adopted. A lot of 
effort has been made by experts and resea- 
rchers to unravel the qualities and secrets of 
leadership. Others have diligently worked 
towards emulating them. Nevertheless, good 
leaders are as rare today as ever. 

Success as a leader, therefore, does not 
come from specialised training or education. 
It comes from common sense and from the 
ability to learn from others. Examples of suc- 
cessful leadership are visible in plenty all 
around us—in different situations, in differe- 
nt social groups, as also in different organi- 
sations. The trick is to comprehend the behav- 
ioural patterns of these people that lead them 
to be exceptionally brilliant as leaders. 
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Given a context and a situation, good 
leaders are those who create a vision, a bel- 
ief that they are passionate about and who 
have the ability to put together a team that 
believes in their vision. This is what lead- 
ership is all about. An organisation has to be 
led with a vision. The vision сап only be 
achieved if the right team is in place. Leaders 
facilitate this while not allowing themselves 
to be sidetracked into areas that do not 
form a part of their core vision. 

Great leaders display unwavering faith in 
their. dreams and remain focused with a strong 
will to pursue those dreams. They give due 
credit for success to their co-workers while 
taking responsibility for failures. Good lead- 
ers are also those who remain humble in 
their disposition because humility allows them 
to learn even from subordinates who may 
have a few good lessons to teach. Ш 
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Say it with mangoes. 


DHL Mango Express - The sweet new gifting option! 


> O N 





Ship mangoes to your business associates and loved ones abroad, through DHL Mango Express. 
The mangoes are FREE! Plus, you get up to 30% reduction on our regular air express rates. We also ensure 
that only the best Alphonso mangoes are hand picked by reputed exporters, packed and delivered with 
complete export documentation. All you need to do is order today! Call 24-hour Toll Free: 1600 111 345, 


email: mango.express@dhl.com or website: www.dhl.co.in or visit any of our Express Centres. Offer closes 





31st May 2004!* Regulatory restrictions in USA, France and Australia do not permit export of mangoes from India. 


Deutsche Post Qf World Net D AA 


MAIL EXPRESS LOGISTICS FINANCE WE MOVE THE WORLD = Ap Ағ AV ly —— 


*Conditions apply. WUNDERMAN/BT/ 
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= | Money talks and it is a 
ee beautiful sound. Just ask Bharti 
ІСІ Venture: 77 CEO Sunil Mittal who has-seen! 
his company re rofits of 
‘he P&G Paradox Rs 619 crore. Now for Act || 
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Leadership through listening 





Hyundai presents Elantra. India’s first performance luxury sedan. Start the engine and play the ==, 
biggest game, yet. With its incredible power, exhilarating performance, plush interiors and a | 





trz 





formidable international reputation, the odds are all stacked in your favour. Now, go ahead, throw Performance Luxury Sedan 
an open challenge to the world. And belittle the competition in the rear view mirror. PLAY A BIGGER GAME A 
The features and specifications as stated above, may not be a part of the standard equipment, and are subject to change without prior notice. www.hyundai.co.in/elantra 
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INTRODUCING INDIA’S FIRST PERFORMANCE LUXURY SEDAN. 


NOW PLAY A BIGGER GAME. 
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Presenting the R K SWAMY BBDO Guide to Urban Markets 
Here's a definitive Guide that provides more information on multiple facets of purchasing power at 

the town level than any other source, for use by Marketers of ail kinds of goods and services. It 
provides the purchasing power potential of 784 towns in India with a population of 50,000 or more. 


















HIGHLIGHTS | * Uses information from 16 sources: Results 
* Grades and ranks towns in order of . have been thoroughly validated. 

economic prosperity. 

Classifies the cities and towns into ААА, АА, 

A, B, C and D grades. 

Covers 77.396 of the urban population. in 21 | 
states and 3 Union territories. Е 
‘Ranks towns by Market Potential Value 
(MPV), a unique composite measure. | 
Indicates the per capita. prosperity of 
each town through the Market Intensity 
| . Index (Mil). | 
ue Gives the relative media exposure mrough = 
the Media Exposure Index (МЕ). | 
Combines 18 indicators covering per capita ы 
income, rich households, ownership pattern 
of Durables, consumption pattern of FMCG, 
Market Infrastructure and Media. | 
Interactive CD permits use of the Guide 
along with sales and other data for 
relevant analysis. 


The Guide provides clear guideposts to 
. Marketers to focus resources. It comes along 
- With а "How to use the Guide" booklet covering 

a variety of marketing situations. 
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ee UA Ask for free brochure. Send your orders to or call: R.K SWAMY. BBDO Advertising Pvt. Ltd. 1/A Church Street, Bangalore 56000 
2.10 2558 6752 ог 2509 1467 * 604 Аппа Salai; Chennai 600006 © 2829 2300 or 2829 2299 > Gulmohar Avenu we 
c Somajiguda, Hyderabad 560082 © 2337 2031 ог 2337 2028 * 4 Syed Amir Ali Avenue, Kolkata 700017 € 2247 3568 or . 


2280 7527 * Elphinstone House, Murzban Road, Mumbal 400001 © 2207 7476 or 2207 8042 + 17 Рива Road, 
‘New Delhi 110005 Ф 2571 9990 or 2571 9702 * E-mail to help desk: guide@rksbbdo.com • www.rkswamybbdo.com 
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Ero The Editor 


UNIL MITTAL TOOK EVERYBODY BY SURPRISE. ALTHOUGH 

most people expected his Bharti Tele-Ventures to 

turn in a profit for 2003-04, no one imagined it 
would be a whopper of Rs 619 crore. What's more, he 
achieved that number in a year when mobile telephony 
tariffs dropped and a formidable competitor like Rel- 
iance Infocomm ramped up its own mobile subscriber 
base to 7.2 million. Bharti, with 6.5 million mobile 
subscribers, is No. 2 but Mittal told Business Today that 
in the next two years, he is targeting an eye-popping 25 
million. Still, as our cover story by Deputy Editor R. 
Sukumar says, the past year was not just about numbers. 
Mittal also inked a couple of revolutionary deals like the 
one for network management with Swedish major 
Ericsson and another for ІТ outsourcing with ІВМ. 
Mittal says he wants to build the world's best-managed 
telco and it seems like he's determined to do so. 

In Mumbai, 42-year-old Renuka Ramnath, who 
was on Business Today's first list of Most Powerful 
Women in Indian Business (BT, November 23, 2003), 
has been quietly transforming ICICI Venture Funds 
Management Company. Already, the company, which . 
Ramnath has been steering for 
the past four years, has be- 
come India's largest private 
equity firm with Rs 2,500 
crore worth of assets under 
management. In Everything 
Ventured, Everything Gained 
(Page 62) BT’s Abir Pal takes 
you backstage at ICICI Venture 
to see how Ramnath did it and 
where she’s taking the firm. 

. The fast moving consumer goods (FMCG) sector in 
India is often synonymous with the high-profile. 
Hindustan Lever Ltd (ни), which has recently been in... 
the media after it announced a radical restructuring aim- ` 

ed at reviving its sluggish fortunes, but another MNC, 

Procter & Gamble, is having its own share of troubles. 
Our feature, Slipping On The Suds (Page 70), looks at 
whether the US giant, which has been around in India 
for the past 53 years in some form or another, will man- 
age to really grow its business or remain a bit player. 

This issue also has a special feature, the annual 
BT-TNS India Best Advertising Campaigns. This 
time, in addition to television ads, we've also ranked 





print campaigns. To complement the survey, a team 


led by Assistant Editor Shailesh Dobhal also went 
back to the agencies behind the top-ranking ads to 
quiz them on what went into their creation. Check 
out the nuggets that they found. 
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The Investment Guide 
Your special issue Where To Invest In 
2004-2005 (BT, May 9, 2004) made 
a great read, Although the rr indus- 
try seems to be recovering steadily, it 
still has to go a long way before it 
can regain investor confidence. Till 
then, the service industry and the 
pharma sector would in all proba- 
bility remain the most lucrative opti- 
ons for investors. While investors 
are understandably upbeat on the 
continuing feel-good element in the 
economy and most major companies 
posting good results, they should 
remember that the stockmarket’s 
fate revolves around the outcome 
of the elections, the continuation 
-of reforms and successful monsoons. 
SIDDHARTHA RAJ СОНА, through e-mail 


Your cover story Where To Invest 
In 2004-05 (BT, May 9, 2004) 
does well to apprise investors of 
the best investment options avail- 
able to them based on their annual 
incomes. It also does well to un- 
derscore the risks of investing in 
uncertain market conditions. Your 
issue will go a long way in helping 
investors earn a better return on 
their hard-earned money in these 
confusing times. 

RAM KRISHNA DWIVEDI, tbrougb e-mail 


Unfair Practice 

Your editorial Either Us Or Out 
(BT, May 9, 2004) was timely. The 
getting together of employers in 
the BPO sector to forestall job-hop- 
ping by employees is a clear depar- 
ture from the norms of free market 
economics. It is also a gross violation 
of the rights of employees. In these 
days of liberalisation and globali- 
sation, if a company wants to retain 
its employees, it should win their 
loyalty by offering decent compen- 
sation and adequate career devel- 
opment opportunities along with 
a comfortable work environment. 
While some attrition is inevitable, 
some initiatives in this regard would 
go a long way in helping companies 
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hold on to their workforces better. 
DAN, MURTHY, through e-mail 


In Praise Of Banga 
This is with reference to your story 
on the changes in Hindustan Lever, 
Splicing HLL (BT, May 9, 2004). 
Change is inevitable in any dynamic 
organisation. Clearly, the stimulus 
in Hindustan Lever's case has been 
competition, and therefore its resp- 
onse—that of changing its struc- 
ture and policies—makes strategic 
sense. The speculation over Lever's 
chief M.S. Banga's promotion seems 
far-fetched. Banga deserves the pro- 
motion he has got because of what 
he was able to achieve despite a 
sluggish market. Comparisons bet- 
ween the growth rates during his 
and his predecessor's tenures are 
unfair since the market environ- 
ments in which they operated in 
were very different. 

К.М. MUTHURAMAN, trough e-mail 


Responsible Governance 
Apropos the item Primetime Pro- 
mises (BT, May 9, 2004), party 
manifestos should be brought un- 
der legal scrutiny to ensure that 
political parties implement at least 
some part of what they promise 
during election campaigns. It is 
time the ЕС penalised political par- 
ties for failing to deliver on prom- 
ises within a stipulated period of 
time after coming to power. This 
would help ensure that voters are 
not taken for granted by unscrup- 
ulous politicians and parties, 
SUBHASH C. AGRAWAL, through e-mail 


The Winner Lost 
In your investment special story 
India’s #1 Fund House (BT, May 9, 
2004), Franklin Templeton. India, 
with Rs 15,000 crore under its man- 
agement, has been given the number 
one position even when it ranks 
behind urt.Mutual Fund, which 
manages’ assets worth. Rs 20,000 
crore. This is grossly misleading 
since UTI MF accounts for 85 per 
cent of the investor accounts in the 
mutual fund sector and is the coun- 
try's largest retail fund. 
DEBASISH MOHANTY, VP, Sales С” Marketing, 
(Corp. Сотты Cell), UTI Mutual Fund 


Our Correspondent replies: UTI-1 
was excluded from consideration by 
virtue of its not being a private sec- 
tor mutual fund. As per the survey. 
methodology, Franklin Templeton 
edged out its two competitors, HDFC > 
Mutual Fund and Prudential ICICI 
Mutual Fund, to emerge as the coun- 
try's top private sector fund. 









NOW HOME THEATRE SYSTEMS WITH 


EMOTE CONTROL 


When you have a technology as superior as the DNie™, what better than the 505 МТУ, ог 
Super Digital Sound Master technology to give you a theatre-like sound experience. 
sDSM'" hastruly revolutionized the world of Home Theatre Systems. Never before has such 
an innovative technology existed. With its powerful surround sound that produces a 
multi-dimensional effect and the Auto Sound Calibration technology that lends the user 
never-before found flexibility and ease. 


Samsung's Auto Sound Calibration (ASC) is a one of its kind technology that automatically 
creates the desired optimal 5.1 channel sound by adjusting each speaker channel's 
equalization, tone and volume — based on the acoustic environment of your home. It 
generates a perfect surround sound experience, and that too within З minutes. All you need 
to do is connect the Auto Setup Microphone to the system and press the 


ASC button. Thereby bypassing complicated installation calculations. | = 

The final output gives you a far better listening experience than any Шал / \ 
other assembled or local home theatre. Giving you sound that is тоге А ~ 
real and natural than anything you've heard before. о A» | 


Live Surround Mode (LSM) is a revolutionary leap taken from traditional 

modes that allow you to choose from different environment audio settings. 

A breakthrough algorithm of LSM greatly improves degrees of separation and articulation, 
creating a remarkably powerful listening experience. So simply choose the 

mode you wantto be in (jazz, rock, cinema etc.) and getthere atthe touch 


of a button. а 
| m 


Now we've moved from cinema halls to home theatres. The next step in 
further personalizing your theatre experience is with the Virtual 
Headphone. Producing authentic multi-dimensional 5.1 channel 
surround sound, these headphones are an impressive advancement overthe 
conventional stereo headphones. 


\ 


Allin all, the sDSM™ technology brings to your ears, sound you would experience іп a 
theatre. Sound that is not only real. It's even surreal. 


Samsung Home Theatre Systems 
with DNle™ and sDSM™ 

The fusion of these two is 
like a tango of full bodied 
colour, and full coloured 
sound. It's a coming 
together of two great 
technologies to create the 
ultimate home 
entertainment experience. 
Which touches all the five 
senses, and омегромег 
the hub of these Senses - 


the heart. Emote control. 


Itis the future. 
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ails: Samsung Electronics India Ltd., 8th Floor IFCI Tower, 61 Nehru Place, New Delhi - 110019. E-mail: platinum@samsungindia.com. Website: www.samsung.com/india 








Imagine a technology that uses just sight and sound, to evoke emotions you'd normally feel by prompting all five senses. That, ladies and 
gentlemen are the two new technologies used in Samsung Home Theatre Systems. DNle™ for defining the perfect picture, and sDSM™ for 
calibrating superior sound. Now while these technologies remain a fantasy for others, they are a reality for Samsung. For the best picture you 
see,isthe onethattouches you, or evokes something in your heart. Likewise with sound, the best you can get are the sounds that bring images 
to your mind, and stir something in your soul. And here’s how these two technologies work to give you the realization of such reality 


DNIe"" or Digital Natural Image engine technology of Samsung televisions is the future of 
imaging, acknowledged the world over. With its unique abilities of improving picture quality 
in a four-step procedure. And its intelligent multiple signal source process, with which 
it adjusts the picture according to the signals it receives from various sources (DVD, 
digital TV). Bringing you pictures the way their creators intended. This is how the 
technology works. 


The DNle™ technology ensures a superior quality output signal is 
viewed by you. Pictures that are close to real, are made so by 


passing the signal through four different processes. The elimination 


Motion Optimizer 





of noise in the form of motion blurs and image tails occurs in the 
Motion Optimizer stage. Wherein the highly advanced motion adaptive temporal filter picks 
up deformities and renders the signal such, that even the fastest of movements are caught 
bythe naked eye. 


Even the Contrast Enhancement process of the algorithm is as 


Contrast Enhancer 





™ unconventional. Wherein the images are automatically analyzed for 
contrast and brightness, and adjusted to optimum levels. This rich 
and vivid visual signal is made even more so, by the Detail Enhancer. 


With which only the required input signal is processed for 





Detail Enhancer 


sharpness. Avoiding side-effects faced by conventional detail 
enhancers. So the picture is flicker-free and natural. 


And natural the final output signal will be, i.e. after going through the Colour 
ET Optimizer process. The final process of DNie™, in which the colour 


saturation ofthe signalis calculated, and adjusted to optimum levels. While 


maintaining the overall brightness of the picture. Thereby delivering 





_ “images that are so life-like, they please the eyes and induce emotions, never before 
experiencé@onany television. .. maybe not evenin real Не. 
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1. Ga to “Write messages” on your mobile 
phone. | 


2. Type “ВТТЇР” on the message screen. 

3. Send the message tothe number “2424”, 

4. You will receive the hot management tip for 
the day in a return message. 


“Send BTPOLL F after May 23, 2004, for 
(ihe final poll results. 





Now, get a hot new management tip for the day every day, and participate in opinion polls 
through SMS on your mobile phone 24 hours a day. 
TO RECEIVE BT'S TIP OF THE DAY | TO ANSWER THE BT-ON-THE-MOVE QUESTION 
| Will economic reforms continue post-polls? 


| 1. Go to "Write messages" on your mobile phone. 
| 2, Type "BTPOLL Y” for Yes. 

| Туре "BTPOLL М" for No. 

| 3. Send ће message to the number “2424”. 


Readers can also participate in the poll at 
www.business-today.com 


· Competition As Ad Adrenalin 

There is nothing like the adrenalin shot of a com- 
; petitor you can’t take your eyes off, according to 
| many a marketer. Competition is just what every 
| brand needs. Has competition from Joyco's PimPom 
| lollipops, for instance, helped Alpenliebe turn in the 
advertising performance that makes it so popular? 








a 





NOTE: Not available with all cellular 
operators. Недшаг SMS charges apply. 
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Hyundai Motor India 


(Madison) Rev FC G/F 
і 

ИРМ (АК&/ Advtg.) 67 
IL & FS (Prem Associates) 73 
Indian Schoo! of Banking 

(Result India Comm) 43 
ICFAI 

(Sobha Advtg.) 119, 141, 143 
IBM (O&M) OBC 
ITC Wills Sport (Lintas) 111-114, 123 
J 


J.K. Helene Curtis (FCB-Ulka) 59 


J K Copier (ENZ Comm) 103 
L 

Liberty (Montage) 31 
M 

Microsoft 

(McCann Erickson) 28,29,65,98,99 
Maxtor (Design Shop) 33 
Motorola (McCann Erickson) 46, 47 
Р 

Pricol Pemier Instruments & Controls 
(Sasi Advtg.) 23 


The online edition of Business Today 
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Pan Parag 

(Harmony Multimedia) 39 
R 

R K Swamy/BBDO 

(Hansa Vision) 3, IFC 
Raymond Apparels (Starcom) 35 
S 
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(Mudra) 51 
U 
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2 
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YOUR EARS ARE 


ATTACHED. 
YOUR HOME THEATRE SPEAKERS 


NEED NOT ВЕ 


Presenting India's first WIRELESS Home Theatre System from Samsung with sDSM™ & ASC technology. 


Unlike other Home Theatre Systems, the 
new Samsung HTDB390 allows you to 
enjoy the sound from wherever you 

e in your home. Its patented sDSM™ 
technology, Auto Sound Calibration 
feature with blue tooth enabled wireless 
speakers automatically finds your ‘sweet 
spot in the room, to give you the most 
incredible sound in the world. So don't be 
surprised if you hear a soft, whispering 


thanks in your ears, from your ears 


SAMSUNG ee 


61L2 LCD PJTV + HTDB390 


Contact details: Samsung Electronics India Ltd., 8th Floor IFCI Tower, 61 Nehru Place, New Delhi - 110019 
o er Dae E-mail: platinum@samsungindia.com. Website: www.samsung.com/india 
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Profitable Exits 
A buoyant stockmarket and a rash of M&As help 
private equity firms strike it rich. 


What, Me Worry? 
Why India Inc and the bourses need not fear a 
hung Parliament. 


The Bigger Picture 
Satellite channels and production houses eye the 
motion picture opportunity. 


A New Path For The Pentium Man 
Vinod Dham is out to prove that India can be the 
world’s silicon semiconductor champ. 


Supermarket Secrets 


· Simple observations on consumer behaviour һауе 


helped Mumbai's Haiko Supermarket grow. 
The BT 50 Index 


Q&A: Mervyn Davies 
The CEO of Standard Chartered Bank speaks to 
BT on his strategies for the Indian market. 


A Dream Year For India Inc 
That was 2003-04, according to a BT analysis of 
332 companies. And 2004-05 is likely to be similar. 


Carbon Credits 
India wakes up as the EU shops for carbon credits 
to meet its emission reduction targets. 


Getting Better With Size 
A bigger EU offers more export prospects for India. 


Private Equity's MBO Season 


Investors force institutional parents to sell out. 


Mobile Math 


What do customers want of mobile phone com- 
panies? TNS India's CellTrack study says it all. 


Enter The Dark Horse 
Little-known Dishman Pharma surprises everyone 
with a rocky debut on the BSE. 


On The Prowl 
Armed with $2 billion, IOC is in acquisition mode. 


Mobile Billing Jinx 
After BSNL and MTNL, it is now Reliance 
Infocomm’s turn to suffer billing blues. 
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FEATURES 


62 Everything Ventured, 
Everything Gained 
In just four years Renuka 
Ramnath has transformed ICICI 
Venture into the country's 
largest private equity firm. 


70 Slipping On The Suds 


Despite plenty of hype about P&G’s latest price 

cuts in the haircare and detergents market, fact 

is that it has remained just another bit player in 
_ the Indian FMCG market. 





Team ICICI Venture 


76 Testing Times 
For now, Dalal Street seems 
not to care about the impending Е 
exits of Ranbaxy's CEO 
D.S. Brar and research head 
Rashmi Barbhaiya. But any 
misstep in the US markets could 


change that. Ranbaxy’s inheritors 





80 The Other Bajaj 


He's only 27, but in a 
tearing hurry to become 

the country's biggest sugar 
baron. Meet Kushagra Nayan 
Bajaj, the man who split 

the Bajaj family simply 
because it stood between 
him and his vaulting ambition. 


108 Dentsu's Day Out 


The world's biggest advertising 
agency brand, Dentsu, sets up 

shop in India in partnership with 

ad veteran Sandeep Goyal. The count- 
down to a new pecking order in the 
Indian ad industry may have just begun. 


Kushagra N. Bajaj 





Sandeep Goyal 


COVER STORY 


52 Black Magic 


Everyone expected Bharti Tele-Ventures to 
turn profitable this year; no one expected it to 
return Rs 619 crore! The inside story of how 
CEO Sunil Mittal turned what was supposed to 
be a bad year for the company into its best ever. 
P.S.: He's not done yet. 





Cover photograph by Vivan Mehra 


PERSONAL FINANCE 


116 Cost Push Housing 

In the market to buy a home? Input costs of steel 
and cement are altering the price dynamics, 

for a change. 

Making The Most Of Property 

Thought of buying commercial property? The 
time is now. 


120 


122 


File Those Taxes 
Presenting a quick guide to an important 
task—filing your taxes. 


JOBS TODAY 
124 Through The Danger Zone 


The world's hotspots need 
jobs done. Many Indians 
are daring to do them. 


126 Help, Tarun! 
127 Plateau Phase 
127 Your Money For Your Life 








MANAGING 


132 Honey, | Shrunk IT 


More and more companies in 
India are outsourcing their IT 
needs to lower costs and improve 
efficiency. 


134 Making Charity Pay 


BOOKEND 


136 Science And The Art Of 
Rethinking Things 
The modern West’s ‘ruling 
myth’, plus advice for 
investors and procrastinators. 
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Sights and sounds: Rajasthan's Shekhawa 


138 A Business Vacation It 15 


Have to take the family on a holiday this 
summer, but hate leaving work behind? Well, 
we have found four destinations for you that 
will keep the family happy, while you go off on 
your little business pilgrimage. 


Want To Weigh More, Do You? 


i region and lots more 
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Tackling Carpal Tunnel Syndrome 
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Starring Citigroup’s 
Victor Menezes, Essar’s 
Prashant Ruia, 
CapGemini’s Salil Parekh, 
William S. Pinckney of 
Amway India, ITC’s 
Yogesh C. Deveshwar and 
real estate tycoon 
Niranjan Hiranandani 
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V REED AND FEAR ARE OFTEN HELD UP AS THE 
two main emotions of the stockmarket. In 
^ testy times, these get magnified—making 
non-participants wonder whether market partici- 
. pants need what youngsters call a *chill-pill'. 
Бог now, a return to the balance of reason would 
do just fine. Take corporate India's performance. The 
. fourth quarter of 2003-04 has seen a surge—of 
| around 47 per cent, year-on-year, by one esti- 
‘mate—in aggregate net profit for а large swathe of 
listed companies, Enhanced cost-consciousness, 
traced all the way back to the last big recessionary 
phase, has certainly helped matters on the effi- 
ciency front. But the big story 
is the topline buoyancy gained 
over the last year or so. 
The G-word, growth, is 
back. So is talk of investment in 
. new capacities. With business 
looking up, corporate optimism 
: has gone on the ascendant. It is 
in the air. And it has filtered 
through to anyone who keeps: 
even vaguely in touch with 
corporate success. India 
doesn't just boast of a 
trio of billion-dollar 
< software exporters in 
the form of Tcs, Infosys 
and Wipro, it even has its 
first billion-dollar-profit- 
; maker in Reliance. To those 
who remember Microsoft as a billion-dollar firm, that 
packs quite some bite... 

¿and somebody had to go spoil it all by spook- 
ing stockmarket participants with this statistical de- 
vice called the ‘exit poll’, 

The funny part is that they actually got spooked. 
Not that the device is an old Halloween-style trick 
every grown-up should see through (that’s a separate 
debate). Instead, their fear reveals a poor apprecia- 
tion of the primary point of economic reforms—to 
free business of the vagaries of politics. To turn 
profit into.a function of market need fulfilment, 
that is, rather than a function of cosiness with leg- 
islative authority, To allow law-abiding citizens to 
choose how they make their living, untangled by red 
tape and undaunted by stick-wielders. 
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No Greed, No Fear 






If freedom is what corporate India operates 
under, why should most punters be so nervous 
about the outcome of the ongoing elections to the 
14th Lok Sabha? Is Indian business performance re- 
ally so fragile? 

A moment’s reflection would, of course, throw 
up much to chew on. As some of the talking heads 
on television have said, re-said, iterated and reit- 
erated, the barometer of India’s transition from a 
semi-command to a market economy is the progress 
being made on privatisation of public sector units 
(PSUS). This, they worry, could 
be jeopardised by a decline 
in parliamentary commitment 
to the process. 

- That privatisation should | 
be the be-all and end-all of 
reforms is, in itself, a case of 
myopia—and even if you operate 
on this view, there's little reason to 
equate a process reformulation with a 
complete process reversal. 

That. corporate India's business 
prospects should be vulnerable to 
political shifts is, worse, a case of 
brushing aside the reforms the coun- 
try has undertaken over the past two 
decades. And here too, a change in 
the agents of governance would not - 
be the equivalent of some violent 
avertit of Capitalism. So why panic? 

Stability? The Indian Constitution remains the 
same, growth is perky, competition is high and 
the country is closer than ever to a broad nation- 
wide consensus on the direction of reforms—to- 
wards market freedom. And gently so, with mini- 
mal shocks and democratic approval. This is sta- | 
bility. The stability that the world's other emerging 
markets envy so. 

There are worries, for sure, and grave ones | 


















| too. But these relate to issues of stability more 


fundamental than the sort stock traders have been 
jerking their knees to, Monsoon-dependence, for in- 
stance, continues to haunt economy watchers, es- 
pecially the few who get sweaty over the fisc. 
Those need redressal. For now, though, greed and 
fear need to be disentangled from the exercising of © 
free choice at polling booths. m 


To grow a new market, you need new thinking. 


In emerging markets, there's 
potential for investment 
growth in everything from 
flowers to mobile phones. 


Actis, the new investment 
management company created 
from CDC, is uniquely placed 
to help investors benefit. 


We're a leading independent 
private equity investor in 
emerging markets. 


Our people have a reputation 
for pioneering new thinking 
to stimulate private sector 
growth. 


For example, we led the 
privatisation of Punjab 
Tractors, the first deal of its 
kind in India to be backed by 
private equity. 

And in Africa, where fixed 
phone lines are unreliable, we 


saw the potential of Celtel, 
which is now Africa’s leading 
mobile phone group. 


Leaps like these, however, 
don’t happen by accident. 


They happen because our 
people are there on the 
ground, deeply involved with 
companies, countries апа 
cultures. 


We're there working closely 
with the companies we invest 
in, providing strategic advice 
and helping them win business. 


They find our presence 
reassuring. And so do our 
investors. 


To discover how we have 
generated success both for 
investors and investees, visit 
www.act.!s 
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The positive power of capital 
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..chased by bull. Several VCs are doing just that. BY PRIYA SRINIVASAN 


for venture capitalists and private equity funds 

that bought into the India story early, and never 
stopped believing it—through sniggers of derision 
from their peers and the media, troughs of disap- 
pointment as the Indian economy floundered, even ex- 
tended periods of despair. Today, the men and women 
who run Citigroup Venture Capital International, 
General Atlantic Partners, Actis (formerly CDC), GW 
Capital, AIG, ChrysCapital, and ICICI Venture (see 
Everything Ventured, Everything Gained on page 62 of 
this issue), sport ear-to-ear smiles and not without 
reason. A buoyant stockmarket—it’s right 
now іп the grip of some election chills— 
and a maturing M&A scenario have finally 
begun to present opportunities for these 
firms to exit, and exit profitably, from 
companies in which they had invested. 
For instance, Citigroup Venture Capital 
International’s $8 million investment 
in business process outsourcing (BPO) 
company Daksh e-Services is 
today worth $36 million 
(Rs 158.4 crore) fol- 
lowing its acqui- 
sition by IBM. 
The same 
deal has 
multiplied 
Actis’ $2 mil- 
lion a minimum 
of eight 


Te IS THE YEAR WHEN IT ALL COMES TOGETHER 
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Actis’ Donald Peck: A patient play 


times, and increased General Atlantic Partner’s (GAP) 
$20 million (Rs 88 crore) one by around half. Ajay 
Relan, the head of Citigroup Venture Capital 
International expects to exit a few more companies this 
year but is “in no hurry to exit, not when companies 
are showing a growth of 30-plus per cent”. 

A spate of Initial Public Offerings (IPOs) has also 
helped: AIG and GW Capital, both of which had in- 
vested in Biocon, struck gold with the company’s ІРО 
this year. GW Capital’s investment in the company 
more than quintupled post the про. A bullish Vishal 
Nevatia, CEO of GW Capital expects to see one or two 
more exits this year, “through an ІРО, M&A, even 
another private equity fund buying out our stake in 
these companies.” The booming stockmarkets have 
helped even funds that made late-stage investments in 
companies: in September 2002, GaP invested $100 mil- 
lion (Rs 440 crore) in software services company 
Patni Computer Systems for a 31.7 per cent stake; post 
an IPO that debuted in February 2004, that’s worth ap- 
proximately $170 million (Rs 748 crore). With more 
companies lining up IPOs, other funds are licking their 
chops in anticipation. Mumbai-based Infinity Ventures 
expects online trading company Indiabulls in which it 
has invested Rs 10 crore to go public sometime in June 
this year. Pravin Gandhi, Infinity’s co-founder, sees this 
investment appreciating “by at least four to five 
times” when that happens. And the man expects to 
exit two more companies in which the fund has in- 
vestments, e-learning company Каш, and games 
creator Indiagames, by the end 
of this year, “through a 
strategic sale.” 
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Even investments in publicly traded companies have paid off 
for some funds. Chrys Capital recently offloaded its 3.83 per cent 
stake in UTI Bank to a couple of foreign institutional investors for 
Rs 127 crore, making a profit of a cool Rs 90 crore. “The exit sce- 
nario is good," says the company's Managing Partner Ashish 
Dhawan. “People are starting to take their chips off the table.” 

That isn't just great news for VCs and private equity in- 
vestors; it's also good news for companies looking for funding. 
The successful exits have already made the India story that 
much more credible. And will likely increase investor interest the 
next time a fund tries to raise an India-fund. 
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Hedging IT 


ps IT 
sector may 
be booming, 
but it lives un- 
der the con- 
stant threat of 
seeing revenue 
projections 
coming unstuck 
because of the 
foreign-ex- aids 
change factor. Infosys CFO 
Elsewhere, Mohandas Pai: 
companies Hedge-manager 
manage this by 

hedging. Indian companies would 
like to do so too as evident in 
Infosys Technologies’ recent re- 
quest to Reserve Bank of India. 
Only, India’s Foreign Exchange 
Management Act allows them to 
hedge only up to 50 per cent of 
the past year’s exports (or imports), 
or the average of the exports (or 
imports) for the past three years. 
Worse, they can only hedge up to 
50 per cent of this without docu- 
mentation. Given that most such 
documentation does not apply to 


‘the software business, companies 


such as Infosys cannot hedge their 
for-ex earnings beyond a point. 
Last year, for instance, the com- 
pany's forward cover was а mere 
$203 million dollars (around a 
quarter its revenues). “If regula- 
tions allow us to cover our entire 
net foreign exchange, we could 
work on a constant currency for 
the entire year,” says an 
Infosys spokesperson. In the 
era of the strong dollar, only im- 
porters used to run for cover. 
Now that the worm has turned, 
exporters are doing so too. 
NARENDRA NATHAN 





A buoyant bourse and a maturing M&A scene have begun to present 
opportunities for VC firms to exit profitably from companies | 
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economy, at least, not just yet. The financial re- 

sults of 582 firms that are out at the time this 
magazine goes to press show a growth in revenues 
(over 2002-03) of 22 per cent. Net profits have grown 
faster, by 47 per cent. The government’s estimates sug- 
gest that the Indian economy could well have grown by 
around 8.1 per cent in 2003-04, and that it will prob- 
ably grow by at least 7.2 per cent (NCAER’s estimate) 
this year. The met department expects the mon- 
soon, the most important variable іп апу macro- 
economic equation, to arrive on time and perform ad- 
equately. The country’s foreign exchange reserves are 
at a high of $116 billion. The manufacturing sector 
is looking positively sexed-up. And the domestic 
market looks set to boom (and bloom) like it hasn’t 
done in the past decade. To repeat, there is nothing 
wrong with the Indian economy. 

What Terrible Tuesday, April, 27, 2004—the day 
the Bombay Stock Exchange’s Sensex and Business 
Today's own BT 50 index fell by 213 per cent and 
3.78 per cent respectively, wiping out over Rs 50,000 
crore in market value—indicates is a wholly unwar- 
ranted edginess on the part of investors, shakiness that 
India Inc. doesn't, or shouldn't, share. The stock- 
market was responding to a spate of exit polls that 
suggested that the ruling National Democratic Alliance 
might not win enough seats to return to power. That 
was all the excuse the bears waiting to come out of hi- 
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As chances of an indecisive mandate increase, India Inc holds 
its breath, and the bourses panic. They needn't. By AsHISH GUPTA 








bernation needed to hammer stock 
prices down. Rushab Seth, the 
Head of Equity Funds at Kotak : 
Mahindra Asset Managemen 
Company concedes that the 
stockmarket may have over-re 
acted. *While the market may 
remain volatile in the short 
term, as the NDA and Congres 
battle it out, in the long-term, 
strong macro-economic funda- 
mentals, solid corporate results, 
and the anticipation of a good mon- | 
soon will push them forward again.” 
And exit polls often go wrong; in the 2003: 
assembly elections to four states they were famously 
off track in three. | | 
No one knows when exactly India Inc. started 
believing that the NDA would be returned to power. It 
certainly couldn’t have been taken in by the India 
Shining campaign. The government, after all, had lit- 
tle to do with the economy's showing. Like all coalition 
governments, the NDA one that ruled India between 
1999 and 2004 adopted a laissez faire approach. It was 
quick to latch on to the boom, largely an effect of India 
Inc. coming to grips with the globalisation thing, and 
its much-vaunted Golden Quadrilateral project helped | 
shore up the numbers of cement, steel, and construc- 
tion firms, but that has remained the extent of its 








































‘Every political party in | India, except the CPI, seems to have adopted 
capitalism as the best religion of them all 








есог опис achievements. That could explain why most 
CEOs of Indian companies were praying that the NDA re- 
‘turn to power, but only just. After all, the coalition had 








as long as it stayed a government just-in-power, 
t the reasoning, that was likely to be the case. 
Not that the Congress’ manifesto, at least the part deal- 
‘with the party’s economic philosophy, alarmed any- 
one. It spoke of growth, development and reforms, 
pretty much the same thing that the вур'ѕ did. Indeed, 
фе dominant theme of the Congress’ manifesto was, 
: “We did it.” Reforms? “We did it.” The rr boom? “We 
engendered it. The golden quadrilateral? “Well, we 
founded the organisation behind it, the National 
Highways Authority of India (WHAD.” Only, the 
Congress i is yet to demonstrate it possesses the ability 
. to manage.a coalition if indeed, it has that. 
>. Tf the exit polls have unnerved India Inc—and 
lave—it is because of the prevalent. fear, as 
ima Goyal, a Professor at Indira Gandhi Institute 
Development Studies puts it, that “the next gov- 
ernment may be more concerned with survival than 
with critical decisions". And an opportunistic coalition, 
whether it is the Byp-plus or the Congress-plus, explains 
vind Panagariya, a professor of economic at 
Columbia University could scotch “the host of re- 
8 that was expected when the NDA returned to 




























NDA government’ $ d to allow илы direct i in- 

vestment in retail could be put on the back burner, and 
vits plans to hike Ері limits in telecom and insurance 
scrapped altogether. There are other economic 
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CEO CMs 
- Both Chandrababu Naidu | 
and S.M. Krishna could be | 
ousted. What happens to | 
India's IT and BT capitals?: 
Мо one seems worried. 


The stockmarkets tum 
volatile in the run up to the 
formation of the next gov- 
ernment, but experts say 

j there is no cause for fear. 














hown the rare ability to keep out of way of business. 





| The Indian ad industry is 
| set to lose Rs 400-500 


| co advertising comes: 





initiatives such as the open sky policy, t the implemen- 
tation of the value added tax regime, and the new 
Banking Regulation Act that seeks to bring down the 
government’s stake in public sector banks to 33 per 


‘cent that could find themselves being consigned to the 


footnotes of India’s economic history, Still worse, ar- 
gues Subir Gokarn, the Chief Economist at credit 
rating agency CRISIL, the process of capital creation, 
which was expected to happen sometime in late 2004, 
could well not take place at all. “And don't look for the 
block-buster budget we all expected,” he warns. 

Messrs Рапавтіуа and Gokarn are right to raise 
these fears. However, their arguments overlook some 
key facts: one, the economy’s revival is largely built 
around an increasing competitiveness of Indian in- 
dustry, something that is unlikely to lose its sharpness 
if, say, a Laloo or a Mulayam Singh Yadav becomes 
prime minister. Two, while key financial sector and fis- 
cal reforms are works in progress, held up in various 
places in the bureaucratic pipeline, the country can well 
wait a few years for them without any fear of pain. And 
three, as proved by Mulayam Singh Yadav's more-busi- 
ness-friendly-than-business-friendly approach. ever 
since the Samajwadi Party came back to power in 
Uttar Pradesh late last year, every political party in 
India, except the CPI, seems to have adopted capitalism 
as the best religion of them all. Socialism looks good in 
manifestos, not elsewhere. Now, if only the BY and 
some of its key allies like the Telugu Desam Party had 
realised this (and, for good measure, thrown in some 
stuff about temples and the like in their manifestors), 
we may not have had to end up with a hung Parliament 
at all. Come to think of it, if the exit polls have got it 
wrong again, we still don't have to. | 


| CORPORATE RESULTS 
& With 582 firms that have 
| thus far declared results 
| increasing net profit by 

| 47 per cent, the India Inc. 
| fairy tale continues. 










SMOKELESS FIRE 


crore as the ban on tobac- 





into effect. 
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The Journey North... 


..Will have to wait. Here's why interest rates won't 
go up anytime soon. 


m The central bank will not allow an increase in interest rates as this 
could hurt credit off-take by corporates, curb their expansion 
plans, and rewrite the all-pervasive growth story. 

m The central bank has always been loath to do anything that 
will hurt banks: and an increase in the interest rate will hurt 
their treasury operations which will not be able to book prof- 
its on the sale of government securities. 

m The financial system is replete with funds 
(what bankers call liquidity), and banks have 
enough money to lend. 












2000: 11% 
ASHISH GUPTA 


2002: 6% 


Figures are coupon rates о 
on government securities 2004: 5% 
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... Caveat Emptor? 


Not really. It is time to enter the stockmarket. 
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ЊУ : BT 50 index over the past month 


О! APRIL 27, BOMBAY STOCK ЕХСНАМОЕ 5 SENSEX PLUNGED 213 POINTS, 
its biggest fall in a day in three years, in response to exit polls 
that suggested that no party would win a decisive mandate in the cur- 


index dipped by 70 points. This, when as Nandan Chakravorthy, the 
| | head of research at Enam Securities points out, “The India story is 
| still intact and companies are still showing good (financial) results.” 
However, the stockmarkets are obsessed with the elections and will 
likely stay volatile until the next government is sworn in. Should in- 
vestors stay away? Not really, says Nimish Shah, a Director at 
Parag Parikh Financial Advisory Services. “Investors should use this 
correction (because of political uncertainty) to get in.” Good idea, that. 

NARENDRA NATHAN 
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rent general elections. On May 3, again, for no particular reason, the | · 









Net effect: Beating the bug 
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Chemical 
Warfare 


What do we see in the 
photograph? 

A man demo-ing Gait’s chemically 
treated mosquito net, Olyset Net. 


Big deal? 

Quite; this is the only long-lasting 
insecticide treated bed netting in 
the world. The chemical remains 
incorporated in the high density 


' polyethylene bestowing it with а 


five to seven-year longevity. 


How did the whole thing begin? 
GAIL chairman Proshanto 
Banerjee read a news item 
about Sumitomo and Exxon 
collaborating to make insecti- 


__ cide-enabled mosquito netting 


for parts of Africa. The Corporate 


_ Social Responsibility bug bit. 


. The target? 


"The project can make a real 
difference by reducing the 
incidence of malaria," says 
Banerjee. And S. Bedi, Director, 
Sumitomo Chemical India sees 
the market for the nets at 30 
million units a year. The two 
companies are now working out 
the modalities of local manufac- 
turing and eyeing a target price 
of $4.5 (around Rs 198). The 
companies are hoping to test the 
product in malaria-prone areas 
post the monsoon. 
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Opportunities arrive unannounced. 
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Seize the moment. 


The future belongs to those who see opportunities before they є E 
vanish. With competition increasing every day, businesses that „^^ а” on о. 
spot new prospects and act quickly, stay ahead. At Pricol, we 

get more out of every opportunity that comes our way. 


5 MANUFACTURING PLANTS «15 COLLABORATIONS . 4400 PEOPLE PEOPLE & TECHNOLOGY 


PREMIER INSTRUMENTS & CONTROLS LIMITED, 1087-А, Avanashi Road, Coimbatore - 641 037, India. 
Phone : (91) 422 2211 520 Fax : (91) 422 2210028 E mail : city@pricol.co.in Website : www.pricol.com 


e Automotive Instruments & Accessories e Oil Pumps e Auto Fuel Cocks e Secondary Air Valves e Disc Brakes e Idle Speed Control Valves 
* Speed Sensors e Manifold Absolute Pressure Sensors e Vacuum Switching Valves e Data Acquisition & Control Systems e Fleet Management Systems 
е Road Speed Limiters e Engine Safety & Control Systems e Centralised Lubrication Systems e Remote Locking & Vehicle Security Systems 
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Salesman No. 1 


С DELHI-BASED NIS SPARTA IS 
on the verge of signing a 
mammoth training deal with the 
Reliance Group. Although details 
of the deal were being worked 
upon when BT went to press, it is 
reliably learnt that wis will, in the 
first year alone, train a staggering 
100,000 of Reliance's field force 
across 500 to 600 cities (direct 
and indirect) for both the telecom 
and oil businesses. The deal, unprecedented in 
scale, is so big that wis is said to be creating a 
strategic business unit just to handle the Reliance 
project. Although the exact value of the deal was 
not available at the time of writing, knowledgeable 
sources put it at between Rs 40 crore and Rs 50 
crore. It's a deal that nis’ President and CEO, 
Sanjeev Duggal (left) will be hard pressed to bet- 
ter in a long while to come. 
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Auto Pilot 


AST MONTH, WHEN SANJIVNAYAN 
Bajaj, 34, was named 
Executive Director on the 
board of Bajaj Auto, the post 
he was being groomed for, 
everyone knew that it was only 
a matter of time before elder 
brother Rajivranjan Bajaj, 37 
(left), was named Managing 
Director. After all, the two 
brothers have been running 
the company for some time 
and there has never been any 
doubt about the identity of 
Rahul Bajaj’s successor. “The 
best guy to succeed me as 
CEO, five years from now, is Rajiv,” the patriarch 
had said in 1999. Well, we know Rajiv Bajaj, 
who will become Managing Director sometime in 
2004-05 is as good a manager as his father. The 
question is: will he make as good copy? 
SWATI PRASAD 
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The Bigger Picture 


Production houses go to the movies. 





NAA HO 


A ina 
Ss ЛЫ: 


We can do this too: That's the production houses’ anthem 





ILL YESTERDAY THEY WERE CONTENT TO MAKE 
weepies, count TRPs (television rating points), 
and suspend the audience’s disbelief some. Now, 
India’s soap opera factories are venturing into motion 
pics, at once a search for a new stream of revenues and 
a hedging strategy against the cyclical popularity of 
soaps. Big deal? Actually, despite popular percep- 
tion that movies represent the logical next step for such 
production houses, it is. “It is more of a strategic 
progression that a natural one,” explains Ronnie 
Screwvala, СЕО, ОТУ, a Mumbai-based production 
company. And it is one driven by shareholder pressure. 
Today, several television software producers are pub- 
licly traded companies with money to spare. “Although 
their turnover was increasing, there was no substantial . 
increase in profit margins," says Farokh Balsara, the 
head of audit firm Ernst & Young's media and en- 
tertainment practice. “The funds needed to be de- 
ployed effectively." Balsara believes that while most 
producers will not have a problem making movies, 
they could find it difficult to market and distribute 
them—the process is entirely different from market- 
ing a television serial. Some companies have sought to 
address this problem by focusing on low-budget ven- 
tures where they recoup costs even before the motion 
pic's release (through sales of music and distribution 
rights). “Our risks are relatively low as we will be mak- 
ing films that cost less than Rs 5 crore," says V. 
Devarajan, СЕО, Balaji Telefilms. But others are going 
ahead and trying their hand at big-budget productions. 
UTV has co-produced two of the biggest motion pics 
that will be released this year, Lakshya and Swades, 
will produce three more films in association with 
Star TV, and several others with the likes of ace-di- 
rectors Ram Gopal Varma and David Dhawan. Will 

it achieve box-o salvation? Watch this space. 
PRIYANKA SANGANI 


THE BEST-RUN BUSINESSES RUN SAP 





AND HERE'S WHY: As part of its IT initiative, H&R Johnson implemented mySAP Supply Chain 
Management, mySAP Customer Relationship Management and mySAP Enterprise Resource Planning. This helped the company to meet 
customers’ expectations and enhance operational efficiency across the value chain by significantly reducing time-to-market. Find out how 


Be can help your bottom line, visit sap.com. 


To know more how companies across the world and India have benefited from SAP implementation and to get free copies 
of in-depth case studies, customer interviews & ROI studies of leading companies across the Indian Industry, e-mail 
Pinfo.indiaesap.com or call toll-free at 1600 445959. 
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India Inside: Dham is a firm believer in the India story 


NE DAY IN 2003, A FIVE-FEET EIGHT INCHES TALL, 

well-built man with the looks of an Indian, but 
with a distinctly American twang to his accent walked 
into a Chinese chip foundry. China is rapidly emerg- 
ing a global power in the business of manufacturing mi- 
croprocessors that are designed just about anywhere in 
the world and it isn’t altogether surprising that people 
in the trade choose to visit factories, or foundries, 
or fabs (short for fabrication units) such as this one 
when they are in the country. Only, most people at the 
fab seemed to know the man or know of him and 
stood up as a mark of respect when they saw him. In 
the microprocessor industry Intel's Pentium chip, and 
the man who created it—that's what this gentleman 
had done—are both something of a legend. 

‚ It has been almost 10 years since 54-year-old 
Vinod Dham left Intel to sign on with a start-up, 
Nexgen. Since then, every word and move of his has 
been tracked by CEOs, analysts, and the media: AMD, 
Intel's arch rival that acquired Nexgen in 1996, 
proudly announced his participation in the creation of 
its K6 chip; Silicon Spice, the company he left AMD to 
join, and which was eventually acquired by Broadcom 
in 2000, was anointed the hottest thing going in the 
chips-for-telcos space; and his venture fund New Path 
Ventures, reckon some, has the inside track on the next 
big thing in microprocessors. However, the Pentium- 
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Mr Microprocessor 


A 
The father of the Pentium sees every street in India paved with gold. 


tag has refused to go away and is clearly an albatross 
around the neck of Dham who keeps reiterating that 
the past is history. That it is; history with a capital H. 

“It is the future that excites me the most,” says 
Dham the venture capitalist. And it is India. New Path 
Ventures, the company that Dham co-founded has 
raised a $80 million (Rs 352 crore) fund to incubate 
companies in India or with an Indian connection. 
“Nowhere in the world have I encountered the kind 
of engineering skills we have in India,” gushes Dham. 
“We have a way of working around even the most 
complicated problems.” For sometime in the early 
2000s, the man tried to take this message to India’s 
software majors. India has what it takes to become the 
silicon semiconductor champ of the world, he told 
anyone who cared to listen. “The services model 
revolves around low-cost and high volumes,” һе ге- 
calls telling some executives he met then. “If some- 
body can do this better, India will lose its edge.” 
Everyone he talked to heard him out politely. Some 
nodded their heads sagely and said they needed to 
think about it. Others, like Wipro Chairman Azim 
Premji, were more forthright. “We are happy doing 
what we do,” Dham remembers Premji telling him. 
And so Dham went ahead and put his money where 
his mouth was. Today, New Path has invested in 


. three companies which do a significant portion of 


their work in India. “I usually like companies where 
there is an India, US connection,” says Dham. 
“India is where the bulk of the work gets done 
and the US is where the marketing happens.” New 
Path’s hit rate is low: for every 300-or-so companies 
it flirts with, it invests in one. And Dham is the very 
antithesis of the passive venture capitalist: finding 
employees for the companies, opening doors for 
them in the Valley, facilitating alliances and helping 
define their technology vision. 

In late April, one of the world’s largest electronics 
manufacturing services companies Flextronics invested 
$10 million in one such company, Insilica (New Path 
had earlier put in $10 million into this company; its 
other investments in India are Nevis Networks in 
which it did $10 million and Telsima, in which it 
did $6 million). “Flextronics paid a substantial pre- 
mium,” gloats Dham. “This is reassuring.” Well, even 
someone who created the Pentium can take some 
comfort from the fact that he isn’t alone in his belief in 
the Indian microprocessor story. 

VENKATESHA BABU 
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Mi osoft Win ows Server ана makes 

- Motorol a's infrastructure easier to manage. Here's 
how: using Microsoft Systems Management Server | 
and SOL Server, powered by Windows Server, 
Motorola conducts system inventory of their 65, 000. 
desktops from one location, identifies necessary. 
system updates, then Чер! oys those applications 
across the: enterprise automatically. it's software 
that helps you do more with less. Get the full 
Motorola stor anda hands-on ı management took. 
at microsoft.com/ws: 


: Operations Manage 
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Supermarket Secrets 


Will you aggravate your bad back and pick up the 500 gm box on the lowest shelf? 


ЕЕ" SOMEONE RUNNING THE SHOW АТА 
supermarket spread over 10,000 sq feet and of- 
fering over 17,000 stock keeping units, Susil 
Dungarwal has a rather unusual designation: 
Besides being CEO of the Hiranandanis retail op- 
erations, of which Haiko Supermarket is one 
prong, Dungarwal has also been anointed Custo- 
mer Care Executive. And he takes that role pretty 
seriously. Recently, Dungarwal studied the be- 
haviour of some 2,000 consumers for 30 days on 
the supermarket’s ССТУ, and in his own words 
came across some “shocking revelations”. Example: 
The ice cream counter was earlier tucked away at 
the deep end of the supermarket. Consumers 
would pick up party packs, dump them into their 
trolleys, and merrily continue shopping for at 
least another 15-20 minutes. By the time they 
reached the counter, the ice cream would have in- 
variably melted, and the consumer would ask for 
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Haiko secret: Eye level, impulse, layout, all help 


a fresh piece. As a result 30-35 per cent of the ice 
cream had to be replaced. Dungarwal has now 
placed the ice-cream counter near the check-out- 
area, resulting in substantial savings. 

It’s such simple observations of consumer be- 
haviour and subsequent changes in the store layout 
that have helped Haiko Supermarket grow volumes 
by 22-24 per cent in the 60 days following the 
CCTV survey. For instance, to encourage impulse 
purchases, Dungarwal has now loaded the first 
few shelves of the supermarket with chocolates, bis- 
cuits and such goodies. Reason: The customer is at 
her impulsive best when she enters, and purchases 
the most during this period. The fruits and veg- 
etables section is the last stop. This helps ensure 
that consumers place these items at the top of 
the food trolley, thereby preventing damage. 
Another way to boost sales is to keep the big 
packs at eye level, with the smaller ones lower 
down. Example: The 500 gm pack of Kellogg’s 
cornflakes is kept on the lowest shelf, the 1 kg box 
in the middle, and the 2 kg pack on the top shelf, 
which is 4.5 feet high. Impulse-purchase items 
like confectioneries too are kept at eye level. 
“Consumers will first opt for products at eye- 
level rather than bending to pick up a product,” 
explains Dungarwal. The 22,000-odd people who 
walk daily into Haiko won’t mind that. 

BRIAN CARVALHO 
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“India Is A Part Of Our РМА” 


ERVYN DAVIES, 50, A 

professional banker and 
Chief Executive Officer of the 
Standard Chartered Bank, is ob- 
sessed with cricket and increasing 
the bank’s share in India. He has 
already visited the country over 
30 times in the past six years and 
strongly believes that India and 
China hold the key to the bank’s fu- 
ture. On a recent visit, he met with 
BT’s Ashish Gupta: 


How important are the India oper- 
ations from a global perspective? 
The Indian operations are ab- 
solutely critical for my success as 
a CEO and the future success of 
Standard Chartered Bank. It has 
become a part of our DNA since 
we have been here from 1857 
onwards. Today, India operations 
contribute nearly 12 per cent of 
our total revenues, but I would 
like to see the Indian operations 
grow to the size of our Hong 
Kong operations, which con- 
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tributes about 25 to 30 per cent. 


What kind of growth path have 
you chalked out for the future? 
Will you grow through the organic 
route or prefer acquisitions? 
We have been growing ever since 
we entered India and now have 
66 branches in 24 cities. We ac- 
quired ANZ Grindlays in 2000, 
and it turned out to be a great 
buy. While I am not ruling out 
more acquisitions, they must create 
value for my shareholders. Our 
focus is to become both a strong 
retail consumer bank as well as a 
local bank. Acquisitions are very 
much on our radar. 


Why have you concentrated on 
emerging economies? 

Simply because that's were the 
future is. Standard Chartered has 
been around for the last 150 
years and has always believed in 
the future of India and in the fu- 
ture of China. We are a special 


and different kind of bank and 
are present in some of the fastest 
growing areas of the world such 
as Asia, Latin America, the 
Middle East and Africa. 


Many foreign banks such as the 
Bank of America started aggres- 
sively on the retail front in India 
only to sell out. Do you think you 
could face similar problems? 
There is a big difference between 
a Bank of America and Standard 
Chartered. We have two mil- 
lion customers and a strong 
brand name. We have been here 
for the last 150 years and have 
also set up a shared service cen- 
tre in Chennai to show our long- 
term commitment. 


So how much money is Standard 
Chartered committing to India? 
We have already invested over 
$1.34 billion in buying Grindlays, 
over $100 million in setting up 
the shared service centre in Chen- 
nai and we are also investing in 
brand building and expanding our 
footprint. I can't you give an exact 
number, but we will be increasing 
our investments in India. I am not 
satisfied by just being the largest 
foreign bank in the country, but 
would like to be among the top 
three banks in the country. 


Increasingly, Indian public sector 
banks too are acquiring technology 
and developing sophisticated prod- 
ucts. How will you stay different? 
What will differentiate us from 
the rest is the quality of our service 
and product capability. We are 
expanding our product range, 
bringing in best banking practices, 
and developing innovative pack- 
ages to take on the competition. 
We love competition. 
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| We build what the market needs, so we have what our customers 
| want. For the broadest range of storage solutions with the balance of 
| . . 

| price/performance that's exactly right for you, come to Maxtor. 


System integrators will discover an unbeatable combination of capacity 
and reliability in our MaXLine drives, while our Atlas SCSI drives are 
: perfect for 24x7 enterprise environment. 


For SMB and home users, our award-winning DiamondMax desktop 
drives are available in both ATA and SATA interfaces. And our 
Maxtor OneTouch external drives let everyone back up their most 
valuable files— automatically. 





To learn more about how Maxtor products fit your needs, visit us at 
www.maxtor.com 
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India Inc's Dream Year 


Revenues and profits soared like never before in 2003-04. 


HE YEAR THAT PRODUCED TWO BILLION-DOLLAR 

tech companies and one billion-dollar-in-profits 
conglo, also produced record revenues and profits for 
most. According to a Business Today analysis of re- 
sults of 332 companies, 2003-04 will probably go 
down in corporate history as a golden year. Net sales 
grew a whopping 66 per cent and net profits soared 
even higher at 77 per cent. Says Jyoti Vaswani, CIO 
at JM Mutual Fund: “Except ЕМСС, the 2003-04 re- 
sults were on par with expectations." 

Will India Inc.'s dream run continue into 2004- 
05? Says Dhaval Mehta, cio at Alliance Mutual 
Fund: *With interest rates still at lower levels and 
consumer demand remaining strong, the broad- 
based growth should continue into the next year as 
well." And at what rate? *Though the outlook is pos- 
itive, you should not expect similar growth rates," 
warns Paras Adenwala, Head of Equity at Birla 
Sunlife Mutual Fund. Why? The main reason is 
the base effect i.e. revenues and profit have risen in- 
ordinately in 2003-04. But if corporate India is go- 
ing to continue its march forward, what are the sec- 
tors that will lead it? First, there is near consensus 
among analysts that engineering will continue to do 
well, thanks to robust order book position. 

Banking is another sector that is expected to do 
well because of the credit pick up. And with interest 
rates stabilising, banks won't be able to show treas- 
ury income. “Bet on banks that have very low treas- 
ury income component like HDFC Bank," says 
Nimish Shah, Director at Parag Parikh Financial 
Advisory Services. Auto and auto ancillary industries 
are happy stories too, as is the oil and gas sector, 


-where prices are set to increase post elections. 


The potential laggards? *Metal companies 
have to be watched," says Adenwala. Why? 
Commodity prices have reached very high levels 
and could soon peak. Further, the strengthening 
dollar and uncertainty over the growth in China 
have started causing panic in the commodities 
market. For example, copper prices have slipped 
recently. But some sectors that fell out of favour 
last year are expected to do well in 2004-05. rr is 
one such sector. *With billing rates stabilising, IT 
will do well in the future," says Vaswani. Incre- 
dibly, FMCG is expected to do well too. Still, 
keep your fingers crossed. 

NARENDRA NATHAN 
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ыу : 
Figures are in Rs crore; based on results of 332 companies 
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With the new Smart Care range of shirts, we ensure 
you look as fresh in the evening as you did in the 
morning. Specially treated, these shirts have stain 
resistant and wrinkle-free properties. And unlike 
other shirts of this type, they are extremely soft 
on the skin, thanks to the revolutionary Nano-Pel 
technology. So when you walk out of office, the 


day's work doesn't show on you, or your shirt 


Pak Avenue" 


PLATINUM 


Available at a Mo PARK AVENUE - PARX STORES and other leading outlets 
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Carbon Credits 


RADE CLEAN AIR FOR GREEN- 

house gases. What do you 
get? Pollution? Not necessarily. 
Money? Almost certainly. Under 
the 1997 Kyoto Protocol, most de- 
veloped countries agreed to re- 
duce greenhouse gas emissions 
by an average 5.20 per cent be- 
tween 2008 and 2012. The 
European Union, which is one of 
its signatories, is trying to meet its 
target by buying "carbon credits" 
from developing countries, which 
are outside the protocol and also 
pollute less. That has prompted 
the Indian government and a few 
other agencies to invest in projects 
that are non-polluting and, hence, 
entitled to carbon credits. EDL 
india has proposed a World Bank- 
funded project in Chennai that will 
turn solid municipal waste into en- 
ergy. Vestas RRB and Suzlon 
Energy have proposed to generate 
electricity from wind and biomass. 
Until now, the lack of a credible 
third-party certifying agency (to 
monitor deployment of funds and 
rate credits) had stood in the way 
of the projects. But recently, Det 
Norske Veritas, a UN approved 
agency, was appointed to certify 
such projects. Today, rates of 
Certified Emission Reductions 
(CERs) from India are loosely 
priced between $4 and $6 per 
tonne. Although no cers have 
yet been sold, informal Mous 
are being signed with an eye on 
the future. Says N.R. Krishnan, 
a former secretary of the Ministry 
of Environment and Forests: "It is 
worthwhile for European coun- 
tries to accumulate credits at 
cheaper rates ahead of ratifica- 
tion of the Kyoto Protocol." 
Meanwhile, for some Indian 
companies, green will also 
mean greenbacks. 

NITYA VARADARAJAN 
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UJALLY, T NEED 


ADVICE FROM 
THE MASTER 


ASOK, YOU ARE 
READY TO LEARN 
MY MOST POWER - 
FUL SECRET.” 





LATER, WHEN SOIME- 
ONE COMPLAINS 
THAT YOU DIDN'T 
DO A TASK 


OFFER A'GLIMMER OF 
HOPE THAT YOU MIGHT 


NO ONE YELLS AT YOU. / 








HOW DO YOU REMAIN 
50 CAREFREE WHILE 


EVERYONE ELSE 
SEEMS OVERWORKED? 


ALWAYS VOLUNTEER 
TO DO LOTS OF 
TASKS. THAT WILL 
MAKE YOU APPEAR 


\ VERY BUSY. 


SAY YOU REMEMBER 
DISCUSSING THE 
TOPIC BUT YOU 

DON’T RECALL AGREE- 
ING TO DO ANYTHING. 


"m 


HE IS LIKE 
A GANDHI | 
THAT EATS. 










MAKING CARS THAT LAST LONGER 
IS CARE FOR. OUR CUSTOMERS. 





MAKING THE WORLD LAST FOREVER M 
IS CARE FOR OUR CHILDREN а 


_ Octavia 





ік cars are better built so that our world stays well-built. 

h and every Skoda is an overwhelming 94% recyclable. F 

е world that we leave behind for our children is greener and safer. Forever. $ Ко d d A Ч to 
Ші: quality that lasts. Or call it Skoda Obsessed with Quality. Since 1895 


»skoda-auto.co.in 
aAuto India, А-1/1, 5 - Star Industrial Area, M.I.D.C., Shendra, Aurangabad - 431 201 


sations given differ from model to model. Accessories shown may not be part of standard equipment. Always insist on genuine SkodaAuto parts and accessories avaliable at authorised sales and service centres nationwide. Conditions apply iBaW/SK/FP/04/067 
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) ..HLL's Vindi Banga saw the FMCG price 
war blow a big hole in the bottomiine... 
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...Nicholas Piramal's Ajay Piramal 
decided to invest Rs 200 crore in R&D... 







...Direct marketer Tupperware 
India’s Kanwar Bhutani decided 
to tap retail chains... 














..and Reliance industries’ Mukesh Ambani 
reported a billion dollars in profits 
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WENTY YEARS AND TWO MILLION CARS LATER, THE 
“Maruti 800 is still the best selling car in the 
2 country, Those predicting its imminent demise bet- 


bished as а ‘little plastic toy’ when it was launched 
in 1983. Since then, countless column centimetres 
and television hours have been dedicated to killing 
‘oft this little machine. With little success. And un- 
der а new scheme Maruti launched in March, 
sales have actually revved up. 
Last fiscal, Maruti halted the decline in sales of 
the car by targeting a whole new market. The car 










vehicle on Indian roads— 
with prices starting at Rs 1.7 
lakh. The ‘pachchis ninety- 
nine’ (Rs 2,599) scheme that 
started alongside the Indo- 





REVVING UP 
Low ЕМІ5 have boosted 
sales of the Maruti 800. 














that Maruti sales are up al- 






2004. Under this scheme, 
consumers can buy a Maruti 
800 for а monthly payment 
of only Rs 2,599 on a seven 
year loan from State Bank of 
: 003. India. Enquiries at Maruti's 

. 0004 1-600 toll-free number 
ins went up from 36 a 
y. day to 370 after the 
start of the cam- 
paign. Says Jagdish 
Khattar, Managing 
Director, Maruti 
Udyog: “There is a large mass (almost 50 million) 
of two-wheeler users who want a car, but hith- 
erto found it unaffordable. I believe that this is 
start of a tidal wave of such schemes." In fact, 
Maruti is working on plans to launch schemes 
with ап EMI as low as Rs 2,200. . 

Ashok Mukand, General Manager, State Bank 
of India says that the idea behind the scheme 
was simple. “This is an unmatchable deal, and with 
the reach of both organisations I can only see 
this growing," he says. The Maruti 800 gave per- 
sonal mobility to a whole generation of Indian 
families. Despite the barbs, it still continues to 
faithfully: doi its job as the wheels of the nation. 
KUSHAN MITRA 
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The Immortal 800 : 


The small car cheats death year after year. : 





^ter be warned. This plucky little car was rub- | 





remains the most affordable | 


Pak cricket series has meant 


most 20 per cent in April. 


Bigger And Better 


An expanded EU bodes well for India. 









INDIA’S TRADE WITH 
THE NEW MEMBERS 


1999-00. 


TOTAL TRADE 40 — 453 


Source: EU Commission ‘All а in ($ million) - 





M 1, 2004, COULD WELL со DOWN AS ONE 
of the most significant “integration dates” ` 
in the history of the modern world. After all, 
not every day does one witness the entry of 10 
new nations—eight from Central and Eastern 
Europe and two from the Mediterranean is- 
lands of Malta and Cyprus—into the15-mem- 
ber European Union, India’s largest trading | 
partner. But what does the entry of an addi- 
tional 76 million people mean for the devel- 
oping economies, especially India? Francisco da 
Camara Gomes, Head, Delegation of European 
Commission in India, believes that such inte- 
gration would add an additional 5 per cent to 
EU's gross-domestic product making it a euro 
9,712 billion economy. As for the emerging 
economies, especially India, there are a lot of 
positives, contends. Da Camara. For one, a 
new enlarged EU, which will now account for 
nearly 18 per cent of the global trade, will 
mean a much larger market for Indian ex- 
porters, especially those of gems and jew- 
ellery, pharmaceuticals, and leather. 

Additionally, by becoming a member of 
the EU, the new countries will be forced to 
reduce their external tariffs from 9 per cent to 
3.6 per cent, thereby making Indian imports 
that much cheaper. 

While investments from these 10 countries 
have been rather muted—only $83.7 million or 
Rs 374 crore in the last 11 years—it is possible 
that the flows may go up once the enlarge- 
ment is fully complete. Again, while EU enlarge- 
ment does not automatically mean an imme- 
diate extension of a single currency in all the 10 
countries, it is only a matter of time before 
that happens. Therefore, at the moment, EU 
seems set to become even more important in 
India's scheme of things. 

i ASHISH GUPTA 
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For Canon, originality counts. 
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Vatentad. асрлерде patented technologies 


PE Multifunctional Printers 
Digital Cameras | 


More than 200 


patented technologies 


Scanners 





iie than 2,300 


patented technologies == 








Ink Jet Printers 





©2004 Canon Inc 


As a company dedicated to originality, Canon obtained 1,992 patents in 2003. 
Indeed the company ranks as the number two company in terms of 
the total number of U.S. patents secured over the last 10 years. 
Canon's pursuit of uniqueness makes it possible for you to have 


a leading-edge experience in digital imaging — easily. 


rahe oea Canon 
te: Figures shown in the visual state the total number of U.S, patents Canon holds for each product category. 
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Private Equity’s MBO Season 


Investors force institutional parents to sell out to managers. 


WO MONTHS AFTER CDC CAPITAL PARTNERS 

management and staff would buy out 60 per cent of the ownership to form a 
new private equity firm called Actis, Baring Private Equity Partners, a London-head- 
quartered firm with investments in excess of $1.5 billion, is following suit. BT 
learns that Baring Investment Bank, part of the ING Group, warits to get out of 
the private equity business and is allowing its partners world wide to buy man- 
agement of the fund. However, only six of its several managing partners will be 
allowed to continue using the Baring name. One of them is an Indian. 
Accordingly, the ownership of Baring Private Equity Partners (BPE?) (India) will 
pass on primarily to its partners, who include Managing Partner Rahul Bhasin and 


Investment Partner N. “Subbu” Subramaniam. 


Since 1998, ВРЕР India has invested more than $38 million in a clutch of ven- 
tures including Jerry Rao’s MphasiS, Jyothy Laboratories (a Mumbai-based ЕМСС 
company), and SlashSupport, an India-based-but-San-Jose-headquartered BPO 
that offers technical support services. Although BPEP's investment portfolio in India 
is small compared to that of others like Actis, Warburg Pincus, or Citigroup 
Venture Capital International, it has one of the better performance track records 
in the industry. Over the last six years, BPEP India has clocked an annual in- 
ternal rate of return (IRR) of 42 per cent. Its investment portfolio, largely 
courtesy MphasiS, is now valued at about $200 million. 

But why are private equity fund managers, one after another, buy- 
ing their institutional parents out? Apparently, due to investor pres- 
sure. Private equity investors, who typically are large pension funds, 
insurance companies and high networth individuals, want the 20- 
odd per cent management fee to go to the managers, who make or break 
the investment, and not the parental institution, whose role often is 
confined to lending its name to the managers. In the US, manager-owned 
firms have always been the norm, and Europe is now merely following suit. 
(In the case of CDC, the British government, which originally promoted the firm, 
wanted to get out of the business of private equity investment.) 

While for Messrs Bhasin and Subramaniam the buy-out means more share 
in the profits, it also means their having to go out and raise funds on the 


strength of their own names. 
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BPEP India's Rahul 
Bhasin: New beginning 


R. SRIDHARAN 


ONGC's “Third Eye" 


NGC IS GOING HI-TECH WITH A VENGEANCE. IT HAS 

lined up Rs 600 crore in investment to wire up all 
its operations, including drilling. There are just a 
handful oil companies in the world that use virtual re- 
ality to simulate drilling. омес is one of them. It already 
has three “Third Eye" virtual reality centres and is 
planning to add several more. The move could save 
ONGC, which has a supercomputer on its shopping list, 
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crores of rupee. Drilling costs of a rig range from Rs 
15 lakh to Rs 20 lakh per day, and just a two-hour de- 
lay in drilling can, then, mean a loss Rs 4 lakh or so. 
By simulating real-time drilling, besides beaming in 
pictures, Third Eye Centres allow senior executives 
to take decisions from their corporate offices. That 
also means a blacker bottomline. 

SUDARSHANA BANERJEE 


VUHAW NVAIA 


GLE Hor сынай 


Presenting an International Management programme - 


MYGLOBE from ISB & INSEAD. 


The ISB, Hyderabad and INSEAD, France together 
present a unique Global Management Programme - 
MYGLOBE : Managing Young Global Enterprises. 


The MYGLOBE programme gives participants an 
extraordinary global experience, and an unparalleled learning 
and networking opportunity. The first module will take place 
at the ISB, Hyderabad, followed by the second module at 
INSEAD, France. The programme aims to give participants 
a multi-dimensional global business perspective, while 
providing them with hands-on experience, through live 
projects. 


MYGLOBE has been primarily designed for senior 
managers of companies with existing or planned 
international operations. 


The co-participants during the INSEAD module will 
converge from some of the best management schools across 


4 continents - LUMS from Pakistan, AIM from Philippines, 


* The ISB and The Kellogg School will shortly present a Global Advanced Management 
Programme exclusively for CEOs, Executive Directors and top management. 


hool for MYGLOBE programme 


р 7 a аҚ ыы ы 
ч @ Parva 


WITS from South Africa, ALBA from Greece, FDC from 
Brazil and the ISB from India. The programme offers 
excellent networking and knowledge sharing opportunities 
with like-minded professionals from around the world. 


The faculty comprises of luminaries from top business 
schools - INSEAD, ISB, UCLA, University of Michigan, 
University of Southern California, and Hong Kong University 
of Science and Technology. 


Dates, а УС | Мойше | 
12-16 July 2004 |. Module I at the ISB, Hyderabad | 
23-27 August, 2004 Module II at INSEAD, France 


| Т participants өлемі both the modules 


Fee | INR 425,000' 


"The programme fee covers accommodation аза in Hyderabad, but does not include 
airfare and accommodation in France. Average hotel charges in France are 810 euros/week. 


ms {ISB 


Marketing Services * Centre for Executive Education 
* Indian School of Business * Gachibowli * Hyderabad 500 019 * INDIA 
Tel: +91 40 2300 7041/42 • Fax: +91 40 2300 7040 
* E mail: execed@isb.edu * wwwiisb.edu/execed 
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INFOGLUT 


TNS India's CellTrack study goes a long way towards answering a 
30-million-subscribers question: What do customers want? 
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The Indian mobile subscriber is becoming younger: two-thirds of the country's 
mobile users are under the age of 35. 
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good news for telcos: they could go up in 2004. <10, very vulnerable 
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PRE-PAID VS POST PAID CUSTOMER TYPOLOGIES 
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2 Post-paid W Pre-paid 
Figures are TRI*M scores 


Sample: 4,921 mobile subscribers; 13 circles; GSM+CDMA 
Thought post-paid customers were more likely to stay with a А 
company than pre-paid ones? Well, think again? Satisfaction 
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Potential Value added Hidden Potential Hidden 
Savers services — Opportunities Savers Opportunities 


Low Impact on retention/loyalty High Low Impact on retention/loyalty High 


ШЕ Far above average — Wi Above Average = Average S Below Average W Far below Average 
Coverage is a big issue for GSM telcos; billing, for CDMA ones. 
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IMPRINTING 


Our handwriting is 
as unique as our 
; ; - ui you пе ( * finger print. The A760 
Z art ph hold a conversation. | permanently imprints our 
ae eee Let |. unique script in its 
{COSMETOLOGY | ah ie | ХІУ 2 memory. So, even if you 
LUC OEC $ | don't cross your T's and 
dot your I's, it will 
identify your 
handwriting and 
respond to your 
commands in a fraction 
of a second. 


CYBERTRONICS 


The A760 is a smart 
hone powered with 
Juetooth™ wireless 
technology and 0TA 
(Over The Air) sync. 
These enable you to 
remote access your 
local devices and 
network servers. 
Which means, your 
office now travels 
with you. 


of continuous 
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F А Pharma Dark Horse? 


A little-known Dishman Pharma debuts on BSE with a bang. 


E YOU LET ITS FUNNY-SOUNDING NAME DETER YOU, WELL, 
too bad. For, Dishman Pharmaceuticals and Chemicals, 
an Ahmedabad-based company, has gotten off to a flying 
start on the Bombay Stock Exchange. On April 22, the 
stock was issued for Rs 175 apiece, but listed at Rs 301 
and by the time the markets closed that day, it had 
climbed to Rs 542. At the time of writing, the stock 
was trading at Rs 461. And, oh, did we mention that the 
issue was oversubscribed 39 times? 

What's so hot about the peculiar-sounding company, 
promoted by J.R. Vyas, a chemical technologist? “Contract 
research and manufacturing,” answers Jigar Shah, Head 
of Research at KRC Securities. Two out of Dishman’s 
eight manufacturing facilities in Balwa (near Ahmedabad) 
are dedicated to contract research and manufacturing for 
Solvay Pharmaceuticals BV of the Netherlands. This is 
Dishman’s first long-term contract in this area (which sud- 
denly seems to be hotting up with bigger players like 
Nicholas Piramal getting into it) and the stockmarket ex- 
pects more such alliances to materialise. That it may be a 
lucrative route to follow is beginning to look obvious. 
Dishman’s share of revenues from contract research and 
manufacturing is up from 5 per cent to 35 per cent (as on 


Indian Oil On The Prowl 





Dishman Pharma’s promoter J.R. Vyas: Dream debut 


September 31, 2003). Although the asset-turnover 
ratio (revenue as a per cent of tangible assets) is pretty 
low (0.77), it is expected to improve in the coming 
years. “Dishman has heavily invested in fixed assets and 
the revenues from that should show up in 2004-05,” 
says Shah of KRC Securities. Given Dalal Street’s in- 
fatuation with the pharma sector, almost all its stocks 
look as smashing as Angelina Jolie. 

; NARENDRA NATHAN 





Armed with $2 billion, the oil major sets out for acquisitions. 


VUHIW NYAIA 





IOC's M.S. Ramachandran: In M&A mode 
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I ITS QUEST TO BECOME A FULLY INTEGRATED OIL COMPANY, PRESENT 
at every point of the hydrocarbon value chain, Indian Oil 
Corporation (ОС) has set aside a $2-billion warchest for acquisitions. 
So what oil companies will it be? There are just a handful of po- 
tential targets, including Hindustan Oil Exploration Corporation, 
Gujarat State Petroleum Corporation, Nicco and Cairn Energy. The 
first two, HOEC and GSPCL, are far too small to interest ІОС. That 
leaves Nicco and Cairn Energy. According to analysts, Nicco will 
be a difficult customer simply because it already has entered into 
joint ventures with Reliance Energy for exploration and 10C would- 
n't want to upset the applecart. 
_ So that leaves Cairn Energy, the £1.3 billion British giant, 
which makes a perfect target for 10C. Some 5,000 to 10,000 bar- 
rels of oil will start flowing from Cairn's wells in Rajasthan, and the 
flow will increase to 50,000 barrels a day by 2007. Last but not the 
least, Cairn has some exploration activities in South East Asia, a 
market that 10c has been trying to enter for sometime now. Will 
IOC go for the jugular? Right now, your guess is as good as ours. 


ASHISH GUPTA 


Big enough to deliver in any 
business situation. 


Compact enough to take home. 


The amazing new line of colour inkjet All-in-Ones from Brother. Your portal to full colour communication. 


From school assignments needed tomorrow, to business project reports wanted yesterday. From slickly produced corporate newsletters, 
with colour pictures and text, to crystal-clear jewellery designs. Delivered as crisp hard copy or faxed to hundreds of recipients around the 
world. Name it, the new Brother All-in-Ones do it better, faster. With unmatched features such as built-in automatic document feeders, 
higher print speeds, higher print and scan resolutions, more versatile fax functions and unique individual colour ink cartridges that ensure 
the lowest print costs in the business. Included with the MFC3420C and MFC3220C are the following award winning software 
Scansoft Paperport 8.0SE, Text Bridge OCR, Brother PC - Fax Software, Brother Remote Set Up Facility, and Presto Page 
Manager including OCR for Macintosh. Check them out today. See the portal to more colourful tomorrows. 











Individual | EOD TUAM ООШ: Я ISOHO | Colour Printing, Colour TURBO Colour Printing, Colour Faxing, 

FAX-1820C | Copying & Colour Printing | MFC-3220C | Faxing, Colour Copying, MFC 3420C Colour Copying, Colour 

| m c— | | | | Colour Scanning, PC Faxing — — Scanning, PC Faxing 

| 
CETERAE Sd | * USB interface 1.1 and 2 * External | * Type: Sheet fed • ADF: 20 Pgs * Type: Flat bed * Print speed 

| TAD interface • Modem Speed - 14.4 | * Print speed - Mono : 14 ppm - Mono: 14 ppm * Print speed 
| Kbps * ADF 20 pgs * Memory 480 * Print speed - Color: 12 ppm - colour: 12 ppm * ADF 20 pgs 
| pgs (8MB RAM) * One Touch Dials | * Print resolution 4800 x 1200 dpi * Print resolution 4800 x 1200 dpi 
|- 10 * Speed Dials - 40 | * Copy Reduction / Enlargement: * Interface USB 2.0 full speed 
| * Broadcasting to 100 locations 25-400% (1% increments) * Speed Dials - 40 * Memory up to 
| * Dual Access * Back Lit Function * Interface: USB 2.0 full speed 200 pgs (8MB standard) * Dual 
| Keys (Fax & Copy) * Integrated | * One Touch Dials - 10, Speed Dials Access * Modem speed 14.4 
| telephone hand set * Auto reduction | - 40 * Memory up to 200 pgs kbps * Separate Ink Cartridges 
| to A4 size - Print resolution upto | (8MB standard) * Separate Ink (BK/C/M/Y/) · Fax Broadcasting 
| 1200 x 1200 dpi (copy) * Scan | cartridges (BK/C/M/Y) * Fax to 90 multiple locations • Back 
| resolution upto 600 x 1200 dpi (copy) broadcasting to 100 locations Lit Function Keys (Fax, Copy 
| * Mac® & Windows® compatible | * Back Lit Function Keys (Fax, Scan) * Scan to email / OCR / 
| | Copy, Scan) * Scan to e-mail / Image / File • Mac® & Windows® 

| | | OCR / Image / file · Масе & compatible 

EOM Vie, * Free download of Printer Driver from website | Windows® compatible 


At your side. 





Brother Colour Up to 12ppm Colour Up to 4800x1200dpi 8MB Memory Up to 20 pages 4 Separate Ink 40 Speed 
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® Enhancement & Up to 14ppm Mono Print Resolution Automatic Cartridges, Dials 
Technology Document Feeder Real Level Ink Sensor 


BROTHER INTERNATIONAL CORPORATION, JAPAN 





Grd Contact: india@brother.ae or M/s Godrej & Boyce Mfg Co Ltd., Prima Division. E mail: nad@godrej.com Branch Tel Nos: 

« гима 4% Ahmedabad 079-5601995, Bhopal 0755-5274882, Pune 020-26345155/6, Mumbai 022-55961652/3, Delhi 011-5507300/11, Chandigarh 

Ir » 0172-5016622, Jaipur 0141-2545668, Lucknow 0522-2272544, Kolkatta 033-23576109, Guwahati 0361-2524330, Hyderabad 040 
23075612, Bangalore 080-22226319, Chennai 044-55544421/2, Kochi 0484-2205954 
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“Our Focus 15 
On China” 


ROMOTED BY ALOK KEJRIWAL’S ONLINE BRAND 

marketing portal Contests2win.com, the $3 
million Mobile2win is the pioneer in mobile mar- 
keting and mobile gaming in India and China. 
BT's Priyanka Sangani met up with the China- 
based coo of the company, Irene Wu, previously 
associated with brands like Bayer and Gillette, 
who was on a short visit to India. 


How does Mobile2win rank against other similar 
service providers in Asia? 

In terms of market position, we are number one, 
with a market share of 75 per cent. 


What sort of potential does mobile marketing have? 
India and China together have 326 million mobile 
phone users, so there is great potential to reach an in- 
creasing number of people through wirefree marketing. 


How does the Chinese market compare with India? 
The biggest difference is in terms of sheer market 
size. China has 300 million mobile phone users and 
India, 26 million. There is tremendous potential for 
growth in both the markets. 


How profitable is it to run such an enterprise? 

We are a 13-month-old company and we managed 
to break even within six months of our launch. Our 
projected revenue for next year is $10 million. 


What are your plans for the future? 

Right now 90 per cent of our focus is on China. We 
do get a lot of enquiries for partnerships (from else- 
where in Asia), but we need to find quality partners. 
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_ Crossed Wires 


Billing snafus hit Reliance Infocomm. 


ALL IT THE TELECOM JINX. ALMOST EVERY TIME A 

new service provider hits the market, the 
launch is inevitably followed by billing chaos. It hap- 
pened to BSNL and MTNL when they launched their 
mobile services, and now it is happening to Reliance 
Infocomm. Reliance India Mobile (RIM) subscribers 
are being hit by billing-related problems, ranging 
from delivery of bills to the wrong address to in- 
correct billing. Have 
problems and stories, 
true or false, will 
spread. In Reliance's 
case, it includes ru- 
mours that some cus- 
tomers in Mumbai were 
being threatened with 
disconnection of elec- 
tricity (group company 
Reliance Energy is one 
of the power distribu- 
tion companies in 
Mumbai), where the 
mere threat of discon- 
nection of cellular serv- 
ice doesn't work. 

Meanwhile, the 
company has pinned 
down the billing errors 
to three factors: data entry, courier service and 
mischief makers. The data entry errors, according 
to the company, were caused by the stupendous 
increase in the customer base. For instance, in the 
first 10 days of Reliance Infocomm's *Monsoon 
Hungama” offer, it got a million subscribers. 
Now, the company has switched to the good 
old Indian Postal Service, and has identified some 
sub-agents who were providing mobile connec- 
tions on fake documents. 

As for handling customer complaints, Reliance 
Infocomm has plenty of bandwidth. Its telecom 
hub, the Dhirubhai Ambani Knowledge Centre 
(РАКО), can field 35,000 calls an hour (and it gets 
some 5 lakh calls a day). To keep in step with its 
growing customer base, the company is planning to 
set up additional call centres regionally, starting with 
the south and east India. Hopefully, the increase in 
the call centre capacity will be accompanied by a 
drop in angry subscribers. 
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Reliance Infocomm: 
Teething trouble 
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TAPMI 





By Anuradha Rangan 





nowledge workers are the intellectual capital of 

an organization. Is managing them as simple as 

conducting a symphony? 

Bill Joy, co-founder of Sun Microsystems said, 
"High technology obeys the iron law of revolution. The 
more you change, the more you have to change. You have 
to be willing to accept the fact that in this game, rules 
keep changing". 

The nature of work today is primarily oriented towards 
knowledge, innovation, learning and teamwork. It is a 
project-based, multi-skilled, customer-focused and 
collaborative effort. Work life is always governed by 
rules, roles, relationships and results. As Charles Handy 
remarks, our assumptions about how the world works, 
taxes collected, families supported, lives planned and 


. corporations organized, will change radically. To make 


meaning of this transition, human resource personnel will 
have to integrate the dynamics of rapid changes, 
knowledge explosion, speed of innovation and high 
voltage intellectual capital. Managing physical workforce 
and managing cerebral workforce require two opposite 
sets of competencies. Are we adequately equipped to face 
the human resource issues of the virtual organization? 


Many enterprises are in the midst of fundamental 
change in organization design and management practices. 
Sheer external competitive forces compel the owner and 
the employees to respond through frequent internal 
adaptations. In such situations, it is very critical that 
someone inside the organization is safeguarding the basic 
work conditions. Pioneering and traditional companies 
are both experimenting with new strategies, structures, 
cultures and system approaches, to accommodate the fast 
pace of technological change and also to reap the benefit 
of the emerging knowledge economy. But who is keeping 
a check on the overall health and happiness of the 
individual? Are we assuming that since everything is 
going to get wired and networked, people will achieve 
excellence even in de-emotional and de-personal work 
settings? The information technology sector is creating 
organizations that are completely occupied by cerebral 
workers. It was predicted much before 2000, that 8096 of 
jobs in any organization will be cerebral rather than 


NURTURING WEALTH CREATOR SERIES 


Knowledge Workplace 


manual; business foundations will be anchored in 
knowledge-based industries that employ educated, young 
and mobile professionals with high expectations. 


Today it is accepted that scientific knowledge is not the 
sum of all knowledge. We are unable to tap the entire source 
of human knowledge of particular times and circumstances. 
It is because of this inherent skill to use the fleeting moment 
with known information and data, that each individual is 
able to remain distinct from each other. Society as a whole 
is able to generate a variety of form and function. What are 
the future challenges that will put human resource personnel 
on center stage and enable everyone to maximize the return 
of hard work and synergy? 


Corporate success in the new economy comes from 

being able to identify the right talent and competence, 
skillfully codify, document and transfer knowledge and 
thereby be ahead of competition. Managing the heart, 
head, soul and spirit of an ambitious community demands 
a high order of human resource strategies and practices. 
While a traditional personnel department was regarded as 
policing in its orientation, there are chances that an 
ambitious HR person in a networked virtual work setting 
may become a cyber-based KGB outfit. Codifying rules, 
allocating roles and responsibilities and enabling healthy 
relationships between people require a combination of 
rational and emotional processes. Due to severe 
competition, the chances of similar organizations sharing 
widespread scientific data on the most realistic human 
resource practices may also get restricted. 
We have always responded to certain trends or fads such 
as quality circle, managing by results, vision and 
empowerment. In the same fashion, are we tackling 
human resource issues with talent and assessment 
centers, competency mapping, leadership academy and 
360-degree feedback? Strategic human resource 
personnel come across considerable opportunities and 
challenges while formulating an agenda for knowledge 
work places. 





Prof. Ms. Anuradha Rangan is Associate Professor at 
T. A. Pai Management Institute Manipal and can be contacted 
at anuradha@mail.tapmi.org 


Е 
кен eer 


bt 





PHOTOGRAPHS BY VIVAN MEHRA 


HINGS ARE A LOT MORE RELAXED NOW.” SUNIL MITTAL, THE 46-YEAR-OLD 
Chairman and Managing Director of Bharti Tele-Ventures is trying to 
strike the at-ease pose Business Today’s photographer wants him to, legs 
crossed at the knee, arms clasped behind his head, and body in a near- 
straight 40-degree angle—not the easiest of things to achieve on a 
bean bag. We are in The Banyan Tree, the recreation lounge at the com- 
pany s corporate HQ in Delhi’s Qutub quarter, a stone’s throw from the Qutub 
Minar, an imposing 73-metre tall tower dating back to the late twelfth century (but 
only if you have a very strong arm). “That edgy feeling we all had in 2003 is gone,” 
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Black Mat 


Everyone expected Bharti Tele- Ven tures tc 
turn profitable this year; no one expected it t 
return Rs 619 crore! The inside story of how! | 
CEO Sunil Mittal turned what was supposed 
t^ be a bad year for the company into its 
mest ever. P.S.: He's not done yet. wa sow | 





GRAPHICS BY PINAKE PAUL 








THE BHARTI ODYSSEY 





Revenues and subscribers - 
have soared... 





Subscribers - 
in million* 


1999 9857 
2000. — 8087 









excludes non-recurring income | 1. 
d 


Revenues figures are in Rs с 
*Mobile subscribers only 


continues Mittal, mechanically flashing a 60-watt- 
CEO-smile a fraction before the shot is taken, the con- 
sequence of being photographed too many times. 
"[t's not that we are complacent or anything," he 
hastens to add. "Just that we are a lot more relaxed 
now." Click. Smile. Click. Smile. 

For the benefit of those readers who do: not track 


happenings in India's go-go telecom sector, 2003 was | 


the year Reliance Infocomm and BSNL were expected 
to walk all over Bharti. The latter's business, largely 
built around offering mobile telephony services on the 
-GSM platform would, analysts confidently predicted, 
implode from the pressure of trying to match the 
tariffs of competitors using the competing CDMA plat- 
form. Bharti was big, with revenues of Rs 3,049.9 crore 
and 3.4 million subscribers (3.07 mobile ones) on 
March 31, 2003, and there was a growing school of 
d thought that i it would fall hard. Well, the company has 


rewritten that script and how. “Bharti has emerged | 


from the worst-possible period (of cut-throat compe- 
tition and predatory pricing),” says Jaspreet Singh, an 
analyst at Mumbai-brokerage Prabhudas Lilladher. 
The company’s numbers for 2003-04 speak for 
themselves: revenues of Rs 5,002 crore; a net profit, 
its first ever, of Rs 619.46 crore (Rs 589.46 crore, 
should non-recurring income be excluded); and 7.14 


million subscribers (6.5 million mobile ones) on 


` March 31, 2004. In a year when mobile telephony tar- 
iffs dipped, the company’s profit margins (before int- 
erest and taxes) in its mobile business increased from 
10 per cent to 18 per cent. And the year was replete 
with milestones for the company: a revolutionary 
$400-million network management deal with Ericsson 
under which Bharti would effectively pay only for the 
network-capacity it used while the Swedish telecom 
equipment manufacturer would invest in upgrading 
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| „operating expenses and interest as 
a proportion of revenues have dipped. 


Operating Expenses as 
proportion of revenues 


| 200з ТИ 73 | 



















Expectedly, operating profits have : 
steady increased. — 


Interest as. proportion 
of revenues 


Ва и Би 
14.11 


Net Profit * 


11.30 | 





Fig Figures areinRscrome ^ * «Бе hide ncome 
^ Earnings before interest, taxes; dep mn and amortisation 


and maintaining the network andan еар radical IT 
outsourcing deal with ІВМ. The benefits of some of 
these will manifest themselves in the company's fi- 
nancial statements starting this year, but Mittal isn't 
one to speak about incremental operational efficien- 
cies. Instead, the man who has always had an eye to 
the main chance has embarked on a quest to build the 
world's best-managed telco, repeat, build the world's 
best-managed telco. There are other subordinate goals 
and objectives—a listing in the US market, probably 
in 2004 itself, an organisation-wide six-sigma initia- 
tive (already, around 130 six sigma projects in the 
company's mobile business have saved around Rs 
75 crore), a target of 25 million mobile subscribers by, 
or sometime in 2006, and growth in both revenues 
and earnings— but this, the creation of *a new model 
of management for a telecom company’, is пе d. 


MOBILITY IS THE KEY 


The mobile business doesn’t just bring in the most revenues, iti is. 
папу; у profitable. ; | 
Share ofr revenues А 
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2003 : ( 
Figures are segment profitability before interest and {а 
n.a.: Not applicable as the business lost money > 
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biggest of Bharti’s businesses. He confesses that he 
has to “drive economies of scale very hard” and 
“leverage national size” to increase profit margins 


Manoi | al , 
Kohli, formerly of Escotel and Allied Signal runs the | = 


Badri Agarwal, President, infotel_| Wwe vears Mittal has 
Agarwal, formerly of Eicher, runs Bharti's fixed-line, bod led < crack team. 
access, and long-distance businesses. His focus is on what fi 
he calls "data-hungry" pockets across the country where 
customers will pay a premium for "world-class" service 


Nayar, a Bharti long-timer serves as an elder statesman 
of sorts at the company's HQ. He believes the next few 
years are crucial because Bharti is undergoing "funda- 

mental change that will make it a truly global company” 


Akhil ШЕШІ 





Gupta, Mittal’s Man Friday oversees the 
finance function. He claims the company’s size 
and its cash flows makes “funding easy”. The 
Ericsson deal was his idea 


Mittal’s younger brother, he oversees the marketing 
function. That means “FMCG-style marketing and 
distribution” for the pre-paid segment and "business-to- 
business style selling" for high-value corporate customers 
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Ізі Menon, Director, Technology _ 
A whizkid from Bell South, he has created two 
committees, one comprising the company’s execs, and 
the other that co-opts execs from vendors to discuss 
fundamental technology issues 














thing. “We want to become a globally admired tele- 
com company,” he says simply. And he doesn’t smile. 


A Shot At Global Greatness 
The global bit is something of a refrain among Bharti’s 
senior executives. Manoj Kohli, President, Mobility: 
“The next transformation at Bharti is the creation of a 
large, global, institutionalised telco.” Akhil Gupta, Joint 
Managing Director: “The challenge now is much big- 
ger—to be among the leading telcos in the world in the 
next two, three, four years.” Anil Nayar, Director, 
Corporate Affairs: “We want to make Bharti a truly 
global company in terms of size, service delivery, and 
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processes.” And more quotes from more execs to the 
same effect. Someone has either coached Mittal’s A-team 
(see Mittal’s League of Extraordinary Gentlemen) in the 
run-up to a listing on NASDAQ or NYSE—the easiest way 
to follow the Securities and Exchange Commission’s 
stricture on forward looking statements is to ensure that 
senior execs respond similarly to the same question, 
something that another company that touched $1 billion 
in revenues in 2003-04, 
` Infosys Technologies, has | 
rfected—or this (global- 
ee 224. но AWAY 
is what the senior man- | 
agement team discusses 1604 
when it meets. Mittal in- | 
sists that the latter is in- 
deed the case and says that | 
the obsession with institu- | 
tionalisation and globali- 
sation is driven by the 
needs of the business. ^I — 100) 
want to take the excellent | 
fire-fighting machine that is 0 
Bharti and institutionalise 
it,” he says. The logic: In 
two to three years, Bharti 
will have around 25 mil- 
lion subscribers and “only 
a company where every 
function is driven by 2 
processes” can manage a 
business of this scale and 
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The Bharti Tele-Ventures scrip has 
mirrored the company's success. 





quality, and capital expenditure. Network equipment 
vendors have little to gain by helping in this process: 
their focus is on getting the telcos to buy more equip- 
ment. However, the equation changes if the network 
maintenance, management, upgradation, and optimi- 
sation is outsourced to them. This is exactly what 






Bharti has done, explains Gupta. "We have a service 


level agreement with Ericsson and we pay for the ca- 
pacity we use (not for the 
entire infrastructure)." He 
adds that this has taken 
all the complexity out of 
the company's annual cap- 
ital expenditure budget- 
ing exercise. ^Even a jun- 
ior executive can now do 
this in a few minutes." 
Equipment vendors 
.. stich as Ericsson, Siemens 
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looking to enter into such: 
outsourcing arrangements: 
apart from ensuring ‘stick- 
"пева of the customer, 
these. promise: recession- 
proof revenues, what 
Indian managers like to 
call annuity. And they 
make telcos that much 
more operationally effi- 
cient. “Based on last quar- 
ter's results, Bharti's pay- 





complexity. “This is some- 
thing T will personally over- 
see,” stresses Mittal, rattling off an impressive list of work 
in progress. “Best practices, benchmarking, six sigma.” 
"We are even opening up the company to consultants for 
the first time in our history," he laughs. 


Simple: Incremental Returns > 
Incremental Expenditure 

The company's decisions to outsource network man- 
agement to Ericsson and rr management to IBM were 
guided by the same logic. The way Bharti sees things, 
it would have had to hire 12,000 people over the 
next few years to manage 25 million subscribers; 
thanks to the IBM and Ericsson deals, it can get by with 
a fraction that number. 

The Ericsson contract was revolutionary, expl- 
ains Akhil Gupta, the man who originally thought 
up the idea, because it addressed the. problem of “the 
vendor and operator always working at cross pur- 
poses". Telcos require the capacity of their networks 
to be optimised, an effort to balance growth, service 
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back period—point when 
incremental earnings be- 
fore interest, taxes, depreciation and amortisation exceed 
incremental capital cost—is a mere two and half years,” 
says Sanjeev Prasad, Senior Analyst, Kotak Securities. 
Which could be one reason why Mittal believes man- 


aging growth isn’t an issue anymore, “Last year, we in- 


vested around Rs 2,500 crore,” he says, “and this year, 
we will do Rs 3,000 crore.” “But the incremental re- 
turns we get on this will be much higher than what we 
did last year.” Raising that money should not be a 
problem for a company that ended March 31, 2004 
with Rs 1,430 crore in cash profit. Investors too are 
happy with the Bharti story. Pulak Prasad, Managing 
Director, Warburg Pincus, a private equity giant that has 
a 18 per cent stake in Bharti, lists some reasons for this: 
sharp focus, high standards of corporate governance, 
strategic outlook “as evidenced by their M&A capabil- 
ities”, and rock solid execution capabilities. 
Ensuring that incremental returns are higher than 
incremental expenditure is contingent on growth, or 
“revenue enhancement", as Mittal calls it. And that, in 
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turn, is dependant on the company continuing to 
grow its base of mobile subscribers. The company 
may be an integrated telco, but mobile telephony re- 
mains, and is likely to remain, its mainstay, Other busi- 
nesses, like long-distance and fixed-line telephony 
and data carriage may be more profitable (see Mobility 
Is The Key), but Bharti’s success is largely built around 
its ability to increase its profit margins in a business 
where tariffs (read: cell-phone call rates) are as low as 
they can get. The good news for companies such as 
Bharti: they are unlikely to get any lower. 


Smart Growth, Smarter Decisions 

In 2003-04, India’s mobile telephony companies 
such as Bharti, Hutch, Reliance Infocomm and Tata 
Teleservices added 13.5 million customers to the 
mobile club, a growth rate of over 100 per cent. 
Predictably, even the most con- 
servative analysts believe India 
will boast 100 million mobile 
customers by 2007 (the aggres- 
sive ones expect the target to be 
reached іп 2006), “The market 
for mobile services is very much 
like the fast moving consumer 
goods market,” says Rajan 


and BSNL 


Mittal, Jt Managing Director, ERE 
€ It announced first-of-the-kind 
network and IT outsourcing deals 
with Ericsson. and IBM 


Bharti. “A company’s success 
depends on its ability to play in 
the mass market." That's some- 
thing Bharti has managed to do 
very well, adds Manoj Kohli, 
pointing to Easy Charge, a 
scheme targeted at pre-paid cus- 
tomers (those who pay in ad- 
vance for airtime, and they ac- 
count for 80 per cent of any mobile telephony com- 
pany's subscriber base) launched in early 2004 that al- 
: lows them to buy airtime for amounts as low as Rs 50 
as, at once, an example of the company's savvy mar- 
keting and its ability to learn from the larger network 
of telcos it belongs to, courtesy SingTel's 28 per cent 
- stake in it. "We picked this up from a Philippines mo- 
bile company called Globe." 
The threat from Reliance Infocomm and BSNL has- 
n't passed yet. The first is expanding operations to 4,000 
towns this year and the second has just floated a tender 
for 15 million GSM connections. By 2005, says V.P. 
Sinha, Chairman and MD, BSNL, his company will have 
25 million mobile subscribers. “T am not in a race for the 
#1 position," he smiles. “It is just that there is a lot of 
demand and 1 will satisfy that." Still, Mittal is confident 
that Bharti can grow, organically and through M&as 
such as its recent acquisition of Hexacom, the largest 


building efforts 
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WHY 2003 WAS 
BIG FOR BHARTI 


* it held its own, even turned 
profitable, against competitors 
such as Reliance Infocomm 


e It shifted its focus from 
operational issues to institution- 





cellular service provider in the state of Rajasthan. 

Growth will also come from the traffic the company's 
growing mobile base drives to its long-distance business. 
“This is perfect synergy," smiles Badri Agarwal, President, 
Infotel (the company's description for its fixed line, 
long-distance, and data businesses), explaining that this. 
makes it possible for the fixed-line operation to focus on 
profitable growth by addressing “data-hungry pockets". To 
ensure optimal utilisation of its infrastructure, Bharti will 
almost certainly enter into more deals such as the Rs 
500 crore one it has struck with VsNL. The Tata Group 
company will use Bharti’s network for its domestic long dis- 
tance telephony business. And growth will come from 
Bharti's ‘future factory’, a unit dedicated to increasing us- 
age of mobile phones by offering value added services such 
as ring-tones, games, and high-speed data transfer. 

The benefits of this growth, reasons Mittal, should 
manifest themselves in the com- 
pany's profitability. Indeed, things 
seem to have come together for _ 
Bharti in the January-March quar- 
ter. “А combination of solid op- 
erational performance, despite 
revenue and cost pressure, and 
certain one-off gains have helped 
achieve this,” says Rahul Singh, a 
telecom analyst at Mumbai-bro- 
kerage SSKI. Of the company's 
Rs 619 crore net profit for the 
entire year, Rs 303 crore came 
from. this quarter. alone. 
"Operationally, we're there," says 
Mittal, making the obvious calcu- 
lation to suggest that the company's 
minimum net profit in 2004-05 
will be around Rs 1,200 crore. 

Jai Menon, the company's head of technology, 
would agree. The 1r-Delhi graduate watched as the com- 
pany he worked for in the US, BellSouth, made a series 
of wrong IT and telecom technology decisions. “It’s a 
great feeling to be able to do things right in a company 
that is at the initial stage of its life, as Bharti is," he says. 
The right thing is an rr infrastructure that i integrates cus- 
tomer-facing thingamajigs with those related to the 
company’s own processes. It took Dr, Menon 18 
to get this right—he explains the whole thing v 
tience of an academic, using coloure 
writer hasn’t seen since high school science lessons—and 
if the company bravely outsourced its IT requirements to 
IBM, something no telco in the world has. done, it is on the 
strength of this. “The Bharti deal is different from and an 
evolution over traditional rr or business process out- 
sourcing,” explains Ashish Kumar, Country Manager, IBM 


Global Services, India. “н involves managing a 






business function.” 

The right thing is also what Dr. 
Menon calls Macro Architecture 
Cube, MAC, another set of coloured 
blocks that represents the com- 
pany’s network infrastructure, re- 
plete with bells and whistles (read: 
applications). “This is a revolu- 
tionary model that can help telcos 
make the right technology deci- 
sions,” gushes Menon who has cob- 
bled together two committees, one 
comprising the company’s senior 
management team, and another 
comprising representatives from 
the company’s vendors to address 
fundamental technology issues. 
“Should we look at Wi-Max?” asks 
Menon, offering an example, refe- 
tring to Intels new technology 
that can serve as an overlay on 
top of existing cellular networks 
and offer high-speed connectivity 
up to 100 square kilometres — a 
sort of Wi Fi on steroids. *Should 
we go for 3G (third generation 
wireless technology) at all?" 


Bharti Next 

In four years time, Mittal will turn 
50. He has always said he would no 
longer be running Bharti Tele- 
Ventures then. “Operationally, we 
are done,” says Mittal. “In terms of 
strategy, we are 50 per cent there, 
and then, there's governance." He is 
hoping Bharti Enterprises, the group 
company that has announced its 
interest in participating in the pri- 
vatisation of the Delhi and Mumbai 
international airports, will win the 
contract (the project is at the ex- 
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WHAT BHARTI IS UP 
AGAINST 


There are only three companies that pose 
a threat to Bharti’s integrated play. 


Reliance Infocom 
MUKESH AMBANI/ Chairman/Reliance Industries 
The company surprised analysts with a sub-Rs 400 crore 
loss figure for its telecom operation in 2003-04. As it 
expands to 4000 towns by the end of the year, it will find 
itself increasingly going head-to-head with Bharti 
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ТАТА TELESERVICES | 
RATAN ТАТА/ Chairman/ Tata Group || 
The Tata Group came late to the telecom party and is yet xs 
to figure out what to do with its stake in Idea Cellular. However, ; 
if Tata Tele can leverage its synergies with VSNL, and aggres- | 
sively market its offerings it could be force to reckon with 
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8 circles, but will soon 
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BSNL 


V.P. SINHA/ Chairman | 
If the behemoth that benefits from the existing 
interconnect regime can figure out how to use its base 
of over 35 million fixed line subscribers, it could be more 
than a handful for the competition. P.S: It already is 














PRESENCE З 
Pan Indian 


MOBILE SUBSCRIBERS 


9.2 Million 






pression of interest stage right now). “It’s not very dif- 
ferent from telecom,” he says. “It is operations-in- 
tensive, you will be serving a large number of cus- 
tomers, and it is a highly regulated area; we’re very 
good in highly-regulated areas.” 

The Mittal family owns 36 per cent of the equity of 
Bharti Tele-Ventures and is comfortable with that 
coming down to 26 per cent. There’s always an outside 
chance that a global telecom major like Vodafone—the 
company has announced that it is looking for an entry 
into India—could make a play for Bharti. Mittal says it 
would be difficult for him to say whether he would sell 


out if faced with such an offer, but adds that he would- 
n’t know what to do with the money. “We’re very 
very bad investors,” he laughs. Then, on a more serious 
note, he recalls a conversation with a member of India’s 
Planning Commission who told him that telecommu- 
nications was one business where India’s huge popula- 
tion could help the creation of a global company. 
"We're going to live that dream,” says Mittal. 
ADDITIONAL REPORTING BY NARENDRA 
NATHAN IN MUMBAI. ADDITIONAL INPUTS FROM 
PRIYA SRINIVASAN IN MUMBAI, SAHAD Р.У. IN 
DELHI AND VENKATESHA BABU IN BANGALORE 
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In just four years Renuka Ramnath has и" 
.. transformed ICICI Venture into the country's _ 
. largest private equity firm. вели | 


48 B tue! FALLING EVENING LIGHT CATCHES A BUSTLE OF ACTIVITY IN THE THIRD FLOOR 

flat of Radhika Apartments, a stone's throw from Mumbai’s fabled Siddhi Vinayak Temple. 
Ergonomic chairs are being wheeled in, Chesterfield sofas analysed threadbare. There’s talk of 
traditional wooden veneers. And new-age brushed steel ones. Amongst the assorted designers, 
consultants and myriad opinions а dusky woman stands quietly, taking it all in, asking a few 
pointed questions here and there, but otherwise gazing intently at the blueprints in front of her. 
This is her temporary home, as her flat on the seventh floor of the same building is being redone. 
Her voice, when she speaks, is soft, but all heads instantly turn towards her. “I want it to be lux- 
urious yet conservative and exude solid respectability,” she says. She is sporting faded blue jeans 
and a non-descript yellow cotton T-shirt, and five years ago, few people had heard of her. Today, 
of course, is another thing altogether. Everyone knows Renuka Ramnath. 00 
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Moneyspinners: Renuka Ramnath (centre) with her core investment team at ICICI Venture, comprising 
Kishore Gotety (left), Sumit Chandwani (right) and Bala Deshpande 


Early Bird Strategy 


ACK IN 2000, WHEN ІСІСІ VENTURE PICKED UP A STAKE IN A LITTLE- 
В known discount retailer based in Chennai called Subhiksha 

Trading Services, it was doing what no other private equity 
investor was willing to do: bet on India’s nascent and shaky or- 
ganised retail industry. So why did ICICI Venture take the plunge? 
For one, it realised that retail was a promising industry and in that 
food and grocery seemed the most promising segment because they 
accounted for more than half of the consumer rupee. For 
another, less than 5 per cent of the segment was in the organised 
sector, implying a tremendous potential for growth. As for the 
choice of Subhiksha over others, it was settled by the retail chain's 
unique discounting model. "They were the first to spot the oppor- 
tunities in this sector," says R. Subramanian, Subhiksha's Managing Т 
Director and a winner of the BT Young Super Performer Award for | | 
2004. Given that FDI could soon be allowed into retail, Я s UEM 
ICICI Venture may just end up laughing all the way to the bank on — Subhiksha's В. Subramanian: 
its brave investment. Unique opportunity 
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The 42-year-old heads the largest domestic private 
equity fund and the 12,000 square feet office at 
Mumbai’s Stanrose House, the one she is so painstak- 
ingly putting together, will be the new home for 
ICICI Venture Funds Management Company and 
the Rs 2,500 crore of assets it manages. ^We're just 
warming up," says Ramnath. “The next step is to 
help Indian companies become global giants." There's 
no denying the fact that the target the 14-year-old sub- 


sidiary of ICICI Bank has set for itself is indeed world 
class: Rs 8,800 crore ($2 billion) of assets by 2007, 
brought in by larger, innovative and more aggressive 
deals. Management buyouts, restructuring, cross-bor- 
der deals, everything is on ICICI Venture's radar. A 
quick checklist of the big-ticket deals the company has 
recently done would remove any doubts among the 
skeptical few: Welspun, Arvind Brands and TV Today. 

When hand-picked by ICICI СЕО K.V. Kamath— 


A DIVERSIFIED PORTFOLIO 


A sampling of ICICI Venture's major investments. 


COMPANY YEAR 


AMOUNT INVESTED* 





“Іп Rs crore 
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incidentally, he lives on the twelfth floor of Radhika 
Apartments—four years ago to take over the fund, 
Ramnath was a complete outsider to the then-arcane 
world of venture capitalists. *I barely knew what 
venture capitalists really did, forget about possessing 
the expertise to run a fund,” she chuckles. But while 
she may never have headed a fund before, rising to 
new challenges is something she has being training for 
all her life. First, as one of three siblings and then, as 
the only girl in her textile engineering classes. “I just 
always had to be the best," she confesses. Academically 
brilliant—she was always top of the class in school— 
it was only when she was enrolled in B-school that she 
found her true calling: finance and ICICI, not neces- 
sarily in that order. “ I realised that finance, accounts, 
and taxes all came very easily to me and after a sum- 
mer training assignment at ICICI—even then, it was 
one of the most glamorous places to work in—I had 
found the place to make my dreams come true." 
Joining ICICI's merchant banking division in 1986, 
the initial years were tough. “I was slogging through 
more assignments and tighter deadlines just to prove 
that they could be done." It was only years later that this 





single-minded dedication—she returned to work a 
mere 11 weeks after having a baby— paid off. That's 
when she met her mentor, Shikha Sharma, who now 
heads ICICI Prudential. *I think it was while running 
the structured finance unit under her that I realised what 
it really took to run a business," says Ramnath, lessons 
that were to prove invaluable later. 

Fellow venture capitalists, for one, seem im- 
pressed. *Renuka's very bright and professional. 
There's no denying that she has brought ICICI 
Venture on to the centrestage," says Saurabh Sriva- 
stava, Chairman, Indian Venture Capital Association, 
who has interacted extensively with Ramnath on 
the association's executive committee. 


More Than Just a Venture Capitalist 

Sitting in the eighth floor office of parent ICICI Bank's 
intelligent office in Mumbai's Bandra Kurla Complex, 
Ramnath, now clad in a signature south Indian silk 
saree, doesn't like being called a venture capitalist. * We 
like to think of ourselves as an institutional private 
equity player, someone who acts as a bridge between 
needy enterprises and capital." For the uninitiated, 


Management buyouts, Restructu ring, cross-border deals, 
everything is on ICICI Venture's radar 
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HERE'S NO DEARTH OF PRIVATE INVESTOR INTEREST IN MEDIA. BUT 
Ге swung it for TV Today Network was clearly the quality of 

its promoters. With years of proven experience in professional 
journalism including managing the country's leading news magazine, 
they were taken seriously right from the start. Media as a sector held 
enormous promise and after studying the Aaj Tak brand and the pro- 
gramming they had done, it emerged as the best fit. It not only had 
a finger on the audience pulse, but also had segmented the market 
very well with its 24-hour Hindi news channel. Besides, it met the 
“growth story” parameter. Exit was not considered an issue either, since 
TV Today seemed like an ideal ІРО candidate—an assessment that 
proved to be right. “They were of great help guiding us through the pre- 
and actual IPO process, with Renuka herself devoting a lot of her time 





TV Today's б. Krishnan: A finger 


and expertise,” says G Krishnan, CEO, TV Today Network. 


venture capitalists typically invest in the early stages of 
corporate growth while private equity funds invest 
larger funds to meet the entire lifecycle funding needs of 
companies they partner with. ICICI Venture has sup- 
ported close to 250 companies at various stages. And 
more than the width of its investments and its impressive 
kitty, it is the company’s ability to pick potential winners 
time and again that makes it stand out. 

Be it investments in media, textiles, retail, biotech, 
auto components or real estate, Ramnath and her 
team have boldly been the first to tread on sectors 
few dared venture into, only to emerge victorious. “It 
is our ability to spot emerging sectors with higher re- 
turns,” says Bala Deshpande, Director, Invesments. 
Deshpande knows first hand. Straight haired and with 
a fondness for western-style dress-suits, Deshpande 
spent 10 years as a brand manager with companies like 
Best Foods and Cadbury before being hand-picked 
by Ramnath. Today, she heads a team responsible for 
20 companies, sits on the board of nine investee com- 
panies and vets at least five serious proposals every 
month, And if the country’s largest private equity 
company is willing to take a chance on new people and 
the blast of fresh air they bring, it is equally adventur- 
ous about trying out new financial instruments to 
structure innovative deals. Kishore Gotety, Director, 
Investments looks even younger than his 33 years but 


on the market pulse 


with 12 years of financial expertise under his belt, 
few doubt his ability. “Mezzanine financing has proved 
to be a great hit as it lets us reduce the significant 
risks associated with direct equity while giving us an op- 
tion of cashing in on the upside,” he says, referring to 
the mix of equity and subordinated debt ICICI Venture 
has used effectively on two deals. Fellow Director, 
Investments, Shankar Narayan, with direct charge of 
buyouts, real estate and restructuring is equally ex- 
cited about the Tata Infomedia deal the company 
struck in 2003. “It was the closest to a perfect buyout; 
a good business, zero debt and lots of spare cash and 
valuable real estate,” he gushes. 

But ICICI Venture’s success doesn’t just stem from 
the team; it has a lot to do with the way the company 
is structured. Chief Risk Officer K. Ravindra, is part of 
the core investment team and lists the risks associated 
with every deal and also the procedures for managing 
them. And like its parent—ICICI Bank—ICICI Ventu- 
re ensures that robust and articulated risk management 
systems back the intuition of employees. 

Prakash Karnik, Advisor, Barings India, who 
was one of the creators of TDICI when he was with 
Unit Trust of India—he still has fond memories 
of the fund—says, “The level of innovative deal- 
making has been exemplary and they have very 
effectively capitalised on an established brand 


More than the Width of its investments and its kitty, 
it is the company’s ability to pick winners that makes it stand out 
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(ICICI) to deliver strong value add.” 


Proactive To the Core 
ICICI Venture, expectedly, is very careful about where 
it puts its money. Cautions Renuka, “Investing in a bad 
opportunity is certainly worse than letting go of a 
good opportunity.” ICICI Ven- 
ture only invests in one or two of 
every 20 proposals it receives. 
“We invest in stories,” says 
Ramnath cryptically when asked 
what is it that the fund looks for. 
As a rule, ICICI Venture looks 
for untapped opportunities, uni- 
que products, not to mention pas- 
sionate promoters with larger- 
than-life vision and aspiring to 
be the best. Then there are de 
rigueur checks like sound finan- 
cials, promoter reference checks, 
technical expertise, market repu- 
tation, banking relationships, qual- 
ity of directors. “We talk to every- 
one—promoters, CEO, customers, 
management team, competitors, 
you name it,” says Ramnath. 
Equally thorough and deli- 
berate is the company’s quest for 
fresh profitable opportunities. In- 
house teams constantly track 
emerging sectors. That could ex- 
plain ICICI Venture's exposure to 
retail, biotech, and media. Poring 
through balance sheets, sector re- 
ports, identifying opportunities, 
risks, interacting with the mar- 
ketplace, ICICI Venture's execs | 
are always looking to provide 
the best returns to its investors. 
At any point there are at least 10 
proposals the fund is looking 
at. Often, the opportunities come 
in the most serendipitous of ways. 
Welspun initially approached 
ICICI Venture for an interna- 
tional acquisition that didn't 
work out. *But while working 
with them, we realised that they 
had the right ingredients and 
that culminated in our invest- 
ment," says Deshpande. 
While Ramnath is said 
to be brutal with non-per- 
formance and non-per- 
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WORK EXPERIENCE: 


formers, most team members—they routinely clock 
in 12-hour work days—say the culture emphasises 
support and independence. For Ramnath, there is no 
magic formula: just hours and hours of hard work 
and perseverance. The trick, according to her, is to 
be 24 hours on the job and not get stressed. “1 
just wish I could spend more 
time with my children," she 
laments. 

Latching on to every project 
with the same perseverance she 
put into 20 years of learning 
Carnatic music, Ramnath’s faith in 
herself and the team is legendary. 
Recalls Gotety, *When we were 
raising funds for the India Advan- 
tage Fund, we had to spend mon- 
ths educating local banks and 
financial institutions and it took us 
a year to raise the first Rs 600-odd 
crore but we eventually got there." 

*We are not passive in- 
vestors," says Ramnath, sum- 
ming up what makes ICICI 
Venture click. *We are part own- 
ers of the business and our level 
of engagement in the investee 
companies is very high." What 
that means is that she or her fund 
managers don't hesitate to step in 
when they sense that the com- 
pany's investment is at risk. This 
hasn't affected their relationship 
with their promoters. “It is more 
of a mindset issue and we're 
proactive investors has only 
served to impress them even 
more," adds, Sumit Chandwani, 
Director, Investments. 

Last year was excellent for 
ICICI Venture. It launched four 
new domestic funds, including 
the flagship India Advantage 
Fund with a corpus of more than 
Rs 750 crore. *At the end of 
last year, when we sat down to 
make a list of reasons to cele- 
brate, we ended up with 50," 
laughs Ramnath. This, in turn, 
ended up with an all-night party 
at one of Mumbai's hottest 
nightclubs. Knowing Ramnath, 
there is sure to be more partying 
at the end of this year. @ 
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PG 


Despite plenty of hype about P&G s latest price cuts in the 





haircare and detergents market, fact is that it has remained just 
another bit player in the Indian FMCG market. BY BRIAN CARVALHO 


GAMBLES THAT WENT WRONG 


P&G's India CEOs tried several strategies over the years, but the results have been unspectacular. 


DAVID THOMAS 


It was during David Thomas’ tenure that 
P&G had reportedly set a target of Rs 2,000 
crore by 1997 for its Indian operations 

іп end-1994. As of 2003, P&G's India 
operations are not even half that figure. 








HELMUT MEIXNER & GARY COFER 


It was during Meixner's tenure 
that P&G implemented 
Operation Golden Eye, which 
involved repositioning the 
Strategy to focus only on select 
urban markets, in a bid to avoid 
a head-to-head confrontation 
with HLL. Meixner's successor, 
Gary Cofer, then Director 
(Consumer Business 
Development), was closely 
involved in chalking 

out that premium distribution 
strategy. That game plan has 
obviously been ditched today, 
with sachets and price cuts . 
clearly indicating a mass 
market plan. 














consumer goo i usi 
split between two companies—P&G Ноте P 
which markets the Ariel and Tide detergents, the 
Head & Shoulders and Pantene range of sham- 
poos, and Pringles; and P&c Hygiene & Health 
Care, which markets Vicks and Whisper—didn't 
have revenues of half that figure. 

Now, P&G isn't the first ever company to have 
gone out on a limb with wild projections of top 
line growth. The objective of digging out this nugget 
of a sound-byte from the nineties is not to make 
Thomas or P&G look foolish but to plot just one 
incident of the inconsistency of vision and the many 
slips twixt the cup and the lip experienced by the 
FMCG multinational in India over the years. 

The recent bout of aggressive price cuts announced 
by P&G India in the detergents and haircare cate- 
gories may have convinced a section of analysts that 
P&G means big business this time round, but to be sure 
this isn't the first time the ultra-secretive marketer 
has promised to unleash its “new, improved" avatar on 
Indian soil. Brands and sub-brands have been launched 
with much fanfare and their prices dropped amidst 


ADI GODREJ, 


P&G entered the Indian soaps 
market in 1993 via a JV with Godrej 





even more hoopla in the estimated Rs 5,500 crore de- 
tergents market; and in the estimated Rs 3,500 crore 
soaps segment, P&G has resorted to a string of al- 
liances, either for manufacturing or marketing or dis- 
tribution or for all three purposes, to push Camay 
beauty soap in the market, two of which didn't yield 
dividends, and the third that's currently on isn't going 
anywhere, either. True, P&G is a leader in the feminine 
hygiene segment with Whisper, it has done well to grab 
close to a fifth of the hair care market pie, and has a 
cash cow in Vicks, but the fact is that where it counts 
most P&G hasn't been able to make a difference in the 
estimated Rs 45,000-crore FMCG sector. Market share 
of Camay Soaps as of March 2004 is 0.1 per cent. 
Marketshare of the detergent brands (Tide and Ariel) 
as of March 2004: a little under 4 per cent, roughly a 
tenth of that of the market leader. 

The P&G India top brass refused to cooperate with 
Business Today on this feature, preferring perhaps 
to put an end to the hype surrounding its latest bout of 
price cuts, when it slashed prices of Tide and Ariel by 
25 to 40 per cent, and subsequently of Pantene sham- 
poos. The silence may not be such a bad thing after all. 
For although it may be true that P&G's price cuts in de- 
tergents and hair care will hurt leader Hindustan 
Lever (HLL) since it has little option but to follow 
suit—its March quarter profit, which fell 23 per cent, 
is a good indicator of that—it doesn't necessarily fol- 
low that P&G is going to reap substantial gains, sub- 
stantial enough to see it posting big numbers in the 


| By October 2002, P&G made 
another attempt to revive 


Soaps, and in 1994 launched 
Camay amidst high fanfare. But that 
JV with Adi Godrej didn't yield re- 
sults, what with P&G being reluctant 
to invest in pushing the brand. The 
JV flopped in two years. 








distribution arrangement with 
Harsh Mariwala's Marico for, 
amongst other brands, Camay. 
That alliance too didn't yield any 
results, and it didn't last its en- 
tire tenure. Marico officials point 
out that P&G wasn't able to jus- 
tify the premium on Camay to 
the consumer, for whom it was 
just another soap. 








Camay, this time via a licensing 
agreement with Nirma. Nirma 
CMD Hiren Patel was probably 
hoping for a premium rub-off on 
the value-for-money soap ma- 
ker. As of today, the alliance ap- 
pears to be going nowhere, and 
Nirma officials admit that Ca- 
may is “moving slowly". Latest 
marketshare: 0.1 per cent. 
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HARSH MARIWALA, HIREN PATEL, | 


After the failed JV with Godrej, 
P&G entered into a long-term 


IGIWECIOWNEMENCT 


DECLINING MARKETSHARES 


P&G's premium soap Camay has declined in terms of marketshare... 
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market share slugfest. Price cuts may be a good way to 
begin the battle, but to win the war P&G has to get its 
distribution act together, which as of today is still 
very urban-centric. Also, as one equity analyst explains, 
consumers may not be willing to upgrade to P&G 
products from the lowest-priced brands like Wheel and 
Nirma. Nikhil Vora, FMCG analyst at broking house 55КІ 
Securities, says the price cuts will be effective in un- 
nerving the competition and “weakening the market 
leader”. But crucially what needs to follow is a presence 
on the ground, which isn’t significant yet. 

Cut to the late nineties, when P&G India blueprin- 
ted Operation Golden Eye, a strategy that meant 
brands like Ariel, Camay, Pantene and Whisper would 
be targeted at only 20 per cent of the market, at the top 
of the pyramid. That plan clearly showed that P&G was 
willing to sacrifice volumes for profits, and opt out of 
a head-to-head war with HLL. Today, with sundry 
price cuts and aggressive sachet marketing (of Tide and 
shampoo brand Rejoice), the P&G strategy has clearly 
turned full circle, and the company is now in the 
process of getting its mass-market act together. 

Perhaps Operation Golden Eye didn’t yield the des- 
ired results. Certainly not in the detergents market, in 
which average market shares of Ariel and Tide together 
have remained static in the 4 per cent region since 
1999. Indeed, ever since P&G entered the laundry 
segment in the early nineties, gains if any have been 
momentary and acceptance by consumers, low. The 
marketer’s first launch was a rather bold one, of Ariel, 
as a premium concentrate powder with a “no-bar-re- 
quired” proposition. The brave objective was to up- 
grade users from discount powders and bars. But by the 
mid-nineties, P&G was slugging it out in the bar mar- 
ket with an Ariel bar—a product you won’t find too 
easily on shop-shelves today. To target a wider base of 

















..and so has its share in detergents 
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consumers, P&G also launched Ariel Gain SuperSoaker 
around that period, but its fate today is very much sim- 
ilar to that of the Ariel bar—virtually invisible. Market 
observers point out that SuperSoaker did help P&G tot 
up its highest ever market share in detergents in 1996, 
of some 7 per cent, but the company hasn’t been 
able to build on that gain. Ву 1999, p&c’s detergent 
share was just a little over 4 per cent. 

That's when the P&G top brass decided it needed 
another brand in the detergents market to counter the 
HLL juggernaut. Enter Tide, the global whiteness brand, 
another premium powder, though at a slight discount 
to Ariel and HLL’s Surf Excel. Tide did make some 
gains, but those were negated by the erosion in Ariel’s 
share. By 2001 the price cuts coupled with aggressive 
promotions began, with Tide being dropped from 
Rs 120 to Rs 85. Another round of price cuts came in 
2003 on sachets, and thereafter early this year on 
the large packs (from some Rs 85 to Rs 46 per kg). 
Ariel too now had a lower price tag, of under Rs 
100 per kg, down from Rs 155 at one point in time. 
The results of these rather extreme price cuts have yet 
to show: As of March 2004, Ariel had a value share of 
some 2.1 per cent, and Tide of some 1.7 per cent. Cle- 
arly, despite heavy discounting consumers may still be 
unwilling to upgrade from the bottom of the pyramid, 
where brands like Wheel and Nirma rule the roost. 


The Soap Saga 

If P&G has hit a brick wall in its attempts to carve out 
a space in detergents, it hasn’t made much headway in 
the beauty soaps business either. When the company 
entered the soaps market with beauty brand Camay in 
a joint venture with Godrej Soaps in 1994, it did 
show initial signs of promise with shares of over 2 per 
cent in the first year. But it has been all downhill 


New MD Khosla has to focus on building a 
distribution network that can take on HLL’s 


' | SHANTANU KHOSLA, Country Manager, P&G India 
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A 1000 investment options. 
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Or let us do it for you. With InvestSaathi - Wealth Management Solutions from 
IL&FS Investsmart. We have a team of investment advisors to build and customize 
an investment plan that fits your income, priorities, and your dreams for the future. 
A plan based on in-depth market research, mature insights and above all, experience. 


Because when it's your money that's at stake, it makes sense to rely on experience. 
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InvestSaathi - Wealth Management Solutions, we offer: 

> Equity Broking and Derivatives 

» Mutual Funds* 

> Insurance Е ы на 
> Distribution of Home Loans 

~ Portfolio Planning and Management 


AHMEDABAD - 079-26445473 / 26440168/72; BANGALORE ~ HDFC House 080-22126007-10, Koramangala 080-25525853 25 \ 

ВЧ. 080-28411455/2163, Infantry Road 080-25323251/2/3, Jayanagar 080-26557873-875, 26557870; CHANDIGARH - D172-2741541/636/203, CHENN: 
044-24405501/2/3; COCHIN - 0484-2384671-74; COIMBATORE - 0422-2211730/4275/4485/2823; DELHI - 011-23318206-09; GOA - Ра = 083: 
2234353.58, 2235191; HYDERABAD - 040-23320323/31/37/38/44/55; JAIPUR - 0141-2371621-23/26; JAMSHEDPUR - 0657-2427 198; К КАТА = 
Constantia - 033-22813257-60, Tata Centre - 033 - 22883068/69/71/81, Salt lake City 033 - 23212089-00; MUMBAI - Bandra (W) 022. 26959259-60, 
26558498/97, Bandra (E) ВКС 022 - 2659 3483/3047, Fort 022 - 226349034; PUNE- Deccan Gymkhana 020 - 4030810-13, Каме Road 020 + 4020000. 


Reg. office: The IL&FS Financial Centre, Plot С-22, G Block, Bandra Kurla Complex, Bandra (E) Митра! - 400051. Tel: 022-26532333/1232 
SEBI Reg, пов: BSE - INBO11020832 - M. Мо,125, NSE - INB231020843 M. 0.10208; Derivatives (FAOk NSE INFZ31020833, Merchant Banker ME/NMOOUOUSATS, Porfobo Manager 
PMANPOQDODOASS, АМЕ! Reg. No. (ARN) 0025 - MF, * Mutual Fund Investments are subject to market risks, plaase read the offer document carefully before investing. 

















bt marketing 


since. The ју with Godrej fell ap- 
art, as it wasn’t showing the de- 
sired results. Godrej Soaps о 
cials blame the disaster оп РАС 
reluctance to back the bran 
nancially. As one analyst рой 
out, P&G's mistake wasn't jus _ 
not being able to make the 
with Godrej work. “What’s worse 
is they paid Godrej tonnes of 
money upfront to get into the Jv, 
which came to Godrej's assistance 
in fuelling the growth of his own 
soap brands," he adds. Today, 
Godrej Consumer Products is a 
major. player in soaps with such 
"brands as Cinthol, Godrej Fair- 
Glow and Godrej No. 1 contri- 
“buting to over half of sales. “Soap 
. is not a focus area for Cincinnati, 
-and I don't see what they're trying 
to do with Camay here," says a 
senior Godrej official. Adds 
Pradeep Mansukhani, СЕО (Sales), 
- Marico Industries, with which 
P&G had got into a long-term dis- 
tribution arrangement, but which 
also didn’t bear fruit: “Backing a 
premium soap 15 tough, which 
even HLL realised with Dove. But 
Dove at least has its one-fourth 
moisturiser USP. On the other 
hand, consumers saw Camay as 
‚ just another brand, and the com- 
pany found it difficult to justify 
the premium on the brand.” 
The Godrej official adds that 
P&G had approached his com- 
pany once again after the jv for a 
licensing agreement, for which 
Godrej Consumer would have to 
fork out a royalty. “It was prob- > 
ably a money-making measure, 
so we refused,” he says. Nirma 
Consumer Care in the meantime 
: obviously thought differently and, 
in October 2002, got into a li- 
censing arrangement for making, 
marketing and distributing 
Camay. As per the agreement 
Nirma would be entitled to use 
the Camay trademark for five 
years, and pay a royalty to P&G. А 
Nirma executive admits the brand 
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is “moving slow”, but declined 
to react to an e-mailed ques- 
tionnaire addressed to the com- 
pany. Suffice it to say that the 
P&G-Nirma arrangement, as it 


THE DETERGENTS SAGA: 
SWIMMING AGAINST 
THE TIDE 


Early nineties: | Stands today, is a no-win situa- 
Launches Ariel, Чоп, with Мита unable to get 
a premium the soap moving off shelves 
concentrate (wherever they do manage to 
powder that reach the shelves in the first 
attempts toup- _ place), and P&G unlikely to gain 
grade consumers much in royalty payments either. 


and: move them 
away from bars. 


лал ыл] 


It is indeed puzzling to fig- 
ure out P&G's persistence with 
it Indian market. If 
did feel a need to 















1993: Launches an Ariel Bar, and a 
mid-priced powder, Ariel Gain esence In soaps, it 
SuperSoaker. Both products don't set d a go with some of 
the markets on fire. brands from the par- 
н ыыы Азы ИЙ Е lie the Olay and 
lay beauty bars, or 
Lest deodorant bar, or 
y or even Safeguard, a 
perm protection bar. But 
then again, if Cincinnati 
doesn't see soaps as a key 
area, it makes little sense for P&G 
India to lark about with Camay 
or any other soap brand, with 
or without a partner. 

To be sure, P&G Cincinnati 
has plenty of firepower left in 
its armoury that it can unleash on 
the Indian market. In just the 
personal & beauty category, for 
instance, it has a wide range of 
antiperspirants and deos, colo- 
gnes, cosmetics, hair care, hair 
colour and skin care brands. 
Then, talk of bringing Crest 
toothpaste into the Indian market 
has been on for a few years now, 
but the company can’t seem to 
make up its mind whether it will 
be able to take on a well-entren- 
ched Colgate and a strong No. 2 
in HLL. Clearly, if P&G has ambi- 
tions of taking on the market 
leader, it needs to scale up and 
enter new categories, even as it 
pulls out all stops to gain mean- 
ingful share in detergents. Whe- 
ther that happens, time—or 
rather Tide—will tell. E 


2000: Brings in Tide, the 
global whiteness brand, 
again as a premium pow- 
der, but at a slight discount 
to Ariel and HLL's Surf | 
Excel. Total marketshare 
(Ariel and Tide) hovers in the 
4 per cent region: 





Early 2001: Tide prices are ЕТЕК 
from Rs 120 to Rs 85. 

Average detergents marketshare in 
2001: 3.9 per cent. 
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Early 2003: Ariel prices are BH 
from Rs 155 per kg to Rs 135 per kg. 
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Late 2003: Prices of sachets are 
dropped. Company resorts to aggressive 
pricing and promotions. 

Average Tide marketshare in 2003: 1.3 
per cent 

















Early 2004: More price cuts. 

Tide's large packs now cost Rs 46 per 
5 against Rs 85. Ariel prices too 
dropped further to Rs 99 per kg. 
value share as of March 2004: 
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Testing Times 


For now, Dalal Street seems not to care about the 
impending exits of Ranbaxy's CEO D.S. Brar and 
research head Rashmi Barbhaiya. But any misstep in 
the US markets could change that. sy r. зк›нлклм æ sanan r.v. 


OR A COMPANY THAT'S SET 

to lose both its CEO of 

five years and head of 

research, Ranbaxy seems 
exceptionally rock solid. 

Its stock has remained more or less 
stable since outgoing CEO Devinder 
Singh Brar announced his resgina- 
tion in December last year. And 
now that Ranbaxy's head of resea- 
rch, Rashmi Barbhaiya, has put in 
his papers, too, investors seem un- 
ruffled. Is nobody indispensable at 
Ranbaxy? Almost—at least for now. 
One reason why Dalal Street 
seems not to care is Ranbaxy's im- 
pressive growth momentum. It's 
the largest pharma company in the 
country and is getting bigger still. 
Last year, the Delhi-headquartered 
company reported consolidated 
revenues in excess of Rs 4,530 
crore, a couple of hundred crores 
short of the billion-dollar mark. 
That was a target it had set 10 
years ago and it hit it almost bang 
on. By 2007, it wants to double 
revenues to $2 billion and by 2012, 
to $5 billion. At the moment, the 
stockmarket is inclined to believe in 
the targets, simply because Ranbaxy 
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no longer depends on the domestic 
market alone, but instead has thriv- 
ing markets in Europe, America, 
and South America. 

In fact, a large part of Ranbaxy's 
phenomenal growth over the past 
decade has been driven by generics, 
especially those it sells in the US 
market, which now accounts for 
more than half its revenues. What it 
has been doing is to zero down on 
blockbuster drugs going off patent 
in the American market and launch- 
ing its own copy of the drug to 





coincide with the expiry of the 
patent. А case in point, cefurox- 
ime axetil, a drug for respiratory 
and skin infection. Since its launch 
in March 2002, it has raked in 
more than $200 million. 

Dalal Street would be very wor- 
ried if the pipeline for such generic 
drugs showed signs of drying up, 
but the outlook at least for the 
next 12 months seems comfort- 
able. A range of generics (See A 
Busy Pipeline) is set to hit the US 
markets over the next several 


A BUSY PIPELINE 


A clutch of generics is slated to hit the US market 





over the next 12 months. 

iub 

N 1,400 10 

1,200 15 

1,760 20 

1,150 15 

105 10 

41 10 


*Estimated Revenues 
Source: HDFC Securities 


All figures in $ million 


Rannary 


| 


MD Brian- 





months, and could fetch Ranbaxy 
some $80 million in revenues. In its 
newer markets such as Europe, 
Ranbaxy has strengthened its hold. 
Its acquisition of RPG Aventis last 
year makes it the fifth-largest gener- 
ics player in France, while in the 
UK, where it launched its first 
branded prescription medicine 
Visclair, it grew 58 per cent last 
year with revenues of $13 million. 
In fact, Ranbaxy is the only Indian 
pharma company to have sub- 
sidiaries in five key European mar- 
kets (the UK, Germany, France, 
Spain and Poland). 


Future Tense? 

The onus of not just sustaining the 
momentum but accelerating it falls 
on the new CEO and Managing 
Director, Brian Tempest (who takes 
over on July 5, a day after Brar 
leaves) and President (Pharmaceu- 
ticals) Malvinder Mohan Singh, 
elder son of Ranbaxy's chief vi- 
sionary, late Parvinder Singh. But 
can they do it if key executives 
continue to leave Ranbaxy? (BT 
learns that Ranbaxy's head of bulk 
drugs K. Srinivasan, has put in his 
papers too.) It will be very difficult, 
if not impossible. 

Take Rashmi Barbhaiya, for ex- 
ample. When he was roped in from 
Bristol Myers Squibb (BMs) in the 
US two years ago, he was displayed 
to all as a prized catch. To be sure, 
he was one. At BMS, Barbhaiya was 
credited with accelerating the 
process of drug development 
through better screening of poten- 
tial molecules. He also played a 
key role in launch of several new 
drugs at BMS. Not surprisingly, 
then, Brar said that Barbhaiya’s ap- 
pointment would “provide mom- 
entum to realising (Ranbaxy’s) 
global ambitions of becoming a 
research-based international phar- 
maceutical company”. 

At Ranbaxy, Barbhaiya had just 
started giving research an interna- 
tional focus, and for that purpose 
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IS BRAR TURNING A VC? 


Е МЕВ SINCE RANBAXY'S СЕО D.S. BRAR 
announced his resignation in Decem- 
ber 2003 from the only company he’s 
ever worked for, there’s been intense spec- 
ulation about his next move. Popular rum- 
ours have had it that he could be joining 
Matrix Laboratories, an up-and-coming 
pharma company based in Hyderabad 
that supplies bulk drugs to Ranbaxy. Both 
Matrix and Brar have denied the rumours, 
with Brar telling BT that he is going to do 
“something that is very different”. And 
that, the grapevine has it, could be the ven- 
ture capital business, with Brar investing in 
promising pharma companies or even in- 
cubating pharma start-ups. At any rate, the 


1994, he had made his decisi 


Singh that spelt out the ca- 





















- buzz is, the fund will invest i 
working on bleeding edge techi С 
Brar is expected to announce his plans by ! 
end of June. But what prompted Brar to x 
leave Ranbaxy at this critical junc- „ш 
ture? Brar says that as early a 


to quit Ranbaxy when he turn 
50 known to the board. BT 
learns that he may also have 
deferred to a detailed will — 
(not legally enforceable) | 
left behind by Parvinder 


reer roadmap for his two sons, 
Malvinder and Shivinder. 


roped in expat scientists such as 
Kasim Mookhtiar (who is Vice 
President, Novel Drug Delivery 
Research). His surprising exit, then, 
is likely to impact the company at 
least in the short term. Says Shahina 
Mukadam, analyst, HDFC 
Securities: “For a research-driven 
company like Ranbaxy, I would 
look at Barbhaiya’s exit as a blow.” 
What also worries some analysts 
is the fact that the research heads 
have changed twice in quick suc- 
cession. J.M. Khanna, who now is 
the Executive Director and 
President (Life Sciences) at Hari S. 
Bhartia’s Jubilant Biosys, had been 
with Ranbaxy for two decades be- 
fore he called it a day. 

Analysts are keeping an eye 
on the company’s product 


pipeline for the number of fil- 
ings it makes for new drugs. “If 
there is any slackening in the 
pipeline, then we will look at 
management: (re)rating,” says 


Mukadam. Any slowing down of 
the pipeline will affect future 
growth, say, two or three years 
down the line. Another impor- 
tant thing is pipeline identifica- 
tion, which is done by the heads 


-RASHMIBARBHAIYA Ž 


HAD BEEN ENTRUSTED 
WITH THE TASK OF 
TURNING RANBAXY'S 
RESEARCH INTO A 
WORLD-CLASS EFFORT 


RASHMI BARBHAIYA/ 
Former Head of Research, Ranbaxy 
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of research and marketing (usual- 
ly the CEO). With Brar and Barb- 
haiya's exit, there is some discon- 
tinuity there. Says C. Srihari, an 
analyst with Khandwala Securities: 
"The current team will take some 
time to get the comfort level." 

Tempest, while pretty media- 
savvy, is not very familiar with 
the investing community, besides 
which in his previous role as 
President (Pharmaceuticals), he 
focussed more on developing 
markets such as Brazil, Russia, 
India and China (the BRIC coun- 
tries). *He might take some time 
to understand the developed mar- 
kets," quips one analyst. That 
apart, Tempest has the added 
burden of grooming Malvinder, 
who, as an owner-manager, will 
one day want to step into the 
CEO's shoes, just like his father 
had done 22 years ago. 

For now, though, both Tempest 
and Malvinder face the challenge 
of steadying Ranbaxy and at the 

= least keeping up its momentum. 
2 The years ahead will be ones of 
their education. Let's just hope the 
education doesn't prove an ex- 
pensive one for Ranbaxy. 
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REGISTERED OFFICE: UTI Tower, Gn Block, Bandra-Kurla Complex, Bandra (East), Mumbai - 400 051. STATUTORY DETAILS: UTI Миша! Fund has been sel up аз a Trust t 
the Indian Trust Act, 1882. SPONSORS: The State Bank of India, Punjab National Bank, Bank of Baroda and Life Insurance Corporation of India. (Liability of spe du 
Rs. 10,000/-). TRUSTEE: UTI Trustee Co. (P) Ltd. (incorporated under the Companies Act, 1956). INVESTMENT MANAGER: UTI Asset Management Co. (P) Ltd, (incorporated under the 
Companies Act, 1956) RISK FACTORS: All investments in mutual funds and securities are subject to market risks and the МАУ of the funds may go up о i 
forces affecting the securities markets. There can be no assurance that the Fund's objective will be achieved. Past performance of the Sponsor/Mutual Fund, 
indicative of future results. Children's Career Plan is only the name of the scheme of UTI Mutual Fund and does not in any manner indicate the quality of the sche 
returns. Realisation of all the assurances and promises made, if any, are subject to the laws of the land as they exist at any relevant point af time. The scheme is ‹ 
Credit, Interest Rate, Liquidity, Securities fending, Investment in overseas market, Trading in debt and equity derivatives (Ihe specific risks could be Credit, Market, liau 
interest Rate Swaps and Forward Rate Agreements). Please read the offer document for detailed Risk Factors. 
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He's only 27, 
but in a tearing 

hurry to become the 
country's biggest sugar 
baron. Meet Kushagra 
Nayan Bajaj, the man 
who split the Bajaj 
family simply because it 
stood between him and 
his vaulting ambition. 


BY SAHAD P.V. 






9 ONLY NINE ІМ THE MORNING, BUT THE APRIL SUN IS BEATING 
down on us with a ferociousness that’s surprising even for 
Uttar Pradesh’s notorious summer. The man we’ve travelled 
some 90 kilometres to meet is standing on the edge of a vast 
clearing, dressed in a sky blue, collarless Benetton T-shirt, 
tucked into his dark blue jeans. Unmindful of the heat and dust 
around him, the wiry young man, his hair combed back to 


PHOTOGRAPHS BY SHIVAY BHANDARI 
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HOW BAJAJ HINDUSTHAN STACKS UP 


It is number two in capacity and profits. 
600-- 





CAPACITY 
500-- 8 = 
-= 
з 
400-7 Nu 
Tonnes crushed per day Rs crore 
300-- For FY 2002-03 *For year ending September 2003 — 
_ 9.65 
2004-| - 9.70 
ТІ 72.0 
105.5 











NET PROFIT 





Rs crore 


558.85 












407.05 


91.05 


100-- 
35.35 
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Apr. 23, 2003 
Figures are stock prices on BSE in Rs W Bajaj Hindusthan Æ Balrampur Chini 
expose a wide swathe of forehead, is watching over 
an army of construction workers and big earth 
moving machines level what until recently was land 
owned by small farmers. 

It is easy to tell that his is not a desired presence on 
the site. A gaggle of supervisors hovers about nervously, 
as if expecting to be pulled up over something. ..any- 
thing. For, the young man is known to drive his 
workers to the very edge in his quest to get the site, 
where а 7,000-тср (tonnes crushed per day) sugar mill 
is to come up, completed in record time. It was only in 
February this year that the 200 acres of land, in village 
Kinnauni, 20 kms from Meerut, was bought. In 
March, ground was broken and work started, but al- 
ready the foundation for the sugar mill's massive 
boiler has been laid. By the end of the year, the young 
man, who placed orders for the mill's machinery 
even before he bought the land, wants the mill up and 
running. Аз we get over with the introductions and 
head back to the site office, the writer catches a site 
manager tell one of Kushagra's aides: “Please ask the 
boss not to visit the site too frequently because the 
progress may not be evident in such short gaps." 

If Kushagra Nayan Bajaj, the 27-year-old СЕО of 
Bajaj Hindusthan, seems to be in a tearing hurry, it's for 
good reason. The Rs 140-crore mill, his company's 
third (the other two are in eastern UP), will hike the 
group's cane-crushing capacity to 31,000 тср, making 
it the biggest sugar producer in the country, ahead of 
Vijay Saraogi's Balrampur Chini, which currently 
holds the top slot, with a capacity of 29,000 тср. In 
fact, the Kellogg School of Management-graduate, 
and son of Shishir Bajaj, wants to go farther still. 
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He’s bid for all the 24 state-owned sugar mills put up 
for sale by the UP government. His competitors, in 
contrast, have bid for one or two mills. If he gets all of 
them—surprisingly, a likely scenario—Bajaj Hindusthan 
will become one of the top three sugar producers in the 
world. “It’s a very aggressive posture, no other sugar 
company has done that,” says 5. Ranganathan, a sugar 
industry analyst with Mumbai-based LKP Securities. 
Asks Kushagra, outlining the scale of his ambition, 
“Why can’t we have a Dhirubhai (Ambani of Reliance 
Industries) in the sugar industry?” 


Sugar is Thicker Than Blood 

Don’t dismiss the rhetorical question as mere blue-sky 
visioning by some wide-eyed 27-year-old. Bajaj has 
done what few men of his age will dare to in pursuit 
of ambition. He’s split the 125-year-old extended 
Bajaj family, where till date the scions of Kamalnayan 
and Ramkrishna Bajaj (sons of founder Jamnalal 
Bajaj) have held equal stakes in the Rs 6,700-crore 
group’s diversified businesses that, besides sugar, 
include automobiles, electrical appliances, FMCG, 
and steel. That has been true of the group’s 40-odd 
privately held firms, too. 

Equal shareholding, however, has not meant equal 
control over the management of these companies. 
For instance, Bajaj’s father, Shishir, manages Bajaj 
Hindusthan and Bajaj Consumercare (earlier called 
Bajaj Sevashram), with annual revenues of Rs 466 crore 
and Rs 125 crore, respectively. Uncles (and sons of 
Ramkrishna) Shekhar, Niraj, Madhur, and (son of 
Kamalnayan) Rahul manage Bajaj Electricals, Mukand 
Steel, and Bajaj Auto, respectively. While Madhur is 


the Vice Chairman of Bajaj Auto, cousin Rahul is the 
Chairman and until recently its public face. 

The family fight—which has Kushagra and his 
father Shishir on one side and Rahul and the three 
other cousins (Shekhar, Madhur, and Niraj) on the 
other—has Bajaj Auto at the heart of it. The auto- 
mobiles major is by far the biggest company in the 
group, accounting for 80 per cent of its revenues 
and 90 per cent of its profits. But it is controlled by 
Rahul and his two sons, Rajiv and Sanjiv. For good rea- 
son. When Rahul took over the company in 1965, it 
had revenues of about Rs 7 crore. But when the num- 
bers are added up for 2003-04, revenues should top Rs 
5,000 crore. A lot of that growth and the company’s 
comeback as a maker of motorcycles must be credited 
to Rahul’s vision and energy. 

Therefore, when the time came to induct the 
fourth generation of the family, Rajiv and Sanjiv— 
who, like their other cousins, have done the manda- 
tory shopfloor stint—got key posts in Bajaj Auto: 
the 38-year-old Rajiv as Vice President of Products (he 
became the Joint Managing Director in March 2003), 
and Sanjiv, 35, as Vice President of Finance (he be- 
came Executive Director in April 2004). Although 
both the sons are well qualified (both Rajiv and 
Sanjiv are engineers with degrees from the University 
of Warwick and the latter has a Harvard MBA to 
boot), their elevation meant that the other scions 
would not have a significant role, if any, to play in the 
biggest and most profitable of the Bajaj companies. 

Apparently, that’s not a big issue with most of 
the fourth-generation scions ready for family business. 
Shekhar Bajaj’s son Anant, 27, works in the export di- 
vision of Bajaj International, which itself is a divi- 
sion of Bajaj Electricals. Madhur Bajaj’s daughter 


Neelima, 28, also an alumna of Kellogg, runs an in- 
house travel agency Hind Musafir, although she’s 
done a stint with Coca-Cola India and, not for that rea- 
son, is considered “CEO material”. 

But Kushagra, who joined Bajaj Hindusthan as CEO 
in March 2001 soon after Kellogg, did not want to 
play second fiddle. So when he wanted to grow his 
own sugar business, he found that the family’s cross- 
holdings were proving to be a big hurdle. Says a 
source close to the family: “Kushagra wanted to be his 
own man and had several plans for growing his busi- 
ness, but he had to constantly get his ideas vetted by 
the other shareholding members of the family.” Such 
an arrangement did not appeal to Kushagra, who 
has been nursing ambitions of making it big (globally, 
no less) in the sugar business. “I have been passionate 
about business ever since I can remember, it runs in 
my blood,” says Kushagra. 

What followed was a bitter split in the family. 
About two years ago, Kushagra raised the banner 
of revolt and convinced his father, who is the 
Chairman and Managing Director of Bajaj 
Hindusthan, to untangle his holdings. That meant 
Shishir would sell his equity holdings in all other 
Bajaj group companies, including Bajaj Auto, to his 
brother and cousins, while buying back their holdings 
in Bajaj Hindusthan and Bajaj Consumercare. 
However, Shishir and his brother Rahul (who had the 
support of his three other cousins) couldn’t agree on 
the valuations and the terms for settlement. 

Outside help was sought. First, Maharashtra 
politician Sharad Pawar was brought in to mediate, but 
he could not break the ice. But in June 2003, the 
Swadeshi Jagran Manch leader, 5. Gurumurthy, came 
in and brokered a deal. Accordingly, BT learns, 
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family confidante Dhirubhai 
Mehta drew up a memorandum 
of understanding that was signed 
by both the parties on February 
26, 2004. As per the MOU, 
Shishir Bajaj is to get Rs 200 
crore for exiting Bajaj Auto and 
the other group companies that 
he does not manage, and an ad- 
ditional Rs 50 crore from the 
family’s charitable trusts. But just 
when the deadline for imp- 
lementing the award (April 26, 
2004) was approaching, Shishir 
demanded an additional Rs 40 
crore, which, BT understands, is 
due to the increase in the share 
price of Bajaj Auto since the MoU 
was signed (the stock is up from 
Rs 500 to Rs 900). When BT 
went to press, the fight seemed set 
to go to the courts. 

Ask the rival Bajaj camp for 
its opinion of Kushagra and it 
will tell уой that he is aggres- 
sive, arrogant, and irreverent. In 
other words, quite a contrast to 
father Shishir, who is said to be 
mild-mannered and “happy go 
lucky”, in the words of one family member. Apparently, 
a family member says, Shishir hardly speaks at board 
meetings of the group companies, implying that 
Kushagra is the chief negotiator for his side in the 
family dispute. Outside of work, Kushagra keeps a 
low profile and prefers to spend time with his wife of 
five years, Vasavadatta, (sister of Kumar Mangalam 
Birla), 18-month-old daughter, Anandamayi, and his 
newly-acquired pug. Among his friends is Amar Singh 
of Samajwadi Party whose help may prove critical in his 
bid for the state-owned sugar mills in UP. 


A Monstrous Sweet Tooth 

Whether or not the fight goes to the courts, Shishir and 
his two sons (the other, Apoorva, 23, is studying to be 
a chartered accountant and also works for Bajaj 
Hindusthan) should get anywhere between Rs 250 
crore and Rs 300 crore. Where will this money go? Into 
sugar. Kushagra wants to be in no other business be- 
cause he thinks there’s plenty of opportunity here 
alone. For instance, sugar consumption in the country 
is expected to grow 4 to 5 per cent every year to 
reach a per.capita consumption figure of 27 kg by 
2014. To meet that demand, the industry will need to 
create an additional annual capacity of 3.2 million 
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tonnes to supplement the existing 
20 million tonnes. So Kushagra’s 
focus is on expanding his sugar 
business, either through new 
mills, like the one coming up in 
Kinnauni, or through acquisi- 
tions of state-owned or private 
mills. Sugar being a commodity 
business, the idea is to make 
money from huge volumes like 
what Reliance has created in 
petrochemicals. 

There are 530 sugar mills in 
the Rs 25,000-crore industry. 
But few of the barons seem as fo- 
cussed as Kushagra. “We think 
only two companies will make it 
big in the sugar business: Bajaj 
Hindusthan and Balrampur 
Chini,” says Ranganathan of LKP 
Securities. Part of the reason is 
that only these two are intensely 
focussed on sugar, while the 
other players such as Dhampur 
Sugar and EID Parry, also dabble 
in non-sugar businesses such as 
power (bagasse, a sugar byprod- 
uct, serves as feedstock). No 
wonder, then, the investors are 
more focussed on Bajaj Hindusthan and Balrampur 
Chini. In just the last one year, the former’s stock price 
has soared from Rs 72 to Rs 559, while the latter’s has 
jumped to Rs 407 from Rs 105.5. One reason is the 
projected sugar shortage. The other is their ambitious 
plans. “For his age, he is far more intensely focussed and 
he also has tremendous tenacity," says Gaurav Dalmia, 
a Delhi-based investor and a cousin of Kushagra. “The 
way he has worked through the family split is an ex- 
ample." In fact, in the past few months, at least eight re- 
search houses have initiated coverage on Bajaj 
Hindusthan, indicating their faith in the company. 

But isn’t sugar a ‘non-sexy’ commodity business 
compared with two-wheelers, where his cousins are 
building their fortunes? Kushagra’s answer: “Software 
became sexy because of Infosys, petrochemicals because 
of Reliance, and now power is sexy because of Reliance 
Energy. In another five years, sugar will be the sexiest 
industry.” He has already poached key employees 
from rivals such as Balrampur Chini, and claims to have 
received 11,000 applications for the 400 openings 
at the sugar mill coming up in Kinnauni. What these 
men, like Bajaj Hindusthan’s new set of eager share- 
holders, will want to know is simple: Whether Kushagra 
is as competent and mature as he is impatient. @ 
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Advertising succeeds best when it is made and 
consumed as entertainment, not as a sales pitch. 
That’s the message from the BT-TNS India Survey 
of the top 10 television and print ads for 2003. 


BY SHAILESH DOBHAL 


THE m () 
TV CAMPAIGNS OF 2003 


1 ALPENLIEBE: LAGEY RAHO 
RMG DAVID, MUMBAI 


2. COCA-COLA: AAMIR KHAN 
AS A GURKHA 
McCANN ERICKSON, MUMBAI 


3 BRITANNIA GOOD DAY: 
RAHUL DRAVID AND 
VIRENDER SEHWAG 
LOWE, BANGALORE 


4 HUTCH: YOU AND I 
O&M, MUMBAI 


5 BAJAJ CALIBER: HOODIBABAA! 
LOWE, MUMBAI 


6 VIP LUGGAGE: BYE BYE 
LOWE, MUMBAI 


7 PEPSI: TENDULKAR, 
HOOPER AND WARNE 
JWT, DELHI 


8 VIDEOCON: SHAH RUKH KHAN 
SSC&B, MUMBAI 


9 TVS VICTOR: 
SACHIN TENDULKAR 
SAATCHI & SAATCHI, BANGALORE 


10 BRITANNIA LITTLE HEARTS: 
PARTHIV PATEL 
LOWE, BANGALORE 


тығы 


our network TONOWS 


ойчу эе әне шәр преко! 
м 4846 балымен. 


"WILL YOU BE HEARD THROUSH THE GROWL? 
ARE YOU QNS 70 BURN THE PRESSURE? 
жп. YOU COMMIT "WITHOUT CONDITION? 
ARE YAU GONG ТС DOMINATE THE FELD? 





У PABA а 


ALK INTO THE OFFICE 

of Ogilvy & Mather 

India Chairman and 

National Creative 

Director Piyush 

Pandey, in Lower 
Parel, a Mumbai suburb, and you'll 
find Walt Disney’s famous words star- 
ing you in the face from one of the 
nicely done up walls: “I would rather 
entertain and hope that people learned 
something than educate people and 
hope they were entertained.” 

That, incidentally, is the common 
thread that runs through most of the 
ads that emerged winners in the BT- 
TNS survey of the top 10 television 
campaigns and the top 10 print ads of 
2003 (See The Methodology, Page 107). 

Would you watch, let alone believe, an 
ad that simply extols a mobile network’s 
omnipresent reach? But the idea of a 
pug as Hutch’s network (No. 1 in our 
print list and No. 4 in Ту) following а ге- 
luctant kid everywhere, is pure enter- 
tainment and, therefore, consumed easily. 

The necessity to sell to an increas- 
ingly ad-wary consumer has resulted in a 
clutch of ads, across ТУ and print, which 
are more stories that reflect everyday 
mood of ordinary people, in a light, hu- 
mourous way and less sales pitches. 

The campaign that topped our TV list, 


SPIRES RIA 


ERS Ta bs тар авай "NET ШОРУ 


Alpenliebe lollipop’s Lagey Raho, is an 
entertaining use of situational comedy 
and street lingo to build a brand connec- 
tion. And it did not even need big bucks— 
it just spent Rs 3-crore on media— to cre- 
ate a big bang with consumers. 

Or take the endearing Aamir Khan as 
the gurkha in Thanda Matlab Coca- 
Cola ad (No. 2 in the TV list). With 
strong emphasis on storytelling that 
consumers savour, the brand has man- 
aged to usurp the colloquial genre of 
thanda for itself. 

Given all the noise about audiences 
becoming tired of celebrities, our list 
throws up quite a few surprises. Almost 
half of all the ads in the honours club, 9 
out of the 20 in the list, have celebrities 
in them. And it is not just Coke and 
Pepsi, but brands and categories of all 
manner, from coffee, cars, mobiles, Tvs 
and motor bikes that seem to ride on 
them, quite successfully. Even biscuit 
advertising, from Britannia, uses as many 
as four Indian cricketers! 

Hutch and Bajaj Caliber have pride of 
place across the TV and print lists, prov- 
ing once again the multiplier effect of a 
well-thought-out multi-media campaign. 
It’s a pity that there are no more exam- 
ples here, a sad reflection on the mindset 
of most advertisers who still think in silos 
as far as media is concerned! 


THE TOP 
PRINT ADS OF 2005 1 0 


HUTCH: WHEREVER YOU GO 
O&M, MUMBAI — 


SET: 
JASSI JAISI Kol NAHIN 
EURO RSCG, MUMBAI 


AIRTEL: ARE YOU WITH ME? | 
REDIFFUSION DY&R, MUMBAI 


BAJAJ PULSAR: PUT LESS IN - _ 
THE TANK — 
O&M, MUMBAI 


BAJAJ CALIBER: HOODIBABAA! 
LOWE, MUMBAI 









NOKIA: FREE LOGOS, GAME 
AND RINGTONES 
BATES, DELHI. | 


TANISHQ: CHAINS 
LOWE, BANGALORE 


COCA-COLA: QUALITY..TRUST. 


COCA-COLA INDIA 


NESCAFE: THE ESSENTIAL ОМА. 


DIARY j 
MCCANN ERICKSON, DELHI 


MARUTI ZEN: CONFIDENT & CO 
HAKUHODO EA, DELH 
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UNIQUENESS 


+ COCA-COLA: Aamir Khan... 

+ HUTCH: You and}... 

PEPSI: Shane Warne, Carl 
Hooper and Tendulkar... 

ә BAJAJ CALIBER: Hoodibabaa! 

+ ALPENLIEBE: Lagey Raho 


$ BRAND FIT 
€ COCA-COLA: Aamir Khan ... 
+ HUTCH: You апа... 


+ PEPSI: Shane Warne, Сагі 
Hooper, and Tendulkar... 

* LIVON SILKY POTION 

* ALPENLIEBE: Lagey Raho 


CREDIBILITY 


+ HUTCH: You and! ... 

+ COCA-COLA: Aamir Khan... 

• PEPSI: Shane Warne, Carl 
Hooper, and Tendulkar... 

+ ALPENLIEBE: Lagey Raho 

* BAJAJ CALIBER: Hoodibabaa! 








Simplicity pays: Josy Paul (with cap) 


and Vishal Mitta 
lollipops cool even in college canteens 
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T] Alpenliebe: Lagey Raho! 


С ІТ THE TRIUMPH OF A 
simple idea over modest 
means. “Perfetti wanted to ap- 
propriate Lagey Raho (keep go- 
ing) as the brand’s promise,” ex- 
plains Josy Paul, Country 
Manager and National Creative 
Director, RMG David. A strategic 
brand need to extend lollipops 
to young adults meant continuing 
on the young adult-driven Lagey 
Raho theme (introduced in the 
preceding, thumb-sucking, cam- 
paign). The ad had to address a 
wider age group, even while ap- 
pealing to kids. “We thought of 
many situations for the film, but 
finally went with the one that in- 
troduced the product in a very 
indirect manner,” says Vishal 
Mittal, Creative Group Head, 
RMG David. A lollipop hawker 
inadvertently and unintentionally 


gets into people’s everyday lives, 
whether it is a young couple on 
the beach, a tea-vendor urinating 
on a street corner or a beggar 
pretending to be blind. The three- 
ad campaign, backed by a Rs 3-crore 
media spend, uses everyday situ- 
ational humour to drive home 
the brand—LageyRaho has almost 
become a brand proxy. “Alpen- 
liebe lollipop is now available 
even in college canteens,” says 
Sameer Suneja, Head of 
Marketing, Perfetti Van Melle 
India. Lagey Raho! 

SHAILESH DOBHAL 


BRAND: Alpenliebe Lollipop 

CLIENT: Perfetti Van Melle India 

AGENCY: RMG David, Mumbai 

CREATIVE TEAM: Јоѕу Paul (National Creative Director) 
and Vishal Mittal (Creative Group Head) 

PROD. HOUSE/PRODUCER: Corcoise/Prasoon Pandey, 
Prashant Issar, and Cyrus Pagriwala 


| have made Alpenliebe 
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NCOURAGED BY THE SUCCESS ОЕ 

the Aamir Khan Thanda Matlab 
Coca-Cola ads, Coca-Cola India 
wanted McCann Erickson to create 
something new and captivating. 
“Any campaign dies when it be- 
comes predictable and that’s a mis- 
take I consciously tried to avoid,” 
says Prasoon Joshi, National 
Creative Director and the copy- 
writer of this campaign. 

To reach out to the mass con- 
sumer, the campaign obviously had 
to feature characters people were 





Taking aim: R. Balakrishnan (left) and 
Ashit Desai offer biscuits as kheer 


` BISCUIT WITH ALMONDS, 
Д pistachios, and 
butter in it. “It’s special, yet 

an inexpensive biscuit meant for 
everyday consumption. The chal- 


lenge was how to communicate 
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41:55] Britannia Good Day: Kheer Anyone: 





томах а дылы ETS AS TES PY PEL ЖЕУ Т? 


Ў] Coca-Cola: Thanda Matlab... | 


familiar with. “The frame of refere- 
nce was the Gurkhas and Bahadurs, 
essentially Nepalis who work in 
India and with whom all of us are 
acquainted,” adds Joshi. The script 
was crafted in two days, and 
cleared virtually over the phone 
by Coca-Cola India’s marketing 
head Shripad Nadkarni, who was 
in South Africa. 

Shot in Manali over a week, the 
idea was brilliantly executed thanks 
to Aamir Khan, who not just 
worked on the dance steps, but also 


Thando 


Әу TOTS 


that,” says R. Balakrishnan (aka 
Balki), National Creative Director, 
Lowe India. It helped that the 
client, Britannia Industries, had a 
number of Indian cricketers as 
brand endorsers. For in a cricket- 
crazed country such as India, any 
ad with Rahul Dravid and 
Virender Sehwag in it has already 
won half the battle even before 


the first creative is penned! Тһе. 


apt analogy of kheer—rich in con- 
tent and yet an everyday, afford- 
able dessert —helped communicate 


BRAND: Britannia Good Day 
CLIENT: Britannia Industries 
AGENCY: Lowe India, Bangalore 


CREATIVE TEAM: R. Balakrishnan (National Creative 
Director), Ashit Desai (Group Creative Director), and 
Abhijit Ghosh (Creative Director) 


PRODUCTION HOUSE/PRODUCER & DIRECTOR: MAD/Sunil 
Manchanda and Priyadarshan 


Heil Creativity!: Prasoon Joshi (second 
from left, sitting) with his crack troops 


did his own extremely ‘real’ makeup 
to look like a Gorbka. The ads 
haunting melody, Beru Pako, is 
based on a folk tune from Kumaon 
region of Uttaranchal. Incidentally, 
it's also the wake-up tune for the 
авир Army’s Kumaon Regiment. 

ABIR PAL 


BRAND: Coca-Cola 

CLIENT: Coca-Cola India 

AGENCY; McCann Erickson, Mumbai 

CREATIVE TEAM: Prasoon Joshi (National Creative 
Director) and Akshay Kapdanak (Art Director) 
PRODUCTION HOUSE/ PRODUCER: Aamir Khan 
Productions/Ashutosh Gowarikar 


the brand’s benefits. 
SHAILESH DOBHAL 











SOmetiines news 15 ПО news. 


. Audit results: ~ IRS сез 
Bill ee Divya Bhaskar 
| 15 МО. ___, So No.1 іп, 
8 richest тап. Жы OP 5 Ahmedabad.3 


Sometimes, news is so expected, it’s not news at all. IRS'O3-04 declaring Divya Bhaskar as the No.1 
daily of Ahmedabad is just like that. Simply because, it was a newspaper created by the people and 
they have themselves made it the No.1 from Day One. Even in Surat, with 3 lac copies, the readers 
have declared us as the undisputed No.1. A readership report will 


confirm this well-known fact. Divya Bhaskar 
б Тс онгв? 


Now with 8 lac copies, Divya Bhaskar is well entrenched іп Gujarat. So ч е | 


ws ан a td | 





go ahead and reap the benefits of the news you already know. 
Frontrunner in Gujarat 
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eS HUTCH: You с I in 
this beautiful world 


Creating pug marks: (From left) Piyush Pandey, Mahesh V., 
and Rajeev Rao (not in picture) have made history for Hutch 


HE DOG (ITS NAME IS CHEEKA) WASN'T SUPPOSED TO 

be. For when Mahesh V. and Rajeev Rao, Senior 
Creative Directors at Ogilvy & Mather Advertising, 
got thinking on Hutch’s brief of communicating a ro- 
bust and serious mobile network, the first idea straight 
from the gut was a little sister following her brother. 
“On second thoughts, we concluded that a dog would 
be much less mushy,” says Mahesh. 

“To me the magic of this campaign is its simplicity,” 
says Piyush Pandey, National Creative Director. And 
the guts of a client to accept a dog as the symbol of its 
network. The rest, as they 
say, is history. Many copy- 
cat ads, using a boy and a 
dog, have already hit Tv. 
And apparently, prices of 
pug pups, have gone up 
from Rs 15,000 to Rs 
25,000 after this Hutch 
campaign. “Hutch (the 
client) saw the ad. Spoke 
nothing and just hugged 
our team,” adds Pandey. 
Need we say more. 

SHAILESH DOBHAL 


Cul network fOTTOWS |) 





BRAND:Hutch 

CLIENT: Hutch 

AGENCY: Ogilvy & Mather, Mumbai 
CREATIVE TEAM: Mahesh V. (Senior 
Creative Director) and Rajeev Rao (Senior 
Creative Director) 

PRODUCTION HOUSE: Nirvana 
Films/Prakash Varma & Sneha Varma 
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272 Bajaj Caliber 115: 


Hoodibabaa! 


Iu cT A FLUKE 
called Hoodibabaa 
happened," says R. 
Balakrishnan (aka 
Balki), National Crea- 
tive Director, Lowe 
India. For Balki and his 
team were trying to 
find a word to describe 
Bajaj Auto's revamped 
motorcycle in Bajaj 
Caliber 115, with more 
power and mileage, 
without saying wow. 
“Suddenly this com- 
pletely meaningless 
word, Hoodibabaa, 
came to me, and we 
knew we are on to 
something big." One 
thing led to another, 
the father-son rela- 
tionship and the 
*Hodibabaa Dad’.The 
ad, a new account for 
Lowe (moved from 
Leo Burnett), kicked in 
instantly with the client 
and quickly seeped in 
popular street culture. 
“The most touching 








BRAND: Bajaj Caliber 

CLIENT: Bajaj Auto 

AGENCY: Lowe India, Mumbai 

CREATIVE TEAM: R. Balakrishnan (National 
Creative Director), Rahul Sengupta (Group 
Creative Director), Narendra Yadav (Unit 
Creative Director), Manisha Khandelwal 
and Parikshit Bhattacharya 


PRODUCTION HOUSE/PRODUCER- 
DIRECTOR: MAD/Sunil Manchanda & Lalli 


thing I heard was about this autistic kid, who was un- 
able to speak, uttered his first word. Hoodibabaa,” 
adds Balki. Who says ads just help sell products? 


SHAILESH DOBHAL 


Fluke pays: (From left) P. Bhattacharya, R. Balakrishnan, 
N. Yadav, R. Sengupta, and M. Khandelwal 





Sometimes news iS no news. 


Schumacher | 


declared 
No.1 1 
car driver. 


Sometimes, news is so expected, it’s not news at all. IRS'O3-04 declaring Divya Bhaskar as the No.1 daily 
of Ahmedabad is just like that. Simply because, it was a newspaper created by the people and they have 
themselves made it the No.1 from Day One. Even in Surat, with 3 lac copies, the readers have declared 


us as the undisputed No.1. А readership report will confirm this well-known fact. 
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go ahead and reap the benefits of the news you already know. 


Frontrunner in Gujarat 
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мода VIP Luggage: Bye Bye, Bye Bye... 


HY SUCH AN OBVIOUSLY INTER- 
national look and feel cam- 
paign? Is that the question you're 
also asking about this foot-tapping 
number by Lowe for VIP luggage? 
"The need for this campaign was 


BRAND: VIP Suitcase 
CLIENT: VIP Industries 
AGENCY: Lowe India, Mumbai 


CREATIVE TEAM: R. Balakrishnan (National Creative 
Director), Aimer Jaleel (Unit Creative Director), and 
Vasudha Narayanan (Unit Creative Director) 


to give VIP a world imagery and 
make it more strongly associated 
with international travel,” explains 
R. Balakrishnan, Lowe’s National 
Creative Director. Luggage is stron- 
gly linked to travel, and yet it is the 
most cumbersome and forgettable 
part of the experience. “We thought 
the only moment VIP can own is the 
time when people leave (for travel). 
It can own wishing ‘Happy Jour- 
adds Balki. And so the brand 
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«ЖА Pepsi: Iski То Gayi 


OW DO YOU TAKE ONE OF THE 

most celebrated sporting ri- 
valries in recent times and make it 
work for your brand? Ask Anuja 
Chauhan, УР (Creative), J Walter 
Thompson. She took Sachin Tendul- 
kar and Shane Warne (remember, 
he admitted to having nightmares 
about Tendulkar giving him a tough 
time on the field), added Carl 
Hooper and created Pepsi’s yet an- 
other memorable ‘Yeh Dil Maange 


Inki to gayi: (From left) Rohit Ohri, Anuja Chauhan, and Alok Lal 


More’ campaign around the World 
Cup Cricket 2003. For any rival 
team in the World Cup 2003, the 
common fear factor was master 
blaster Tendulkar. The campaign 
highlighted this in a manner only 
Pepsi can—Tendulkar losing his 
memory and Warne calling him a 
chef, a veiled reference to the open- 
ing of the restaurant, Tendulkar’s. 
And Hindi lines such as Iski To 
Gayi (he’s had it) mouthed by Warne 





П$ҮЯ 3NOHS 





Tripmaster Redux!: (From left) 

К. Balakrishnan and Aimer Jaleel 
have made travelling with VIP a 
memorable experience 


has bravely made a play for the term 
bye bye, hoping that it will become 
a signature theme. VIP Industries’ re- 
search, post campaign, shows the 
brand in a much more contemporary 
light. Well, bye bye old imagery. 

SHAILESH DOBHAL 


just added to the ad's appeal, as did 
ad director Prahalad Kakar in the role 
of the turbaned pilot. And did you 
know that Warne came for this sho- 
ot to India without a visa? He didn't 
think you needed one for India! 
AMANPREET SINGH 





BRAND: Pepsi 


CLIENT: PepsiCo India 

AGENCY: J Walter Thompson 

CREATIVE TEAM: Anuja Chauhan (Vice President, 
Creative), Rohit Ohri (Senior Vice President), 

and Alok Lal (Vice President) 

PRODUCTION HOUSE/DIRECTOR: Genesis 
Films/Prahalad Kakar 











Is your document management system 
slowing down your business growth? 











Presenting Xerox Copier-Printers that keep pace 
with your growing document management needs. 


Sometimes a standard copier may not be enough, while an 
advanced multifunction system may be more than what you really 
need. Then it's best to go with the Xerox WorkCentre family. 
Striking a perfect balance between functionality.and value, the | 
Xerox WorkCentre combines the dual functions of digital copying .- 
and printing with simplicity of usage. What's more, you can keep 
adding more features as your needs grow. So go ahead, put your 
business on the fast track! | 





‘Xerox WorkCentre 423/428 
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Warm as melons: (From left) Satish Ambiwadekar, 


Ajay Chandwani, and Sandeep Sawant 


HE CLIENT WANTED US TO CREATE 

a single unified image for all its 

products,” says Ajay Chand- 
wani, President, SSC&B Lintas. And 
highlight the technology edge over the 
competitors. The agency’s creative team 
came up with the “Technology for 
Health and Pleasure’ theme. Instead 
of extolling the virtues of the prod- 
ucts, the four 20-second Tv ads focus on 
Shah Rukh Khan as a person and how 
Videocon appliances make life easy 
for him. Ideated and executed over 
two months, the visuals have a warm 
feel to them with Khan eating a wa- 


UR CHALLENGE WAS TO USE 

Sachin Tendulkar as a 

metaphor for TVS Victor,” 
says Arijit Ghosh, Head of Saatchi & 
Saatchi, Bangalore. Visuals of 
Tendulkar, in the first of the three- 
ad campaign, checking for the right 
kind of bat were, in a way an effort 
to convince the audience that the 
man chooses everything with care, 
including his bike. The ‘More Smiles 
Per Hour’ slogan was an instant hit 








BRAND: Videocon, Appliances 

CLIENT: Videocon 

AGENCY: SSC&B Lintas, Mumbai 

CREATIVE TEAM: Ajay Chandwani (President), 
Vikram Divecha (Senior Copy Writer), Satish 
Ambiwadekar (Creative Director), and Sandeep 
Sawant (Senior Art Director) 





Production House/Director: ArcLights/Santosh Sivan | | 


No.8 Videocon: Technology 1 or 1 


termelon or fooling around with a kid. 
“The campaign was very subtle and 
un-ad like. The idea was not to push 
products,” adds Chandwani. It did. 
ABIR PAL 





PAS DUAL Yd 


(eR) TVS Victor: More Smiles Per 1 


as it suited the brand theme of 
showing the other side of 
Tendulkar, and the bike. The second 
and third ads, therefore, moved the 
communication away from a mere 
functional plank to a warmer touch- 
and-feel one with Tendulkar cook- 
ing for a family gathering and riding 
the bike on the beach. “This cam- 
paign has been one of our most 
successful ones, given the need to 
match the attributes of the prod- 
uct with that of the brand ambas- 
sador," adds Ghosh. 
VENKATESHA BABU 


BRAND: TVS Victor 
CLIENT: TVS Motor 
AGENCY: Saatchi & Saatchi, Bangalore 


CREATIVE TEAM: Shanta Kumar (CEO), S. Ghosh (C00), 
Ramesh Ramanathan (National Creative Director; left the 
agency for Mudra), and Rajiv Ravindranath (Creative 
Supervisor) 

PROD. HOUSE/PRODUCER: Genesis Films/Prahalad Kakar 





Winning hearts: (From left) Ashit 
Desai and R. Balakrishnan 
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T’S A SWEET BISCUIT. THE 
core of the brand is slight 
sweetness inside everybody,” 
says R. Balakrishnan, Nat- 
ional Creative Director, 
Lowe. Earlier campaigns on 
the brand had explored the- 
mes such as ‘Straight from 
the Heart’ with people 
speaking the truth on every- 
day issues. The idea this time 
was to communicate, in a 
light, non-mushy manner, 
the core of the brand. So 
you have teenaged Indian 
wicket keeper Parthiv Patel 
emerging on top of various 
situations, thanks to the 
benevolence that grips peo- 
ple after eating Little 
Hearts. Little unbelievable, 
but then its merely biscuit 
advertising! 
SHAILESH DOBHAL 


BRAND: Britannia Little Hearts 
CLIENT: Britannia Industries 


AGENCY: Lowe India, Mumbai 


CREATIVE TEAM: R. Balakrishnan (National Creative 
Director), Ashit Desai (Group Creative Director), 
and Abhijit Ghosh (Creative Director) 


PRODUCTION HOUSE: Genesis Films/Prahlad Kakar 

















27 SOME PLANNERS STILL 
THINK DAINIK JAGRAN KNOWS 
JACK ABOUT PUNJAB, 


ln the state that sponsored the Green Revolution 





ürwing tea РЫА. 
Betwedn 2002 and 2003 we went through: а growth spurt, 
more than doubling our readership - leaning up from 3,443,000 
tea whopping 8,10,000. Amazingly, our competition stone 
к lakh readers dr the same twelve- 
month period! 
4 How about becoming. No.1? 
Give u$ a while; even алад 
beanstalk takes time to 
ihe sky 
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Microsoft 


Visual Studio 





Visual Studio „МЕТ 2003 can cut 
development time by two-thirds, 
giving you more time to think. 


Got a big idea? Visual Studio" МЕТ 2003 
. "delivers higher productivity, helping 

_ you turn that big idea into reality faster 
than you ever thought possible. Want 
proof? Visual Studio .NET enabled 
Xerox Global Services to bring the | 

v2.0 release of its CentreWare Web 
software to market in one-third the 
time compared to their previous 
development platform. To find out how 
Visual Studio .NET 2003 can help you 
quickly turn your big ideas into reality, 
visit microsoft.com/india/msdn/vstudio/ 
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UNIQUENESS 
р HUTCH: Wherever You Go Our 
BY. Network Follows 
7 + SET: Jassi Jaisi Koi Nahin 
+ TANISHQ: Cleopatra In Chains 
• BAJAJ PULSAR: Put Less In... 
9 BAJAJ CALIBER: Hoodibabaa! 


| BRAND FIT 





* HUTCH: Wherever You Go Our 


Network Follows 

SET: Jassi Jaisi Koi Nahin 
BAJAJ CALIBER: Hoodibabaa! 
BAJAJ PULSAR: Put Less In... 
NOKIA: Download Success 


CREDIBILITY 


% SET: Jassi Jaisi Koi Nahin 
+ HUTCH: Wherever You Go Our 
Network Follows 
+ TANISHQ: Cleopatra In Chains 
> 9 BAJAJ PULSAR: Put Less In... 
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1:33] Hutch: Wherever You 


ELL, I HAD SEEN BLOOD BY THEN AND GOT 
M involved in the print campaign," jokes 
Piyush Pandey, National Creative Director, 
Ogilvy & Mather Advertising. But clearly, 
the success of Hutch's boy and the dog ‘You & 
Г ту campaign (See Television Top 10, 
Number 4), gave the agency the drive and 
the rope to do something outside mere film- 
stills for print. The print ad, the boy and the 
dog in the barber's shop, dovetailed seam- 
lessly into the brand's multi-media effort at 
communicating an omnipresent mobile net- 
work (the dog is the symbol of it), wherever 
you go. “We even 5 
worked оп pugmarks ннн МИС 
leading to lifts in 
buildings,” adds 
Pandey. Speak of mul- 
tiplier effect of a well- 
thought out multi-me- 
dia campaign! 
SHAILESH DOBHAL 






Follow me: Piyush Pandey 
(left) and Mahesh V. 


BRAND: Hutch 
CLIENT: Hutch 


AGENCY: Ogilvy & Mather, Mumbai 
CREATIVE TEAM: Piyush Pandey 
(National Creative Director), Mahesh 
V. (Senior Creative Director), and 
Rajeev Rao (Senior Creative Director) 





З Jassi Jaisi Koi 
Are You Ready For Sony? 





ONY ENTERTAINMENT 
Television (SET) had a suc- 
cessful Spanish serial, which 
they wanted to Indianise. % 4 К 
The brief from the client was Ж юле» лее ТІ 
to create a buzz around the 
serial before its launch. Then came the rub, recalls Ashok Karnik, Vice 
President (Creative), Euro RSCG: “Jassi, the star of the show, could 
not be shown.” The agency hit upon the idea of using blurbs to cre- 
ate an aura of intrigue around the serial. “ By using adjectives, such 
as calling her intelligent and beautiful, we were able to get people in- 
terested in this ‘mysterious’ person,” says Sunil Lulla, Executive 
vp, SET. The serial has become one of SET’s biggest hits. 
.ABIR PAL & KUSHAN MITRA 





BRAND: Jassi Jaisi Koi Nahin 
(Television serial) 

CLIENT: Sony Entertainment Television 
AGENCY: Euro RSCG, Mumbai 
CREATIVE TEAM: Ashok Karnik (Vice 
President, Creative), Devraj Tripathi 
(Copy Writer), Surendra Gohey 
(Visualiser), and Kapil Sawant (Art 
Director), Devan Sansare (VP, Creative) 


Humsa koi nahin: (Clockwise from left) Devraj Tripathi, 
Kapil Sawant, Ashok Karnik, and Surendra Gohey 
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- - An MBA opens up new opportunities and paves the way | for accelerated promotion. To 
22 find the right MBA it is essential to select a. degree that is capable of providing a long 
~ — {епп benefit - one that exceeds the initial investment. 





| The best way to ensure this is to choose a world class MBA that is internationally - 
. recognised and 15 highly valued by executives and employers all over the world - a 
< Manchester. Business School MBA. 


forward ting 








Now, thanks to: two unique MBAs delivered globally by Manchester Business School 
_ Worldwide, the specialist Distance Learning arm, in association with The Administras. 
tive Staff College of India, you can complete your MBA in India with a study programme - 

that fits your business commitments and your lifestlye, and without loss of income. 


MBA for Engineering Business Managers 
MBA for Financial Managers and Specialists 





| For. details please contact Dr. Anil К Sood at the Administrative Staff College of. 
India, Bella Vista, Hyderabad. 500 082, India. Telephone (9140) 23392320, Fax (9140) 
mar 2954, email "раазы org. іп /anilksoodGvsnL.net. | 
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www.mbs-worldwide.ac.uk 
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No.3 Airtel: Are You Wi 





OR LONG-TIME SACHIN TENDULKAR FAN, ADRIAN 

Mendonza, this assignment was extremely 
personal. “He’s such a super achiever—moving a 
billion people with a five-pound bat—it was dif- 
ficult to zero in on what to focus on,” recalls 
Mendonza, Rediffusion DY&R’s Executive 
Creative Director. Doing yet another clichéd ad 
that showed Sachin as a sweet, nice guy was a 
strict no-no. Shot in black and white, with a 
gritty feel, this ad showed an un-smiling and fo- 
cussed Tendulkar issuing an invitation few Indians 
could resist: “Are you with me?” 






ABIR PAL 





e| BRAND: Airtel Mobile 

CLIENT: Bharti Tele-Ventures 
AGENCY: Rediffusion Dentsu 
Young & Rubicam, Mumbai 
CREATIVE TEAM: Adrian Mendonza 
(Executive Creative Director), 
Manish Sharma (Creative 
Supervisor), Prashant Sawant 

(Art Director), and Nidhi Arya 
(Senior Visualiser) 


ЖА Qu аз ий THU ма owe 
ма TV a TO диям TH дил 
чи та) GOMMATE WITHOUT CONDIDENT 


луаамух ҰМУАМУА АЯ SHIVHOOLOHd 






Are you with и$?: (From 
left) Manish Sharma, Nidhi 
Arya, Adrian Mendonza, 
and Prashant Sawant 








NEY Bajaj Pulsar: Put Les 
150 CC MOBIKE THAT STILL DELIVERS A HIGH 77 
ilometres per litre. Anyone can say that in 

so many words, but then advertising is all about 
stating the obvious in an interesting, preferably a 
very unique manner for it to be noticed. “We had 
to give the mileage statement a brand attitude,” 
says Rajneesh Ramakrishnan of Ogilvy & Mather, [os sorts 
who penned the ad’s punchline, ‘Put less in the tank and more in the 
bank’. And since this was a power bike ad, all shots were taken in motion (did- 
n’t you notice the girl’s windblown hair?) and outdoors, unlike most mo- 
torcycle print advertising that takes stills of the bike parked inside the studio. 
Now that shouldn’t be much of an effort for other brands or agencies to copy! 
SHAILESH DOBHAL 


Gaining mileage: (From left) Rajneesh Ramakrishnan, Abhijit Avasthi, Piyush 
Pandey (sitting) and Vijay Sawant 


E] 


gm BRAND: Bajaj Pulsar 

CLIENT: Bajaj Auto 

AGENCY: Ogilvy & Mather, 

Mumbai 

* CREATIVE TEAM: Abhijit Avasthi 
(Senior Creative Director), 

Rajneesh Ramakrishnan , and 

Vijay Sawant 

















Our caliber: (From left) Narendra 
Yadav, R. Balakrishnan, Parikshit 
Bhattacharya, Manisha Khandel- 
wal, and Rahul Sengupta 





N THE HIERARCHY OF ADVER- 
tising consumption and, 
therefore, logically, message 
creation, print merely follows, 
and often just mirrors televi- 
sion. Hoodibabaa was a line 
penned primarily for Bajaj 
Caliber 115’s Tv ad, and yet 
finds compelling audience 
even in print as evident from 
the ad’s #5 position. With fa- 
miliarity already built up with 
the Tv campaign, print doubles 
up perfectly as the promo- 
tional medium, with product 
detailing and a purchase sweet- 
ener, the three-digit equated 
monthly instalments. 
SHAILESH DOBHAL 





BRAND: Bajaj Caliber 115 

CLIENT: Bajaj Auto 

AGENCY: Lowe India, Mumbai 

CREATIVE TEAM: R. Balakrishnan (National 
Creative Director), Rahul Sengupta (Group 
Creative Director), Narendra Yadav (Unit 
Creative Director), Manisha Khandelwal, 
and Parikshit Bhattacharya 
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ENZCOM com 


JK PAPER LTD. 
Contact - Delhi: 51509039 • Mumbai: 22810757 * Kolkata: 22420979 • Chennai: 28522810. 


Email: marketing @jkmail.com • молеро 
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71/13 Nokia: Download Success 





Wi A STARK, BLACK AND мева 
WHITE ad, sans visuals and 

colours, and with hazy images work 
for any festive offer? Would it, for a 
Diwali-time, promotional one? Well, 
it did for Nokia. Its brief to the 
agency, to maximise downloads— 
on this direct response ad—couldn’t | 
have been met with a better response, зс: 
with 76,000 downloads, Nokia’s = 
highest for any promotion in India BRAND: Nokia 
till then. The minimalism of the СЕМ: Nokia India 

















5 | | 
2 ad was іп a way a clutter-breaker Pri ia India, 
2 amidst a sea of me-too colour ad- * | ) 
= Ырдан Жа CREATIVE TEAM: V. Sunil 
z Vertising Curing ған. 0 De SUEGA (ума Deaton, Sachin 
2 even the client was initially sur- Пи Verma (Associate 
= prised with Creative Director V. сен, а 
| НЫ апа nu arma 
Stark success: (From left) Rupesh Sahay, Sunil's bold approach. But as they Die: АШ А). (Мас 
Anshumani Khanna, Sachin Das Verma, Anup say, you can't argue with success. ^ (perator) and Anshumani 
Sharma, and Anil A.J. SUPRIYA SHRINATE Khanna (Trainee Copywriter) 





СГ Tanishq: Cleopatra In Chains! й, 


UICKLY МАКЕ AN AD THAT WILL 

drive people to its stores, where 

the company was holding a limited 

period exhibition-cum-sale of its jew- 

ellery, primarily chains. That was the 

cryptic, no-nonsense brief from 

| Tanishq to its ad agency, Lowe, 

| Bangalore. “Since it was mainly chains, 

I thought of Cleopatra and Queen 

Nefertiti instantly, what with their 

long necks and high cheek bones,” 

says Sharon Nayak, Group Creative 

Director, Lowe. It was just a day’s 

work to find a dark toned model with 

ү high cheek bones and embellish the 

| look with heavy eye make up. The ad 

was ready in no time, with the shot of 

Ё a face of the girl, with her head cov- 
ered in Tanishq chains. It worked. 

VENKATESHA BABU 


UVAVd '5 хуазза 


BRAND: Tanishq 
CLIENT: Titan Industries 
AGENCY: Lowe India, Bangalore 


CREATIVE TEAM: Sharon Nayak (Group Creative 
Director), and Sharad Haksar (Photographer) 





Tanishq shining: The Sharon Nayak-designed ad helped pull in customers 
to the company’s jewellery stores 
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Here are your subscriber benefits: 
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Peter F. Drucker has written expertly about what he knows best for 
60 years. Drucker is now back with fresh thoughts, insights, and knowledge 
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9 Special Savings of up to 51% Off the Cover Price 


Also, you'll enjoy preferred low rate for as long as you subscribe. 


“ Free Delivery 
FORTUNE will be delivered straight to your home or office. 


v/ Money-Back Guarantee 
You must be completely satisfied or you will receive a full refund for all 
unmailed issues. 
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ITERALLY PUSHED AGAINST THE WALL, COCA-COLA'S 

top management and its agency’s (McCann 
Erickson) creative resources went into creating a re- 
sponse to what could have been a business-crippling 
controversy. The Centre for Science and Environ- 
ment (CSE), a New Delhi-based non-government 
organisation, has alleged, in July 2003 that most 
soft-drink brands, including Coca-Cola’s and arch ri- 
val PepsiCo India’s had pesticide levels far in excess 
of safe potable limits. “The whole idea behind 
placing the ad was to present the correct picture, 


BRAND: Coca-C 
Corporate 
CLIENT: Coca-Cola India 
AGENCY: Released through 
McCann Erickson, Mumbai 


CREATIVE TEAM: prising that amidst a barrage of adverse publicity 
куша following CsE's allegations, consumers did notice 
McCann Erickson team n Е 

this simple, very text-heavy colour print ad. Need 


more proof of the power of the printed word? 
SHAILESH DOBHAL 


АХ ЕЕ] Nescafe: Kick-Startin 


OR ONCE, NESCAFE GAVE ITS MUSHY-FEELY SLICE-OF-LIFE ADVERTISING 
a miss. So models stretching-out with a mug of coffee or 
lovers in a coffee bar were a no-no. Instead, the ads featured 
former Miss India and filmstar Diya Mirza talking about her life and 
career. So where’s the coffee here, did you say? “It (the association 
with Diya) is, іп а way, what coffee stands for—achievement and 
performance,” says Nima Namchu, Creative Director, McCann 
Erickson. Dovetailing this ad was a series with other celebrity writ- 
ers, actors, sportsmen, even techies, all talking about moves that 
‘kick-started’ their careers. Call it what you will, basking in reflected 
glory or brand building through indirect association. 
SUPRIYA SHRINATE 


BRAND: Nescafe 

CLIENT: Nestle India 

AGENCY: McCann Erickson 
India, New Delhi 

CREATIVE TEAM: Shankar Nair 
(Creative Director, left the 
agency), Anandroop Ghosh 
(Creative Group Head; left the 
agency), and Rahul Mukherjee 
(Art Director) 


The coffee club: (From left) Nima 
Namchu, Kaushik Saha, Rahul 
Mukherjee, and Rajesh Bhardwaj 


backed with scientific data, for the benefit of the | | 
consumers," says Sunil Gupta, УР, ССІ. It is sur- | 





Maruti Suzu 
Confident An 


HY WOULD AMI VASHI, SUNSILK 
Femina Miss India World 
2003, in flaming orange dress ap- 
pear in the Zen car ad? And that 
too in Femina magazine, the host of 
the pageant? Stylish, “a performer”, 
and intelligent is how Femina de- 
scribes the modern Indian ‘Woman 
of Substance’. And with 15-18 per 
cent of the drivers behind the Zen’s 
wheel being women, it makes sense 
for Maruti to reinforce Zen’s young 
‘confident & cool’ imagery with 
the Femina brand. Not surprisingly, 
it has picked up the rights to shoot 
each year’s pageant winner with 
the car. 
SUPRIYA 
SHRINATE 


+ 











BRAND: Maruti Suzuki Zen 
CLIENT: Maruti Udyog 
AGENCY: Hakuhodo Percept, New Delhi . 


CREATIVE TEAM: Sangeeta Sen (Creative 
Director), Ajay Kant Pathak (Creative 
Supervisor), and Jhulan Sengupta (Art Director) 
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The Methodology 


USINESS TODAY COMMISSIONED 

multinational research firm 

TNS India to conduct a sur- 
vey to evaluate India’s top 10 tel- 
evision advertising campaigns and 
top 10 print ads for the year 
2003. This is the second survey of 
this nature undertaken by BT, the 
first was done in 2002 (BT, March 
17, 2002), conducted by NFO- 
MBL (which has since morphed 
into TNS India). 

We had the option of going 
to a panel of marketing or adver- 
tising professionals. Instead, we 
decided to go to people who mat- 
ter, consumers. Tapping con- 
sumers meant that we faced the is- 
sue of target group (TG) defini- 
tion. All ads are geared towards a 
specific TG. Ideally, the real test of 
the ad would be to see how it 
fares amongst its intended TG. 
Going to each brand-specific TG, 
however, had a problem, as there 
were too many TG definitions. 

We, therefore, decided to go to 
a group cutting across demo- 
graphics to ensure inclusion of 
all kinds of campaigns and ads 
geared towards all kinds of TGs. 

The entire evaluation process 
involved the following phases: 
€ Sourcing of a comprehensive 
list of ads, for both Tv and print, 
from New Delhi-based advertis- 
ing monitoring company, TV/Print 
AD Index, vetted by TNS India 
and BT. The scope of the study 
was limited to national TV cam- 
paigns and print ads (defined as 
one that ran across more than one 
zonal boundary). Also, for any TV 
campaign the constituent ads 
should have had the same under- 
lying theme and should have run 
simultaneously or within a rea- 
sonable time period to be consid- 
ered a campaign. Only cam- 
paigns/ads in Hindi and English 
were chosen for the evaluation. 
@ This list (around 100 Tv cam- 


paigns and 350 print ads) was fur- 


ther pruned by interviewing mid- 5 


dle-level advertising professionals 
across large advertising agencies, 
the criteria being familiarity and 
how well, in their opinion, the 
campaign/ad was received in the 
marketplace. 

е The final short-list (35 ТУ cam- 
paigns and 50 print ads) was then 
taken to consumers in six cities: 
New Delhi, Mumbai, Chennai, 
Kolkata, Hyderabad and Banga- 
lore. Forty consumer interviews 
were done in each city. The TG 
was 15-40 years of age, SECA & 
B, and equally split between men 
and women. Quotas were across 
occupational categories. 

€ Respondents were shown the 
short-listed TV campaigns and 


HOW WE DID IT 





Survey sample was made up of 240 consumers, 
divided equally across six cities: New Delhi, 
Mumbai, Chennai, Hyderabad, Bangalore, 

and Kolkata 





print ads. They were first checked 
for familiarity of the cam- 
paigns/ads. Then they were asked 
to evaluate all the campaigns/ads 
they were familiar with, on over- 
all opinion and other parameters 
such as credibility, uniqueness 
and, brand fit on a 10-point scale. 
Post this, respondents were asked 
to rank the 10 campaigns/ads for 
TV and print. 

€ Familiarity and not just aware- 
ness of the campaigns was used 
as an eligibility criterion for a re- 
spondent to be able to judge the 
campaigns/ads. The extent of fa- 
miliarity was captured on a 10- 
point scale and only people fa- 





The TNS team: (From left) Deepak Singh, 
Associate VP, Madhurima Bhatia, Manager, 
and Sandeep Das, Senior Research Executive 


miliar with the campaign were 
asked to judge that campaign. 

Ф To identify the top 10 ranked 
campaigns/ads, we wanted to use a 
combination of parameters, which 
would help us evaluate the cam- 
paigns or ads in a holistic man- 
ner. An approach focus on the top 
rank or top three or five ranks 
did not help much as some cam- 
paigns had a skewed response (few 
liked them very much vis-a-vis 
others who liked them to a much 
lesser extent). Therefore, the rank- 
ings of the best campaigns were 
changing somewhat from the top 
rank list to the top five list. 
Moreover, the evaluation proce- 
dure also had to take care of the 
base, that is the percentage of peo- 
ple familiar with the campaign/ad. 
© We, therefore, adopted the fol- 
lowing approach to arrive at the 
top 10 television campaigns and 
the top 10 print ads. First, we en- 
sured a minimum familiarity level 
in order to have a sufficient base 
for all campaigns, while at the 
same time ensuring that campaigns 
or ads with a more focussed audi- 
ence did not lose out. Thereafter, 
in order to remove bias due to 
the skewed rank responses, a min- 
imum percentage ranking was en- 
sured for the top 10 ranks. And 
lastly, the highly liked campaigns 
were segregated using mean rank- 
ing (of the first top 10 ranks) on 
the familiarity base—the lower the 
rank the better. A tie in mean ranks 
was resolved in favour of that cam- 
paign, which fared better in the top 
three approaches followed by the 
top ranking one. @ 
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Dentsu's 





The world's biggest advertising agency brand, 
Dentsu, sets up shop in India in partnership 
with ad veteran Sandeep Goyal. The countdown 
to a new pecking order in the Indian ad industry 
may have just begun. By SHAILESH DOBHAL 


URING THE 1980S, 
folklore in Thompson 
(Hindustan Thomp- 
son Associates later 
and now J. Walter 
Thompson) had it that to make it 
big in the organisation a person 
had to have handled the Horlicks 
account. By pure happenstance, 
most Thompson biggies, late former 
chairman Sumantra Ghoshal, cur- 
rent chairman Mike Khanna, former 
Contract head Ram Sehgal, even 
senior execs-turned-start-up men 
Nikhil Nehru and Sunil Gupta cut 
their advertising teeth on the pres- 
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tigious SmithKlineBeecham brand. 
No one can possibly tell whether 
Sandeep Goyal, who worked on 
Horlicks at Thompson, New Delhi, 
and left the agency when he was an 
account supervisor in 1989, would 
have made it big there or not. But 
he has certainly made a big-bang 
impact in the Rs 9,000-crore Indian 
advertising industry by partnering 
the 1,693-billion yen (Rs 68,133.9 
crore) Dentsu in its India foray. And 
with a 26 per cent stake at that! 
Reinventing himself after he resig- 
ned as Zee Television’s Group 
Broadcasting Chief Executive in 





VIVAN MEHRA 


August 2002, Goyal had the option 
of relocating to Singapore as the 
head of the Asia-Pacific region for a 
large agency network. “The ques- 
tion before me was a million dollar- 
plus (Singapore) package right-away 
versus toiling to set up a new agency 
in India,” says Sandeep Goyal, Chair- 
man of Board, Dentsu Communica- 
tions (DC) and Dentsu Marcom (DM) 
(See Finally Here: Dentsu In India). 

What convinced Goyal, perhaps, 
was the lure of becoming an entre- 
preneur, with the power of world’s 
biggest single agency brand, Dentsu, 
with 2003 revenue at $1.86 billion 


(Rs 8,267.7 crore, and much ahead 
of numbers two and three, BBDO 
Worldwide, $1.24 billion, and Mc- 
Cann Erickson Worldwide, $1.22 
billion) behind him. It was a safe 
gamble, for Dentsu has quickly ap- 
portioned some of its biggest inter- 
nationally-aligned businesses be- 
tween its two agencies and clocked 
around Rs 100 crore billings in 
India. In the last decade or so, this is 
the first instance of such a big 
agency coming to life almost over- 
night, and that too with an Indian 
entrepreneur at the helm. 

The question waiting to be asked 


is, what took Dentsu so long? The 
agency has been present in India 
for over a decade now, through a 
minority 20 per cent stake in 
Rediffusion Dentsu Young & 
Rubicam. “India is big market, and 
we got to know it through Rediffu- 
sion DY&R. It also took time to find 
a good person, an Indian partner, 
here,” explains Fumio Oshima, Exe- 
cutive VP, Dentsu Inc. 


The India Factor 

In the last decade, Dentsu's Asian 
strategy has focussed on consolidating 
its China business, which has grown 





to $328 million (Rs 1,458 crore) and 
1,000 employees. That meant India 
stayed off the radar of the agency 
even as some of its biggest Japanese 
clients, Honda Motors, Toyota 
Motors, Sony and Panasonic, were 
making do with agencies obliquely 
linked to Dentsu, quite by default. 
*We started looking at setting 
up a majority agency here 11-mon- 
ths ago," adds Oshima, a member of 
Dentsu Inc's board and third in the 
Dentsu's pecking order after the 
Chairman and the President. Well, 
there was a time in late 2002, say in- 
dustry watchers, when Dentsu 
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FINALLY HERE: DENTSU IN INDIA* 


DENTSU COMMUNICATIONS DENTSU MARCOM 
(BANGALORE) OCT. 2003 (NEW DELHI) FEB. 2004 
CHAIRMAN, 





- KEY EXECUTIVES 





e Ruchika Raina (Executive Director & VP) © 


© К. Nogami (Head Toyota business) 
© Bikramjit (Tutu) Ghosh (Creative Director) | 
ө Shrinand Mohanty (Creative Director) 


KEY ACCOUNTS 








e byota 

ө Blaupunkt 2 
ө Net Cradle 

e Amoisonic - | 

e Casio (few releases) 

e DHL (few releases) 


BILLINGS 








@Rsidcrore Қ 0 








NO. OF EMPLOYEES 
eX _ 





Big Accounts Still To Be Fished By Dentsu In India 
Suzuki, Hitachi, Panasonic, Sony, Yamaha, Casio, Canon, Fuji, Toshiba, Sansui, Akai 


and Kawasaki 


*in both Dentsu Communications and Dentsu Marcom, Dentsu Inc holds 74 per cent and Sandeep Goyal’s 


Mogae Consultants, 26 per cent 


looked at acquiring stakes in a ple- 
thora of agencies that handled its 
Japanese clients in India: Orchard 
Advertising (Toyota), Dhar & Hoon 
(Honda cars) and Triton (Honda 
scooters). “When we got speaking, it 
(Dentsu) was already very clear on 
getting into India as a greenfield 
venture,” adds Goyal. 
` -And how does Dentsu intend 
. living with Rediffusion py&r? “I 
_ hope this (the spat amongst majority 
shareholders in the agency, Arun 
Nanda and associates on one side, 
and WPP on the other) is resolved 
soon," adds Oshima. The taciturn 
Japanese will not say much more, 
and even the usually loquacious Goyal 
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prefers to stay mum on the subject. 
The DY&R partnership is weakening 
with the network being re-branded 
only Y&R in some markets. 

It is interesting to note the need 
for setting up two separate Dentsu 
agencies in India, both reporting to 
Goyal as Chairman of Board, but not 
interacting with each other. In Japan, 
Dentsu operates like a monolith 
from its Shiodone Annex headquar- 
ters in Tokyo. It handles fiercely com- 
peting businesses, such as Honda and 
Toyota, Panasonic and Sony under 
the same company, but through dif- 


ferent cells that boast virtually im- 


pregnable firewalls. 
“Once, I invited two senior 





Dentsu executives, visiting Rediffu- 
sion DY&R separately, to dinner at 
my home in Mumbai. When they 
arrived, it was surprising for me to 
find that they had never met, seen 
or spoken to each other in their 
25- year careers at Dentsu. It turned 


out that the two used to handle eu 
competing clients,” recounts Goyal, — 


who spent seven years with 
Rediffusion, the last as President 
before leaving for Zee Television in 
2001. Now obviously, such disci- 
pline can only be maintained in 
Japan (and perhaps ‘only by the 
Japanese) hence the need for a two-, 
and who knows, a multiple-agency | 
structure in the future, as Dentsu | 
starts fishing for competing Indian 
clients. At both pc and рм, a senior 
Japanese pro looks after key 
Japanese clients. 

Already Dentsu has tasted blood 
in multiple agency pitches and won 
the Sony Ericsson, Net Cradle, and 
Blaupunkt accounts. The ad industry 
is also abuzz with Dentsu partnering 
the Nira Radia-promoted Vaishnavi 
Communications (which handles 
public relations for the Tata group) 
to handle some business from the 
group. “Yes, we are going to the 
(Tata) pitch together, but there is no 
joint venture with Vaishnavi on 
the horizon,” explains Goyal. 

With Rs 100-crore; Dentsu is 
not anywhere close to challenging 
the current agency pecking order in 
the country. But the reason why 
many agencies may have started to 
get the jitters is the formidable client 
base of Dentsu Inc, waiting to be 
tapped in India: Suzuki, Hitachi, 
Panasonic, Sony, Yamaha, Casio, 
Canon, Fuji, Toshiba, Sansui, Akai, 
and Kawasaki to name just a few. 
“We hope to close this financial 
year with around Rs 200 crore,” 
says Goyal. Caution, safe play and 
understatement, typical Japanese 
corporate virtues, are clearly show- 
ing on the man known for any- 
thing but these in his 20 long years 
in advertising. ШІ 
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at the following ITC’s WILLS LIFESTYLE stores: Delhi South Ex.-1, С.К.-1, С.Р, Karol Bagh, Noida | Chandigarh Sec.- 
Hazratganj | Ludhiana The Mall | Bangalore Brigade Rd. | Chennai Khader Nawaz Khan Rd. | Hydera 
з | Secunderabad М.С. Rd. | Ernakulum М.С. Rd. | Kolkata Shakespeare Sarani | Mumbai Warden Rd., Cole 
Rd., Lokhandwala, Vashi | Pune J.M. Rd., East Street | Ahmedabad С.С. Rd. | Baroda Alkapur 


ршатур and other leading apparel stores across the country. 
Ас 
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Aversions 


OULD YOU TAKE A GAMBLE THAT ASSURED 

you a 50 per cent chance of winning 

Rs 150 and a 50 per cent chance of los- 
ing Rs 100? If you were Rs 100 poorer, what 
then—would you still take the gamble? 

The rational risk-taker would make a simple cal- 
culation of expectation. Half of Rs 150 minus 
half of Rs 100 yields Rs 25—which is theoretically 
what you stand to gain. It’s a worthy bet. But 
experiments have shown that people tend to shrink 
from such bets unless the size of the potential win 
is at least twice the possible loss; probabilities be 
damned, to most people, Rs 150 is just not tempt- 
ing enough to offset the fear of a Rs 100 loss. 

In other words, people have an irrational fear 
of loss. So the ‘rational agent’ assumed by standard 
economic theory turns out to be a rare specimen. 
And this is significant enough for the 2002 Nobel 
Prize in Economics to have gone to a psychologist: 
Daniel Kahneman, the Eugene Higgins Professor 
of Psychology at Princeton University. He shared 
his Nobel with Vernon Smith, “for having inte- 
grated insights from psychological research into 
economic science, especially concerning human judgment and decision-making under uncer- 
tainty”, as the citation went. For most of his career, though, Kahneman worked with Amos 
Tversky (who died in 1996, the year Peter Bernstein wrote his book on risk), shaping ‘Prospect 
Theory’. Human behaviour can be perplexing, the theory says. Emotions play a role. Guts count. 
Subjects when offered a choice formulated in one way might display risk-aversion but when offered 
essentially the same choice formulated in a different way, might display risk-seeking behaviour. And 
decisions under uncertainty are rarely explained by the classic ‘utility function of wealth’ model that 
has always guided economics. What matters, instead, are the attitudes to gains and losses—that too, 
defined in relation to a reference context. This contextualisation is natural. For, “immersing the hand 
in water at 20 degrees Celsius will feel pleasantly warm after prolonged immersion in much 
colder water, and pleasantly cool after immersion in warmer water”. 


5ЗӘҮЙІ ALLIS 


/ PA 
DANIEL KAHNEMAN 


Behavioural Economist 








Behold the innovation that lets you hear sound over a wire. 


This is Seagate's Tribute to Innovation 


It was Alexander Graham Bell's experiments with the telegraph that led him to the big idea that he could transmit 
and receive voice over wires. And while Bell's greatest success was achieved way back in the year 1876, we cannot 
imagine life without the telephone even today. Innovations like these are what inspire us at Seagate to keep 
experimenting in the storage world too. To bring the world the best possible storage devices and ring a bell in our 
daily lives for a long time to come. 


Seagate National Call Centre 
% cal ol ee 1600 33 11 04 (С 
MOREM os Seagate 


We turn on ideas 





© 2004 Seagate Technology LLC. All rights reserved, Seagate, Seagate Technology and the Seagate logo are registered trademarks or 
trademarks Еј Seagate ТОО НА Other product names cycles or marks of their owners, Seagate 
reserves the right to change, without notice, product offerings or specifications. 








GOSWAMI 


bt personal finance 





COST PUSH 





In the market to buy a home? Input costs of steel and cement are altering 


HAT GOES UP MUST COME DOWN, RIGHT? 

The answer is a little more complex 

than seems apparent at first sight. 

Check out data on real estate trends in 

the country, for example. The sector 
has been witness to a major boom—powered by cheap 
housing finance, with banks stumbling over one another 
to grab prospective buyers. Real estate prices, naturally, 
have risen in synchrony with demand. 

It’s a momentary surge, you may have heard, and 
with just some patience, you could wait for prices to re- 
turn to more affordable levels. Should you? 

For an answer, check out the mood that top re- 
altors such as Sushil Ansal, Niranjan Hiranandani and 
Sumit Dabriwala are in. And it's not a very jolly 
mood, despite the current boom. How come? Simple. 
There is a twist in this fairy tale: a twin-headed 
monster has surfaced and is snapping away at the 
heels of the troika and others like them. Steel prices 
are rising; cement prices are rising; and real estate 
business margins are under pressure. 


Twin Rise 

“In January 2004, I was buying steel at Rs 21,050 
per tonne; today I pay Rs 23,682 per tonne, an increase 
of 12-15 per cent over one quarter," says Sumit 
Dabriwala, Managing Director of the Kolkata-based 


Calcutta Metropolitan Group (CMG). He was buying cem- 
ent at Rs 2,760 per tonne in March last year. Now he 
pays Rs 3,180 per tonne. On average, buildings con- 
sume 4-8 kg of steel and 12-25 kg of cement per squ- 
are foot, depending on their height (the taller a building, 
the more steel and cement it needs per unit of area). Alt- 
hough the exact prices vary from city to city, the trend 
is the same across India. Net result: input prices have 
gone up Rs 75-150 per square foot nationwide, squeez- 
ing margins and threatening the industry's profitability — 
unless customers can be encouraged to pay more. 
Sushil Ansal, Chairman of the New Delhi-based 
Ansal Properties & Industries, complains about 
other input costs as well. *Periodic revisions in the 
prices of diesel and gas affect transportation costs and 
the manufacturing costs of those items that con- 
sume gas such as ceramic tiles," he says, *This, with 
the steel and cement price hikes, have increased 
construction costs for normal specifications from Rs 
500 per square foot to Rs 650 per square foot." 
What worries builders most is the fact that they 
have already sold much of the property they're still 
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the price dynamics, for a change. By ARNAB MITRA 


to build—and these are largely fixed price agreements 
with explicit no-escalation clauses. In other words, 
they have little choice but to grin and bear it. “We’re 
absorbing the impact,” informs J.K. Chandra, 
Director (Projects) of the New Delhi-based DLF 
Group. “But if the trend continues,” he adds, “we 
will have to increase our selling price.” 

The writing on the wall is clear. If you can land a 
good apartment in an earlier-built building, buy it. 
The new ones going up are likely to be rather more ex- 
pensive—even if the current boom diminishes a bit. 


Cost Escalation 
Builders are not at all happy with the state of affairs. 
According to Niranjan Hiranandani, President of the 
Maharashtra Chamber of Housing Industry (МСН), and 
leading Mumbai realtor, cost-push escalation is affec- 
ting more than just the housing sector. “Today, when 
we are talking of ‘India Shining’, this unjustifiable 
increase in input costs will only lead to heartburn for the 
common man,” he complains. 

Kumar Gera, President of the Confederation of 





—( 


Real Estate Developers Association of India (CREDAI), 
echoes the sentiment, “This escalation in costs will 
make housing unaffordable for the common тап.” 
Sanjeev J. Aeren, Vice Chairman of the New Delhi- 
based Aerens Developers & Engineers, worries 
about the profitability of the real estate business, but 
also voices broader worries about ‘development’ 
overall. *More than 300 industries depend on this 
sector," he groans, *Consequently, the increase in in- 
put prices will not only slow down growth in the 
economy at large, but also affect the revenues of both 
the central and the state governments." 

From a market perspective, it's all rather curi- 
ous: if demand is strong even with rising prices, 
all's well, isn't it? The bulk market is extremely 
price-sensitive, say builders, and they fear that the 
housing-for-millions dream could fade. S. Kumar, 
Managing Director of the Chennai-based Navin 
Builders, for example, worries that price hikes cannot 
be passed on if the purchase is not need-based. 

Supply could get squeezed too, builders warn, as 
projects with their cost calculations in disarray get 
shelved. *There is always a time-lag before the im- 
pact of a price rise is felt,” says Kamal Sagar, CEO of the 
Bangalore-based Total Environment. “Consequently, 
some projects at the planning stage may be put on hold,” 
adds N. Sachitanand Reddy, Chairman of the Andhra 
Pradesh Centre of the Builders Association of India. 
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Much Ado? 
Some, of course, dismiss all the bellyaching—preferring 
to let broad market factors work their way to equilib- 
rium. Steel analyst Taher Badshah of Kotak Securities, 
for example, doesn’t think that the steel price rise will 
have a major impact on the housing sector. “The price 
per square foot is determined by the demand and sup- 
ply of houses,” he says. Adds cement analyst Manish 
Saxena of ICICI Securities, “The average price of cement 
in real terms (adjusted for inflation) has been on the de- 
cline over the last five years.” 

Also, not every builder is equally gloomy. “Demand is 
inelastic within a given price band,” says Dabriwala. 
Someone who takes a Rs 10 lakh loan can just as easily 
take a Rs 12 lakh loan, “Given the easy availability of fin- 
ance and the steady demand, the industry is likely to 
continue in its present expansionary phase,” says Rajni 
Ajmera of the Mumbai-based Ajmera Group. Navratan 
Lunawath, Managing Director of the Chennai-based 
Arihant Foundations and Housing, agrees with this line of 
thinking. “We have started seeing demand for residential 
premises after a long slump,” he observes, “It will take a 

long time for this demand to 
peter out, even if the cost of 


The input prices have construction goes up." 


What everyone agrees on, 


gone up but there’s though, is that the small-time 
no sign yet of the ^ builder cannot sustain himself 
demand slackenin g for long. *Some smaller de- 


velopers will undoubtedly be 
tempted to cut corners in this 
scenario," suspects Raj Kumar 
Khaitan of the Kolkata-based Pioneer Properties. “The 
squeeze on margins will definitely lead to a shakeout in the 
industry, which is very fragmented now," adds Dabriwala, 
"And with competition getting keener by the day, only big 
developers with good brand equity will survive. And this cor- 
poratisation can only mean good new for buyers." 

Jagdish Chandra Sharma of the Bangalore-based Sobha 
Developers also feels that something positive might yet 
emerge from this. “Every adversity is also an opportunity. 
Let's face it, the price rise has forced us to streamline our cost 
structure further. I think the current scenario provides 
quality-conscious, long-term players an edge. Those who had 
entered the business merely to cash in on the boom will not 
be able to sustain in the current scenario. Only those 
who аге in for the long haul will survive." | 

So where does that leave our debate? Yes, input prices 


have risen, and will probably rise further. Yes, property 


prices too will rise. But there is no sign that demand will 
slacken. If anything, it should. strengthen —and tilt the 
business towards better organised players. Conclusion: 
don't dilly-dally. Buy that house now. W: 

ADDITIONAL REPORTING BY SHILPA NAYAK 


In Search of 
Excellence 


(Distance Learning) 








"Agra: (2527035); Ahmedabad: (2656-3042/2458); Ajmer: (2622707); Allahabad: (242-0255/1098); Amravati: (2663312); Amritsar: (5005221); Anantapur: (240934), 
Aurangabad: (5624774/775); Bangalore: e Infantry Road: (57625-211/311) e Jayanagar: (26991202, 26551842) e Intemational Tech Park (ITPL): (51158637) « Вајај Nagar (57613743); 
Barrackpore: (25924235); Bareilly: (2420034/37); Belgaum: (2424074); Berhampur: (2225790); Bhopal: (5277253, 2576975); Bhubaneswar: (2806203/204); Calicut: (2722660); 
Chandigarh: (5081128/2749504); Chennai: e Nungambakkam: (282356-33/88) e Adayar: (24405944/55) e Tambaram: (52112085) e Алпалацаг: (52171816); Coimbatore: (2541190, 
5366447); Cuttack:(2332811); Dehradun: (2654002/03); Durgapur:(2544433), Faridabad: (5070484/922, 5071923); Gandhi Nagar: (30060252); Ghaziabad: (2703105, 3943243]; 
Goa: (2437050); Guntur: (2238958); Gurgaon: (222-3595, 5558); Gulbarga: (442033); Gwalior: (2322273); Hubli: (2371738); Hyderabad: e Punjagulta: (23430431-36); e Vidyanagar: 
(27630356, 55100656); Indore: (506-0003/8247); Jabalpur: (5066886); Jaipur: (2363695, 2373689); Jalandhar: (5074769, 5000569); Jamshedpur: (2434957); Kakinada: (2387772); 
Kanpur: (233-0912/1145); Kochi: (2369763, 2382294); Kolhapur: (265-5142/4491); Kollam: (3091485); Kolkata: e Ballygunge: (228-73161/17802) e Lake Town: (263411724722); 
Kottayam: (2561131); Kurnool: (249811); Lucknow: (220-4205/4559); Ludhiana: (2772523, 3097022); Madurai: (2342169, 5379989); Mangalore: (2432050); Meerut: (2 
Mumbai: e Nariman Point: (22040888, 22823173) e Andheri West: (2671-6563,8410) e Ghatkopar (East): (55987187/89) e Thane: (25275826, 2528265); Mysore: 

Nagpur: (2564314, 2547124); Nasik: (2570413, 5604820); Nellore: (2301222); New Delhi: e Connaught Place: (237391-57/69); e Meera Bagh: (2528-3007/1138); « Kamla Nag 

" Noida: (2592410, 2516024); Patna: (2237942); Pondicherry: (2911211, 2220991); Pune: Shivaji Nagar: (40269-75/76) e Bund Garden Road: (404877 1/72); Raipur: (506126 
Rajahmundry: (2448813, 2434919); Rajkot: (2462684); Ranchi: (2331-922/508); Rohtak: (293957/58); Rourkela: (2473738); Sagar: (508131); Salem: ; Siliguri: (26240 
Shimla: (26570-46/48); Surat: (2650485, 5530048); Thane: (5375836, 25382659); Thrissur: (3090920); Tiruchirapalli: (2740761); Tirunelvelli: (2561533); Tirupathi: (5567058); 
Trivandrum: (2320853, 2321302); Udaipur: (5102-254/545); Vadodara: (2341780, 5540299); Varanasi: (2226-320/439); Vijayawada: (2473620, 5563620); Visakhapatnam: (2752653, 

2598650); Warangal: (2552610). 


Alternatively, you can also send your request for Prospectus & Application to: The Programs Officer, The ICFA! University, 
223, Nagarjuna Hills, Рипјадина, Hyderabad 500082. Tel : 040-23430431-36, Fax: 040-55639711. Email: info @ictai.org 


Visit us at: www.icfai.org for Prospectus and Online Registration 








-- 


а qu 





aking The 


Most of Property 


Thought of buying commercial property? The time is now. BY SAHAD Р.У. 


CAMPUS. AN OFFICE 

complex. Even a floor 

in a commercial build- 

ing. Watch out for 
four-walled properties 

as an investment class to outclass 
many of the others that have 
already been overinvested-in. 
Commercial real estate offers dir- 
ect income to live on, and, for 
worrywarts, inflation protection. 
It also offers the psychic bene- 
fits of owning something you can 
touch, feel, look at and film for 
posterity. “Our Indian psyche,” 
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says Sanjay Verma, Joint Managing 
Director, Cushman & Wakefield, 
“is to own tangible assets.” This 
applies to residential property as 
well. From an investment per- 
spective, though, there’s a differ- 
ence. Housing simply does not 
match commercial property’s up- 
side potential for yield. A neat 
bungalow could yield some five 
to seven per cent per annum in 
rent, compared to 11 to 13 per 
cent (post-tax: eight to nine per 
cent) from a swank cubicle farm in 
a ‘business district’. Home tenants 


mostly aspire to own their own 
pad, which caps the return, while 
organisations often avoid anchor- 
ing money to the ground. 
Businesses prefer leased premises. 

But property picking is never an 
easy call, with vague parameters 
such as ‘prestige’ playing a major 
role in appreciation potential. Also, 
there are almost no ‘small lot’ 
opportunities. In other words, 
you're best placed to make money 
in this business if you meet two cri- 
teria. One, you have a fine sense of 
the sort of office space sought by 


image-conscious blue chips. Two, 
you are a high networth individual 
with at least a couple of crore 
rupees to put in. 


Leveraged Assets 

The interesting part is that you 
can leverage debt to create assets. 
Translation: if you have Rs 3 to 4 
crore to invest, you can buy a 
property worth Rs 10 crore, the 
rest being raised as debt from 
banks. “This is the classic way of 
creating assets by leveraging debt,” 
says Verma. Here, your rental inc- 
ome will cover the mortgage 
payments and at the end of the 
term (usually as long as the lease 
period which ranges from three to 
nine years), you can sell the prop- 
erty at a profit or retain it for fur- 
ther rental income. 

How does investing in equity 
or debt compare with investing 
in commercial property? Let’s take 
the current scenario. Stocks, des- 
pite the recent crash, are ruling 
close to historic highs. There are 
some good picks for sure, but it 
still takes a high risk appetite to en- 
ter the market at these levels. For 
those already invested in equity, 
this is the time to book profits on 
at least part of the portfolio. As for 
bonds, the returns are no longer so 
attractive. Mutual funds gyrate 
along with stock and debt mar- 
kets. Commodities, too, fluctuate 
in value. Fixed deposits barely 
keep your real value intact, after 
taking inflation into account. 

Commercial real estate in hot 
locations, however, offers a heart- 
ening eleven to thirteen per cent 
return on investment—and this 
so-called ‘yield’ (by way of rent) is 
on the assumption of zero capital 
appreciation. If the market value of 
the property rises, it’s a bonus. 
Which is what the most exciting 
aspect is, actually, and the good 
news is that the likelihood of this 
happening goes up in proportion 
to the boom in commercial 
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activity. India, analysts of investm- 
ent cycles reckon, seems to be on 
the verge of another burst of such 
activity—what with so many more 
multinationals, domestic IT firms 
and business process outsourcing 
(BPO) units looking to set up shop. 


Location Active 

So, where to put your money? 
Mumbai, Delhi, Bangalore, Kol- 
kata, Chennai, Hyderabad and 
Pune are the hotter bets, other 
than multinational-attracting satel- 
lite towns such as Gurgaon and 
Noida. Beyond that, much dep- 
ends on your finer assessment of 
the sort of tenants the location 
would attract. Remember, office- 
sensitivity is rising fast. It’s peer 
pressure. More than a decade after 
the multinational (MNC) influx, 
ramshackle old offices are now 
deemed an image liability. So turn 
into a property snob. Does the 





building match what people expect 
across the world in terms of appea- 
rance and amenities? Is an airport 
closeby? Are the connecting roads 
speedy and smooth enough for a 
General Electric chief, say, not to 
miss the airport-to-office heli- 
copter transfer he gets in places 
like Tokyo? 

The good news is that you can 
minimise risks by buying a prop- 
erty that’s already up and buzzing 
with tenant activity. If your tenant 
is a Fortune 500 or a “АЛА” rated 
company, you could access bank 
debt far more easily. Loan terms 
tend to coincide with lease periods 
(three to nine years). If you have 
Rs 5 crore to invest, you could 
take a loan and buy property 
worth Rs 15 crore. 

The risks? A sudden tenant 
departure. “One cannot be sure 
how long these companies will 
stay,” says Sunil Agarwal, formerly 
with real estate consultancy 
Colliers Jardine, and currently 
Head, Strategy and Business 
Development, DS Group, “In the 
case of multinationals, some may 
decide to exit India for strategic 
reasons.” The best hedge against 
this is to make a sensible location 
pick, which could mean plonking 
down upwards of Rs 10,000 per 
square foot. 


And Another Door 

Another way to play this market 
is to get into construction finance. 
If you are highly liquid and are 
not averse to dealing with 
builders, you could lend them 
money. The building acts as col- 
lateral, and you earn interest of 
10 to 10.5 per cent per annum. 
Alternatively, you could become 
one of the financial investors in a 
construction project. But don’t 
go close without due diligence, 
cautions Anshuman Magazine, 
Managing Director (South Asia), 
CB Richard Ellis. But then, that 
goes for any investment. 
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IRST OF ALL, DON’T DILLY-DALLY. IF YOU HAVEN'T 

Е got your tax-filing house іп order, do it now. You 

might find the following tips helpful: 

v The most important word in filing taxes is an 
eight letter one: deadline. This is set by the gov- 
ernment's Income Tax Department, so make sure 
you stick to it. For salaried and other assessees who 
don't need an audit (such as professionals whose in- 
come is below Rs 10 lakh, small business with 
turnover below Rs 40 lakh), the deadline is July 31. 
For others, it is October 31. There's a penalty on 
missing the deadline. Further, if you slip up, you 
could lose the benefit of either carrying losses 
recorded in a certain period forward to the next 
year or setting them off against other classes of in- 
come—and end up with a higher liability. 


и Do you have your Permanent Account Number 
(PAN) handy? If you still do not have a PAN number— 
and a card bearing it—then you had better apply for 
one immediately. Other financial transactions inc- 
reasingly ask for your PAN number. 


W Before filing your returns, organise your papers. 
If salaried, you need your ‘Form 16’, a document 
furnished by your employer with details of all the 
tax it has deducted (‘at source’) from your salary 
during the financial year and given to the govern- 
ment. Check if the form contains your own PAN, as 
also your employer’s TAN (Tax Deduction Account 
Number). You need similar documents for other in- 
vestments that require taxes deducted at source. A 
bank, for example, would deduct tax on interest 
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А Presenting a quick guide to an important task—filing your taxes. BY NARENDRA NATHAN 


income on a fixed deposit. You also need docu- 
ments for all other income. For example, the rent 
agreement can act as proof for rent receipt. 


V Papers in place, do the ‘taxable income’ calculat- 
ions to see if you owe the department any more tax 
(which you can pay through any designated bank 
such as spt). Next, doa prudence check for a pos- 
sible ‘scrutiny’ alert. Is income suspiciously out 
of whack with expenses anywhere? For example, 
eyebrows could be raised if you have property 
on rent for Rs 50,000, but are claiming expenses on 
it of Rs 2 lakh.. | 


WO Next, ensure that you declare your complete in- 
come. A common error is in not declaring the 
receipts that are exempt from income tax (like 
interest earned on tax-free instruments, money 
received from insurance companies, gratuity гес- 
eived). “Declare all these receipts and claim exe- 
mption (under respective sections), instead of 
avoiding them,” advises Viren Pandya, a Mumbai- 
based chartered accountant. You don’t want a 
headache if faced with a scrutiny years later. 


м Со and file your documents at сој 
office of your circle. ТЕ salaried, your employer 
could do a bulk filing (under the Suvidha scheme) 
for several of you. One advantage is the speed 

_with which you get your refund cheque (if you've 
paid excess). “We have helped Wipro file returns 
of around 6,000 employees and the refund cheque 
came in just four months,” says Prasad Rajappan, 


сво of Filemyreturns.com. t. E 
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Master Of The Online 
Supermall 


MAZON.COM COULD WELL GO DOWN IN HISTORY 
A: a love child born of the heady fling that the 
stockmarket had with dotcoms in the late 
1990s. But the company, founded by Jeffrey (Jeff) 
Bezos in July 1995 when the internet was still an 
untested business medium, is a survivor-par-excel- 
lence. It floundered a bit in the swirl of the dotcom 
bust, but unlike thousands that were swept away, 
Amazon.com reinvented itself and emerged stronger. 
The 40-year-old Bezos, a computer science grad 
from Princeton University, is the pioneer of internet 
retailing. His compelling vision introduced a new 
paradigm for retail, the click-and-buy model: buy 
goods from a website instead of a physical store, 
from wherever there is an internet connection: home, 
office or cyber café. A model that gave convenience to 
buyers, and mind-boggling market reach to sellers. 

Named after the mighty Amazon river and its 
numerous tributaries that surge through dense rain- 
forests, Amazon.com was started with an initial 
investment of a few thousand dollars. In less than 
three weeks after the website went live, Bezos and his 
wife Mackenzie were pulling in sales of over $20,000 
a week. And soon after going public in 1997, the 
company had a market capitalisation higher than that 
уты of its brick-and-mortar rivals. In 1999, Bezos was 
; СЁ chosen as Time magazine's ‘Person of the Year’. 

JEFFREY BEZOS But things changed soon after and the dotcom bust 
Online Retail Pioneer saw Amazon.com lose almost 90 per cent of its 
` market cap in 2000. 

Bezos didn't give up on his vision. He set about 
transforming Amazon.com from a website selling books into something much bigger: the 
world's largest online retailing platform. A series of tie-ups with companies like Toys R Us 
and Target helped give the website the feel of an online supermall where a customer 
could buy almost anything. Marketing initiatives followed—from free shipping to highly dis- 
counted prices. But the biggest move was Bezos' decision to make the site ‘more global’. 

The moves have paid off. The company announced its first full-year profit in 2003. It has 
been making money now for three straight quarters and revenues have exceeded a billion 
dollars for the last six quarters. If proof was needed that there is money to be made in on- 
line retailing, this is it: And Bezos has proved that the right idea, coupled with perseverance, 
pays in the end. 
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WORKING OVERSEAS 


Through 


The Danger Zone 


The world’s hotspots need jobs done. Many Indians are daring to do them. BY KUSHAN MITRA 


HEY DON’T HAVE TOP GUN SELF-IMAGES, BUT THEY 
| do understand that high returns entail high risk. 
That seems to be what they were thinking when 
they took up jobs right in the centre of two of the most 
volcanic parts of the world: Iraq and Afghanistan. 
What else were they thinking? And what are they 
thinking now? Not much, hopefully, about kidnap- 
pings and other scares. That would be awful for morale. 
Ever since December 2003, when the ticker-tape rattled 
off news of two Indians working on Afghan highway 
reconstruction kidnapped by suspected Taliban guerril- 
las, relatives and well-wishers of anyone working in a 
hotspot have half missed a beat every time they’ve heard 
of violence involving non-combatants. 


Getting on with life: One year after the war, Indian engineers are helping rebuild the electrical grid in Iraq 


coge 
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When Work's Work 

Most of the danger is media alarmism, aver some. “It 
is actually quite safe in the day," says Rajan Sharma, 
Group General Manager, Telecom Consultants India 
Limited (TCIL), who has made four visits to Afghanistan 
after TCIL won a contract last year from the Indian 
Ministry of External Affairs (MEA) to set up and oper- 
ate computer centres across the war-ravaged country. 
“But at night,” he concedes, “things can get slightly 
dicey, so we stay inside. It is quite safe in most places, 
but in Kandahar and Jalalabad things can get hairy.” 
Having set up five computer centres in Kabul, Heart, 
Jalalabad, Kandahar, and Pol-e Khumbri, Tc has 
over 50 personnel in Afghanistan at any given moment. 








____Some of the most desperate-to-be-done jobs are in 








The project, says Sharma, is a success. 
So is it work as usual most of the 
time? Not really. Caution is the operat- 
ing principle. The use of security services, 
for instance, is de rigeur. “As much as 
possible,” says Sharma, “we do not take 
cars across the country, because there are 
flights operated by the local airlines or 
the United Nations. But to go to Pol-e 
Khumbri, we have to take taxis. The 
Indian Embassy in Kabul does help in 
organising security approved transport.” 
Yet, he adds, the biggest problem fac- 
ing TCIL employees in Afghanistan is not 
bullets, but boredom. “Well, we’re stuck 
inside a basic hotel room, and the only 
entertainment is cable Tv—and there аге 
places where there is no TV either. How- 
ever, once in a while we do rent out 
DVDs. Thankfully, you get the latest 
Bollywood and Hollywood movies." 


When Work's Hot 

The bland fact is that some of the most 
desperate-to-be-done jobs are in places 
that are far from comfortable. P.S. 
Pravin, Senior Engineer, Punj Lloyd, 
cites the instance of his company's pipe- 
line-laying work in Georgia to pump 
oil from Russia to the Black Sea—wind- 
ing through some of the most treacher- 
ous terrain of the globe. 

Manpower, says Pravin, has never 
been a problem. *We have sent 160 
people to Georgia, including 50 of our 
own staff, the rest being labourers. Most 
people we feel just want to go abroad 
and earn in dollars, and they do not 
care where they have to go," he says. 

Perhaps a bolder danger zone veteran 
is the RPG Group company KEC. With 
experience in the strife-torn Algeria of 
the 1990s and sanction-hobbled Libya of 
the recent past, it makes no secret of the 
subcontract work it is doing for the US- 
led Allied coalition in Iraq. KEC is help- 
ing rebuild the country's power trans- 
mission infrastructure. 

It's critical work, says Ramesh Chan- 
dak, Managing Director, КЕС. “Аз a 


company," he says, *we need to expand, 
and there is work in Iraq, and there is no 
reason why we should not do it." The 
opportunity in Iraqi infrastructure proj- 
ects tops $20 billion (Rs 8,800 crore), by 
his reckoning, and the foolhardiness 
would be in letting it pass. The company 
is currently working in zones of relative 
(a big word) quietude: Basra in southern 
Iraq and Erbil in the Kurdish territories. 
"There should be no controversy about 
this work," says Chandak, in whose 
view any cross-country infrastructure 
project involves some dangers that need 
to be mitigated through precautionary 
processes. “In fact, our experience has 
taught us that it is often far more dan- 
gerous working in certain parts of India 
than in the Middle East and Africa," 
he adds, only partly for effect. “We did 
transmission work in Jammu & Kashmir 
during the height of the insurgency. 
Our employees know full well the dan- 
gers of the job they are doing.” 


When Work’s Rewarding 

No matter what companies say, postings 
to places such as Iraq are not routine— 
and must be compensated for. Firms 
do not disclose money figures, but speak 
of “dollar earnings”, other salary incen- 
tives and “generous insurance”. 

So—have things gone awry? Chandak 
clams up a bit, but regains himself to 
make the point that people working to 
alleviate the country’s pains are unlikely 
to be attacked. People need infrastructure 
rebuilt, and they need people doing it 
who understand their trauma. 

The point he doesn’t make is the 
difference in goodwill levels between 
people from, say, the US and from India 
(unless that’s just a myth from the old 
days). It’s noteworthy that the MEA has 
not issued a travel advisory dissuading 
Indians from Iraq, even if it urges cau- 
tion. All said, it’s not all black and 
white: it takes a fine calculation of prob- 
abilities to see when reward expec- 
tations outweigh the risks. 


. places that are far from comfortable 
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COUNSELLING 





1 am a first class commerce graduate working with a call 
centre for two years now. Of late, I’ve started to feel that 
my job isn't challenging enough and that | need a change. 
After considering a few options, I’ve decided to go in for 
a career in investment banking. In keeping with this 
goal, | have even signed up for a certificate course on fi- 
nance and a simultaneous three-month part-time cer- 
tificate programme on capital markets. Will these quali- 
fications help me get a good break in an asset manage- 
ment company or a leading stock-broking firm? 

While the courses you are currently pursuing could 
help you initially, you will need a degree, preferably an 
MBA with specialisation in finance, if you want to 
make it big in an extremely competitive industry such 
as investment banking. Since you are a first-class com- 
merce graduate, you should consider enrolling with a 
first-rung B-school. Simultaneously, you should go 
in for the Chartered Financial Analyst (CFA) course. If 
you acquire these qualifications, you will stand a 
sporting chance of making it big in the financial sector. 


| ат a 30-year-old marketing agent working with an auto 
parts manufacturing major ever since | graduated in com- 
merce nine years ago. The company 1 have been working with 
has been satisfied with my performance in my present ca- 
pacity over the years. However, despite there being many op- 
portunities for growth in the industry, my career has not pro- 
gressed much. When І took this matter up with my superi- 
ors, they politely hinted to me that | should forget about ris- 
ing any higher in the organisation given my present qualifi- 
cations. 15 it too late for me to go in for additional qualifications 
that will qualify me for higher positions in the industry? 

Consider doing an МВА. You are only 30 and can afford 
to take two years off to pursue the qualification. This 
would put you іп a position to bargain for the best and 
further your prospects in the industry. Even other- 
wise, | am sure there are plenty of other auto compo- 
nents players that would be happy to give you the 
career break you want despite your lack of additional 
qualifications. If you haven’t made much progress so far, 
it could be because you haven’t tried hard enough. 





HELP 
TARUN! 


Гат a middle level manager working with а leading емсс 
company. Recently, the company adopted a strategy to 
wipe out the middle management altogether and hire low-cost 
trainees in its place. This cannot be a simple cost-cutting exe- 
rcise since the company posted record profits in the last fin- 
ancial year. Growth at the middle management level is also 
being consciously hindered by the seniors. Most of my col- 
leagues have been forced to leave and | am beginning to feel 
that | am the next target. What should | do? 

The first thing you must realise is that it is not just you 
who is being targeted—your colleagues were forced 
to leave too. It could be that the senior management 
is trying to achieve a lean structure in the company. 
While I say this though, I must confess that companies 
do go a little overboard on the lean structure bit 
and then suffer from problems like succession. There 
is nothing you can do about it except concentrate on 
doing your job well. If the insecurity is too great, you 
could start looking for a change. 


| ат a 43-year-old executive working with a multinational 
bank. Until recently, the bank was giving perks separately, 
not clubbing them with the salary, for taxation reasons. 
The bank has now decided to pay us a consolidated salary 
wherein the tax liability is quite substantial. The management 
has also told us that all the staff members will be treated as 
consultants and paid a consolidated amount. In real terms, 
this is a sizeable loss for most employees. What can we do? 
You could collectively approach the management and 
sort things out. When a company goes in for such 
consolidation, it usually does so to avoid the burden of 
multiple points of taxation and the resultant expenses, 
If, however, your real income gets affected as a result 
of this rationalisation, you need to ask the management 
to compensate you adequately for the loss incurred. In 
most instances, organisations are more than happy to 
rectify oversights that result from such changes since 
their gains far outweigh what they would have to pay 
out additionally to the affected employees. However, 
if the bank adopts a take-it-or-leave-it attitude, you 
should consider looking for another job. 


Answers to your career concerns are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to Help, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Jnandewalan Extn., New Delhi—1 10055. 
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Plateau 
Phase 


Not yet. Competition still defines BPO salaries. 





Time-out: BPO salaries are still going up 


AVE BPO SALARIES PLATEAUED OUT? THE INDUSTRY 
has been rife with speculation. After all, dem- 
and for call centre agents has been such that entry-level 
salaries have hit the monthly Rs 7,500-16,000 zone (for 
international operations). For well-trained people, the 
scales are higher. No wonder НК chiefs are still fretting 
over poaching. Deepak Dhawan, УР (HR), EXL Service, 
is hopeful that, “more cooperation within the industry 
over data support and sharing of information are 
bound to ensure better employment practices and 
shape up the rules of the game”. Could a fall in recruit- 
ment rivalry rein in runaway salaries? Unlikely, feels 
Vipul Prakash, Partner, Elixir Web Solutions, who is of 
the view that the “depreciating dollar, increasing faci- 
lities, and. mushrooming call centres will not let the 
salaries nosedive despite the consolidation”. The fact is, 
new players are always hungry for talent. “More com- 
panies obviously mean more business, and the vol- 
ume of transaction compensates for profit margins,” says 
$.У. Raja, Vice President (HR), Wipro Spectramind. 
Salaries, then, are still on an incline. Competitive mar- 
ket forces are still in charge, consolidation or not. 
SUPRIYA SHRINATE 





Your Money 
For Your Life 


Want to be a Certified Financial Planner (CFP)? 


UICK, WHAT'S COMMON BETWEEN A VALET AND A 

certified financial planner (CPF)? The former is res- 
ponsible for your appearance, while the latter helps give 
you the cash to keep up appearances. Except that CPFs 
are ‘certified’ by the Association of Financial Planners 
(AFP). “In layman's terms, a CPF acts as the personal fin- 
ancial guide for a client in order to help him achieve his 
financial goals over his lifetime," says Rohit Sarin, 
Partner & СЕР, Client Associates. “This,” he elaborates, 
“15 done by gathering a client's personal financial data 
in terms of his aspirations and existing financial situa- 
tion, quantifying the aspirations into a financial goal, 
assessing the client's risk-taking ability, designing inv- 
estment and insurance plans in order to achieve the obj- 
ectives of the financial plan, and monitoring and revie- 
wing the financial plan in terms of the changing life sit- 
uation." Apart from interpersonal and analytical skills, 
CPFs must be skilled in finance, accountancy, tax, inv- 
estment, insurance, law or counselling to gain certifi- 
cation. Compensation? Make a guess. It has huge 
scope for value enhancement, is a new field, and there 
are only 1,000-odd crrs around in India currently—in 


| the face of significant latent demand. 


PAYAL SETHI 





CFP effect: Helping people think way ahead 
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ЈС#13543 - SOLUTION ARCHITECT - OSS 
Wipro Limited 


lanagement System for Telecom Service Providers. 
_ Job Code: 397301 


| SENIOR APPLICATION DEVELOPER 
. CORBUS India Pvt. Ltd. 


and technical designs based on functional specifications. 


Sybase Transact SQL. 
: Job Code:397283 


, SENIOR SOFTWARE DESIGN ENGINEER 
81. Business Solutions 


the NET platform, Incumbent should have strong 
communication skills and 5 years of relevant experience. 


Job Code: 397377 
|. SR. TELECOM ARCHITECT 
» Real Soft International Pvt Ltd 


MMS, WAP, GPRS, 557, VAPROF, IME, SMSC Telecom 


“е an added advantage. 


| of a team of 5 people. Incumbent will be responsible for 
‘providing support for all technical issues that may arise. 
Job Code: 397538 


“To ыу to these Jobs: Log on to www. г jobsahead. com and type the Job Code 


‘This position willl provide solution architecture for bids as per 
_ customer requirements or КЕР in the area of Integrated Network 


Responsibilities for this position include developing prototypes 


“Incumbent should be familiar with C, C++, Visual Basic and 


We are looking for Senior Software Design Engineers with a flair 
. for designing and developing scalable enterprise applications on 


_ For designing our next generation communication systems, we are 
ooking for telecom professionals with experience in SMS, EMS, 


2 Infrastructure and SMTP Internals. Exposure to QA Process will 


| aoi MR whe will be коз ҒА managing daily activities 





TEST SYSTEM TECHNICIAN 

NCR Corporation India Pvt. Ltd. 

This position will be responsible for supporting production b 
correcting test and assembly failures online, шз contribut 
in improving the production yield. 

Job Code: 397744 


MIS-QA REQUIREMENT 

Patni Computer Systems 

We are looking for а person with Post Graduate Course in 
Statistical Quality Control (БОС) and Operation Research (О 
from Indian Statistical Insitute; Incumbent should have minir 


three years of experience in Software Quality Assurance. 
Job Code: 397801 


J2EE,SWING,JAVA,MYSQL DEVELOPERS 

IRIS Software Pvt. Ltd. | 

We are looking for a person with minimum 3 years of experic 
and domain expertise in web application development using J 
ЈАВЕ, Swing and MySQL on Microsoft Windows. 

Job Code: 396145 


TECHNICAL WRITER 

Jataayu Software Pvt Ltd 

We are looking for a post graduate with some formal training 
English. Incumbent should possess excellent documentation : 
Preferable, he/she should have worked in a software developt 
firm. Excellent communication/presentation skills desired. 


Job Code: 395877 


ENGINEERING - APPLICATION DEVELOPMENT 
Fidelity IT Jobs 

Looking for people with 3-6 years of experience in design anc 
development of engineering software applications for mechar 
engineering systems related to aeronautical / power / process 


industries, Incumbent should have experience in design. 
Job Code: 396271 











BUSINESS PLANNING MANAGER 
IFCM Counsellors Private Limited 
ites | This position will be reporting directly to the integration mar 
es, evaluation of ee that we "get and Job responsibilities include financial analysis, equity | 
е same from requests point of. view. tating and variance analysis. Incumbent should have a qualification 
in finance. | 
Job Code: 390870 


| | REGIONAL CREDIT & RISK MANAGER 
nnovations Pvt Ltd | IFCM Counsellors Private Limited 
abent must have ae of day to day коюш. Responsibilities for this position include field inspection, ср 
rating, risk assessment, evaluation of auto financ 55 
through various channels and repossessed vehicle s 


Job Code: 390592 


EXECUTIVE - RISE MANAGEMENT 

TVS Electronics Limited 
nbent will handle general accouting, sales tax, агей office ‘The incumbent should be first class graduate with 
ties and MIS. He/She will be responsible for overall quality ога first class PG (Finance) with 2 years experience 
online. accounting of the region and ensuring that proper responsible for implementing risk management pract 
sions ate made for the expenses. of field verification & credit processing agencies ete, 
Јоде: 397336 Job Code: 388379 


OUNTS & ADMIN EXECUTIVE REGIONAL HEADS 

s League Clothing Limited Motilal Oswal Securities Ltd. 

position will handle payroll attendence, inventory. We are looking for dynamic business drivers who will be resp 
xciliation, MIS to factory, factory administraion and laison for setting up and running of branches and franchisees in t 
the concerned authorities. Excellent communication skills respective regions and development of market the new ү 
eds Incumbent should have excellent communication skills, | 


Zode: 396033 Job Code: 392706 


[IVE/SR EXECUTIVE-FINANCE MANAGER - COMMODITY EXCHANGE (CODE J 136) | 
M Anand Rathi Sec Pvt. Ltd. 
imbent should have a qualification in commerce and Candidates having around 3 years of post qualification experier 
three years of experience in the areas of normal derivatives and interested in a career in commodity exchange st 
ig apply. Exposure to technical analysis will be an advantage. 
Job Code: 391172 


ch ose from over 1,50,000 job openings 
6,000 corporates, | 
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[WOLVES OF 
SALES & MARKETING 









































The sales executive will represent Wipro in the assigned territory 
d will spearhead the PC business by assuming end-to-end res 


and increasing mind-share among the customers. 
Job Code: 397299 


PRODUCT SPECIALIST 

Allergan India Pvt Ltd 

| Responsibilities for this position are to meet/exceed sales targets 
. and ensure business plans are achieved for Neurotoxin product 

- BOTOX. Incumbent should be willing to travel extensively and 

_ should possess excellent analytical, problem solving and 

- organizational skills. 

_ Job Code: 394784 


_ SALES / BUSINESS DEVELOPMENT MANAGER 
Business Wire India 

This position will be responsible for spearheading sales and 

_ business development efforts in Mumbai and Western India. We 
г are looking for a graduate/MBA with 4-8 years of experience in 
| Service/concept selling. 

| Job Code: 395402 


. MANAGER BUSINESS DEVELOPMENT 

_ Mascon Global Ltd | 

_ This position will be responsible for the business development 
activities of the company. Incumbent will prepare the annual plan 
in line with corporate mission / vision and goals and meet the 
„annual planned business targets. 


Job Code: 392520 


BUSINESS DEVELOPMENT MANAGER 
I Secure Software Pvt. Ltd. 

с are looking for people with minimum 4-6 years of sales 
xpetience in Computer Networking/ Network Security industry. 
Job Code: 393178 


ponsibility. The key challenge will be positioning Wipro's offerings 


BENEFIT CONSULTANT (INSTITUTIONAL SALES 
Thinkware Solutions Pvt. Ltd. 
This position will be responsible for sales of personal accider 


and health insurance to individuals through the institutional c 
Job Code: 393530 


SALES / APPLICATION ENGINEER 

Dextra India Pvt. Ltd. | 

We are looking for a civil engineer with 4-5 years of extensive 
experience in quality survey, bar bending, schedule making ark 
planning on construction projects. This position will be based 


Mumbai but requires extensive travel. 
Job Code: 389932 


PRODUCT ANALYST - AIRLINES DOMAIN 

Oracle Software India Ltd 

Incumbent should possess excellent functional expertise in Pr 
Accounting, Project Management, Project Resource Managem 
within the airlines domain. He/She should have worked in def 


strategy and requirements for new product releases. 
Job Code: 390291 


BRANCH MANAGER 

IFCM Counsellors Private Limited 

Reporting to the Regional Manager, this position will ensure 
profitability and good financial health of the branch both for ¢ 
driven and direct business, Incumbent will ensure optimal utili; 


of manpower, capital and other resources, adherence to norms 
procedures, 


Job Code: 390773 
OD: SALES INTELLIGENCE MANAGER 
Oracle Software India Ltd 


This position will lead a team of sales intelligence analysts that 
be responsible for the extraction, analysis and presentation of 1 


| sales and competitive data. 


Job Code: 389201 


Choose from over 1,50,000 job openin 


6,000 corporates. 1 


Log on to www.jobsahead.com 
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The fear of change can slow you 
down on the road to achieve your 
dream - be it a ferry or a FERRARI. 
Exactly why, at JobsAhead we help 





you achieve your ambitions by 1 


making sure your resume reaches 

; M NE 
the right people at the right time. 
m- m m um ни ши ни нп нана кана к 
With unique tools like TextStar - that 





helps top corporates like ICICI, 
Wipro, L&T and UB Group, to 
identify and locate you. So if you're 
ambitious and dreaming big, 
make sure you act too, by logging 
on to www.jobsahead.com. 
And realize your true potential. | 


First name in career portals 


TRITON/D/04/2050R, 


www.jobsahead.com 





-More and more companies in India are outsourcing their IT 
needs to lower costs and improve efficiency. sv veNKATESHA BABU 


ONSIDER THIS 5СЕМА- 
rio: You are a steel 
manufacturer with 
four million tonnes 
of annual production, 
47 offices in 27 different loca- 
tions, and 40,000 employees. 
Like any progressive corpora- 
tion, you are an intensive user о 
IT. You have 12,000 different 
pieces of IT equipment, including 
desktops, laptops, servers, print- 
ers etc, with 12 data centres 
across the country that need to 
be managed round the clock 
through the year. Now, there 
are two ways in which you can 
deal with this overwhelming 1T 
challenge: a) put together a big 
team of IT specialists that gets 
bigger and bigger as the organi- 
sation grows or b) outsource it to 
a top notch IT services company 
that won't just operate the net- 
work for you, but take care of 
breakdowns, snafus, and even 
upgradation of software and 
hardware without your having to 
worry about it. What do you do? 
If you are Tata Steel, which 
actually is the company used in the 
example, you would do the smart 
thing and rope in a vendor to man- 
age your IT. In Tata Steel’s case the 
vendor was 1BM. Says Ashish 
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Kumar, Country Manager, ІВМ 
Global Services: “Why should a 
company like Tata Steel focus on a 
non-core activity like ІТ? If a world- 
` class vendor like ІВМ can take саге 


WHY OUTSOURCE IT? 
There are many reasons why Indian 
companies are doing it. 


Ф Enables companies to focus on 
the core activities 


Ф Allows them to offer better 24x7 


services 10 customers ; 


@ Reduces the effective cost and 
complexity of iT infrastructure 


@ Allows companies to upgrade 
to new technologies easily — 


@ Makes the spend on iT that 
much more predictable 


of their rr infrastructure, it allows | 
them to focus on their business." 
Indeed. More and more com- 
panies are veering round to that 
point of view. Bank of India (ВО), a 
leading public sector bank, has | 
more than 2,500 branches across - 


the country, of which 700 bring 
bulk of the business and are spread 
over 200 cities. With over 29,000 
desktop computers, several hun- 
dred servers, a few thousand print- 
'ers.and several local area net- 
works among these branches, it 
was becoming increasingly com- 
< plex to run, maintain and upg- 
rade IT infrastructure. So its 
Chairman and Managing 
Director, M. Venugopalan, took 
the sensible way out. He handed 
out a 10-year contract worth. 


8150 million (Rs 666.3 crore) = 


to HP and Infosys, who teamed 
up to bid for the project. “Our - 


idea is to remain highly focussed | 


on the customer and align our IT. 
strategy with our business strate- 
gies,” says Venugopalan. 

HP will thus be the partner 
for Bors IT initiatives, called Core 
Banking Solution (CBS), and build 
and manage the network. То. 


start with, CBs will be imple- 


. mented in 750 branches. The. 
- bank also has plans to integrate 


the other 1,800 branches for фе 
purpose of consolidated MIS, risk 


management and supervision. The 
core banking solution of the bank, 


‘says Venugopalan, is futuristic as it 


is designed to be platform inde- 
рше and м scalable to take 








care of about 20 per cent year-on- 
year growth in volumes and satisfy 
future regulatory requirements like 
those under Basel II. 

N.M. Sundaram, Country 
Manager (Marketing and Strategy), 
HP Services says that HP will impl- 
ement and manage a data warehousing 
and document imaging solution, and 
provide integrated channel manage- 
ment including tele-banking, internet 
banking and ATM as a part of the con- 
tract. It also envisages building and 
managing a data centre, disaster reco- 
very site, help-desk and call centre. 
Besides, HP will manage IT infrastruc- 
ture and networks across 750 branches 
of the bank, supply and maintain tech- 
nology products including servers, 
desktops and peripherals across the 
branches and upgrade the infrastruc- 
ture as and when required. “Our aim 
is to ensure that customers reduce 
cost, access information for scientific 
decision making, reduce transaction 
cost, and overcome technology ob- 
solescence to meet business flexibility." 

According to Gartner Research 
India, the market for such outsourced 
IT services is estimated to be $ 1.45 bil- 
lion (Rs 6,600 crore) and growing at 
more than 15 per cent per year. That 
means Indian IT services companies, 
which hitherto have largely focused on 
outsourcing deals outside the country, 


Accenture's Country MD 


Sanjay Jain: | 


VIVAN MEHRA 


the 









bt managing | 


will turn their attention to the dom- 
estic market. Sanjay Jain, Country 
Managing Director of Accenture, 
which has won a 10-year out- 
“sourcing contract from Dabur rec- 

- ently, says that as customers inc- 

| reasingly look at removing pain 
points and focus just on their core 

... business, these kind of deals will 
| increase. “We do not just go in and 
advice customers to jettison their 
existing IT infrastructure. We wring 

‚ more efficiency out of it and chart 

7 out a road map for our customers.” 
Domestic Indian ІТ companies 

like Wipro, Infosys and i-flex are 

.. also riding this new ІТ wave. Wipro 
.. Infotech, for instance, has bagged 
similar deals from Colgate- 
Palmolive and Indian School of 
Business. Wipro tied up with Infosys 

to offer outsourced solutions to 
Vijaya Bank for a contract worth Rs 

90 crore. Infosys and i-flex seem 

to be riding piggyback on HP and 
























„Апа, madam, with that you can 

m tickets to a movie, a boliday 

· package, a discount coupon for a 

meal in a restaurant, or a Reliance 
Infocomm cellphone..." 


UESS WHO'S TELLING YOU 
that? А tele-marketer? 
| Right. But guess what 
| she i is trying to sell you? | 
А time-share package? 
. Wrong. A membership card? 
‘Wrong again. A-home loan 
or a car loan? Nope. It's actu- . 

ally—believe it or not—a do- 
nation to ActionAid India, a 
: Delhi-based NGO. 
For the last eight months, 
ActionAid has been using direct 
sales agents to rope in donors for i its 
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The Top Deals 







А range of companies are opting for managed outsourcing. 


Company 





IBM, respectively, to be part of such 


deals. Т.Р. Thanadav Murthy, Chief ` 


Executive (Professional Services 
Division) of Wipro Infotech be- 
lieves that even in the domestic 
market, the kind of quality-cost- 


Мак King Charity Pay 


causes, which include helping every- 
body from street children to sex 
workers and their children to dispo- 
ssessed dalits. What 

led to the market- 
ing brainwave? A 
тап. called 





Jeronimo “Jerry” 
Almeida, who joined 
ActionAid as its CEO in January 
2002. Soon after Almeida took 
over, he commissioned a compre- 


Vendor 


actionaic 


Deal Size ^ /Tenure* 





value equation that Indian players 
like Wipro have will allow them ` 
to triumph in thé long run. Happily 
for him, more and more compa- 
nies are waking up to the convenie- 
nce of managed outsourcing. 


hensive research on the charity 
habits of Indians. The findings were. 
startling. The universe of donors 
was a mere two-lakh.big, 
and 79 per cent of the do- 
nations went to religious 
causes. For the rest of the 
money, there were some 
20,000 registered NGOs in the 
fray. In other words, there 
г had to be strong incentive 
for the millions of others 
. Who were not into char- 
ity, to join the cause. Says Almeida: 
“Daan, or donation, has always 
been a part of the Indian culture, 
but it has always been mindless." 
So, instead of using poignant | 
advertisements and mailers to solicit 
donations, Almeida decided to bot- . 











row a leaf from his previous stint at 
Indian Hotels, where he was 
Director, Entertainment and Media, 
and had initiated quite a few loyalty 
programmes. What he came up 
with at ActionAid was pretty 
unique. He launched a member- 
ship scheme called Karm Mitra, 
where the donors would be re- 
warded for contributing to 
ActionAid. And selling these mem- 
berships would not be ActionAid, 
but direct selling agents, or DSAs— 
some 32 of them. The idea is 
“working. Over the last eight 
months, Karm Mitra has roped 
in 40,000 members with dona- 
tions worth Rs 1 crore. 


Dial a Donor 

Deepak Suri, the owner of Delhi- 
based DataStar Software, is the top 
grosser for ActionAid. He and his 
team account for 250 memberships 
a month. The interesting bit, how- 
ever, is that Suri is not a dedicated 
ActionAid psa. His outbound call 
centre, which employs 50-odd peo- 
. ple, does direct marketing for 
Reliance Infocomm and HsBC, 
among others. So, what it does is to 
· со-ве | ActionAid memberships 
when it calls a potential telecom 
or banking customer. The response 
to ActionAid has been so good that 
| Suri, who gets to keep 20 per cent 
of each membership sold, now has 

10 dedicated work stations for it. 
There are five categories of 
membership—Gold, Silver, Bronze, 
Copper and Black—that a donor 
can choose from. The basic propo- 
sition is simple: donate and get 
greater benefits, which are sponso- 
‚ red by respective companies exclusi- 
vely for ActionAid. A Gold member, 
. who needs to donate at least Rs 
24,000 to qualify as one, gets ben- 
efits worth Rs 60,000. The benefits 
include tax savings on half the do- 
` nation, life insurance from OM 
' Kotak Mahindra, a co-branded cre- 
dit card from ICICI and Action- 
Aid, tickets to movies, cassettes and 


Мы А; ту сала ы ДАТЫ ү money 


Over eight 


CDs, and a copy of the months, Karm and teaching them 
Сыз) таре Mitra has roped in ioris Р ә 
ne), among others. 40,000 members Karm Mitra 
maida ted up su >, MIEDOS а yin version of 
Hyderabad-based worth Rs 1 crore multi-level marketing 


Smart Value, which 

already has got on board 40,000 
donors for the education of street 
children. The UK government has 
promised to match in donations 
whatever amount Karm Mitra raises 
for the Commonwealth Education 





called multi-level giv- 
ing (MLG), where ordinary folks such 
as housewives, students, retirees, 
even professionals network to raise 
funds for the NGO. At the same time, 
MLG is not unwieldy as the typical 
multi-level marketing scheme. It is 


SHIVAY BHANDARI 


The Almeida way: DSAs and ActionAid employees go over a scheme 


Fund, administered by ActionAid, 
Oxfam and Save The Children, UK. 
With ICICI Bank recently chipping 
in with Rs 3.5 crore, the kitty for 
dispossessed children has swollen 
to Rs 7 crore. What’s also unique 
about Karm Mitra, says Almeida, is 
that it doesn’t just give money to the 
unfortunate. Rather, it works like a 
venture capitalist, getting into a 
community, setting up a viable proj- 
ect, appoints a leader and then 
makes its exit. “It’s the difference 
between giving somebody a fish 


three-tiered and it begins afresh afte- 
r every set of three people to ensure 
transparency in the scheme. Almeida 
is exploring the possibility of repli- 
cating the Karm Mitra model by 
starting Karm Yuva for students and 
Karm Maitree, which will allow ur- 
ban women to adopt female sex 
workers or impoverished women 
working in fisheries. 
Bottomline: If you’ve got 
money for charity, Almeida can 
make it sweat for you. @ 
AMANPREET SINGH 
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OE AT ATUM 
TAE SCOTI 


bt bookend 







Science And The Art 
Of Rethinking Things 


The modern West's ‘ruling myth’, plus advice for investors and procrastinators. 


IMON SAYS, *TECHNO- 
©» rules, okay!’ 

Gray says, ‘Nothing 
doing!’ Just a whiff of 
what ultrasound is doing 
to India’s gender balance 
could put you under the 
spell of a man challeng- 
ing current notions of 
‘progress’. Until, that is, 
you find out more about 
this book’s author. Despite 
its de Bono-esque multi- | 
colour jacket, A/ Qaeda 
And What It Means To Be 
Modern bears all the 
Eurocentric conceit of a 
book written by a profes- 
sor of European Thought 
at the London School of 
Economics (LSE), as also 
the subversive fervour of a 
one-time Free Market 
advocate turned against 
Capitalism so utterly as to 
dismiss it as a short-lived 
delusion. In his last book, 
Straw Dogs, Professor 


Gray described humans as AL QAEDA AND 
‘animals’ labouring under WHAT IT MEANS 
the delusion of Humanism 


TO BE MODERN 


being humane, progressi- 





ve and myth-free. Fiction- By John Gray 

writer Will Self described Faber & Faber 

that book as a “simple PP: 145 

tool wielded effectively to ug 

dévastatinq effect?” Price: Rs 610.23 
Nobody has been half 





Tid V3 


What 9-11 has really 
destroyed, Gray argues, is 
the West's *ruling myth" 
of historical determinism 
as encapsulated in the 
Positivist view that incr- 
easing scientific knowl- 
edge will converge man- 


' kind towards a universal 


culture of enlightened val- 
ues. *Western societies," 
he sighs, “аге ruled by the 
myth that, as the rest of 
the world absorbs science 
and becomes modern, it is 
bound to become secular, 
enlightened and peace- 
ful—as, contrary to all evi- 
dence, they imagine them- 
selves to be." 

History, Gray asserts, 
just happens—and it's silly 
to ascribe attributes of om- 
niscience and omnipo- 
tence to science. 

As witness to history, 
Gray tries offering testi- 
mony to the collapse of 
the 19th century Pos- 
itivism of Saint-Simon and 
Auguste Comte that envi- 
sioned science as the mod- 
ern means of deliver- 
ance—the thinking that 
can count utopian visions 
of both the Marxist and 
Free Market variety 
among its intellectual inhe- 


as effusive about this book. Is this because it has rocked гісогѕ, not to mention Logical Positivism, with its 
the ‘modern’ world? Or because it’s lousy? Actually, bec- emphasis on reason, empiricism and objectivity. 

ause of the title, one suspects; it's still not the done thing Dramatic. Very dramatic. It's when Gray applies 
to treat 9-11 as a spur for an intellectual trip—as this such breakaway thinking to economics and war that he 
book does. Yet, this is precisely why it deserves a read. — exposes his inadequate understanding of arenas beyond 
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his own. Sure, there may be no value-free 
way to define ‘efficiency’, but does that 
make the IMF a “slave to the Positivist 
inheritance”? Sure, everyone may be an 
unwitting hostage to centuries-old 
thoughts, but is the US a “less secular 
regime than Turkey”? Among other facile 
throwaways, he dismisses millennium- 
old advancements as a matter of geogr- 
aphical accident, and traces almost every 
revolutionary idea to Europe—making 
one wonder if this is really a whack-on- 
the-head book or some linear extrapola- 
tion of old European thoughts. 

The blue-sky task, however, is to pon- 
der what's ‘modern’, It's not always ben- 
ign, to Gray, nor just one thing; Europe's 
enlightenment values alone need not con- 
stitute what's modern—which is obvi- 
ous. As a secular option, he offers the 
capacity to "generate new knowledge" 
as modern. Good. But what could also 
qualify, at least as an enabler, is what 
Gray employs as his own attitude (and so 
should you in reading either this book or 
this review): the refusal to mindlessly ac- 
cept any other mind's output. 

ARESH SHIRALI 
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BACK OF THE BOOK 


acation It Is 






Richie-rich provenance: Rajasthan's Shekhawati region is where it all began for the Marwari community 


VIVAN MEHRA 


AVE TO TAKE THE WIFE/HUSBAND AND KIDS ON A HOLIDAY THIS 
summe? Hate leaving work behind? Or does the entrepreneur in you want 
a slightly different kind of holiday? One with that little business spin. 

Well here at Business Today we have found four destinations for you that 
can consider travelling to this summer. It will keep the family happy, while 
you go off on your little business pilgrimage. And no, this correspondent 
was not sent on a cross-country holiday. Damn! 

KUSHAN MITRA 





A BUSINESS VACATION IT IS. 
WANT TO WEIGH MORE: 


DO YOU? 


әлек awati 
ajast an 

Why:All the major Marwari trading 
families can trace their lineage back 
to this region of Rajasthan. Several 
of the original havelis where some 
of the more prominent families 
began are still in good condition. 
Some, in fact, are tourist destina- 
tions in themselves. 

Where: The Shekhawati region com- 
prises the districts of Jhunjhunu 
and Sikar and is relatively close to 
Delhi. In fact, if you were in the 
college festival circuit—and reme- 
mber ‘Oasis’ at the Birla Institute of 
Technology, Pilani—you know 
where to go. It’s maximum of 
three hours driving at a leisurely 
pace from Delhi. 

What to do: This is a fairly large 
region and there is a lot to see 
here. The adorned havelis of the 
towns of Lachhmangarh, Ajitgarh, 
Fatehpur, Mandawa and Naval- 
garh are amazing sights. The rela- 
tively recent motifs and wall paint- 
ings means that there are several 
modern influences to be seen on 
the painting including cars, 

Where to stay: There are many good 
hotels in the region, but the best is 
the Mandawa heritage hotels. 
Other heritage hotels are in 
Nawalgarh, Baggar, Dundlod and 
Mukundgarh. 

Food: If you are the adventurous 
sort, this is not the most exciting of 


Yesterday's capital: Kolkata wag once the hub of corporate India 





destinations. All the standard tourist 
fare is there for the asking—vege- 
tarianism rules—but the local cuisine 
is quite unexciting. 


olkat 
est B d 

Why: Not because this state boasts 
the longest-serving democratically 
elected communist government. 
The city was once a by-word for 
corporate headquarters, sadly, no 
longer. However, some of India's 
biggest business families began their 
success stories here, the Birlas being 
the most prominent. There are 
signs throughout the city of its cor- 
porate heritage. And it was once the 
greatest colonial city in the British 
empire. P.S: Three Nobel laure- 
ates called this city ‘home’. 
Where: On the banks of the river 
Hooghly on the Gangetic delta, 
Kolkata is extremely well connec- 
ted by air and rail. However, in the 
summer, tickets can still be a bit 
difficult to come by. 

What to do: A lot of the ‘touristy’ 
places in Kolkata have a cerebral 
bent to them. The Indian Museum 
is the oldest museum in the coun- 
try and has one of the best col- 
lections of archeological and nat- 
ural history artefacts this side of the 
planet. There is also the Victoria 
Memorial, built in honour of the 
empire-building queen, alongside 
several other examples of 19th 


ALYOAVUAVHD VNVM 


THE CARPAL TUNNEL 
SYNDROME 
PEOPLE - 


century colonial architecture. The 
Fort William cantonment over- 
looking the maidan should also 
be visited. Of course, then there is 
‘that’ bridge. 

A couple of hours either side of 
the city will take you to lots of 
other interesting places. 
Chandanagar, the other former 
French enclave in India. 
Shantiniketan, still a nice place for 
a day trip, even though the medal 
has gone quietly missing. 

The Sundarbans, one of the most 
spectacular nature parks in India. 
Where to stay: Several top-end 
hotels have come up in the city in 
the recent past, but the original 
Oberoi Grand is still one of ‘the’ 
places to stay. 

Food: Good, cheap and plentiful, 
and so is the alcohol. Some of 
the better Chinese food in the 
country can be found in Kolkata’s 
Chinatown called Tangra. 
Finding good Bengali food can 
be a problem though. 


Ah medabad 
Gujarat 
Why: Some of India’s finest owe 
their lineage to this city or have 
spent some time here studying. 
The city boasts several of the 
country’s top professional edu- 
cational institutes—IIM-A, NID and 
Centre for Environment Planning 
and Technology. The city is also 
the place from where the Sarabhai 
family spread its wings. Plus, there 
is also a lot to see. 
Where:The city is located on the 
Sabarmati river basin, and is well 
connected by air, rail and road. As 
work оп some stretches of NH-8 is 
complete, it might be a good idea 
for the driver in some of you to try 
out the new highway network. 
What to do: ‘Hot and Dusty’ might 
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KARAN KUMRA 


be apt adjectives for the cynical to 
describe the city. However, from 
the fantastic Akshardham temple to 
the Adalej step well, there are as- 
pects to the city that often surprise 
you. A must-see is the Calico mu- 
seum located inside the Sarabhai 
family residence, detailing the rich 
and colourful history of Indian tex- 
tiles. Another ‘must-see’ is the jaali 
of Siddi Siyad mosque, whose in- 
tricate carving is the signature for 
the city (and also for ПМ-А). Once 
you’re done with the city, one must 
go to the Sabarmati Ashram from 
where Mahatma Gandhi started 
his famous Dandi march. And there 
is also a lot of good shopping op- 
portunities in this city. 

Where to stay: This is a proper city 
after all, and there are several ho- 
tels in every price bracket. But, be 
warned that hotels do get fairly 
full. The best area to stay would 
be in the Navrangpura area bang 
in the middle of the city’s com- 
mercial district. 

Food: There are actually some good 
new eateries across the town that 
serve very good Gujarati cuisine. 
But, if you are a meat eater, there 
are few opportunities—unless you 
want to try ‘Jain Chicken’. Be 
warned, this is a dry state—no alco- 
hol to be found at eateries. 


Chet inad 
amil Nadu 


Why: This is the southern equivalent 
of the Shekhawati region, in the 
sense that some of the biggest busi- 
ness houses of the south can trace 
their lineage back to this region. 
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* Academic haunt: Alin 
(the Se nati A 


Lure of Chettina 


w- mansi 


You get to see some of the finest 
houses of the south belonging to 
some of the top industrial clans, as 
well as enjoy pristine beaches. And 
the food is great. 

Where: The area comprises the dis- 
tricts of Sivaganga and Pudukottai 
in Tamil Nadu, to be more precise 
it is the 76 villages that surround the 
town of Karaikudi. It is also the 
closest point on the Indian landmass 
to Sri Lanka. Getting there involves 
surface transport, there are sevetal 
trains from Chennai and the closest 
airport is that of Madurai, two 
hours drive away. 

What to do: The Nattukotai Chet- 
tiars built several mansions bet- 
ween the mid-1800s to the mid- 
1900s. Even though several of them 
are in a state of disrepair, some 
have been very well-maintained 
and others painstakingly restored. 
The area also has several millennia- 
old temples, including the 1,500- 


plus year old Pillayarpatti temple 
dedicated to Lord Ganesh. 

Where to stay: There are some fairly 
decent hotels in the town of Karai- 
kudi. The hotels are nice and small, 
but don’t expect five-star amenities. 
There is talk of converting some 
of the Chettiar mansions into her- 


m boasting fine Oth century 
old temples suctiras this one 








Bill of fare: Chettinad is a culinary 
paradise for food lovers 


itage hotels, but as of now nothing 
has come of that. 

Food: Genuine Chettinad food, 
uncorrupted by city influences. If 
you really want to taste the best, 
go down to the village of 
Nedungudi and eat in the eateries 
there. This has historically been a 
village of cooks and from where 
the culinary style originates. E 
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program at Hyderabad 
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2» Focus on software application 

Special training inputs through Merit Scholarships 
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HEALTH NOTES 


WANT TO WEIGH MORE, DO YOU? 


ITNESS COLUMNISTS—AND MUSCLES MANI I$ NO EXCEPTION—ARE OFTEN 
obsessed with telling you how to lose weight, become lean, ripped 
and be able to fit into a pair of jeans that is two, or three, waist sizes 
smaller. Well, you can't blame them; after all, most of us want to do just 
that, don't we? But what of those of us who want (or need) to gain weight? 
Recently, Rajendra Nayak, a reader, e-mailed me his predicament. 
Nayak, 26, is 1.85 metres (6 ft.) tall and weighs 67 kilograms. And he wants 
to put on at least 5-7 kilograms in muscle mass. But although he has been 
exercising for the past four-to-five months (four or five times a week for 
an hour each time), he has not reached his goal. What should he do? 
Gaining good weight (muscle mass as opposed to fat) is not easy. It not 
only depends on diet and exercise, but also on genetics, which can dictate 
your physical structure, and lifestyle. But diet and exercise can help. The 
key to building muscle mass is two-pronged: an exercise regime that 
strengthens and grows your muscles, and a diet that fuels that growth. 
When embarking on an exercise regime, many of us neglect our diets. 
It is important to realise that exercise burns cal- 
ories and it is only through proper calorific int- 
ake (read a good diet) that we can build mus- 
cle mass. But first, are you really underweight? 
For an answer, calculate your Body Mass Index 
(ВМІ)--а person's weight in kilograms divi- 
ded by the square of his height in metres 
(BMI—kg/m2)—Aa contemporary measure 
for obesity. If your BMI is less than or equal 
to 18.5, you are underweight; if it is between 
18.5 and 24.9, it is normal; if it is between 25 
and 29.9, you are overweight; and if it is over 
35, you're classified as obese. There's a caveat, 
though. BMI is not always a good indicator of 
physical health because it makes no distinc- 
tion between muscle mass and fat. À body- 
builder with kilograms of muscle mass 
could have a high ЕМІ and yet be healthy. 
Which brings me back to Rajendra 
Nayak, a lanky six-footer, but with a BMI of 19.58, he's not underweight. 
Yet, to put on healthy weight, in addition to exercising, he has to eat well. 
It’s a simple zero-sum game: to gain weight, you need to take in more calo- 
ries than you burn. And the best way to get extra calories is through carbo- 
hydrates, the food group with the highest calorific content. So my advice 
is simple: hit the gym or the jogging track regularly but tank up on food. 
Here’s a thumb-rule: get 70 per cent of your calories from carbohydrates 
like rice, cereals and potatoes, 15 per cent from protein and 15 per cent 
from fat. Eat four or five small meals a day instead of gorging on one or 
two. And keep hopping on to that weighing scale to see yourself get bigger. 
MUSCLES MANI 




















RAJAT BARAN 





Write to musclesmani@intoday.com 
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Alchemist HR Consulting offers a wide range of HR solutions to the manufacturing and services sectors of Indian industry. 
Alchemist currently operates from eight locations in India — Ahmedabad, Bangalore, Chennai, Delhi, Hyderabad, Kolkata, 
Mumbai and Pune. Alchemist offers high quality HR services and solutions, drawing upon the vast knowledge and experience of 
its professional team of well-qualified practitioners and experts. Alchemist has unique strengths in ensuring timely and reliable 
delivery of solutions to our clients, best suited to their specific needs: 





HR CONSULTING TRAINING AND DEVELOPMENT 


* Organisational Structure & Review + Leadership and Team Building 

+ Change Management 

€ Self Awareness 

5 + Interpersonal Relations & Conflict Resolution 
% HR Systems & Policy Manuals % Effective Communication 


+ Compensation, Rewards & Benefits | . + Time Management 
PLACEMENTS 


% Executive Selection 

+ Data base recruitment 

% Advertised recruitment 

+ Personal Wealth & Tax Planning + Turnkey recruitment services 


* Manpower Planning 


% Human Resources Audit 


Complete HR Solutions 


+ Performance Management Systems 
% Assessment Centres 


% Industrial Relations Advisory Services 


ALCHEMIST HR CONSULTING is committed to provide cutting edge 
HR services and enable organizations to strengthen and enrich human capital. 


Providing 


Alchemist HR Consulting Network 


AHMEDABAD : 901, 9th Floor, Sears Towers, Gulabi Tekra, Near Panchavati, Off C.G. Road, Ph: 079 30919676, 30919677; E mail: ahmd@alchemistindia.org; 
BANGALORE : Lakshmi Complex, No. 11, 1st Main Road, KEB Layout, Bannerghatta Main Road, Ph: 080 6783316, 6783317, 
E mail : bglr@alchemistindia.org; CHENNAI : 1-0, 154 Floor, Eldorado Building, 112, Nungambakkam High Road, Ph: 044 55295998; 
E mail : chennai @ alchemistindia.org; DELHI : Indra Prakash Building, Flat No. 504, 21, Barakhamba Road, Connaught Place, Ph: 011 51519496, 51519497, 
Е mail : delhi@alchemistindia.org; HYDERABAD : 202, 2nd Floor, Olbee Centre, Rajbhavan Road, Somajiguda, Ph: 040 23435365, 23435366, 
Fax : 040 23435367; E mail : hyd@alchemistindia.org, info G'alchemistindia.org; KOLKATA : Vardhan Market, 2nd Floor, Block 204, 25 A, Camac Street, 
Ph: 033 22873970, 22874023, Fax : 033 23344136, E mail : kol Q alchemistindia.org; MUMBAI : 1414, 14th Floor, Dalamal Towers, Nariman Point, 
Ph: 022 22021754, 22021759; E mail : mumbai alchemistindia.org; PUNE: D-535, 5th Floor, Clover Center, Moledina Road, Camp, Ph: 020 26129790, 
4014209; E mail: pune Q alchemistindia.org 


Website : www.alchemistindia.org 


BT PEOPLE 
Innings Close 


HIRTY-TWO YEARS AFTER HE FIRST JOINED CITI AS A 

management trainee in 1972 at its Fort branch in 
Mumbai, Victor Menezes will hang up his boots 
come December. In those three decades, Menezes, 54, 
held various posts and currently is the Senior Vice 
Chairman of Citigroup. Until the middle of 2002, he 
was seen as a potential successor to Citigroup 
Chairman Sandy Weill. But the fact that he belonged 
to the Citi part of the business (and not Weill's 
Travellers Inc., which merged with Citi in 1998 to cre- 
ate Citigroup) may have loaded the dice against him. 
Nevertheless, Menezes seems to have enjoyed his 
long stint at the group. In a memo to Citi’s senior man- 
agement, Menezes says as much. “As the Chinese 
proverb goes, ‘Find a job that you love, and you will 
never have to work a day in your life.’ For the most 
part, that has been my mantra for the last 32 years,” he 
writes. Headhunters must already be queuing up at his 
doors with offers of directorship. 











| Mistaken Identity 


D ID THEY OR DIDN'T THEY? DID THE MUMBAI-BASED 
realtors, the Hiranandanis, bail out the south- 
Pacific nation of Nauru by agreeing to settle a $172-mil- 
lion debt the country owed to GE Capital? According 
to Nauru's President, Rene Harris, they did and the 
news, for its sheer oddity, was reported by media in 
Australia, which financially supports Nauru. The real 
estate group, led by brothers Niranjan and Surendra 
Hiranandani, however, denied the reports. When BT 
went to press, the Hiranandanis were trying to figure out 
if there were any equally rich namesake in Mumbai. 





UMESH GOSWAMI 





Dil's Well That... 


AST A DECADE AFTER ESSAR PUT IN AN APPLICATION 
to share production of the Ratna-R series oil and gas 
field with ONGC and Premium Oil of the UK, it has got 
the nod of the ministries of petroleum and finance. Yet, | 
Prashant Ruia, Director of Essar Oil, whose approval 
hung fire because the government had doubts about its 
ability to fund the project, is loath to celebrate or 
even comment on the move. One reason is that a simi- 
lar approval is required from the Union Ministry of Law 
and that, Ruia feels, will come only after the elections. | 
That means second half of this month, the Ruias may 
have to commence their trips to Delhi all over again. 
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Direct Attack 


ARLY THIS MONTH, WHEN INDIA’S DIRECT SELLERS 

met in Pune, they decided to launch a campaign 
against the less scrupulous players in the industry. And 
heading that initiative is William S. Pinckney, 
Managing Director of Amway India and also 
Chairman of the industry association. What got 
Pinckney’s goat? The fact that dozens of fly-by-night 
operators have gotten into the booming direct 
selling business, causing confusion and consumer 
distrust. These operators, according to Pinckney, 
neither sell genuine products nor have any means 
to address consumer complaints. The association 
already has a counter strategy, but it awaits gov- 
ernment approval. In the meantime, Pinckney 
wants to start educating the consumer and rope in 
consumer protection agencies in the battle. 








SANJAY PANDYA 





Gemini Dreams 


Е: THE 39-YEAR-OLD SALIL PAREKH, IT’S A HUGE 
climb up. Parekh, CEO of India and coo of Asia- 
Pacific at Capgemini, has been asked to head the 
consulting group’s global technology services. “This 
came as a surprise,” says Parekh, who is packing 
his bags for London. Globally, Capgemini is facing 
tough times and Parekh faces the challenge of kick- 
starting its growth in technology and systems inte- 
gration business. Parekh has already hit the road, tra- 
versing the US, the UK, and France. “There is a 
market, all we have to do is to tap it,” says Parekh. 
The Capgemini brass will be glad to hear that. 





School Fight 


AY IS PROVING TO BE TERRIBLE FOR ITC CHAIRMAN 

Yogi Deveshwar. On the one hand, the ban on 
tobacco advertising has come into effect and on the 
other, the row over fee cut at the Ms has spilled 
from пм Calcutta's Joka campus (where Deveshwar is 
the Chairman) onto the pages of Kolkata-based The 
Telegraph, an Ananda Bazar Group publication. The 
newspaper ran an uncomplimentary story on 
Deveshwar’s role in the fracas between the B-schools 
and the Union Ministry of Human Resources, and the 
chairman of the tobacco giant responded by slap- 
ping a Rs 550-crore suit (one 
of the largest defamation 
suits in recent his- 
tory) against 
Aveek Sarkar, 
Chief Editor and owner 
of Ananda Bazar Patrika. 
When BT contacted ITC, 
its spokesperson confirmed 
the development, but refused 
to comment. A call to ABP 
did not elicit any immediate 
response. Will the peace 
pipes come out? [f 
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Be Futuristic 


PROSHANTO BANERJEE, Chairman & Managing Director, GAIL (India) 


NE MUST FIND A PURPOSE AND PEOPLE 

and processes will follow. That is to 

say, good leaders are those who 
have a clear vision and a fixed aim. They 
passionately believe in that vision and drive 
their team members to work towards trans- 
lating that vision into reality in an equally 
passionate manner. 

A good leader always leads from the 
front. Frontline leadership is the most in- 
spiring, probably because it is the most en- 
during. Words can be forgotten, but words 
translated into actions and practiced dili- 
gently are remembered forever. There is 
no substitute for leading by example. 

There is, however, a thin line between 
suggesting a course of action and dictating it. 
It is essential for the holistic growth of any 
organisation that employees are allowed to 
think independently. Positive organisational 
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reactions need human catalysts and good 
leaders are those who realise this and trust 
their employees with tasks they are good at. 

In any good organisation, there is never 
a dearth of talent. But a leader needs to 
recognise that talent and nurture it. In do- 
ing so, a leader not only earns the respect of 
his workers but also ascertains sustained 
growth for the organisation. 

A successful leader knows that trusting 
one’s instincts generally leads to success. This 
is because instinct comes from the evocation of 
years of experience, and that counts for a lot. 

Visionary leadership is also about wor- 
rying about the future of the organisation 
when all others are just happy with the 
present. A good leader knows that banking 
on current successes cannot ensure a bril- 
liant future— leaving them behind and 
working towards the future, can. [f 
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From The Editor 


HEN I FIRST MET JAITIRTH “JERRY” RAO, BACK IN 

1989, he was the head of Citibank’s Indian 

operations. It was a different era. [Indian 
banking was dominated by stodgy, hide-bound, state- 
owned banks, the majority of them patently customer- 
unfriendly. That was when Jerry Rao began doing what 
was then considered futuristic. Rao began offering pro- 
ducts and services that Indian banks had never dreamt 
of doing: credit cards, car loans, *un-fixed' deposits, 
ATMs and even phone banking. What's more, Rao 
went ahead and branded these products. Result: Citi had 
a prime mover's advantage in almost every facet of 
consumer banking. Everyone else was a follower. 

Fifteen years on, in his new avatar of a tech entre- 
preneur, Rao is poised to create similar ripples. The rea- 
son we've put his company, Мрһаві5, on the cover is not 
because of its size—it's much smaller than, say, an 
Infosys or a Wipro or even a Satyam. But it's what Rao 
is up to at MphasiS that makes it different. Rao has taken 
what was once an IT services laggard and transformed 
it into the sector's most happening company. Four years 
ago, MphasiS was ranked No. 20 
On NASSCOM’s listing of India's 
largest software companies; to- 
day it is No. 8. But this is not 
about size. Rao's firm—please re- 
fer now to my opening paragraph 
about his days in Citibank—strives 
to offer what others don't: unique 
services. To read about how Rao is 
going about building what could 
become Indian IT's Next Big Thing, turn to Venkatesha 
Babu's cover story on page 54. 

The big news of the fortnight was the re-emer- 
gence of the Congress as the single largest party in the 
Indian Parliament and the defeat of the National 
Democratic Alliance. With the new ruling coalition 
likely to include the Communists (cpl and СРМ), this 
could well change the economic fortunes of this coun- 
try. We have put together a ‘different’ election pack- 
age—one that includes a macro-perspective on the 
fate of reforms, a primer of the CPM's economic phi- 
losophy, and insights into the psyche of the man every- 
one expects to be the next Finance Minister, Man- 
mohan Singh—which you can find on page 16. 

This time the BT Special brings you India's Best Fund 
Managers, where, based on a quantitative study, we 
bring you 10 fund managers who make it to the top of 
the charts. Meet India's brightest money managers. 
And they are canny investors themselves: most of them 
make their own investments in mutual funds, very of- 
ten the ones they themselves manage. Now that's what 
I call putting your money where your mouth is. 





Sanj Garangan 
SANJOY NARAYAN 





WHEN YOU MOVE INTO YOUR 
NEW PENTHOUSE, WHAT WOULD 
YOU UNPACK FIRST? 
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Market Research Jitters 
Market research (MR) has its fans. But these days, 
you'd have to hunt high and low for them—the result, 
partly, of what the recent ‘exit polls’ have done to this 
statistical discipline’s reputation. The problem: people, | 
when asked, often tell you what they think you want ` 
to hear rather than what they really think. 
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Will the Sensex recover from its big crash? 
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2. Type "BTTIP" on the message screen. 
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4. You will receive the hot management tip for 
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"Send BTPOLL F after June 6, 2004 for the 
final pall results. 
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bt letters 


Mittal Proves His Mettle 

Apropos your cover story Black 
Magic (BT, May 23, 2004), Sunil 
Mittal’s Bharti, it seems, has emerged 
victorious over the Goliaths of the 
telecom sector—Relian- 
се, Tatas and BsNL—des- 
pite heavy odds. By stag- 
ing an impressive turn- 


Best letter wins 
a HIDESIGN travel bag 
from 
ples. 


PAPER 


JK PAPER LTD. 





around and posting record profits, 
Bharti has now made it clear that it 
will continue to remain a front-run- 
ner in the telecom sweepstakes for 
some time to come. Other telcos 
need to draw proper lessons from 
Bharti’s successful turnaround if they 
want to get their own acts together. 

JAGMOHAN RATHI, through e-mail 


Mobile Motivation 
This refers to your Trends item 
Mobile Math (BT, May 23, 2004). 
Given that Indian mobile telephony 
services are not up to the mark 
yet, a system under which subscr- 
ibers dissatisfied with their exis- 
ting service providers can shift 
their allegiance without having to 
change phone numbers would be 
welcome. This would not only 
bring in healthy competition 
amongst the service providers but 
force them to provide more effic- 
ient service if they want to retain 
their customer base. 

MADHU AGRAWAL, through e-mail 





Family Business 

Apropos The TCS Family “Tree” 
(BT, May 9, 2004), while most pub- 
lic and private organisations have 
all-wives clubs that function essen- 
tially as centres for socialising, Mala 
Ramadorai seems to have taken 
upon herself the onus of changing 
this and using the opportunity to 
serve TCS’ employees and their famil- 


ies by helping develop the potential - 


of her group members and educ- 
ating and counselling the employees’ 
children. Other companies would 
do well to encourage such self-help 
groups and ensure that they are run 
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by idealistic and committed people 
such as Mala Ramadorai. 


V.R. VIJAYARAGHAVAN, Ellisnagar, Madurai 


- Quote Misquote 


In Dentsu's Day Out (BT, May 23, 
2004), I was mentioned as saying 


that while Dentsu and Vaishnavi- 


Communications would be going 
to the Tata pitch together, there is 


no joint venture between the two ` 


companies on the horizon. I cat- 
egorically deny having said this. 
The fact is that while Dentsu and 
Vaishnavi are working closely on 
a number of new business pit- 
ches, I was not at liberty to pub- 
licly discuss the same. 
SANDEEP GOYAL, Chairman, 
Dentsu Communications 


Our correspondent replies: Mr. 
Sandeep Goyal, Chairman, Dentsu 
India, categorically told this corres- 
pondent that all talk in the indus- 
try of a joint venture already bav- 
ing been inked between Denstu 
and Vaisbnavi Communications 
were untrue. And that Dentsu 
and Vaishnavi were going to pitch 
for the Tata business together, 
though there was no joint venture 
with Vaishnavi on the horizon. 
We stand by our story. 
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е. Ехрепепсе 
from a local perspective and discover a very 


different New York. 


njoy up © three complimentary nights at the Emirates 


itz Carlton New York for travel until 31st Augus Over 70 destinations worldwide 


on-stop daily flights from Dubai to New York on the brand new Emirates Airbus A340-500. 
sivate suites in First Class. 500 «загонів of in-flight entertainment іп all classes. 


Conditions apply. For more » details contact your local travel agent or Emirates in Mumbai: 2879 7979, Delhi: 5531 4444, Chennai: 2822 3700, 
Hyderabad: 5523 Oe Kerala: 0484-238 n Gujarat: 1-600-212020 (toll free), Karnataka: 1-600-447979 (toll free). 








irst 100 Days Test 


MHERE COME KEY MOMENTS IN A DEMOCRACY'S 
history that require—nay, demand—clarity of 
the highest order. Clarity of both principle and 
pragmatism. The Lok Sabha elections having conclu- 
ded, and that too with so much blood on the street to 
think about, this is precisely such a moment for India. 

The previous government began with a bang—a 
nuclear test, taken by many as a signal that India had 
guts, and meant business. The new government has its 
own First 100 Days Test, and it had better face it with 
courage—and clarity. For, a failure 
would amount to a betrayal of 
the electorate's mandate. 

The people of India are crying 
out for reforms. They want choice. 
They want freedom. They want 
the liberty to gain and pursue liveli- | 
hoods—without being bullied by. B 1 
so-called authorities, official or self 
appointed. They do not want any | 
arbitrary arm-twisting or even inter- 
ference by the state. On economic 
evidence, an efficient way to meet 
these needs is to empower mar- 
ket forces, so that resources аге 
allocated by the collective minds 
of millions rather than an arbi- 
trary power elite of ‘plan- 
ners’, while ensuring that ài 
these forces operate 
under the secular frame- 
work of the rule of law. 

Growth and justice can, and do, go hand-in-hand. 

Reducing state interference in life's outcomes also 
means privatising state-owned businesses. Privatisation 
requires the surrendering of state control, which is dif- 
ferent from mere ‘disinvestment’ to help fill the state's 
coffers. Governments must not run businesses, and 

. that's that. So this aspect of reforms must continue— 
on principle—even if done under conditions of higher 
transparency and wider public endorsement. 

Beyond that, agricultural reforms must be made an 
utmost priority. Rural India is restless for change, 
for dynamism, and for the bounty that reforms have 
delivered to parts of urban India. Ignoring this will 
doom any government to come. Remember, the first 
signs of frustration with India's decrepit central plan- 
ning system came from the rebellious farmers of 
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Punjab. The rest of "n India has proved far more ра- 
tient——or so we think. Ask farmers. The hope lies in 
technology and economics coming together to revo- 
lutionise education and farming. 

For the restlessness to translate into genuine 
growth—-and job expansion—India needs enor- 
mous investment. And it’s no use pretending that the 
country can generate its own funds at a rate sufficient 
to meet expectations of the people at large. Foreign 
direct investment (FDI) is sorely needed—and in an 
order of magnitude as big as China's annual in- 
take. Anything less than a target of 

$50 billion per annum should be 
< considered unambitious; 2 
_ The overall idea is to make а | 
double-digit growth rate sustain- 
ably possible. After the heady pace 
| of the early-to-mid 19905, India 
has experienced. a sli 
average gr 
make ‘feel good” sound like a 
-cruel joke to many. | 
Сту, of course, is often- 
_ different things to different peo- 
ple. This adds to the. complexi- 
| ties of risk management іп 
| | India, and no government— 
гог opposition—ought need а 
reminder of its broader 
responsibilities. In. the 
_ nuclear era, though, the 
peace agenda must be a 
global one, even as the geopolitical matrix gets more 
complex by the day. Just within South Asia, India 
faces a challenge that calls for its finest minds: if the 
talks with India's nuclear-armed neighbour fail to 

























even get to the gate, let alone get past, all the other eco- 


nomic efforts could come to nought i h: 

It goes without saying that rejectin th good: efforts. 
of the recent past would not give the new government 
any credit. Furthermore, the message must go out 
loud and clear that, yes, India means business—inter- 
preted as a nationwide quest for | prosperity. And, 
critically, India knows how. Independently. 

It is, to a large extent, a mind game. And India is 
uniquely placed to deploy—wi redible. oherence— 
the world's most diverse set of int 
realise its millennial tryst with destiny 







Built-in Torchlight 


In a land where the environment is as diverse as the culture, and light plays 
hide-and-seek with shadows, it comes as a breath of fresh air to have a phone 
designed specially for our country. With an Anti-Slip Grip, Built-in Torchlight 
and a Dust Resistant Cover, the new Nokia 1100 truly is a phone Made for India. 


| iad ;| Always insist on original Nokia India Warranty to safeguard against buying used, refurbished or tampered phones. Nokia India Warranty 
Nokia line 9628 555 555! ЕМ: applicable only for phones imported by Nokia India Pvt. Ltd. email us at: nokia.eb D 


#To call from a mobile phone, check with your service provider. Care line available in Ahmedabad, Bangalore, Chennai, Delhi, Hyderabad, Kanpur, Kolkata, Mumbai, Pune 
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Now For The 
Bad News 


Here's a quick update for economy watchers: the party is over, although it 
may not be as bad as it looks. It's worse. BY NARENDRA NATHAN 





happy that trading on the Bombay Stock Exchange 

has been halted for an hour, the first time such a 
thing is happening. In just around 22 minutes of trad- 
ing, the market has plummeted 553 points. Manic 
Monday (some Rs 1,68,000 crore in market value 
evaporated in these 22 minutes), comes on the back of 
Black Friday, May 14, 2004, when the Bombay Stock 
Exchange's Sensex dipped 330 points, wiping out 
some Rs 100,000 crore in market value. May 14 was 
when everyone realised that the Communist Party of 
India and Communist Party of India (Marxist), the CPI 
and CPM would either have some say in the new gov- 
ernment's economic policies, or be part of the new gov- 
ernment itself (in which case it would have. more 
than a little say); worse, that was the day a few mem- 
bers of two parties made rash pronouncements re- 
garding the former government's disinvestment pol- 
icy—"It's history," they chorused, making little ef- 
fort to display read-my-lips tact of the kind more 
mature politicians do when they are considering some- 
thing unpleasant. May 15 fortunately was a Saturday. 
And today, helped along by a malaise that seems to 
have affected all markets in the region and the news 
that the CPI and CPM will not be part of the new gov- 
ernment after all 


|: IS EARLY IN THE MORNING ON MONDAY, AND I АМ 
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and will support the government from the outside 
(read: all power, no responsibility), the markets seem 
spooked. As I write this, Taiwan's TAIEX index is 
down 5.5 per cent, the Korea Composite Stock Price 
Index down 5 per cent (to a seven month low) and 
Tokyo's Nikkei down 3 per cent. Analysts expect 
the market to crash even further today: the head of 
one brokerage claims Foreign Institutional Investors 
are dumping most of their holdings. *It could even 
touch 3,200 soon," he moans. 

The Rupee too has crashed, to a four-month low 
of 46.02 to the dollar (it closed at 45.51 with RBI 
support) caused largely by Fils exiting the equity mar- 
kets. In keeping with the spirit of the cockroach the- 
ory (if you sight one, be certain there are more 
around that will surface when they feel like doing 
so), there’s more bad news in the offing. 

The first has to do with Fils. As unsavoury as the 
term communist is in the American lexicon—most 
Fils are of American origin—the prospect of two com- 
munist parties having a say in the country’s governance 
may not be the predominant reason for this. “ЕП in- 
vestments have been affected by global factors such as 
high international oil prices which may 
hamper the global economic recovery, а · 
fear of an imminent increase in US inter- 























| RED-PRIMER P. 
Know Your CPM 


Now that the CPM is likely to have 


st rates, and the fear of the Chinese economy slowing down,” ex- 
lains Jamshed Desai, Head of Research, IL&cFS Investmartindia. 
The second has to do with India Inc.. Indian industry, today, is 
robably stronger than it has ever been at any time in its history. For | 
i бе year ended March 31, 2004, a sample of 942 companies grew . some say (a lot, actually) in the poli- 
their revenues by 22.68 per cent over the ў Чез of the new government, here's 
profits by 34.29 per cent. While political factors are unlikely to af COME ua economic primer of the party's 
fect either the profitability of the compe iveness of India Inc., i beliefs, largely for the benefit of 
| would be foolish to expect companies to show the same kind of those people who thought the reds 
. growth next year. For one, at least part of the growth in profits stems | were finished. Needless to say, most 
om higher efficiency and there is only so much water than can be © reforms makes them see, er. red. 
wrung out of a stone. For another, the prices of certain commodities 
ave already started falling, resulting in lower revenues in these sec- 
-tors. “The strengthening dollar, the fear that China may be slowing 
down, and other factors have resulted in prices falling,” says Paras 
. Edenwala, Head of Equity, Birla Sun Life Asset Management 
Company. “Copper is a dowi and there are signs of (price) 
| | 222022222 weakness in other . Labour Reforms 
metals ав well.” Hal 
The banking and fi- | 
- nancial services sec- 
tor has little reason 
_ то cheer as well. 
Interest rates are as 
low as they сап” 
possibly get and 
that could mean 
banks, especially 
public sector ones 
that have huge 
* dealings іп govern- 
| “ment securities, can 
no longer hope to make a killing form treasury operations. | 
* Politics could be one big variable in any economic equation 
drawn up at this point in time. "There are doubts on (whether) 
power sector reforms and banking sector reforms (will happen), " 
says Sashi Krishnan, СЕО, Cholamandalam Mutual Fund. Worse, 
India's precarious fiscal situation may come back to haunt the 
.' economy. The former government bet on growth; ergo, the high fis- 
| çal deficit was condonable (simple arithmetic: if the economy 
grows, the fiscal deficit as a proportion of Gross Domestic Produce 
comes down). The new government will likely bet on development 
read: increased government spending). The other big variable is the 
“monsoon. The meteorological department has forecast a good 
one, but remember, this is the time when everything is coming un- 
stuck for the great Indian economic fairy-tale. 
р.5: When trading resumed at 11.17 a.m, the Sensex quickly shed 
a further 233 points in four minutes, before trading was stopped 
` again for 2 hours. And when it opened again, at 1.20 p.m. it 
.. made some gains but still ended the day 564 points down. 



























































. Privatisation 

< No sell-off of profit making com- 
. panies; only of those on the 
verge of closure 




























. Foreign Direct Investment 
* No FDI in retail; no upping of 

ceilings on FDI in sectors such 
. as insurance and telecom 















: Banking Reforms - 

No reduction in government's 
stake in public sector banks 
below 33 per cent 










^ Figures are predictions (March 31, 2005) 
based on consensus estimates 
















No giveaways in agriculture at | 
. the World Trade Organization 



















Power Reforms _ 
Private sector's role in genera- 
r tion to be reduced 












Subsidies 

Not even talk of scrapping these 
will be encouraged. User 
arges? You must be dreaming 

















Fiscal Deficit 

· Public expenditure, especially 
on agriculture is certain | 
to increase 





great | indian economic c fairy-tale 


| This is the time when everything i is coming unstuck for the | 
| i 
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Not feeling so good myself: The cliche was right; reforms haven’t yet touched the common man 





LALIT RANA 


Reforming 
Reforms 


A.B. Vajpayee, Chandrababu Naidu and S.M. Krishna, all reformers, were 
thrown out of power. Is reforms a four-letter word in India? 


ELCOME TO THE WORLD OF PARADOXES, 

\ \ / including the grammatical and semantic 
ones in the last line of the introduction (Is re- 

forms a four-letter word in India?). Economic re- 
forms present the best opportunity for India's rural 
poor—trural agricultural poor, since many of the breed 
are farmers—to improve its lot. Yet, it is the rural poor 
that has been largely responsible for voting reformers 
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such as Ashok Gehlot (in 2003), Chandrababu Naidu, 
S.M. Krishna, even Atal Behari Vajpayee out of power, 
although it must be said that the last-mentioned ex- 
ample may have more to do with the politics of coali- 
tion than that of economics. “It is intellectually lazy and 
dishonest to attribute it (the loss of the National 
Democratic Alliance) to reforms," says Surjit Bhalla, the 
Managing Director of Oxus Research and Investments. 






Pia eo 





























The message is clear: reforms are all well, but the tough 
decisions will have to be taken first 








is election з was abour electoral mathematics.” 


ce; 

nomic call “Itis у to poke 
the next government will theri shy aw. | | 
2722 > Messrs Vijay and Bhalla are both right, | but only t 
-.anextent. Hubris, the choice of coalition partners, and. 
| ап improperly run campaign laid the NDA (and фе Вур) | 
<s low. And with the benefit of hindsight, the situation - 
"seems to have been exacerbated by the former gov- - 
nent's reading of the economy. As Subir Gokarn, - 

Chief Economist of credit rating agency | СЕБЕ. 

-sees it, booming macroeconomic indicators lulled the. 

NDA into a false sense of security. “It did not realise the 
micro-situation was pretty bleak for most 
_. “However, it wasn't as if reforms h 
play at all. By their very nature, most reforms ( 
change management initiatives in companies) are 
top-down, not bottom-up. Managing the process те- > 
— quires political, not economic skills. It takes time for 
results to show up where they matter most: at the bot- 
tom of the economic and population pyramid. An eco- 
nomic model built around subsidies, the absence of 
user charges, and increased public spending may be un- 
sustainable in the long-term, but the rural agricultural 
poor crave instant gratification, not a pot of gold at the 
end of the rainbow. Andhra Pradesh Chief Minister 
Chandrababu Naidu tried to charge farmers for the 
power they used and look at what it fetched him in re- 
. turn. The first decision taken by the man who replaced 
Віт as Chief Minister, Dr Y.S. Rajashekar Reddy 
was to provide free power to farmers. In one fell 
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2 Public Disgrace 


| HE NATIONAL DEMOCRATIC: ALLIANCE'S AGGRESSIVE . 


| disinvestment policy took Bombay : Stock Exchange's 
Public ‘Sector Undertaking (Psu) index to an all-time 
high. And the NDba's loss іп the elections to the 13th 





Lok Sabha was reflected, most poignantly, in the index. 
_ After all, the two communist parties (cP: and cpm) are not 








гіп favour of disinvestment and they are the power behind 
ће {һгопе. Want a proxy for the government's eco- 
; nomic с open-mindedness? Try the BSE Psu Index.. 

т NARENDRA NATHAN 


time, any agricultural reform will lead to an increase in 
productivity and profits; this will significantly lower the 






- creates jobs in other sectors to make up the difference. 
As Bhalla points out, it was the Congress” failure, 
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International Studies at pecie Nehru Ünive / 
(NU). “The economic rationale behind the NpA's show- 
ing is the complete negligence of two areas, agriculture 
and employment," adds Jayati Ghosh, a Professor of 
- Economics at the School of Social Sciences at psu. In 











some ways the two issues Ghosh raises are linked: over 


number of jobs in the sector; and it is the government's 
responsibility to adopt a model for development that 













over close to 50 years in power, to draft a coherent and 
sustainable agricultural policy that is to blame for 
many of the sector's ills. However, the NDA ignored 
agriculture because it was convenient for it to do so. 
“No one is interested in micro-level reforms,” rues 7178 
Pant. *And individuals cannot relate to mega re- 
forms." For those politicos willing to analyse the results 
of Elections '04, then; the message is clear: reforms are 
all well, but the tough decisions will have to be taken 
first. Or, as CRISIL’s Gokarn puts it, “the gap between 
the macro and the micro is significant and any gov- 
ernment that comes to power will have to bridge it." 
"There have to be more visible signs of progress." 
ADDITIONAL INPUTS BY SUPRIYA SHRINATE > 
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_ А CEO's Exit 


Hearts and votes, not investments, is Andhra Pradesh’s new mantra. 


HIS 15 ONE ANALOGY FORMER 

Andhra Pradesh Chief Minister 
N. Chandrababu Naidu will like: it 
isn’t very often that shareholders 
revolt against a CEO who has created 
a $1 billion company, attracted in- 
vestments of $500 million, and gen- 
erated around 75,000 jobs. Yet, 
that’s what the people of Andhra 
Pradesh did, booting out Naidu, a 
cM who preferred. the title CEO, 


who, in his nine years in office, saw 


the state's software exports grow 
to Rs 5,000 crore from Rs 60 crore. 


“One of the most important | 
achievements of Naidu was setting: 


the state on the path of reforms, 
and positioning it as a destination 
for investment," says T.V. 
Mohandas Pai, CFO, Infosys 
Technologies. That, the Powerpoint- 
friendly politico did, charming 
Microsoft Chairman Bill Gates and 
former US-president Bill Clinton 
with his CEO-talk, and selling the 
state as the ideal location for every- 
thing from India’s first International 
B-school (Indian School of Business) 
to the HQ of the Insurance 
Regulatory Development Authority 
(IRDA). “He had the vision (to posi- 
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Exit glass & chrome: Enter subsidies 


tion Andhra on the global rr map),” 
gushes B.V.R. Mohan Reddy, the 
Chairman of Hyderabad-based 
Infotech Enterprises. However, nei- 
ther Reddy, nor Shakti Sagar, until 
recently the President of Hyderabad 
Software Exporters Association be- 
lieves there is cause for alarm. The 
new Chief Minister Y.S. Rajasekhara 
Reddy should be equally keen to 
sell the state as a software and 
biotech hothouse, they reason. And 


The Manmohan Line 


HERE'S REJOICING IN SOME QUARTERS ABOUT MANMOHAN SINGH BEING THE NEXT 

finance minister. "His consensus-building approach can win the support of the 
Left (the communist parties)," reasons N. Srinivasan, Director General, 
Confederation of Indian Industry. The man himself isn't off to a great start. On May 
15, he told a news channel, "Disinvestment, yes; privatisation, we have to 
think." One wag says this isn't surprising, given Singh's clear left-of-centre 
leanings when he was a professor at Delhi School of Economics. Still, this is the 
man who created an A-team of super-bureaucrats in the ministry that served not 


just him, but two of his successors. Hope springs eternal. 


ASHISH GUPTA 


. there's a growing belief in some 


quarters that Reddy will focus on 
sectors such as agro-processing and 
manufacturing, which impact the 
local economy far more signifi- 
cantly than software. That may be 
the case, but Reddy has started his 


. stint as CM with a populist decision 


to grant free power to farmers. The 
cost: Rs 436 crore a year; or Rs 
1,192 crore this year should the 
waiver of unpaid electricity bills 
(by farmers) be taken into account; 


' and an additional Rs 100-odd crore 


each year should his promise of 
free power to single bulb homes 
be factored into the calculation. 


. No one quite knows the economic 


impact of this in a state where debt 
accounts for around 30 per cent of 
the gross state domestic product. 
*Do you read fiction?" queries a 
mischievous economist when 
asked about this, a reference to the 
state's *well-managed' finances. 
Reddy himself isn't particularly 
concerned: he reckons the Rs 436 
crore can be retrieved by cutting 
back on the previous govern- 
ment's publicity budget. 

E. KUMAR SHARMA 
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Most companies go along with the current. 





Follow your instinct. 


There are followers, and then, there are the innovators. o o o ®@ 


Intelligence apart, it also takes innovation to get ahead Af P, fF, f 


in a fiercely competitive marketplace. At Pricol, we are 


completely geared up to sail through changing times. * p ic ol + 


5 MANUFACTURING PLANTS „15 COLLABORATIONS „ 4400 PEOPLE 


PREMIER INSTRUMENTS & CONTROLS LIMITED, 1087-A, Avanashi Road, Coimbatore - 641 037, India 
Phone : (91) 422 2211520 Fax : (91) 422 2210028 E mail : city@pricol.co.in Website : www.pricol.com 





e Automotive Instruments & Accessories e Oil Pumps e Auto Fuel Cocks e Secondary Air Valves e Disc Brakes e Idle Speed Control Valves 
e Speed Sensors e Manifold Absolute Pressure Sensors e Vacuum Switching Valves e Data Acquisition & Control Systems e Fleet Management Systems 
e Road Speed Limiters e Engine Safety & Control Systems e Centralised Lubrication Systems e Remote Locking & Vehicle Security Systems 
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The Cost Of Inaction 


For over three months, the business of governance has come to a halt. 








p A COST TO DEMOCRACY 
and it could run into tens of 
thousands of crores. Since the elec- 
tions were announced on February 
29, all government departments 
have gone into hibernation. At one 
level, the government was loath to 
do anything that could affect its 


chances at the hustings. Thus, the ` 


state-owned oil companies lost 
around Rs 5,000 crore with the 
government refusing to allow them 


An Immediate Agenda For The New Government 
„whoever it may be. And hey, we've left out the tough bit. 


m Introduction of the value-added 
tax regime. Even the communist 
parties are committed to it and it 
can well serve as a sign that 
the new government believes 
in reforms. 

m Creation of a oil & gas regulator, 
which can decide on pricing, rather 
than leaving this critical issue to the 
political leadership which is vul- 
nerable to populist sentiment. 
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All felis are in 2004 


to increase the prices of petrol, 
diesel, kerosene, and gas to keep 
in step with international crude 
prices. At another level, the gov- 
ernment put off major decisions. 
The people-friendly ones (or elec- 
torate-friendly, to use an alterna- 
tive term) would have attracted the 
ire of the election commission. 
Those related to reforms (such as 
labour- or power-sector ones), that 
of the opposition. And so, despite 


mAn increase in the Foreign Direct 
Investment (Ер!) ceiling in the 
telecom sector to 74 per cent 
from the existing 49 per cent as 
this can only help the cause 
of teledensity. 

m The removal of the 10 per cent 
cap on voting rights (foreign in- 
vestors can hold 74 per cent, but 
their voting is capped at 10 per 
cent) in private banks, a move that 


Forex Reserves (Sbillion) 






Avg. daily turnover on BSE (Rs cr) | Gold prices (Rs) 
May 3, " 





Exchange rate against ($) 











the fact that the economy seemed 
to be on a roll—at least, the macro- 
economic indicators seemed to sug- 
gest that this was the case—the 
government played coy, thereby 
missing an opportunity to push 
through some much needed laws 
(in policy-making as in cricket, tim- 
ing is everything). Three months 
later, in mid-May, the momentum 
seems to have been lost. 

SAHAD P.V. 


could kick off some much-needed 
M&A activity in this space. 
m The adoption of an open-skies 
policy and the privatisation of 
the Mumbai and Delhi airports 
(as planned). 
m The completion of the Golden 
Quadrilateral project, arguably the 
most successful infrastructure proj- 
ect in recent times. 

SAHAD Р.М. 
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California, USA 


Cairo, Egypt 


Berlin, Germany 


Turn globetrotter with Lonely Planet and Nokia. 


Famous landmarks from all over the world, select hotels, chic bars and restaurants. Discover 
what’s hot in the world’s trendiest cities with Lonely Planet’s City Picks*, now available on 
Nokia 6600, Nokia 7600 and Nokia 3660. Browse using the bookmark installed in the “Services” 
application on your Nokia mobile phone and you'll have a write-up and contact 
information at your fingertips, transforming you into a true globetrotter wherever you are. 


ж Lonely Planet's City Picks requires WAP and is network dependent. Availability of WAP and other mobile 
services are also market dependent and may be subject to charges. Please check with your operator. 
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[асс Always insist on original Nokia India Warranty to safeguard against buying used, refurbished or tampered phones. email us at: nokia.ebag@nokia.com 
SA RD Nokia India Warranty and HCL Safeguard policy with Free Insurance cover^ is applicable only for phones imported by Nokia India Pvt. Ltd. ^Conditions apply. Please check HCL-Safequard offer document. 
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Oberoi 


ONE NUMBER 
1600112030 . 


Our global award winning Oberoi Resorts have been re-bra 
А name synonymous with unmatched 


And we are pleased to announce that we now have one national] 


You can access information and make reservations at апу: 
of the vear at no cost. Call us now and 


Toll Free numbers ancaccessible only from MTNL, Garuda ane 


From landline or mobile phones of other service providers, p 


E-mail Reservations: reservations(@elh-india.com Online Réservati 
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Whither Bangalore? 


Or wither Bangalore? No one really knows. 


NDHRA PRADESH CHIEF MINISTER 

Naravarapalli Chandrababu 
Naidu and Karnataka Chief 
Minister Somanhalli Malliah 
Krishna were the glimmer-twins 
of Indian politics. Both managed to 
position their respective state cap- 
itals as hubs that best represented 
India’s emerging dominance in 
knowledge-industries such as in- 
formation technology and life sci- 
ences. Today, both have been 
voted out of power. As this article 
is being written, Andhra Pradesh 
has a new Chief Minister, and the 
process of finding a replacement 
for Krishna is on. The man himself 
appears dazed by the verdict which 
could still see the Congress come 
back to power if it forges an al- 
liance with the Janata Dal-Secular 
(Krishna will no longer be cm, 
however). Did the emphasis on IT, 
biotech, and Bangalore do Krishna 
in? “I am not so sure,” says 
Krishna. “It may have; however, I 
feel that three successive years of 
drought was a bigger factor.” 

The pundits are divided on 
what Krishna’s exit means for 
Karnataka’s, and more specifically, 
Bangalore’s standing as a destina- 
tion for investment and a place to 
do business in. The state’s former IT 
Secretary Vivek Kulkarni who quit 
to embark on an entrepreneurial 
career as CEO of business process 


BROWNIAN MOVEMENTD 
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A three-way choke: No party got a clear mandate in Karnataka 


outsourcing firm B2K believes it 
means nothing. “All three parties, 
Congress, BJP, and |р-5 һауе ma- 
ture leaders and will try and protect 
the state’s image.” That’s an opin- 
ion echoed by Nandan Nilekani, 
the CEO of Infosys Technologies. 
“5.М. Krishna played an instru- 
mental role in the growth of the ІТ 
industry in Karnataka, but the in- 
dustry had reached a fairly self-re- 
liant stage and will continue to 
grow.” The head of the state unit of 
the вур, Anant Kumar claims his 
party will help the cause of indus- 
trial growth without ignoring rural 
areas, “Тһе Krishna government 
did nothing when farmers were 


The Red Queen 


|: IS A STRANGE GOVERNMENT CONGRESS PRESIDENT 
Sonia Gandhi will head. The Congress-led coali- 
tion has mustered 320 seats in the house. However, 
of these, only 203 Members of Parliament will ac- 


tually be part of the government, with key allies 
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committing suicide," he says. 
‘However, the fate of reformers 
such as Krishna worries the man- 
aging director of a mid-sized ІТ 
firm. “Those people who believe 
individuals do not matter need to 
only recall the days of the J.H. 
Patel administration when 
Karnataka lost out on all fronts," 
he rues. *If someone like Siddar- 
amiah (S. Siddaramiah, а |р-5 
leader and the most likely candi- 
date to succeed Krishna) with a 
limited outlook and pro-poor 
rhetoric takes over, the state, and 
more specifically Bangalore will 
suffer." Watch this space. 
VENKATESHA BABU 


such as the рмк, avid supporters such as the ср! and 
CPI (M), and adventititous supporters such as the 
Samajwadi Party opting to sit out. In many ways, this 
is a truly representative minority government. 


ASHISH GUPTA 
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THE 
He-draws-the-crowds 


The vibrant Shadow Play collection in anti-crease, all-day cotton shirts, worn 
on ultra-cool Featherlite trousers. That's the look that charms colleagues 
From John Miller - a range of contemporary shirts and trousers styled for the 
executive who makes an impression even at play. 


EXECUTIVE ATTIRE BY 


JOHN MILLER 


Only at 
Pantaloons 
Ahmedabad | Chennai | Gurgaon | Hyderabad | Kanpur 





Kolkata | Mumbai | Pune | Secunderabad | Vadodara | Vash 
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“We'll Do 5 Lakh 


| 


Meals A Day By 2010" | 


С GROUP, А 
£11-billion food 
service and hospitality 
company, wants a big- 
ger share of the mouths 
in India. Starting April 
this year, it formed an 
Eastern Division to fo- 
cus on growing markets 
like India. Alain Dupius, 
Executive Director and 
CEO of the newly formed 
division was recently in 
Mumbai and spoke to 
BT’s Narendra Nathan 
about Compass’ India 
strategy. Excerpts: 


What’s the idea behind 
the setting up of the 
Eastern Division? 
With a smaller base (around 10 per cent of our 
current turnover now), this part of the market is ex- 
pected to grow much faster. We expect markets in 
Russia, India, and China to grow at 30 per cent per 
annum and this should help us to attain an overall 
growth rate (for the Eastern Division) of 10-12 
per cent. And this will be significantly higher than the 
global growth rate of around 7 per cent. 





What's the business strategy at Eastern Division? 
We are trying to accelerate the growth by making 
more investments. We have a 100 per cent subsidiary 
in China. In India, we are working together with our 
partner Radhakrishna Hospitality Services and our 
investments will be routed through it. 


Are there are any India specific targets or strategies? 
Our size in India has grown from 20,000 meals 
per day in 1995 to 150,000 meals per day in 
2004. And this is expected to reach 500,000 
meals per day by 2010. To achieve this, we will be 
exploring new areas. For example, we have al- 
ready started participating in the efforts of Indian 
Railways to provide quality foods to its passen- 
gers. We plan to tap airports and pan-India cor- 
porations. Globally, we already cater to big or- 
ganisations such as Philips and IBM. 
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FMCG b 


LG Goes Soft 


TARTING AUGUST THIS YEAR, LG WILL 
launch a new, Rs 30-crore adver- 
tising campaign. Nothing surprising, ex- 
cept that it won't be for LG's colour tel- 
evisions, refrigerators or ACs that Indian 
consumers have come to know the 
Korean conglomerate for. Rather, it'll 
be for the soaps, toothpastes, deter- 
gents, shampoos and diapers that LG 
Care launched in mid-April, starting with 
Chennai. As it ramps up business, the 
$1 billion LG Care (globally) will be 
breaking quite a few rules in the Rs 45,000-crore in- 
dustry. For one, all its products will be imported, at- 
tracting an import duty of 56 per cent. For another, 
all the selling will be through a single franchisee, 
Indian Household and Healthcare Ltd (HHL). “We are 
looking at Rs 150-crore sales this fiscal and be- 
coming an FMCG major here,” says Vijay Singh, 
MD, IHHL. The franchisee does not rule out man- 
ufacture, but says it will need critical mass before 
doing so. Meanwhile, LG Care is weighing in 
with its aggressive pricing strategy. “For the next 
two years, we will work on zero profits in India,” 
says Singh. For the industry's beleaguered HLLs 

and P&Gs, there's more trouble in the making. 
SHAILESH DOBHAL 





PLASTIC FANTASTIC» 


Card Statement 


e Number of credit cards: 11.3 million 
e Number of debit cards: 18.2 million 
e Number of defaulters: 0.65 million 
e Amount transacted annually*: RS 59,400 crore 
ө Amount transacted through 

credit cards: RS 12,380 crore 
ө Average annual transaction 

through credit cards: Rs 10,957 


*: includes ATM transactions 

Includes only cards issued by Visa and 
MasterCard 

All figures for 2003 

Source: MasterCard India and 

Visa Card India 
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Smart ID Cards 


|: YOU ARE LUCKY, 
early next year 
you will get a 
National Identi- 
fication Card (NIC), 
which will have 
your name, contact 
details, picture and 
finger print biomet- 


rics embedded on it. What's so great about 
it? It's not some dumb piece of plastic, but a 
smart card that, as per the Home Ministry's 
ambitious plans, will store a mountain load of 
data about you and serve as your national 
identification number. The мс, a pilot project in 
13 states, will eventually become a universal 
card, linked to everybody from your banker to 
your doctor, besides doubling as your PAN and 
voter's ip card. The L.K. Advani baby, however, 
must first survive the change in administration. 
SUDARSHANA BANERJEE 
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The M Factor 
March and April show that the world loves r 
than. M&A and money talk. 


Industries that got the ı mi 
coverage from March 2004 


Automotive _ 
3,226.44 








Pharma and Health Cai 
21 55.9 









Companies from each sec 


2,902.9 most M&A coverage (In 









885.52 


м Tata Motors ММ бабкі 





Industries that got the maximi 
& Financial Results (FRFR) 
March and April 2004 (Im 

Banking 


4,416.91. 


Automotive 
3508.2: 


Р 









$1092 Companies from each sect 
most F&FR coverage (іп 





Hero Honda | 
Tele-Ventures 








The Image Score is а function of coverage and tone 


and is simply expressed i Hi points: 


All numbers for the m of March and Apri 2c 
Feedback to коте. соп 


Body Deodorant 


ZING *COOL *CLASSIC *COLOGNE @STYLE *JAZZ 
GENT 





bt trends 


GETTY IMAGES 


Battling The AIDS Virus 


The much-awaited AIDS control programme takes off. So why are drug companies still miffed? 


N THE FIRST OF APRIL, THE 

National aips Control 
Organisation (NACO), rolled out its 
long-awaited campaign to reach 
anti-retroviral drugs to India's vic- 
tims of the AIDS virus. Called the 
ART initiative (ART for anti-retrovi- 
ral therapy, which inhibits repli- 
cation of the AIDS virus), the pro- 
gramme represents the govern- 
ment’s first big attempt to contain 
the spread of AIDS since it was first 
reported in 1986 in Tamil Nadu 
among female sex workers. 

In the first month alone, the 
programme (implemented through 
state-level organisations and NGOs) 
has put 426 people on the life- 
long therapy. The initial target is 
HIV positive mothers and children 
in the six states of Andhra Pradesh, 
Maharashtra, Karnataka, Tamil 
Nadu, Manipur and Nagaland. By 
the end of March next year, NACO 
hopes to reach 25,000 people, and 

‘by early 2009, 1.8 lakh. Says 
Meenakshi Datta Ghosh, NACO's 
Project Director: *We have re- 
sponded to a 15-year-old demand.” 


32 BUSINESS TODAY JUNE 6 2004 


A grave epidemic: Free or cheap drugs are crucial to controlling AIDS 





Given that some 4.5 million 
people in India are HIV positive, 
NACO's roadmap may look modest. 
But the fact is that at the moment, it 
is India's best hope. Although India 
started various initiatives to combat 
the AIDS menace way back in 1992, 
success has been limited. Primarily 
because until recently the expen- 
sive drugs were beyond the reach of 
most HIV patients, besides which 
the infrastructure needed to identify, 
test, monitor, and mentor HIV pa- 
tients was rudimentary. But with 
the United Nations getting mem- 
ber countries to step up their AIDS 
initiatives, pharmaceutical companies 
came under pressure to lower the 
cost of ARTs. On August 30 last 
year, the WTO allowed drug com- 
panies in developing countries, in- 
cluding India, to make copies of 
the patented AIDS drugs, and in 
September, the World Health 
Organisation and UNAIDS launched 
a “3 By 5" initiative, which seeks 
to provide ART to three million 
people by 2005. 

If Indian drug companies have 





been allowed to make and sell 
patented AIDS drugs, why are they 
still unhappy? The issue boils down 
to profits. The WHO qualified man- 
ufacturers have quoted rates of 
$140 a year for the AIDS drugs, 
which comprise a combination of 
at least three drugs (anything less 
than three and the HIV virus will be- 
come drug resistant). Elsewhere in 
the world, the drugs are signifi- 
cantly more expensive—more than 
three times that of India. Cheaper 
rates is the main reason why Indian 
drug makers like Cipla export ARTs 
to 90 countries world wide. 

The irony, however, is that de- 
spite India’s own staggering needs, 
pharma companies find it more 
profitable to export than sell lo- 
cally. That’s because when they 
export, they are allowed to claim 
duty benefits on raw materials im- 
ported. But when they sell the 
same ARTs to WHO in India (cur- 
rently the sole buyer), they are not 
allowed that concession. Laments 
Yusuf K. Hamied, Chairman and 
Managing Director, Cipla: “That’s 
my biggest sore point.” The hitch, 
apparently, is that the raw materi- 
als used in ARTs can also be used for 
other drugs. Therefore, there’s no 
way of telling if the benefits won’t 
be misused. Yet, as Sandeep Juneja, 
Head of HIV projects at Ranbaxy, 
points out, even at these rates 
“(pharma companies) don’t lose 
money, we just make less profits”. 

The good news is that the pro- 
curement of ARTs is being done by 
WHO. But the Ministry of Health 
wants to take over that function 
starting August this year. Let’s 
hope, for the sake of India’s teem- 
ing HIV positive population, that 
it never comes to pass. 

R. SRIDHARAN 
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Eliminate boundaries and you Create opportunity. At Nortel Networks, we transform networks. 
Removing barriers to efficiency, productivity and growth. Making your business a more 


profitable place. nortelnetworks.com 
NORTEL __ 
NETWORKS 


BUSINESS WITHOUT BOUNDARIES 


potential does not come preassembled there is no picture on the box 
T no instructions only pieces and you won't 
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By cutting up to 80% off your \ D 


_ development time, Visual Studio X 3 
NET 2003 gives you more time E 
to do what you do best. Think. | 
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Got a big idea? Visual Studio” NET 2003 
delivers a higher level of productivity, so 
you can turn that big idea into reality чр 
faster than you ever thought possible. 

Want proof? Merck & Co. Inc. was able 

to create a solution that accelerated and Ў 
improved the accuracy of their monitoring 
process in a time frame barely imaginable 4 
before they began using Visual Studio i | 
.NET 2003. To read the full story on how | 
Merck and other companies are using 
Visual Studio .NET 2003 to quickly 
turn their big ideas into reality, visit 
microsoft.com/india/msdn/vstudio/ 
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Shhhhhhhhhhhhhh> 


Maruti’s 


Sado sooecret? 





Concept-S: The new kid on the block? 


NEWS REPORT IN JAPANESE 

daily Nihon Keizei Shimbun 
talked about Suzuki Motor 
Company developing a new 1.5 
litre car for India and China that 
would replace the aging Suzuki 
Swift (Maruti Esteem). Back 
home, Maruti Udyog Managing 
Director Jagdish Khattar was 
quick to dismiss the story. How- 
ever, during an earlier conver- 
sation, Khattar had pointed out 
that Maruti had a plan for domi- 
nance in the segment. 

The news item highlighted 
how the all-new car would be 
based on the ‘Concept-S’, a car 
that Maruti had showcased at the 
Auto Expo earlier this year. 
Subsequent reports said it would 
replace both Esteem and Baleno. 
Both are priced aggressively, but 
they are showing definite signs of 
age and the competition has 
upped the ante: Tata Motors on 
the price front with Indigo and 
Honda on the technology front 
with the new City. Khattar how- 
ever sees things differently, “The 
Esteem is familiar, but not dated.” 

A large supplier to Maruti does 
mention a "Palio/Indica sized car", 
but adds that his company is yet 
to be contacted. So, yes, a new 
car is on its way from Maruti. The 
question now is when? 

KUSHAN MITRA 
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DILBERT, I'D LIKE 
YOU TO INTERVIEUJ 
MATT FOR OUR 
DEPARTMENT. 


4 ONE DAY I WAS 


BALANCING MY 
CHECKBOOK AND 
NOTICED A BANK 
ERROR. 


ПРУ ET 


“У 
I WORKED THE PHONES | 
DAY AND NIGHT, 
RARELY EATING OR 
BATHING. 


THE BANK CLAIMED 
THAT SEVEN MINUS 
FOUR IS THREE. 
AND I’M LIKE, 
“SINCE WHEN?” 








THERE'S A THREE- 


YEAR GAP IN YOUR 
WORK HISTORY. 
WHAT WERE YOU 





SO 1 EMBARKED ОМ 
А THREE-YEAR 
MISSION TO MAKE 
THE BANK ADMIT 
ITS MISTAKE! 


THEN CAME THE 
SIT-INS, THE MEDIA 
FRENZY AND THE 
LANDMARK COURT 





UNFORTU- 
YES. 
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| BATTERY 





| 
| BL5170-51L 
P» MRP Rs. 15,000 
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BATTERY 


BL 5040-56L 
MRP Rs. 18,900 4 





BL 5144-51Е BL 5140-51L BL 5142-56Р 
MRP Rs. 17,500 MRP Rs. 15,900 MRP Rs. 17,500 


BL 5040-56L BL 5170-51А | BL 1080-53A 
MRP Rs. 18,900 MRP Rs. 15,000 | MRP Rs. 13,500 


* Date programed till year 2100 | © 5 year power reserve 

• 1/20 second chronograph measures upto 60 minutes | * Date programed till year 2100 

* 270 day power reserve | © Low charge indicator 

* Dual time * Alarm * Power saver function | _ * Power saver function 

e (ом charge indicator | ~ 100 meter water resistant 

* 100 meter water resistant P • Scratch resistant sapphire crystal 


36 * Raghavendra Complex 


25, Pune: Sahajanand Complex. Ph: 6345749 / 6348165. Hyderabad: Methodist Complex, Abids, Ph 55781826 Hubli 
rth Complex, В. C. Dutt Road, Ph: 2300888 / 98240 10510. Also available at LifeStyle, Shopper's Stop & other leading watch 


1 Eco-Drive collection starts from Rs. -. www.citizenwat¢ 
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sse! Propack's Ashok Goel commissioned 
a state-of-the-art plan in the 05 





„ће loss-making Electrolux India's Rajiv Karwal 
received fresh equity from the parent company... 





and Ford India's David Friedman 
seemed set to report 
maiden net profits this year. 
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ars 


Do» у let 
A excess calories 


become a collector’s tfem?” 


To control your calorie intake, all you need to do 
is replace sugar with Sugar Free. With only 296 of the calories of sugar, 
it keeps you more fit than ever before. So switch to Sugar Free. 
And make excess calories a thing of the past. 









Low Calorie 
Sugar Substitute 
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| Less calories, More fitness. 








Contains aspartame. Not recommended for children. 


Мо! for phenylketoneurics. For more information Rediffusion-DYR/Bom/CHL/2 


A quality product from 
CADILA HEALTHCARE LIMITED. 
visit us at www.sugarfree-india.com 
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Mind-reader 


HE MRSI (MARKET RESEARCH 

Society of India) awards are 
a bit like the regional Oscars for 
India’s research fraternity. BT’s 
Shailesh Dobhal meets up with 
ACNielsen ORG-MARG’s 
Sangeeta Gupta who authored 
two papers that won these 
awards (first- and second-runner 
up). One, titled Jack-In-The- 
Tiffin-Box used ethnography to 
help unearth new product ideas in 
the school-tiffin category; an- 
other, Live Without Fear tapped 
into simple consumer behaviour 
to tailor ABN AMRO’s foray into 
the crowded credit card market. 


SHOME BASU 


What is ethnography? 

It is the researcher (adopting) 
some form of up-close and participative observer role in peoples’ nat- 
ural and everyday life. 

How does it help marketers? 

The growth challenge that marketers are facing right now is forcing 
them to go into what really drives consumers and understand their 
deeper motivations. Marketers expect some from of participatory 
vignettes from most qualitative research. 

Are a lot of marketers going in for this kind of research? 

It is a pity that only a few marketers in India are willing to start 
afresh. Just about 20 per cent of new product development endeavours 
in India are using ethnography. 

What are the learnings for your clients from the two papers? 

In Jack-In-The-Tiffin-Box the biggest learning was that for the child, 
the tiffin box (both its form and content) has to move closer to 





Jack-In-The- 


Н 


Tiffin-Box 


ЕНЕ 5 AN IDEA THAT CAN HELP 
packaged foods businesses 
go laughing to the bank even while 
making life a mite easier for mothers 
who endlessly worry about whether 


| the tiffin they pack, while being 


nutritious, is fun for their kids to 
eat. An ACNielsen ORG MARG 


| study titled Jack-In-The-Tiffin-Box 
| reveals that kids see tiffin-time as 
| a time of release of energy, play 
| and fun. So branded foods that 


| offer variety and surprise have the | 


| potential to be wildly successful. 


All it takes is a little imagination, 


and some attention to themes that | 


| click with children, while develop- 


ing the tiffin box and the food. 


Live Without Fear 


HAT CAN LATE ENTRANTS DO TO 


make an impact in a market 
awash with credit cards (13 of them 
at the last count)? They can do 


| what ABN AMRO did with its Fre- 


what a pencil box is—interactive, shareable, even something that | 
can invoke pride of possessiveness. Well, ABN AMRO was a brave | 
client for it completely followed what we had recommended in Live | 





Without Fear—design a credit card which acts like a governess rather 
than as temptress, by way of pre-set credit limits and alerts. 





edom credit card. The bank latched 
on to an insight gleaned from a re- 
cent ACNielsen ORG-MARG study: 
fear of overspending often influ- 
ences consumers to shun credit 
cards. The bank's Freedom Card al- 
lows consumers to pre-set credit 
limits and alerts them over e-mail 
and cellphones if they approach 
that mark. The card has proved a big 
hit and is set to tum in a profit for the 
bank two-to-three years faster than 





| it took the previous 13. 
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Delicious 


| PAN MASALA 


С Dhoom Macha De... Rang Jama De! 


STATUTORY WARNING: CHEWING OF PAN MASALA MAY BE INJURIOUS TO HEALTH • NOT FOR MINORS 








-created for Hutch customers. Loaded with cool fea ures & amazing things — 


to do, HutchWworld is an experience we're sure you want to know more 


about. Here's a quick trip around никат мола. | 








; Video Clips 
world has brought exclusive 
the Indo-Pak series, the Cricket 
p and pageants like Miss Universe, 
"straight to your phone screens. Now catch 
more special moments like these while they 
2 happen, as video clips on your GPRS phone. 


MMS 


Funny, touching, bizarre, candid. 1f you have ` 


a favourite moment, click it on your phone 


and send it as an MMS. You can everi e-mail. 


photo links to friends across the world; 
directly from your GPRS phone... 


E-mail & Messenger 

You've got mail, and now it’s on your 

Hutch phone. You can now receive 
e-mails and even chat directly from 

your Hutch phone just as you would 

from your computer. Hutchwvorid brings 
you Yahoo! mail, Rediffmail, as well as 
= Yahoo! messenger, fight on your phone screen. 


Games 


Hutch world lets you download and play -` 
video games like Darts, Prince of Persia, ©. 


Ninja Kids, Juan Pablo Montoya and 
many more, on your GPRS phone: 


Wallpapers 


Now give your Hutch phone a new look. Download wallpapers: = 


froma wide range of categories that include animals, Hollywood, 
Bollywood, nature, sports, festivals and many more. 


- Cartoons 


‘Download your favourite cartoons such as Garfield and cartoons is 
-. of R.K-Laxman’s Common Man at Hutchworid, Save them as screen 


savers or simply pass them on to share a laugh. 





: Categoy __ 


` There, that was a quick tour of Hutch: 


of the sites you can access, тоне yaur 
handset se nies this facility. 


Cicket 
Search Engine. 


ase-india.com hdfcbank com, 

. moneucontrol com citibank, com/india 
Shopping indbazaat. com, ebay. com, malamall (Ой 
| buy.com, egreetings iom s 


Finance & Banking 


News & Entertainment business-standard.com, indiatimes.com, 


economi times.com, india-today. com, uet 
msnbc.com 


sports on linesports. COM, espr go. com. 


БШП Movies 


And.. 


imdb.com, reel. com hollywood.com 


“There's even more on Никсон О Right from movie tiles to. 
‘preview po lis to what the Stars foretell Како includes ТУ; news, 


movie stuff, пеанћ tips, jokes and more, provided by MSN, 


. And we've got lots 
more stuff that you can check out. Subscription costs RS 99 a 


. month. Here's how you can activate: 


Send Hw (Hw A for Gujarat customers) asan SMS to 123 from 


" Your GPRS phone. 4 Then send gerta ММ5 аў. SMS to: 123. 
же will send you GPRS and MMS settings as SMS to үле phone.” 


w Save these and you Te: ready. 


Log onto палио for мотива on handsets that 
: Support GPRS: So see you Soon, and welcome to Hutch | 
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T WAS EASILY THE BLACKEST OF 
Mondays: Оп May 17, the 
Sensex closed 564 points 
down, the BsE PSU index 
plunged 430 points, and the 
Bankex another 355 points. Add 
the losses of the previous trading 
day (Friday, May 14), and the 
Sensex had hurtled into the red by 
nearly 900 points, with foreign inv- 
estors, point out dealers, selling 
close to $1.5 billion (Rs 6,800 crore) 
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worth of shares. With uncertainty 
clouding government formation, 
party members—most of whom 
will never make it to the Centre— 
speaking in multiple, anti-reforms 
voices, and still others threatening to 
unleash populist measures like in- 
creased subsidies, the stockmarket 
experienced one of its scariest days 
ever. “Unless stability is brought 
about via the formation of a gov- 
ernment, consequent statements 
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from the cabinet ministers such as 
the finance minister on key policy is- 
sues are made, a common mini- 
mum economic programme is 
agreed upon, investors will con- 
tinue to be negative. Crores of in- 
vestor wealth will be destroyed, 
which will affect the purchasing 
power in the economy and alter 
the fundamentals and perceptions of 
the country,” warns Nimesh 
Kampani, Chairman, JM Morgan 








Stanley. Echoes Andrew Holland, 
Chief Administrative Officer & 
Executive vp (Research), DSP Mer- 
rill Lynch: “All we’ve heard so far is 
negative news. Till we hear some 
key announcements pertaining to 
government formation and alloca- 
tion of key economic portfolios, 
there will be uncertainty and panic.” 


May 17, 10.20 a.m. 

What happened on Monday, May 
17 was unadulterated terror. Fear 
- prior to the formation of a coalition 
government that is—to put it 
mildly—making ambiguous and 
contradictory sounds about the con- 
tinuity and pace of economic re- 
forms. Within 20 minutes of open- 
ing, the Sensex as well as the 
National Stock Exchange's S&P 
CNX Nifty had shed 553 points, 
and 182 points respectively— a 10 
per cent across-the-board crash. 


THE ASIAN FLU 





The markets could well have 
hurtled deeper into the red had it 
not been for the daily market-wide 
circuit filter that was triggered for 
the first time since it began opera- 
tional in mid-2001. As per the reg- 
ulations, trading was halted for an 
hour on both exchanges. This filter 
comes into play at three stages of 
the index's movement, at a 10, 15 
and 20 per cent swing either way. 


11.15a.m. | 

Those expecting the bloodbath to 
end in an hour were dealt а ruder 
shock. By around 11.15 am, trad- 
ing was first recommenced on the 
NSE, and minutes later on the BSE. 
The toll this time round: the Nifty 
down 276 points and the Sensex a 
mind-boggling 787 points. This 
time the 15 per cent filter had 
been hit. Trading would now be 
halted for two hours. 





By now, marketmen were pouring 
out of their offices on Dalal Street in 
protest as margin calls were trig- 
gered after the first phase of the 
crash, thereby only succeeding in 
sending the indices crashing lower 
once the markets opened the second 
time round, (That's because if a 
trader has bought shares with bor- 
rowed funds he has to pay addi- 
tional margins when markets crash. 
If he can’t pay up the lender will 
typically sell those shares, thereby 
adding to the carnage). Explains 
Kampani: "Once the markets fall, 
and there's a margin call, more sell- 
ing happens, which in turn creates 
more panic, resulting in a further 
fall, and further margin calls. It's a 
vicious circle." The fear is that many 
brokers may be trapped. 

It wasn't long before Congress 
leaders like Manmohan Singh came 
out with statements, assuring 


JUNE 6 2004 BUSINESS TODAY 49 


bt stockmarket 


OPERATION BAIL-OUT? NAH 


SBI: Badly 
mauled 


ONGC: No more the | 
stockmarket’s darling 





entrenched, could have done to stop the largest ever free-fall of the mar- 

ket in Indian history, believe most analysts. The reason, as Navin 
Agarwal, Head of Research, Motilal Oswal, points out is that the gov- 
ernment just doesn't have the kind of funds to make up for such huge out- 
flow of funds, especially by the foreign financial institutions. Remember 
that the Flis had pumped in around $10 billion in the market in last one 
year and even if the government had asked the financial institutions such 
as Life Insurance Corporation, Unit Trust of India and the State Bank of 
India, they could not have really controlled the bleeding. 

However, that is not to say that a firmly established government would 
not have helped. First, some of the irresponsible statements, which brought 
the markets crashing down in the first place, may not have happened. 
Secondly, a firm statement from the finance minister could have stopped the 
slide much earlier. And finally, the government would have asked the financial 
institutions to come to the rescue of the government as it did in the case of 
the Harshad Mehta scam of 1992 and the Ketan Parekh scandal of 2001. 

However, asking the government's financial institutions to bail out the 
market comes at a huge cost, points out Arvind Virmani, Chief Executive 
Officer, Indian Council for Research on International Economic Relations. 
“Such solutions are fraught with dangers and the Unit Trust of India is | 
a clear example of how institutions can deteriorate if they are asked to 
bail out markets time and again," he adds. 

Surjit S. Bhalla, Managing Director, Oxus Research and Investments, be- 
lieves that the RBI could have intevened in the initial stages (first 20 min- 
utes of trading in the morning) by adding greater liquidity to the market, rather 
than wait for so long. RBI, for instance, could have ensured easy loans to 
banks at cheap rates, which in turn could have lent to the brokers to take care 
of their margin problems. The RBI could also have helped by reducing the mar- 
gins required by brokers for a short period, till the crisis was taken care of. 

And that's precisely what the US Federal Reserve System under Alan 
Greenspan did when the US market lost nearly 23 per cent on a single 
day, October 19, 1987, losing around $ 500 billion in one day to save 
the market. He also helped pump in a lot of money to prevent the in- 
solvency of commercial and investment banks. 

Various governments have come to the rescue of their markets 
whenever there have been problems. During the South-East Asian crisis 
of 1987, the Hong Kong government pumped in more than $ 10 billion 
to shore up its currency. But then, as Sunil Sinha, Consultant, National 
Council Of Applied Economic Research, points out, currency risks are very 
different from market risks. First, there is a longer period when the out- 
flow takes place and secondly, there is a central bank with a lot of money 
to bail out a country in times of currency risks. 


Ге IS VERY LITTLE THAT ANY GOVERNMENT, EVEN IF ІТ WAS FIRMLY 


ASHISH GUPTA 


investors that the government will 
do whatever it takes to ensure a 
healthy working stockmarket. But 
clearly that wasn’t enough to bal- 
ance out the negative sentiment 
created by Left leaders’ statements 
dealing with the scrapping of the 
disinvestment ministry, a disinterest 
in the disinvestment of profit-mak- 
ing public sector undertakings (PSUs), 
and an emphatic “no” to a hire- 
and-fire enabling exit policy. There’s 
also a fear that populist measures— 
such as increased subsidies for farm- 
ers and an unwillingness to hike 
petrol and diesel prices despite 
global oil prices hitting record 
highs—would be resorted to by the 
Congress-Left combine in a bid to 
reinforce its pro-poor image, which 
in turn would do further damage to 
the already-burgeoning fiscal deficit. 


1.15 p.m. 

When trading did begin the third 
time around 1.15 pm, the Reserve 
Bank indicated that it was willing to 
provide liquidity to banks in order to 
help them meet their payment ob- 
ligations, and that helped prop up 
the market a bit. But by just a bit, 
and the BSE Sensex closed the day 
564 points lower, just above the 
4,500 mark. Sums up Mihir Kothari, 
Head of Sales at broking house 
Motilal Oswal: “At the beginning of 
the day there was some nervous- 
ness around, but nobody expected 
this! The biggest problem was the 
fear, which resulted in barely any 
volumes. Everybody wanted to sell, 
nobody wanted to buy.” 

When BT went to press on 
Monday, uncertainty was still at 
peak levels, what with government 
formation, and the drafting of a 
common economic programme 
still some days away. The markets 
may have not much of a down- 
side left, but to spark off a re- 
newed rally will call for some well- 
directed investor-friendly salvos 
aimed at Dalal Street from the 
government in waiting. 
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The inside story of how Jerry Rao transformed ап. | 
ГІТ services laggard into one of the most happening 
tech companies circa 2004. sy увмкатввна вай 000 


Т IS NOW 14 HOURS SINCE HIS Indian operations, current Chairman math instructor is juggling an ойу | 
day began 1,200 kilometres of India’s National Association of ѕатоза and fielding an analyst call - 
away in Mumbai, but 51-year- Software and Service Companies from New York in what is likely 002 
old Jaitirth ‘Jerry’ Rao, former — (NASSCOM), Chairman and CEO of to be the only pit-stop between | 

| high-profile Head of Citibank’s | MphasiS, poet, author, and occasional now and the end of the day, at least 





















MphasiS Faces Challenges Aplenty... ...But Has All The Right Responses 2 Cain / | 








@ 62 per cent of revenues comes from the banking, financial ~The Kshema acquisition and a growing SAP-implementation (the | 
- Services, and insurance (BFSI) segment. That makes its revenues company helps customers implement their enterprise software fro 













look uni-dimensional. - SAP and acquired the SAP practice of Onida Infotech in February 
. 2004) practice should help. PI 

| e Over the past two quarters, growth in its IT services business "а two-quarter and not a two-year trend. 

~ has lagged behind the industry average. ee | : 














Number of pitches has increased. More clients are being added ШЙ 

and existing clients, encouraged to spend more through value added $us Sur 
services. Oso MEM 
Senior people like Anant Koppar, Kshema' 5 CEO, have come on board. 

MphasiS BPO's US Head Bhaskar Menon to be relocated to India as 

head of BPO operations. | | зз 


e Largest client still contributes nearly 13 per cent to revenues and 
top 5 clients contribute 45 per cent. 














% Lacks managerial depth. Rao alone cannot run а $100-plus 
million company. 










@ 15 over-dependant on BPO. A full 33 per cent of revenues comes 
from this segment. A BPO backlash will impact it severely. 





This, an integrated BPO- services play, is its unique strength. 
developed service-plus-BPO offerings like a "Virtual Tax Room’, _ 
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MphasiS’ A-team: 
Chairman and CEO 


Jaitirth Jerry’ Rao 
(sitting) with Vice 
Chairman Jeroen Tas (L) 
and CFO Ravi Ramu 
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MphasiS And The Rest 


How software's newest star compares with the others 


Мрһаві5 Is Still A Minnow In Terms Of Revenues... 
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| Bi Infosys Wipro Mi Satyam НСІ Tech = MphasiS 
„And Is Ramping Up Its Bench Strength. m 
іе ЕВ | W 2002-03 
2| 8E «E 8 2003-04 


HCL Tech 


5 Net Profit Margins? - 





2002-03 
ВИ Infosys 8 Wipro Ml Satyam SE HCL Tech % MphasiS 


All figures except number of employees and net margins (per cent) in Rs crore, 

^ Except HCL Tech, all companies follow a April 1 to March 31-accounting period, HCL Tech does a July По June 30 one, 
Numbers for HCL Tach for 2003-04 are for nine months (latest). x 

{п the case of Wipro, income and earnings from Wipro's lighting and consumer care divisions have been excluded: The 
Company shows a dramatic surge in employee strength because of the acquisition of Spectramind in Sep. 2002. 


NOTE: For HCL Tech, numbers are excluding the US proceeds from the sale of its stake in HCL Perot 
г Systems to joint venture partner Perot Systems of US. The sale had added Rs 263.3 crore to the 
22 Net consolidated income of the company in the October-December 2003 quarter. But since this is 
_ а one-time accretion, it has been excluded for the sake of comparison. | 







2003-04 








KULDEEP BHARDWAJ 


















five hours away. 

Secretary Awanti Agarwala int- 
errupts the call to remind him that 
his senior management team, led by 
CFO Ravi Ramu, is close to finishing 
its presentation to a group of exe- 
cutives from an American com- 
pany shopping for some IT serv- 
ices. “You have to make the final 
remarks,” she reminds him. 

Rao finishes the call and turns 
to the window of his seventh floor 
office. It is half past six in the 
evening and the Bangalore skyline 
and a restored Ulsoor Lake—one 
of the city’s largest fresh-water 
bodies—present a restful sight in 
the lambent light. 

The view seems to recharge 
Rao, but not before a moment of 
weariness crosses his usually 
cheerful visage. Then, he is out of 
the chair, striding with his usual 
energy and confidence, all five 
feet and three inches of him, a 
pocket dynamo, to the confer- 
ence room next door. — 

He's back 15 minutes later, 
grinning from ear to ear, and acc- 
ompanied by Ramu. The visitors 
seem happy and the deal could 
well be in the bag. He congratu- 
lates Ramu, a KPMG-veteran who 
worked on Infosys Technologies’ 
NASDAQ listing, on a job well done, 
instructs that the visitors are to be 
dined at the seven-star Leela Palace 
hotel on Bangalore's Airport Road 
before they catch a flight out at 


` 10.30 p.m. “I will join you guys 


there," he promises. It is going to 
be one long evening for Rao. 

The man wouldn't have it any 
other way: the length of his days is 
an indication of sorts of MphasiS’ 
progress, from just one among the“ 
countless Indian software compa- 
nies aspiring to greatness to the | 
next big thing in Indian software, 
"Look at its customer base, growth 
rates, and offerings," says Rahul 
Bhasin, Managing Partner, Baring 
Private Equity Partners (India), an 
investor in MphasiS. “It is a tier-I 


майын тт о. тии түтүү = 


company, and it has a manage- М d 
ment team with real multina- е ап ПС C 
tional experience." ' 


Four years ago, MphasiS was 
ranked 20 in Nasscow's listing 
of India's largest software services | T I$ INCONCEIVABLE THAT A MAN WITH AS DIVERSE INTERESTS AS RAO ENDS UP 


A famous uncle believes Jerry Rao is the smartest in the family. 


companies; today it is ranked an academic. Still, that's what the young Jaitirth tried his hand at six years 
eighth on the list. after graduating from the Indian Institute of Management, Ahmedabad 
There’s more: the company in 1973. Citibank hired him from the им-А campus and sent him as a trainee 
has just completed the acquisition to Beirut, Lebanon. However, fascinated by academia (his brother is a pro- 
fessor in the US), he took a leave of absence in 1980 
and enrolled for a doctoral programme at the University 
of Cincinnati. But, stifled by the hidebound rules of ac- 
ademia, Rao quit two years later to return to Citibank. 
Over the following 25 years, Jerry (a name given to him 
by his batchmates at им-А) held several senior positions 
in the bank, including a famous stint as head of its 
Indian operations. Then, at a time when he was 
counted among the top 50 managers in the company, 
he quit and started his journey as an entrepreneur. 
He may well have been inspired by an uncle of his 
who made a similar mid-life switch from salaryman to 
entrepreneur with spectacular results, N.R. Narayana 
Murthy, the Chairman and Chief Mentor of Infosys. “We 
neither advertise nor hide the fact (that we are related),” 
says Rao. “He has always been an inspiration for me; 
we meet socially and chat about the economy and 
family matters; rarely about business.” The more famous 
uncle is more forthcoming. “Јанић is a convincing exa- 
тріе of intelligence, smartness, dedication, and lead- 
ership,” says Murthy. “He is also a rare example of suc- 
cess both in the highest echelons of the corporate 
world (Citigroup) and in entrepreneurship. As an indi- 
. vidual, he is fun to be with. | keep laughing most of the 
time we are together. He is a man of highest integrity 
and humility. He is extraordinary in his breadth and 





< 

= depth of knowledge. He can quote Kalidasa as easily as 

z he does Shakespeare. He is as comfortable with the ru- 

z ral poor as he is with the most sophisticated urban rich. 

* | have known him since he was a child of two years. 
N.R. Narayana Murthy, Chairman and Right from the beginning, | knew we had a winner in our 
Chief Mentor, Infosys: Proud uncle family. | would say he is the brightest in the Nagavara clan.” 

Rao's first book of poems Gemini // is already out and a second one is 
of Kshema Technologies, an emb- in the offing. He is also writing a murder mystery. The man is also a con- 
edded software player to build noisseur of art and has an eye for paintings which have traditional Indian 
up its non-banking, financial motifs (there's a painting of Vishnu’s 10 avatars, Dashavatara, that is promi- 
services, and insurance (BFSI in nently displayed in his Bangalore office). His wife Neelambari runs a non- 
techie jargon) business, and it is governmental organisation, Sujaya Foundation. Twice a year, during 
pushing what it considers a геу- school breaks, Rao teaches math to kids from impoverished backgrounds 
olutionary software services plus with whom the foundation works. He has three children: two sons, 
business process outsourcing Vijayendra, 23, currently a paralegal in the US waiting to enter law 
(BPO) offering that makes it, if school, and Raghavendra, 13, a high-school student, and one daughter, 
its claims are to be believed, Sanjeevini, 19, a graduate student at the University of Chicago. 


India’s only truly integrated 
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software firm. In a field domi- 
nated by biggies such as Tata 
Consultancy Services, Infosys 
Technologies, and Wipro, that is 
some claim. 


A Brief History Of 

Possible Greatness 

It's hard to say exactly, but MphasiS 
may well have been born in Rao's 
mind when he was Chairman of 
Transaction Technologies Inc, the tr 
arm of Citibank. 

This was the late 1990s, the 
bank was handing out multi-mil- 
lion dollar contracts to software 
companies, including Indian ones 
such as i-flex and Polaris, and the 
man spotted an opportunity to do 
his own thing. *In 1998, there was 
something in the air," says Rao, 
who admits that his entrepreneur- 
ial career may have had something 
to do with his base in California. 
"Money was easily available and 
every second guy was starting a 
company." And so, after an exit 
interview that lasted over two 
hours, Rao and a colleague from 
Citi, Jeroen Tas, set out to “focus 
on internet solutions in the banking 
and financial services space and do 
some body shopping from India". 

Eighteen months later, coinci- 
dentally around the time the great 
dotcom bubble burst, the duo had 
reached a dead end: MphasiS had 
become a $6-million company, but 
it did not seem to have what it took 
to bag big projects. "Scale was an is- 
sue and MphasiS wasn't a known 
entity," says Rao. 

Meanwhile, back home in India, 
BFL, a company originally promoted 
by Kolkata's Bangur family, had 
run into all sorts of trouble for rea- 
sons as varied as speculative interest 
in the scrip to lack of leadership to 
inefficient project management 
processes. In 2000, on revenues of 
Rs 121 crore, the company returned 
profits of a mere Rs 44 lakh, a net 
profit margin of around 0.36 per 
cent, something that is a nadir of 
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A Global Accent sis | 


MphasiS тау be small, but it is as global as it gets. 


NE WOULD HAVE EXPECTED INFOSYS TECHNOLOGIES, 
(О or TCS to be the first Indian company to 

make ап мал play in China. Instead, it was 
MphasiS that in February 2003, announced the acquisi- 
tion of the Shanghai-based Navion Software Development 
Company for $2 million. The amount involved was 
small, and Navion was then a 50-employee com- 
pany, and Rao himself admits that it was more of a 
strategic move than something that would pay im- 
mediate dividends. "Our Japanese clients wanted us 
to be located there because it is in the same time zone 
and there is cultural proximity," says Rao. "However, 
in the long run China itself will become an attractive 
market for us and we already have our feet on the 
ground." Not to be outdone, the company's BPO arm 
MsourcE has put down a 22,500 sq ft, 125-seat 
Spanish language вро at Tijuana, Mexico. Then, there 
are MphasiS' marketing offices in New York, Memphis, 
Houston, Boston, London, Singapore, Tokyo, and 
Amsterdam, and a small software development centre 
in Memphis, but these are par for the course for most 
Indian software services biggies. The Chinese and 
Mexican plays are not. 





Shanghai's Pudong Software Park: Home to Мрһаві5” 
development centre in China 


sorts in the highly profitable soft- 
ware services business. 

ING Barings, the single largest 
shareholder in the company (it held 
52 per cent of the equity), facili- 
tated a merger of the company with 
MphasiS (Barings had a 25 per cent 
stake in MphasiS too). And so, in 
. February 2000, Rao found himself 
Chairman and СЕО of MphasiS 
BFL. The turnaround was almost 
immediate. 

Even as Rao, Tas and another 
former Citibanker, Bhaskar Menon, 
now Head of MphasiS’ BPO opera- 
tions in the US and soon to head 
MsourcE, the company’s BPO arm in 
India, were celebrating the revival of 
the merged entity (revenues had 
increased from Rs 121 crore in 
1999-2000 to Rs 273 crore in 
2000-01 and net profits from 
Rs 44 lakh to Rs 13.6 crore), the 
tech winter struck. 


Rao and his team decided to 
hunker down and focus on efficie- 
ncy. Revenues grew a mere 14 per 
cent in 2001-02, but net profit more 
than doubled to Rs 41 crore. The 
markets, however, were unmoved; 


the company. Chrys had also picked 
up an additional 7.4 per cent stake 
in the company from the open mar- 
ket for between Rs 26 and Rs 100 
per share. Today, the firm holds 
13-14 per cent and the scrip trades 


Four years ago, MphasiS was ranked 20 іп 
Nasscom's listing of India's largest software 
services companies; today it is ranked eighth 


the stock, which now trades at Rs 
489 after a 1:1 bonus, reached a 
low of Rs 26. Rumours flew about 
the company looking for a buyer. 
Meanwhile, Rao and СЕО Ramu—he 
came on board in June 2001—were 
shopping for investors. 

Finally, in July 2001, Chrys 
Capital’s Ashish Dhawan invested 
$10 million for a 7 per cent stake in 


at Rs 490 after a 1:1 bonus. “What 


attracted us to MphasiS was their 


differentiation," says Dhawan, 
Senior Managing Partner, Chrys 
Capital. *They were extremely foc- 
ussed on financial services instead of 
being everything to everybody and 
they had a small вро offering. 
Remember, this was at a time when 
the Infosys’ and the Wipros were 
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The momentum may be with it, but MphasiS has to work harder still to break into the honours list. 


investors—MphasiS' stock has zoomed to Rs 489 from Rs 273 over 

the past one year—are certain Мрһаві5 is set to play in India’s software 
major league, there is reason for it: the company's management. After all, 
a Clutch of its equals (in terms of size), from Hexaware Technologies to 
Hughes Software Systems, have managed to grow both revenues and еат- 
ings faster in 2003-04. “Though its вро arm MsourcE is doing extremely 
well, its software services business grew by only 17 per cent," says 
Ganesh Duwvuri, an ir analyst at Mumbai brokerage Motilal Oswal 
Securities. That, he explains, is well below the average growth rate of its 
peer group. In 2003-04, almost a third of the company's revenues 
came from the вро arm. That, say analysts, is bad from the valuation point 
of view. "Because value addition is low in this business, the valuation is 
lower," says Sandeep Shenoy, Head (Research), Pioneer Intermediaries. The 
acquisition of Kshema will no doubt help the cause of valuation—Duwvuri 
expects it to enhance MphasiS' margins—but certainly not enough to jus- 
tify the growing opinion that this is Indian software's next big thing. 
That comes from three factors: the halo that surrounds Rao, the company's 
gumption in setting the trend in terms of facilities in China and Mexico, and 
its ability to make an integrated &Po-plus-software-services play, something 
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that companies as varied as Infosys and iBM are also trying to do. 


not talking BPO.” The company had 
the money it needed to grow, and 
grow it did. 


Is MphasiS Really Different? 
There is no denying the fact that 
MphasiS’ numbers look good: a 
net profit of Rs 98.5 crore on reven- 
ues of Rs 580.5 crore, and a guid- 
ance of 35-40 per cent growth in 
2004-05. Pooja Narayanan, an ana- 
lyst at Mumbai-based B&K Secu- 
rities, believes the company will 
register revenues of Rs 780 crore 
and profits of Rs 135 crore in 2004- 
05, which should see it meeting its 


guidance. However, what worries . 


some analysts is that around a third 
(Rs 186 crore) of the company’s 
revenues in 2002-04 came from 
MsourcE, its BPO arm. 

Back in 1999, Rao had turned 
his nose up at the suggestion that his 
company venture into the then 
emerging BPO business—“Here we 
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were, doing high-end Java pro- 
gramming, and somebody was sug- 
gesting we set up call centers," 
laughs Rao—but eventually relented 
and invested in a 15-employee op- 
eration in Pune. Even then, the man 
was reluctant to invest in the com- 
pany (MsourcE was formed as a 
separate company, but on February 
26, the board passed a resolution 
recommending merger with the 
parent, a move that some analysts 
say was prompted by a desire to 
dress the numbers up some). 

It was only when growth in the 
IT services business proved elusive 
that Rao started focussing on 
MsourcE. In 2003-04, the ІТ serv- 
ices business of MphasiS grew by a 
mere 16 per cent, while the ВРО 
one did by around 100 per cent 
(almost 70 per cent of the com- 
pany's 7,000 employees are on the 
rolls of the BPO). 

The irony isn't lost on Rao. 


18 Growth in net sales ІШ Growth in profit after tax 
Figures are percentages 


"Three years ago, we were reluc- 
tant to even tell people that we had 
a call centre,” he says. “Now, our in- 
tegrated play of offering end-to-end 
offerings is our uniqueness." One 
example of this integrated play is 
Virtual Tax Room, a branded вро 
offering that combines a traditional 
back-office function with project- 


management of a level one normally . 


encounters in high-end IT services 
outsourcing. “Unlike Infosys and 
Wipro, MphasiS has integrated its rr 
and rr-enabled services businesses 
to offer unique services," explains 
Barings' Bhasin. 

Rao seems convinced that this is 
the company's key differentiator, 
but analysts do not share the senti- 
ment. Both Infosys and Wipro have 
strong BPO plays through Progeon 
and Wipro Spectramind. 

“MphasiS is branding a BPO 
offering and that is a positive," says 
Ravindra Datar, Principal Analyst, 
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VENE ЯК! 


Gartner India, a technology con- 
sulting firm, “but other companies 
may be able to offer similar offer- 
ings.” He adds that the company 
stands to gain in an “era of ven- 
dor consolidation”, but stresses 
that this is something that would 
also benefit “the likes of Infosys 
and Wipro". .— 

Then, there are concerns 
about the emphasis on the ВЕЅІ 
market (62 per cent of its rev- 
enues come from this segment) 
and the seeming lack of man- 
agement depth. Rao claims the 
company is aware of these con- 
cerns (see MphasiS Faces 
Challenges Aplenty...) and points 
to the presence of Tas, Menon, 
Ramu, and Anant Koppar, the 
CEO of Kshema who has been 
named President, Мрһаві5 
Technologies, the company’s em- 
bedded software division, as 
proof that MphasiS doesn’t dep- 
end on him, and on his Rolodex 
for growth. | 

Rao is right: MphasiS’ senior 
management team has pretty 


doing without really saying so 
in as many words. 

Back in Citi’s early days in 
India, when its young team 
would work Saturdays, most 
executives would come dressed 
casually, in jeans and T-shirts. 
Rao would turn up for work in a 
neat dhoti and half-sleeved shirt. 
Indeed, after Infosys’ N.R. 
Narayana Murthy and Nandan 
Nilekani, Wipro’s Azim Premji 
and Vivek Paul, and HCL 
Technologies’ Shiv Nadar, Rao 
may well be the most recognised 
software executive within the 
country and without, and not 
just because he heads NASSCOM. 

All these, of course, do not 
immediately translate into soft- 
ware greatness and Rao recog- 
nises this. Still, he believes 
MphasiS has what it takes and a 
unique selling proposition be- 
sides, that can help it succeed. 
"Not many people believed we 
could make it to the top 10,” 
Rao reminds this writer on his 
way out. That's right, not may 


Rao is hoping for an encore as the company 
tries to break into the top 5, a honours list 
where it will rub shoulders with TCS, Wipro, 
Infosys, and HCL Technologies 


impressive credentials. However, 
it is Rao's own standing as a 


professional-manager-turned-en-- 


trepreneur and his individual- 
ism that gives the company 
much of its character. 

The man, you see, isn't the 
typical buttoned-down banker. 
Instead, he is arguably the most 
versatile and colourful of Indian 
software CEOs, peppering his con- 
versation with literary metaphors, 
laughing easily, and generally 
managing to convey the impres- 
sion that he knows what he is 
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people did. After all, analysts rated 
companies such as Polaris, 
Hughes, Mastek, even Aztec much 
higher than MphasiS just a few 
years ago. Today, the company 
has clearly managed to set itself 
apart, if not in terms of reven- 
ues, then in terms of positioning. 
“We did it,"says Rao. Now, 
he's hoping for an encore as the 
company tries to break into the 
top 5, a honours list where it 
will rub shoulders with TCs, 
Wipro, Infosys, Satyam, and HCL 
Technologies. 


Kshema’ 


i Мый. 
s Anant Koppar: 
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A strategic need to protect 
existing markets, rather 
than the hope of 

reaping any significant 
advertising or readership 
benefits, is leading to a 
flurry of new newspaper 
launches in Mumbai. 

BY SHAILESH DOBHAL 


UDDENLY, THE Rs 775-CRORE 
Mumbai newspaper market 
is abuzz with new launches. 
The Rs 93-crore Mid-Day 
Multimedia recently launched a 


morning newspaper The Morning 
Quick. The Chennai-based Hindu 
group also launched the Mumbai 
edition of its 10-year-old business 
daily, Tbe Hindu Business Line (BL), 
late last month. Plus, there is talk of 
the Times Group launching a sec- 
ond general newspaper in Mumbai 
apart from The Times of India (ron, 
reportedly to be called Bombay 
Mirror. The Bhopal-based Rs 447- 
crore Dainik Bhaskar Group has 
already evinced interest in launching 
its Gujarati daily, Divya Bhaskar, 
in Mumbai. And then there is the 
impending (and long awaited) entry 
of Hindustan Times (НТ) in Mumbai, 
some time early next year. 

So what's really happening? Why 
has the country's financial capital 
suddenly become a hot destination 
for the print media? One reason 


could be that for as long as one can 
remember, Mumbai has dominated 
the country's advertising market. 
Of the Rs 4,998-crore national print 
ads market, Mumbai accounts for a 
sizeable 16 per cent. “The mistake 
that everyone is making is reading 
too much into these launches and 
looking at them as signs of oppor- 
tunity in either the readership or 
the advertising market in Mumbai," 
says Tariq Ansari, Managing 
Director of Mid-Day Multimedia, 
about the rush to enter Mumbai. 
“What really counts is not the op- 
portunity, but the strategic need 
(of their businesses) to be here." 
Ansari may well have hit the 
nail on the head. *We're not look- 
ing to achieve anything spectacular 
(in terms of circulation) in Mumbai. 
As a business paper that has 





ar А 
Mumbai bound: Shobhana Bhartia (L), VC of Hindustan Times апа N. Ram, Editor-in-Chief of The Hindu BL 
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achieved critical numbers (around 
50,000) in circulation, we need 
to be in Mumbai as it is India's 
business capital," says a candid N. 
Murali, Joint Managing Director, 
Kasturi & Sons, the publisher of 
The Hindu Group. “And reporting 
from Mumbai will give us not just 
good visibility, but additional rev- 
enues in southern markets where 
we are already strong.” 

So the now 13 edition-strong 


A tabloid, The 
Morning Quick is 
priced at Re 1 

and has 24 pages, 
with snappy 
sections on world 
news, business, 
and sports et al 


BL (with a combined readership of 
130,000, according to the National 
Readership Survey, 2003) is not 
looking to challenge the predomi- 
nance of the Times Group's The 
Economic Times (with a reader- 
ship of 213,000 in Mumbai; NRS, 
2003), but rather hoping to carve a 
niche for itself by taking away mar- 
ketshare from other financial dailies 
such as Business Standard (with a 
Mumbai following of 20,000) and 
The Financial Express (a reader- 
ship of 22,000 in Mumbai). The 
Dainik Bhaskar Group, with its 
focus on cornering the Gujarat 


market and the Gujarati diaspora 
through its international New 
York-edition of Divya Bhaskar, is 
not immune to the lure of 
Mumbai, with its large Gujarati 
population. 

So does that mean there is no 
room for any new entrant to chal- 
lenge the status quo in Mumbai’s 
newspaper market? “A good al- 
ternative (something HT is expected 
to provide) will be acceptable to 
Mumbaikars," insists a senior HT 
manager. And most media buyers 
will tell you (well, strictly off the 
record) that any fragmentation in 
the Mumbai print market will be a 
welcome development as it would 
give advertisers what they have al- 
ways sought—a choice. 

Even Mid-Day’s Ansari, who 
rationalises most of the recent news- 
paper launches as strategic needs to 
protect existing brands and mar- 
kets, sings a different tune alto- 
gether when it comes to his com- 
pany's Quick. “Our research 
showed a readership gap in the 
market among women and lan- 
guage crossovers. And we saw an 
opportunity for a simple and 
straightforward newspaper here.” 
Quick is a morning newspaper in 
tabloid form. Priced at Re 1, it has 
24 pages, with snappy sections like 
Quick Biz, Quick World, and 
Quick Sport. 

That’s not all. The group is offe- 
ring free bundled advertising in 
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Samir Jain 
VC/Bennett, Coleman & Co. Ltd 


Т01 and ET continue 

to be leaders among the 
general and business 
dailies in Mumbai 





Tariq Ansari 
MD/Mid-Day Multimedia 





The group hopes to tap 
women and language 
readers with the launch 
of its The Morning Quick 


JUNE 6 2004 BUSINESS TODAY 65 


bt media | 





For Business Line, Mumbai | 


was the next logical stop 


-given its status of being 


India’s financial capital 


N. Murali 
Joint MD/Kasturi & Sons 
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Figures are share of ad spend in per cent 
[ern Group M approx (Ad spends as per TAM АЧЕХ figures, discounted 


Group M) 


CPT"(B&W) 
DELHI MUMBAI 


Hindustan Times 


*nj: № Present 
*Cost Per Thousand (СРТ) readers in Rs for a 100 column-centimetre ad; readership 
based on IRS 
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Bt Growth in 2003 over 2002 in per cent 
Figures are print ad spends in Rs crore 
Source: 29 M approx (Ad spends as рег ТАМ AdEx figures, discounted 
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Quick to its existing Mid-Day | 


advertisers. “I am not saying 
what we'll do in the future. 
For the moment, we're giving 
more bang for the (Mid-Day) 
advertisers’ buck,” adds Ansari. 
And even as HT looks at dip- 
ping into its huge war chest it 
has built up by selling a 20 
per cent stake in Hindustan 
Times Media to Henderson 
Global Investors.last year (for 
Rs 120 crore by some esti- 
mates) for taking оп the тог5 
might, its Mumbai launch is 
essentially a strategy to deflect 
the latter's onslaught on its 
flagship Delhi edition (HT has 
already lost the leadership 
mantle to TOI if NRs, 2003 is 
anything to go by) and hit the 
competition where it hurts 
most (See Mumbai Newspaper 
Market: High Stakes). “They 
have been using the profits 
from their Mumbai edition to 
fight us in Delhi. Now we'll 
bleed them in Mumbai by 
bringing down both advertising 
rates and the cover price,” 
warns the senior HT manager. 

Says Sandip Tarkas, Chief 
Executive Officer, Media 
Direction, RK Swamy BBDO's 
media agency, “It is in this con- 
text (the need to take on НТ? 
Mumbai gambit) that TOPs new 
newspaper needs to be looked 
at.” Even Quick is purely tac- 
tical in that sense, for at a 
strong No. 2 in the general 
newspaper market in Mumbai 
(with a readership of 776,000; 
NRS, 2003) the need for it to 
flank its flagship brand Mid- 
Day is critical, given HT's im- 
pending entry as well as the 
threat it faces by default from 
Tors Bombay Mirror. Accor- 


“Murali, - 
thinking of The Hindu going | 








ding to industry sources, the 
Bombay Mirror is looking to. 


‚ be both a flank to protect TOI 
- from HT as also а tabloid-con- 


densed version of ТОГ to take 
on Mid-Day, while offering an 
alternative to afternoon com- 
muters in Mumbai. This, even 
as Ansari puts on a brave face: 
*Not everything I do is geared 
towards TOI. They don't de- 
fine my life." The Times Group 
turned down BT's request for 
comments on Bombay Mirror, 


saying it was speculative ando 


an internal corporate issue, 
Does this mean that most 
strong newspapers across the 


_country, such as The Hindu 


and The Telegraph, will also 
start looking at a Mumbai foray 
sooner or later? “With the taps 
of foreign funding open now, 
this is the time a lot of people 
can get into the Mumbai mar- 
ket,” says Sandeep Viz, 
Managing Director, Optimum 
Media Solution. 

So even though Tor does- 
n’t pose any challenge in the 


-Kolkata market to The 
- Telegraph at the moment, and 
“doesn’t have an edition іп 
Chennai, no one has forgotten 
"how Tor took on HT in Delhi 


and displaced it as the market 
leader. For a lot of media 
watchers will tell you how, for 
much of the early 1990s, the 
thought with the country's пи- 
mero uno print group, The 
Times, was to ‘consolidate 
Mumbai and confuse Delhi'. 
Clarifies The Hindu’s 
“We're. not even 


there (Mumbai)." But in busi- 
ness, as in life, it's best to never 
say never, ' bt 
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М JANUARY 1999, WHEN VENUGOPAL 0 

Dhoot of consumer durables ma- ү 

jor Videocon International went on 

a reconnaissance trip to Shanghai, 
M. he was floored by what was on offer: 
The provincial government was willing to 
lend 100 per cent of the cost of Videocon’s proposed 
internet Tv plant-cum R&D centre; the land was being 
offered at a concessional rate; turnaround time for 
ships at the Shanghai port was much shorter, compared 
to 16 hours in India; power cost a bare 4 cents a unit, 
a third of India’s; highly skilled design engineers were 
available for as little as Rs 5 lakh a year, a tenth of what 
they cost in India; moreover, Videocon could also 
tap the booming Chinese market by paying a value 
added tax of just 7 per cent. Losing no time, Dhoot set 
up Videocon International in February 2001 to produce 
internet Tvs. Last year, it churned out 80,000 internet 
Tvs. This year it will produce a quarter more. Says 
Dhoot, Managing Director of Videocon International: 
“The China proposition is simply irresistible.” 

India Inc. couldn’t agree more. Since the late 90s, 
when Indian companies sat up and took serious note of 
the Middle Kingdom, fear of China has gradually been 
replaced by a sense of opportunity. Now that the expec- 
ted decimation of Indian manufacturing by aggressive, 


low-cost Chinese manufacturers has not happened, 


Indian companies have suddenly realised that it makes 
a lot of sense to set up manufacturing units in China to 
take advantage of the country’s low costs and superior 
infrastructure to tap not just the local market, but big 
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Far from fearing China, a clutch of Indian companies has set up shop 
гіп the country to take advantage of its superior infrastructure, cheap 
labour, and investor-friendly bureaucracy. ву ASHISH GUPTA 










4 neighbouring markets such as Korea and Japan. 

b According to industry chamber, cu, there 

-are some 70 Indian companies (including 
Ranbaxy, Orchid Chemicals, TCs, Infosys, 
Sundram Fasteners, Essel Propack, and Aurobindo 
Pharma) in China with an investment of around $65 mil- 
lion. (The estimate is on the lower side; just the eight 
companies listed in accompanying graphic The China 
Brigade, have investments worth more than $80 million.) 
At the moment, the industries that have established a 
foothold in China are limited and include pharmaceu- 
ticals, automotive, electronics and electricals, packaging, 
and software. Needless to say, more industries (such as 
footwear and textiles) could soon make a beeline for 
China. Says Professor Manoj Pant, School of Interna- 
tional Studies, Jawaharlal Nehru University: “Cost com- 
petitiveness alone is going to drive companies to China.” 


China Calling B e 

The smarter companies figured that out long back. 
Take Ranbaxy, for example. It entered China way back 
in 1993 and set up Ranbaxy (Guangzhou, China) Ltd to 
manufacture a generic drug, Cifran. While the initial 
years proved difficult, Ranbaxy's patience and com- 
mitment have paid off. Last year, the joint venture, 
which started production in 1995, raked in $12 million 
(Rs 55.2 crore at last year's exchange rate), and will break 
even next year. It has a host of new products in the 
pipeline targeted at the growing cardio-vascular, gastro- 
intestinal and masculo-skeletal diseases. Says a Ranbaxy 
spokesperson, explaining why a local manufacturing 


TECHNOLOGY CO. LIMITED 
220028 | THE CHINA BRIGADE 
Investment: $2 million A variety of Indian industries 


is leveraging China. 
К ZHEJIANG LTD у 


PRODUCT: High Tensile Fasteners 
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ІМУЕ5ТМЕНТ: $5 million 
PRODUCT: Software j 
nvesTMeNT: $5 million 
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AUROBINDO TONGLING 
(DATONG) PHARMA CO LTD. 


PRODUCT: Bulk Drugs 
INVESTMENT: 


$23.49 million 
Joint Venture 










ESSEL PROPACK (SHANGHAI & 
GUANGZHOU) 


RANBAXY 
(GUANGZHOU CHINA) LTD 


Nvuvg тугу 


plant is critical: “China is a market where hospital sales account 
for over 90 per cent, and pricing is controlled by the government.” 

With Ranbaxy showing the way, a gaggle of Indian pharma 
companies has followed suit, including Dr Reddy’s Labs, which 
manufactures bulk formulations, tablets, and capsules in Jiangsu 
province, and Aurobindo Pharma, which has invested $23 mil- 
lion in a joint venture to make bulk drugs. The latest pharma en- 
trant is—and the biggest investor so far—Orchid Chemicals, a 
Chennai-based company that set up its North China 
Pharmaceutical Corporation in 2002 and is already exporting 35 
The first Sino-Indian JV, Ranbaxy (Guangzhou рег cent of total production of cephalosporins back to India. What 
China) Ltd. raked in $12 million in 2003 has helped pharma companies make up their mind is the fact that 
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| : ' . Chinese bulk drug manufacturers аге ace price warriors. 
i In the late 90s, for example, Chinese companies started 
| selling norfloxacin in India for half the domestic price. 
^ Dr Reddy's, one of the big norfloxacin manufacturers 
in the country, had to abandon the product line. Says 
a spokesperson for Dr Reddy’s Labs: “It’s impossible to 
compete with Chinese bulk drugs unless you manu- 
| facture in China.” 

| A similar, if somewhat different, factor played on 
| the mind of Sundram Fasteners’ Suresh Krishna when 
he approved a plan to set up a 6,000-tonne fasteners 
manufacturing plant in the Haiyan Economic Zone, 
100 km from Shanghai. Krishna found that he was los- 
ing his big American automotive customers in China 
| such as General Motors because local rivals were not 
just cheaper but could also supply just in time. Fasteners’ 
E new $5-million plant, then, gives Krishna an oppor- 
tunity to tap both the growing automotive market in 
5 China and customers that his company supplies to 
elsewhere. “The whole idea was to move in quickly and 
Ё take advantage of a growing domestic market and use 
| China as а base for exporting to other Asian countries,” 
| says Krishna. For the first two years of production, 
[im Fasteners has been given a 100 per cent tax holiday, 
B which will come down to between 70 and 40 per 
cent in the two years that follow. That apart, Fasteners, 
which got the land at concessional rates, will get a 
full refund of the value added tax in the first four 


months from application to commercial production. 
The communist government's remarkably industry- 
friendly approach has charmed India's ІТ sector, too. 


а па See 
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years. By the way, it took the company less than 18. 





The Chennai-based company has made the biggest 
investment of all Indian firms in China 


three years, it has been sourcing tyres from China and 
selling them in the Middle East, Africa, South America, 
and parts of South East Asia. “Ву sourcing from the “ас- 
tory of the world’, we are trying to not just cut costs, but 
also synthesise our technical expertise and global mar- 
keting skills to expand our tyre business in international 
markets," says Raghupati Singhania, Vice Chairman of 
JK Industries. Another company, Bajaj Electricals, is 
treading the same path. It has tied up with about a 
dozen manufacturers to source electrical appliances. Says 
Shekhar Bajaj, Chairman, Bajaj Electricals: *China's 
cheaper costs mean that we sell more appliances at com- 
petitive prices in India.” Interestingly enough, appliances 
sourced from the bigger suppliers are co-branded, but 
those from the smaller ones carry only the Bajaj name. 

Despite China’s compelling proposition, there are 
some issues. China’s legal system is rather complex and 
each province has its own set of laws in addition to the 








| Tata Consultancy Services has a 160-member outfit in central government's. To make matters worse, most 
E Guangzhou. Infosys has offices provinces have not codified their 
КЕ in Beijing and Shanghai with laws. So, there's a lot of grey 
bs 150-odd people, and Polaris has M ЕНИ МАКЕ SENSE area that Indian companies must 
| g plans of setting up a subsidiary. ОИ РОНА ОН т ты deal with. TCS, for one, has tried. 
% Says Girija Pande, Regional Dir- Ф Land is provided at concessional to deal with that problem by cre- 
ector (Asia-Pacific), TCs, which rates to attract investment ating its own compliance manual. 
plans to use China as а base [ог @ Loans are given for 100 per cent Then, not all manufacturers are 
Japan, South Korea and Taiwan: of the cost of plant construction equally cost efficient or good 
“It is the single-minded devo- @ Power costs are almost one-third with quality. JK Industries had 
tion of the administrative machi- India’s to help its Chinese suppliers 
nery and the political system in © Tax holiday is offered for the first — upgrade their quality before 
China to develop the informa- two years of production starting supplies. Just the same, 





tion technology sector without 
any barriers that prompted us 


@ Labour is skilled, disciplined, and 
much cheaper than that in India 


if the new China story unfolds 
the way it is expected to, then 





to set up a wholly-owned sub- 


CR AT Ean a ra a аЬ 


the number of Indian compa- 


sidiary in the country.” € Well-developed roads and ports _ nies getting themselves an add- 
Companies that have no lower effective cost of transportation 


ress in the Middle Kingdom 





| immediate plans of setting upa Ф There's a huge domestic market to will only soar. 

| manufacturing base in China are Тар (by paying 7 per cent УАТ) ADDITIONAL REPORTING BY 

8 settling for sourcing. JK Indus- Фф Strategic location makes exporting ADITYA WALI, SWATI PRASAD, AND 
tries is one such. For the last to nearby markets easier NITYA VARADARAJAN 
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Can your Enterprise Solution 





While investing in an Enterprise Solution, consider 
whether open architecture is better than 
proprietary systems. The fact is, you will have to 
mix and match technologies as your business 
grows and evolves. What matters then, is the 
ability to merge these technologies into your 
existing systems without any hiccups. 


With Ramco Systems, you visualize the Enterprise 
Solution that translates your strategic objectives 
into action. You actually see how your solution 
works even before we begin to implement it. And 
keep refining it till you are completely satisfied. 
Even after implementation, making modifications 
is a breeze. On any scale. Whether you need to 
respond to new business demands. Or to counter 
competition. 


Hard to believe? Ramco Systems has already 
implemented several such Enterprise Solutions for 
customers around the world. On its revolutionary 
software platform called VirtualWorks, Ramco 
Systems builds and assembles comprehensive 
solutions. To meet the unique needs of your 


seamlessly integrate new technologies? 


business. And adapts and modifies the solution as 
your business evolves. What's more, you are free 
to choose just about any technology available. 
Without worrying about getting tied down to it. 


We deliver all this in remarkably short time- 
frames. And make sure that you never have to 
worry about which technology to deploy. Or worry 
about one part of your business not being able to 
'talk' to another. 


To find out more call: 1600 44 2345 or 
e-mail: info@rsi.ramco.com 


YSTEMS 





Su 
RAMCOLI 


www.ramco.com 


FOUNTAINHEAD - 4828 - 04 


Running the next generation of business 


ФХАТ 





BY SWATI PRASAD 


IALL 5. К. BOOKER, 46, ISN'T IMPRESSED BY 
< the idea of posing with a golf club 
for a BT photograph. His “no” is 
father firm, and accompanied by а 
ts cH smirk. Perhaps the golf club brings 
xd back memories of the old boys’ club. And that's 
.. precisely the image the Group General Manager 
and Chief Executive Officer, India, of The 
Hongkong and Shanghai Banking Corporation 
(HSBC) has been trying to shed since he took over the 
reins in November 2002. 
| Till not too long ago, the НВС culture was bu- 
2 reaucratic and clubby. Those at the top thrived in 
complacency, and playing golf was perhaps more of 
"а priority thanintroducing new products and serv- 
. ices. Booker has succeeded in consigning that un- 
| enviable legacy to the history books. Golf is out 
(despite i it being Booker's favourite game; the cus- 
^tomerisin. . 
At the core of Booker's new HSBC is the re- 
vamped work ethic. Employees, i in his own words, 
“are sitting at the edge of their seats. And I must say 
they have done remarkably well in adapting them- 
selves.” Promotions and increments today are based 
on performance (rather than age and experience), 
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| With Niall Booker at the helm, . a гезип! HSBC 
is going hell for leather after growth. With ог 
without the acquisition of UTI Bank. 




















and employees are encouraged to be market-driven, 

Booker's restructuring exercise has already begun 
to get reflected in the performance of the bank (see 
The Pay-back). Тһе 2003-04 results will be out 
some time next month, but Booker reveals that key 
indicators like assets per employee, net income and 
operating profit have increased in the region of 30 


per cent. Despite being a late entrant in the home 


loans and asset management businesses, both are 
booming today. The only grey blotch i in an other- 
wise bright picture is HsBc’s deal with the 
Commonwealth Development Corporation, now 
known as Actis, to acquire a 20 per cent t stake i in 
UTI Bank for Rs 418 crore, 


Customer Is King | 
Soon after taking charge, Booker dived Акы оп into 
the heart of HsBC's woes: He shuffled the top deck. 

Non-performers have been offered retirement pack- 
ages, and new faces, some with non-banking back- 
grounds—like Sangita Pendurkar from Hindustan 
Lever—have been brought in. Performers have been 
promoted to take charge of key. departments. Result? 
“The culture at HsBC has become more sales-ori- 
ented, market- and performance-driven," says Booker. 





Adds Rajnish Bahl, Head of Personal Banking, 
Western India. “We are aligning all our products 
and services to what the customer wants.” A strong 
customer relations team follows up leads pertaining to 
products like wealth management, home loans, credit 
cards and commercial banking. In fact, even the 
teller at a branch is supposed to get customers for 
these products. Last year, HSBC’s home loans business 
grew by 100 per cent. And the branches’ contribution 
to that, according to Bahl, is as high as 25-30 per cent. 

Unlike before, HSBC now has some women at the 
top and Booker is extremely happy with their per- 
formance. Pendurkar, who heads marketing, is one 
of them. For instance, her “Smart Home Loan” 
campaign is one of the reasons why HSBC's home 
loans business doubled last year. Then there’s expe- 
rienced deal maker Naina Lal Kidwai, who joined 
HSBC in August 2002 and was instrumental in work- 


How Booker's 
Reshaping 


Downsizing via VRS, 
redeploying staff and 
hiring new sales executives 


Changing the remunera- 
tion structure to a cost-to- 
company approach 


Bringing in new heads 
for key departments such 
as marketing 


Focusing on retail 
banking, home loans, and 
asset management 


Shutting down unprof- 
itable businesses like 
automobile loans 


Exploring inorganic 
growth such as the 
acquisition of UTI Bank 


INV/AASOO HSAWN 


ing out the UTI deal. *These women have brought a 
different management style into HSBC,” feels Booker. 

Since March, HsBC's corporate banking division has 
been split into two: Corporate and investment banking 
and markets (CIBM); and commercial banking, which is 
building businesses with small and medium term 
enterprises (SME and MMES). 

“That latter is a new and important focus area for 
us," says Subir Mehra, Head of Commercial Bank- 
ing. The CIBM business consists of large global and 
Indian corporates and HsBC’s focus for the SME and 
MME business would be to look for distributors and 
suppliers to these large firms. “We will leverage 
the CIBM relationship to grow this business and ful- 
fill the borrowing needs of these small companies," 
adds Mehra. The SME and MME business is more 
widespread and offers a higher return. 

Asset management has been a success. Launched in 
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SS “ AE -N 
P.J. Nayak, CMD, UTI Ban 


December 2002, HSBC today has total assets under 
management in excess of Rs 5,400 crore, making it the 
tenth largest AMC in the country. Despite such rapid 
growth, HSBC continues to be a smaller player in most of 
its businesses when compared with the likes of HDFC 
Bank, ICICI Bank, Citibank and Stanchart. In the long 


жала RAG ара са ТӨТЕН is 077 


HSBC has plenty to gain if it acquires 
UTI Bank, as it can strengthen 

its presence in such areas as 

credit cards and payment systems 


(Department of Industrial Policy and Promotion) says 
that foreign banks will be permitted to either have 
branches or subsidiaries. Not both. According to 
sources in the banking sector, the regulator will 
have to weave its decision on HSBC with the new pol- 
icy on foreign banks’ acquisitions in India. As per the 


term, Booker would like to have a 
10 per cent share in the markets in 
which HSBC operates. And he plans 
to achieve that through organic 
growth alone, without UTI Bank, 
which is only “a financial invest- 
ment,” according to Booker. 

If that sounds tough to be- 
lieve, it’s because HsBC has plenty 
to gain if it acquires UTI Bank, as 
it can strengthen its presence in 
such areas as credit cards and 
payment systems. In December 
last, when the HsBC CEO-desig- 
nate Michael Smith, on his visit 
to India, announced that HSBC 
would buy a 20 per cent stake in 
UTI Bank from CDC, it was 
touted as the smartest move the 
lagging foreign bank had made 
in India. After all, UTI Bank has 
a branch network in excess of 
215 branches, and its post-tax 
profits have grown by 50 per 


THE PAY-OFF 


Results are already showing 
up on the balance sheet. 


ш Assets per employee have 
increased by 30 
per cent 





m Net income has increased 
by 30 per cent 





ш Operating profit is up 
by 31 per cent 





Bi Cost-to-income ratio is 
down from 47 per cent to 
43 per cent 


ш Retail assets as a 
proportion of total assets are 
down from 29 per cent to 
35 per cent 


press note, a 74 per cent foreign 
holding (FDI plus ЕП) in Indian 
private banks will be allowed (al- 
though creeping acquisition may 
not be permitted). According to 
an RBI official, the regulator had 
sent a draft on norms for sub- 
sidiaries of foreign banks around 
two months back. *It was more 
of a discussion note. And we 
have not heard of any action be- 
ing taken on it yet," adds the 
official. However, with a Left- 
supported new government at 
the helm, the prospects of FDI 
in the banking sector have 
dimmed considerably. Donald 
Peck, Managing Partner, South 
Asia, Actis, though, is still up- 
beat. *We are awaiting RBI's ap- 
proval, and we expect it will 
come through," he says. 
Booker, for his part, is not 
willing to speak much on UTI 


cent in the last four years. Much 
of that has come from healthy 
fee income. For HSBC, this was the easiest way of ex- 
panding in the Indian market. 

But five months on, the RBI is yet to give the 
deal its nod. The reason for the delay, according to 
analysts, stems from the fact that the regulator is still 
working on norms for FDI in the banking sector, as 
stipulated in the Union Budget 2003. According to 
Hemendra Hazari, Senior Vice President, ASK 
Raymond James, “The RBI has to put in place its pol- 
icy on FDI in banking. Before it does that, it may not 
find it easy to allow Н5ВС to buy a 20 per cent 
stake in UTI Bank.” 

A press note, dated March 5, 2004, issued by the 
Union Ministry of Commerce and Industry 
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Bank. “I have always maintained 
it’s of primary importance to 
have organic growth. Anything else is opportunistic. 
We have a strategy for organic growth in place.” 
Analysts, though, aren’t underestimating the possi- 
bility of foreign banks being allowed to acquire 
their Indian counterparts. After all, UTI Bank isn’t 
the only one that’s up for grabs. They point out that 
a number of banks like Bank of Punjab; Federal 
Bank, Global Trust Bank, IndusInd Bank, Karnataka 
Bank, Laxmi Vilas Bank and South India Bank are at- 
tractive targets for foreign banks like Citi, ABN- 
Amro, Stanchart and American Express. And perhaps 
also н5вс. For Booker, though, one thing is clear: 
HSBC means business, and it’s going to aggressively 
chase growth. With or without UTI Bank. 
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In sharp contrast to Its previous 
performance, the Indian School of 
Business has romped home this year 
with the highest rupee and dollar 

- salaries of all B-schools. 

| BY E. KUMAR SHARMA 

ОЗ ГА К. RASTOGI IS CRANING HIS NECK TO GET A BETTER 

P= through his small camera of the dais in a 
1,200-seat atrium at the Indian School of 
Business in Gachibowli, near Hyderabad. On the 
stage is Anil Ambani, flanked by Rajat Gupta, Senior 
Partner at McKinsey and the Chairman of (В, and 
Prof. Vijay Mahajan, the Dean of sb, all wearing 
the scholar's gown. But Rastogi, a Joint Secretary 
in the Ministry of Defence, isn't straining to catch a 
better glimpse of Ambani, Vice Chairman of Reliance 

- Industries and Member of isp’s executive board. 

Rather it's his son, Anurag, who is the cause of his ex- 
ertion. *He is graduating today," says the visibly 
proud mother, Anju Rastogi. 

That makes the Rastogis just one of the 219 fam- 
ilies that must be preening on their graduating ward. 
For, В, which offers a one-year MBA programme, 
has not just outdone its own performance in the job 
market over the past three years, but actually made it 
to the very top of the placements heap, snagging both 
the highest rupee salary and the dollar salary—eye-pop- 
ping at Rs 20.55 lakh and $151,768 per annum, re- 
spectively. This year's record placements at 158 must 
seem sweeter still for another reason. As India's only 
international B-school (it has affiliations with the 
Kellogg School of Management, Wharton School, 
and London Business School), 158 had built up tremen- 
dous expectations among students and recruiters. 
However, the two batches prior to the Class of 2004 
had failed to justify the hype that accompanied the 
launch of в in 2001. So, 2004 was the year when the 
school's critics would have started dismissing it as a 
high-priced, all-hype institution. “158 has become 
more mature now. I think it is becoming more rep- 
utable in terms of the quality of education as well as the 
quality of students,” says Andrew Siu Kai Poon, Isb's 
first international student in the maiden batch, and who 
now works for Citigroup in Hong Kong. 
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Recruiters seem to agree. Out of 219 students in the 
Class of 2004, 192 participated in the placement pro- 
gramme and received a total of 273 offers, which in- 
cluded 221 lateral offers. That means r : 
came to ISB were mostly looking for students who 
could start off as managers instead of as management 
trainees. Some of the companies making the highest of- 
fers included Novartis, Johnson & Johnson, Infosys, 
and Wipro, although the recruiters came from places 
as diverse as the US and Hong Kong. Among those 
who looked for lateral recruitment were Goldman 
Sachs, Coca-Cola, HLL, and HSBC. Et 

A large part of this year's success is due to the. 
school’s direct involvement in the placement process. 
“ISB is the only B-school in India to have a dedicated 
Career Advancement Services (CAS) office that han- 
dles student careers, placement services, and recruiter 
relationships,” says Ajit Rangnekar, the school’s deputy 
dean. Through its rolling placements process, the Cas 
office is involved, for instance, in “matching recruiter 
needs with student aspirations and helping students ap- 
ply for the right jobs”, says Rangnekar. | i 

But at the heart of the 58 proposition, however, is 
a management programme that’s quite different from 
those of the other B-schools. For starters, its one-year MBA 
is targeted at young managers, unlike freshers who 
make up the chunk of students at the ums. Also, the 158 
МВА lays greater emphasis on industry interaction and en- 
trepreneurship. Last year, as part o lum, itin- | 
troduced Experiential Learning P S (ЕІ), у 
allow students to work on company-spo : 
Explains Rangnekar: “Through the ELP, companies get 
a chance to experience what 158 students have to offer and 
gain new perspectives on issues relevant to their business.” 

Similarly, its Leadership Development Programme 
(Lop) has been re-structured based on feedback from re- 
cruiters and students. ‘The LpP course, which consists of 
10 classes and is compulsory, has psychometric testing 















































Number of 
international offers 


20 


Highest 
international package 


| US s 1,768 Rs 20,55,000 Rs 9,05, 000 Rs 5,43,245 iro ness 


Highest 
domestic package 


Average 
domestic package 


Average domestic salary 
(incoming) 


Companies 
making highest offers 


(up 46% from last year) Johnson & Johnson 


В.К. RAMESH 





and other analyses to help students better understand expensive and full of high expectations”. Happily for 


themselves, explore their management and leadership 
styles, and develop their team skills. The course now has 
electives that better reflect the current business envi- 
ronment. For instance, there’s an elective on managing 
markets, which teaches students about managing ac- 
tivities and processes at the market level. It deals with 
marketing systems, market plan implementation, mar- 
keting processes and organisation. In addition, there are 
modules on new areas such as ВРО$ and corporate 
governance, Says Atanu Sinha, Professor of marketing 
at ISB: “The key differentiator for the school is the spe- 
cific skills, tool kits, and the ability to develop expertise 
in its students to do well in lateral recruitments.” 

Talk to recruiters and the view, by and large, is that 
ISB is a good thing to have happened to industry. Says 
Т.У. Mohandas Pai, CFO, Infosys: “Going forward, the 
work-ex model that 1sB follows may be the thing in- 
dustry prefers.” In fact, that’s already happening. 
Satyam Computers, for example, made 10 offers at IsB, 
but none at the пм. Part of the reason, Satyam’s 
Director and Senior УР (and in charge of HR) A.S. 
Murty explains, is that IIM graduates tend to be *a bit 


recruiters, ISB, unlike IMs, has shown a phenomenal ap- 
petite for student intake. There were just 128 students 
in the first batch, but by the third batch the number had 
jumped to 219. The Class of 2005 has 281 students. 

Despite being young and enthusiastic, 158 has a 
couple of issues to deal with. One is the question of a 
long-term dean. The school is just three batches old, but 
it already has had three deans. Hopefully, that should 
change with 1M-B’s former Director M. Rammohan Rao 
taking over as Dean at IsB starting July 1. Then, there's 
the issue of fee. At Rs 13 lakh, кВ” is the most expensive 
MBA programme in the country. Contrast the fee with this 
year's average annual rupee salary of Rs 9 lakh, and it's 
obvious that the course's payback isn’t as quick as that of 
IMs. But on the brighter side, the average salary of the 
graduating class at Rs 9 lakh a year is close to double the 
average salary at the time of joining. For example, 26-year- 
old Anurag Rastogi, a B Tech from Пт Delhi and who had 
worked with Infosys for four years before coming to ISB, 
joined HsBC at twice his previous salary. That's one big 
reason why young managers like him will continue to see 
ISB as а springboard to corporate success. ІШ 


жуады аа, ТҮЛҮГҮ р ИЛ ТИЛҮҮ а па PETS 
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DEEPEN S 


The Year of Comeback 


Reflecting the rebound in corporate fortunes, the 2004 placements at the top 
B-schools witnessed a surge in recruiters, salaries and overseas offers. 


A BT-Coolavenues.com survey. 
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N IIM CAMPUSES, WHERE CRISIS 
(О) means running out of 

cigarette money, 2003 must 
seem apocalyptic. The six government- 
promoted institutions were hit with not 
one, but two crises. First, the examination pa- 
per of the Common Admission Test (CAT) got leaked 
in November, raising questions—even if momentar- 
ily—about what is considered one of the world’s 
most difficult admission processes. Then, the Union 
HRD Ministry, which had been pressing the IIMs to 
slash their course fee by some 30 per cent, stepped 
up pressure in January this year, turning the ПМ cam- 
puses into mini-battle grounds. 


Mm ve 
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Avg Indian — Highest Indian 


Students Recruiters Salary Salary 


(Rs, Lakh/Year) 


Institute 















































Note:The institute name order does not indicate any rank whatsoever. Salary details have been provided by third party and have not been verified with recruiters. Here “recruiters” referes to those 
companies that actually made an offer at the campus and not those companies that registered for the process 


to the campuses, and they came armed 
with lucrative job offers. Among the top 
15 schools that BT-Coolavenues.com 
considered, finance and banking made 
a strong comeback and accounted for more 
than a fifth of the jobs. Even consulting, mostly 
missing from the campuses past two years, returned. But 
IT continued to be the biggest recruiter, accounting for 
more than a quarter of all jobs. Among the industry’s 
top recruiters were Cognizant Technology Solutions, 
Infosys, Wipro, and HCL Technologies. 

НІВ visa restrictions notwithstanding, global com- 
panies continued to queue up at the top schools. One 
hundred and twenty three overseas offers were made by 
companies such as Merrill Lynch, Goldman Sachs, 
American Express 5РС (Strategic Planning Group), and 
Morgan Stanley, but 91 of those went to IM A, В, С, 
and the Hyderabad-based Indian School of Business (ISB) 
alone. In fact, these four companies recruited only 


Ес While the battle with the HRD ministry pitched 
E one heavyweight against another, it left placements un- 
E scathed (not that those are issues recruiters would lose 
E sleep over—at least for now). A booming economy and 
н robust business confidence brought a wave of recruiters 
P 
i THE SALARY STACK UP AT THE TOP B-SCHOOLS 


Offers 
Accepted 


Total Offers 
Made 


Offers per 
Student 
















Average $ Salary Highest $ Salary 


Not computed US$ 96,000 














Not computed US$ 78,500 | 
“US$ 70,000 105$ 120,000 136 
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US$ 90.000 05$ 151,768 142 
NA NA 
109$ 48,000 15518000 - 132 
US$ 65,000 228 
US$ 65,000 08$ 72,000 1.13 
US$ 30,310 0530310 ү} 
NA NA. І 
05642325 US$ 53,880 І 









US$ 67,500 US$ 70,000 





NITIE follows a system of one job per student. So the total number of offers and 


the total number of offers accepted by students will be the same. — Blank columns mean the particular detail was not been forthcoming from the concerned institute. N.A. = Not applicable 
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from Ahmedabad, although 
Bangalore notched the highest num- 
ber of overseas offers at 27. 

But in the B-school sweepstakes, 
who made the biggest haul in terms 
of salaries? A big surprise this year: 
it was 158, which runs a one-year 
MBA programme. The highest dom- 
estic salary was a whopping Rs 20.55 
lakh per annum and the highest 
dollar salary an Ivy League-matching 
$151,768 (or Rs 66.77 lakh). But 
among the IIMs, it was Calcutta and 
Lucknow that stood top of the heap, although Calcutta 
beat Lucknow by a huge margin when it came to the 
highest dollar salary: $120,000 versus $65,000. 
Traditionally, пм-А has got the biggest dollar offers, but 
what seems to have tilted the scales in favour of Calcutta 
is the surge in the number of recruiters from banking and 
financial services. Of the 332 offers made at им-С, 
106 were from the financial services sector, and the top- 
dollar salary came from a financial services company, 
too: Capital One, a Virginia-based NBFC that made the 
offer to Ritwik Ghosh, a double major in finance with 
minors in strategy and marketing. *My brief is to do a 
statistical analysis of the business portfolio to find ways 
of improving profitability," says Ghosh, who, inci- 
dentally, is also a mechanical engineer from Kolkata's 
Jadavpur University. Ghosh's $120,000 a year offer is 26 


FUNCTION-WISE PLACEMENTS AT THE TOP B-SCHOOLS 


Institutes Batch Size беп. Mgmt. Consulting Miktg/Sales Ops. Mgmt 
Advert 





IIM-C’s Ritwik Ghosh: The biggest 
dollar salary at IIMs came his way 


Information 
Systems 


STAY FERRI ECT SONDA UIS 
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per cent higher than the school’s 
best offer the previous year. 

One B-school that has been 
gaining in reputation is the Delhi- 
based FMS. This year, its average 
Indian salary at Rs 7.04 lakh per an- 
num was higher than that of all 
the IIMs, except A and С. Its highest 
Indian salary of Rs 13 lakh per an- 
num was more than what A and 
B managed (Rs 12 lakh). The B- 
school, for long favourite of the 
FMCG companies, also attracted big 
names from the IT sector, including Infosys 
Technologies and ІВМ Consulting, both of whom сате 
to the campus for the first time. Apparently, Infosys was 
so impressed with what it saw that it is said to have 
made more than 11 offers. In fact, this year, ІТ and ІТЕ5 
companies accounted for a quarter of all the offers 
made at FMS. The highest foreign salary of $65,000 per 
annum was made by Deutsche Bank, Singapore. 

Will Placements 2005 be better or at least as good? 
At the moment, chances are it will be better. The СОР 
is expected to grow 8.1 per cent, which means both 
manufacturing and services will clock healthy rates 
of growth. On B-school campuses, that should translate 
into better job offers. Crises or no crises. 
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For more details, log on to www.coolavenues.com 
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Note: The institute name order does not indicate any rank whatsoever. 
*ISB offers а one-year MBA programme 


**XLRI has placed a total of 123 students. 123 (PMIR=62, BM-61). The functionwise distribution is done for BM 
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. There's 
Dough in 
Downloads 


A nascent, but rapidly 
growing market for 

"mobile data content" 
promises to spawna / 
new, lucrative industry 
that could be worth V 
| over Rs 5,000 crore | 
-in another five years. | 


| 
BY PRIYA SRINIVASAN | 
| 

| 

| 

| 

| 






N INTERESTING DOCUMENT 
is currently doing the 
rounds among key play- 
ers in the mobile data 
content business. Film 
producer Ram Gopal Varma has 
floated a tender of sorts inviting 
bids for exclusive time-bound ring- 
tone, wallpaper, and image rights 
among other mobile phone con- 
tent for the next 10 films to be re- 
leased by him. The stated reserve 
price is reportedly Rs 20 lakh per 
film. The document in circula- 
tion—a draft contract with blanks 
to be filled in by prospective bid- 
ders—has created a buzz in the 
mobile content business circles. 


KAPIL 
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. Welcome to an all-new revenue stream. 
And it's not just for the movie business. 
ink mobile operators, portals, content 
velopers and aggregators, managed serv- 
ices providers, why even mobile phone 
ma turers. They have all taken their 
ns in a complex galaxy of activity. 
as come to be known as the ‘mobile 
ontent business’. “The phenomenon 
rapidly growing market) is less than six 
s old and is largely due to the fact that 
here are many more interested parties today | 
to promote this phenomenon. It’s an entire 
ecosystem,” says Kunal Ramteke, Head of 
Marketing at BPL Mobile. 

21 Pegged at about Rs 350 crore (in terms. 
f revenues through downloads), an esti- 
ed 8 million subscribers in фе GsM mar- 
ket have already warmed up to this medium, | 
if one were to adopt the conservative estimate 
of an average of 30 per cent (See Penetration 
Of Mobile Data Services) of the total cellular 
~ subscriber base having downloaded content on their 
mobiles. Ringtones alone currently fetch a revenue of 
2222: Rs 50 crore, which is expected to double by the end of 

22 this year, according to Vipul Pradhan, СЕО, PPL, which 
-.ds the company that administers all ringtone licensing 
for the music industry. Yahoo! India; a key player, has 
seen about a million ringtone downloads last year 
alone, according to the company's Associate Business 
Development Director, Samir Saraiya. 
» Mobile content ranges right from ringtones and 
games to wallpapers, screen savers, images, logos, 
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news and finance as well as communica- 
tion services like messenger, 'send a song or 
greeting card'—basically any content that is 
eventually being paid for by the subscriber. 
As for the market itself, it is estimated to be 
growing at a blazing 150 per cent per an- 
num. These, of course, are the GSM market 
numbers alone. Add the Reliance 
IndiaMobile numbers and an estimated 70 
per cent of RIM’s 7 million-odd user base is 
addicted to the operator's *R World’ service, 
claim Reliance officials. However, since 
RIM has not started charging for its con- 
tent services, putting a number to the size of 
the business is practically impossible. 

Meanwhile, the GsM brigade is hom- 
ing in on this growing revenue stream. 
Apart from the revenues through down- 
loads, there is money to be made through 
promotions, "We've provided wireless mar- 
keting solutions to a host of companies, 
some of the more recent ones being 
Kelloggs, Bacardi, Virgin Atlantic, and Coke. They 
have all realised that there are about 36-38 million mo- 
bile subscribers waiting to be reached," says Rajiv 
Hiranandani, УР (Sales & Marketing) at Mobile2 Win, 
the mobile marketing business of contesting site 
Contests2Win. Mobile2Win, which offers a com- 
plete mobile marketing package wherein the advertiser 
gets to reach out to all GSM operators at one shot, has 
seen a 300 per cent growth in mobile business revenues 
since July 2003, claims Hiranandani, though he isn't 
willing to share numbers. 

Indiatimes, one of the largest aggregation service 
providers, closed the last fiscal with $2.4 million in rev- 
enues from the mobile content business. The previous 
fiscal the business fetched a bare $1 million. Delhi- 
based ActiveMedia Technologies, an aggregation serv- 
ice provider that has bagged major clients in the media 
business like Sony TV, MTV, Indian Express, CNBC, 
Discovery, and Ten Sports and provides them with an 
interface to all the mobile operators, is seeing a topline 
growth of 100 per cent year on year, according to Raj 
Singh, the company's Business Director. 

While advertisers are targeting the widest possible 
subscriber base, which effectively means content cre- 
ation for the entire range of phones, the segment that 
really promises to take off soon is the GPRs-enabled 
phones, which allow internet access. An estimated 3 
lakh GPRS games are being downloaded currently 
across operators, priced at anywhere between Rs 20 and 
Rs 99 per download. Says Balu Nayar, Associate VP (VAS 
and New Applications) at Orange: *Hutch has about 
162,000 GPRS subscribers and the segment is growing 
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at about 12 per cent per month. There’s a whole cat- 
egory of wallpapers and ringtones for this segment.” 

A simple case in point is that a monotone ringtone 
costs anywhere between Rs 7 and Rs 10, while a 
polyphonic ringtone downloaded typically on a GPRS 
phone could cost up to Rs 15. This is clearly the side 
of the bread that is buttered since GPRS phones instantly 
spell larger revenues for the operator, especially given 
that sMs is the delivery mechanism for content and the 
subscriber spends on sMs each time he requests for any 
form of GPRS content. “People seem to be download- 
ing a disproportionate amount of GPRS content. About 
1 per cent of the total Gsm base is GPRS, yet 10 per cent 
of all downloads is for Gprs phones,” points out Ajoy 
Krishnamurti, who heads the mobile content busi- 
ness at Rediff.com. 

Handset manufacturer Nokia has spotted the trend 
and is already chalking out aggressive marketing plans 
to push this segment. Says Sanjeev Sharma, Managing 
Director (Mobile Phones), Nokia India: “Limited 
awareness about the possibilities offered by GPRS is a big 
impediment that is coming in the way of exponential 
growth for this segment." Nokia plans to initiate 
roadshows to showcase the multimedia features of 
Nokia. mobile phones and deploy ‘Nokia Vans’ in 
tier B and C towns to educate users. Says T.N. Prabhu 
of Indiatimes: “Content is driving the growth in the 
GPRS market, which is going to see a lot of develop- 
ment. But the real growth in my opinion will be in the 
voice-based services segment, which is handset-neutral.” 


The Revenue Model 
“It’s a bhaji (vegetables) market out there if you ask 
me,” says Vishal Gondal, CEO, Indiagames, which 
pretty much sums up the market scenario, where a slew 
of content aggregators, developers, and PR holders bat- 
tle for their share of revenues with the most powerful 
player in the business—the cellular operator. Moreover, 
content providers are also starting to undercut one an- 
other in order to gain a foothold in the market. 
First, the economics of the business. How does the 
operator rake in the revenues? It's basically the sub- 
scriber who pays for all the content one way or the 
other. Straightforward downloads like ringtones or 
games mean that the subscriber pays anywhere between 
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Balu Nayar, Associate VP, Orange: There's a whole 
category of wallpapers and ringtones for GPRS downloads 


Rs 7 and Rs 99 per download, depending on what he 
opts for. Another source of revenue for the operator 
is the amount the subscriber spends on sMs whenever 
the SMS is used as the delivery mechanism. Thirdly, 
when the subscriber asks for information on interac- 
tive voice or sends music or greeting cards from his 
phone, he pays about Rs 6 per minute, give or take a 
few rupees, again depending on the pricing for the serv- 
ice by the individual operator. 

The data business is gaining a lot of prominence 
among operators also, given the fact that rates in the 
voice business have fallen dramatically and non-core 
revenues like data are fast presenting themselves as al- 
ternative revenue streams. “As the market evolves, these 
don’t remain peripheral services, they become part of 
the core service itself,” says Orange’s Nayar. 

As for how the revenues are split between the 
various market constituents—the cellular operator 
straightaway bags a lion’s share of 50 per cent and 
sometimes up to 75 per cent of these subscriber rev- 
enues following a 15 per cent revenue share deduction 


Players on the content development and aggregation 
side have realised that collaboration is the 


way forward. Arch rivals Rediff.com and 
Yahoo! India have come together to share 
— .....content апа shopping infrastr 
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by the government. The oth- 
ers, namely the aggregation 
service provider, content de- 
veloper, and PR holder typi- 
cally, are left to share the 
spoils between them. The re- 
maining 50 per cent is typi- 
cally split equally among 
them. If it’s just one entity 
that controls the business 
right through that value 
chain, then the proposition 
obviously changes and the 
company bags more than just 
a third of the spoils. The rules 
seem to evolve with every 
new deal in the business. 

“Globally, operators are 
known to share even as much 
as 90 per cent of revenues 
with content creators, aggre- 
gators etc. I personally don’t 
see an inflection point for the . 
business in India if the current 
model continues,” says Neeraj 
Roy, Founder of Hungama, a 
content developer. In some 
cases, there is a fixed price 
to be paid to a managed services provider who de- 
velops and maintains applications for the portals and 
other kinds of content aggregators. 

Several such technology partners have emerged and 
business obviously looks good to them. Take the case 
of ITFinity, which started its managed services business 
just over a year ago. The company is seeing 40 per cent 
of its revenues currently from this business segment. Or 
consider Delhi-based Handygo, which manages mobile 
services for the likes of Yahoo! The company plans to 
hire no less than 50 people this year, more than dou- 
bling its existing headcount of 40. 


Collaboration is The Name of the Game 

While the mobile content market may look like a fish 
market on the revenue sharing front, there’s an- 
other area where a clear pattern of collaboration 
has started to emerge. Players on the content devel- 
opment and aggregation side have realised that col- 
laboration is the way forward. Why, even arch rivals 
Rediff.com and Yahoo! India have come together in 
а deal where Yahoo's mobile content is being shared 
with Rediff, who in turn will share its shopping in- 
frastructure with Yahoo. Both portals along with 
the third heavyweight, MSN, are mobile content 
aggregators who partner with all GSM operators to 
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subscribers. “The idea is to 
establish a seamless stream 
between the internet and 
mobile user base,” says Raj- 
nish R., Head of Marketing 
at MSN India. MSN, which 
powers the content on 
Hutch’s GPRS site and also 
offers its Hotmail and 
70 Messenger services to the’ 
operator, is currently talking 
with a “lot of telcos who 


PENETRATION OF MOBILE DATA SERVICES Supply mobile content to 


40-50 








IMI-PPL administers all ringtone licensing for the film industry 


— find MSN's 12 million sub- 


scriber base very attractive". 

Even smaller websites 
with domain expertise in a 
specific area are quickly 
jumping onto the bandwa- 
gon—like Cricinfo, the cric- 
keting website that runs an 
initiative with Airtel. Subsc- 
ribers could log onto the 
site; play games and also 
download them on their 
phones. *The web and the 
mobile complement each 
: other very well,” says Mohit 
Bhatnagar, Head of mobile content business at Airtel. 

The key attraction for the websites is the ability to 
instantly monetise their content. Take the case of 
website Bharat Matrimony, which offers its services on 
the mobile for a payment of Rs 10 per download—an 
application powered by ITFinity. “Websites have sud- 
denly realised that here is a possibility of service for mi- 
cro-payments and thereby instant revenues,” says 
Krishna Jha, co founder of ITFinity. 

However, all the players are acutely aware of the 
fact that collaboration taken to the extreme will result 
in rapid commodification of content and operators are 
constantly thinking up differentiation strategies. Hutch’s 
recent application ‘Mobile to print’, where the picture 
taken on a camera phone is actually printed and de- 
livered to the subscriber by Kodak, is the result of an ex- 
clusive tie-up with the photography major. Kodak 
officials state that 25,000 prints have been delivered 
since the service was launched in March this year. 

Mobile operators clearly haven’t lost sight of the war 
for subscribers and that only bodes well for the con- 
sumer. The bottomline, however, is that all the inter- 
ested parties have discovered a completely new section 
in the consumer's pocket and it’s in everyone's interest 
to keep the subscriber reaching for that wallet. | 
ADDITIONAL REPORTING BY SUDARSHANA BANERJEE 
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INTERVIEW/KRISHNA BHARAT 





PRINCIPAL SCIENTIST, GOOGLE 


"Ihe Next 
Google 


Could 
me From 


India" 


HEN THE AVERAGE INTERNET SURFER 
can't find the news he wants, he sim- 
bly gives up. But when Krishna 
Bharat faced that problem after New 
York’s most famous twin towers were 
reduced to a rubble by terrorists on September 11 in 
2001, he didn’t click his browser shut in frustration. 
Instead, the computer engineer from itr Madras and 
Georgia Tech and Principal Scientist at Google, set 
about creating a search engine that would not just sort 
and group news stories, but automatically update them 
every 15 minutes. With that was born the now popular 
Google News, which won the Webby Awards (internet’s 
equivalent of the Academy Awards) in the news category 
for 2003. The 34-year-old Bharat, son of an IAS officer, 
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also got Google its first patent, granted for a Hilltop 
Algorithm he developed. Recently in Bangalore to set up 
Google's India R@D centre, the soon-to-be-multi-mil- 
lionaire (courtesy Google's iro) Bharat spoke to BT's 
Venkatesha Babu. Excerpts from an exclusive interview: 


The tale of how Google News was created is now a part of the 
web folklore. Can we hear it one more time, but from the 
horse's mouth? 

Immediately after 9-11, I realised that it would be 
useful to have news reports from multiple sources on 
any single given topic assembled in one place. With 
thousands of competing news sites on the internet, 
how can somebody get the latest news about a subject 
in one single place? Nobody has the time to trawl 





through the labyrinths of the internet to get informed 
coverage from a wide range of perspectives. How do 
you manage a flood of information to pick and choose 
what is relevant to you? It would be time consuming to 
flip through one web page after another, scan and 
then click on umpteen number of hyperlinks, and bat- 
tle with multiplying ads just to read a particular story. 

Assembling all these under one single site seemed sen- 
sible. But no single human being or even a batch of 
them can do this job. The process of selecting stories and 
bunching them together from credible sources could 
thus be best accomplished through automation. So I 
wrote this algorithm that trawls the news websites 
and clusters related stories. I felt this could be best done 
by mathematics. The algorithm functions like a 
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librarian or clipping service, by searching out, matcing, 
and collecting articles based on one’s reading interest. 

That is how Google News came into being. Since 
it is an automatic process, it updates every 15 min 
utes and does this 24x7. When we go home, it 
does not mean Google News stops updating. When 
we initially tested this in the immediate aftermath of 
9-11, the internal feedback I received was tremen- 
dous. Today, the site is a news portal organised 
more like a newspaper updated continuously as 
news websites post new stories or update them. 
We started off with 20 sites. Today, Google News 
covers 4,500 credible news sources. Google News is 
a force for democracy because of the diversity of 
opinion it offers (on the same subject). 
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This was not your first attempt at 
organising news, right? 

Yes. Earlier even as a graduate stu- 
dent I was interested in selection 
of news online and personalising 
it. At the Krakatoa Chronicle, | 
had tried it. So, probably I was 
always interested. 


Even earlier, there were news search 
engines like that of Alta Vista and... 
None as comprehensive and none 
certainly the way Google News is, 
nor (any) covering as many 
sources as we do. 


The way you pitch it, it sounds like 
Google News is the future of journalism. 
(Laughs) It's presumptuous to say 
Google News will be the future of 
journalism itself. It will be part of 
the future of journalism. 


News untouched by human hands. 
Should online editors worry about 
their jobs? 

That is not true. We are just a 
hub for news. We are a content 





88 BUSINESS TODAY JUNE 6 2004 


EF OTERI uera 


Google Essentials 


YEAR OF FOUNDING 
FOUNDERS 
ANGEL INVESTOR 


1998 
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NO. OF SEARCHES A DAY 
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INDIA CONNECTION Ram Shriram of Junglee fame is a 
founding board member 

REVENUES (2003) $961.9 million 

PROFITS (2003) $105.6 million 

IPO SIZE $2.7 billion 


aggregator. Our technology trawls 
through the web to find the most 
appropriate content and display it 
according to relevance to the users. 
It was not intended to say that edi- 
tors don’t have a role. We just as- 
semble news from multiple sources. 


News written by thousands of jour- 
nalists like you. No single editor 
or a bunch of editors could have 
done what our technology does. 
You and other journalists are valued 
for the opinion, the perspective that 
you bring to an issue. That does 
not change. Automation does not 
mean that human editors become 
redundant; they just play a dif- 
ferent role. In fact, the search 
avoids bias by selecting all arti- 
cles that are determined relevant 
by the mathematical grouping, 
and not just what a human editor 
would believe in. 


If half of the web search traffic goes 
through Google or your news site has a 
couple of million unique visitors, you are 
playing the role of a gatekeeper in seg- 
regating news sources. You have power. 
What is news to you and how do you 
decide who should be in or out? 

Google News is objectively cre- 
ated, not opinionated. It reflects 
the view of many editors who cre- 
ate the content on the sites Google 
trawls. Two things are key in 
Google News: Diversity of opinion 
and impartiality, as it is completely 
automated. Relevance is determined 
by information retrieval techniques 
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that look at the distribu- 
tion of words in the arti- 
cle and surrounding pages 
on the web. 


Two years after it was 
launched for public use (in 
September 2002), it still 
has a beta tag hanging on 
to it. Why? 

We at Google like to con- 
tinuously tweak things till 
we have perfected it. This 
is a work in progress. We 
continuously seek feed- 
back and based on it, imp- 
rove things to make it 
more relevant to its users. 


Since you are a content 
aggregator, are there legal 
issues if the site were to 
monetarily benefit from 
somebody’s else content? 
Has any news site objected? 
Till now, we have not had 
this issue. Actually, we 
might be driving traffic to sites, 
which a browser did not even know 
existed. In fact, they might be ben- 
efiting because of Google News 
(smiles). In one or two cases, when 
some of them have approached us, 
we explained to them how we go 
about the entire process, and they 
have gone back satisfied. If some- 
body wants us to remove them from 
our list, we will consider it. 


Any plans to monetise Google News 
or include paid content like, say, a 
press release оп a company? 

I am only interested in technol- 
ogy. Once that is done, it is not my 
concern anymore. There are other 
people within Google who will be 
examining how Google might ben- 
efit out of the work we do. 
However, at this point it is not 
something I lose sleep over. 


In several cases like the Wall Street 


Journal or even Business Today, the 
website can be accessed either by a 
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subscriber or by a paying surfer. What 
happens when paid content becomes 
the norm? | 

I don’t think this will happen. The 
bulk of news would still be available 
for free. But even if Business Today’s 
own site, for example, has a pre- 
mium paid content section, as long 
as they allow us to see and access it, 
they can then clearly charge the 
end user whatever they deem fit 
and if he is ready to pay for it. It is 
a win-win for everybody. 


Tell us about your India plans. 

Apart from our Japan, Zurich, and 
our Mountain View centres, we 
wanted to set up an R&D centre in 
India. Larry (Page) and Sergey (Brin) 
are aware of India’s potential. A 
number of people among Google’s 
1,900-odd employees are of Indian 
origin, including me. We will be 
doing fundamental research and de- 
velopment work in India. This de- 
cision to set up an R&D centre in 
India was taken sometime in the 


latter half of last year. We 
were here for a reconnais- 
sance trip in December 
and after visiting various 
cities and hearing pitches 
from state governments, 
we zeroed in on Bangalore 
because of the talent avail- 
able here. We have taken a 
15,000-sq ft facility in the 
city from which we will 
be operating. 

The R&D centre will be 
on par with any other in 
the world. Unlike some 
other companies, we will 
not use Indian operations 
for low-end work like test- 
ing, quality assurance or 
low-end programming. 
Our aim is that the next 
Google or Google News 
must come out of India. 
The bar we have set for 
ourselves here is very high. 
Some of us have been sent 
here to set up the India 
development centre. Anybody re- 
cruited here if he or she does not 
feel like working in India, can move 
to any of our centres and vice versa. 
We are not looking at recruiting in 
hundreds. Currently, we are just 
around a team of 20 or so, and we 
are looking for people who are at 
the very cutting edge. We want cre- 
ative thinkers, problem solvers. 


І believe Google plans to open another 
centre in Hyderabad... 

Yes, yes, we will be having a cus- 
tomer support centre more like a 
BPO-type operation based out of 
Hyderabad. But that is of a different 
type altogether. In Bangalore, we 
will be doing basic research, not 
customer support. Unfortunately, 
we have realised that there is a lot of 
hype surrounding Bangalore. While 
there is a lot of talent available, we 
want the very best in our category. 
We want the Indian R&D centre to 
be on par with the best of the rest 
across the world. 
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Karma On The Street 


Prashant Jain, 36, Fund Manager, Equities, HDFC Mutual Fund (HDFC Asset Management Company) 


Corpus 


Scheme (in Rs cr) 
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HDFC Capital Builder Fund—Growth |94.87 | 128.57 43.00 

ity Fund—Growth 2191,27 255 
HDFC Growth Fund—Growth m 121.85 44.32 _ 
HDFC Tax Plan 2000—Growth | 134.84 62.10 
HDFC Taxsaver Fund—Growth |11480 4 1.25 
HDFC Тор 200—Growth 139.86 53.59 
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F THERE 15 А «PERFECT 
І antithesis to the greed-is-good 

Gordon Gekko image of a 
market player, it has to be 
Prashant Jain, an irr Kanpur, 1M- 
Bangalore alum who manages six 
equity-focussed mutual funds at 
HDFC Mutual Fund. The man, 
you see, is a believer in the con- 
cept of karma, a tenet of Hindu- 
ism that states that an individual’s 
future, in this birth, and in future 
ones, is a function of his or her 
actions. That could explain Jain’s 
admission that his primary objec- 
tives are to fulfill his responsibili- 
ties towards work, family, and, 
sometime in the future, society 
as a whole. And it can explain 
his deliberate approach to inves- 
ting. Jain has had plenty of time 
to hone his fund management 
skills: he spent two years with 
SBI Mutual Fund and 10 at 
Zurich India Mutual Fund (where 
he eventually became Chief 
Investment Officer). 

Jain’s investment strategy re- 
volves around buying into com- 
panies whose business he under- 
stands and which, in his opin- 
ion, boast sustainable business 
models and a few competitive 
advantages to boot. His time 
horizon is almost always 
medium- to long-term and em- 
phasis on risk control. “This (risk 
control) reduces the impact of 
wrong decisions and can be 
achieved by effective diversifica- 
tion and by sticking to well man- 
aged companies,” he explains. 
Does this work? Well, Jain made 
a killing by buying software 
stocks in 1995 and 1996 and 
selling them in 2000. “There 
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have been other individual stocks 
that have turned out to be multi- 
baggers (read: appreciated a few 
times over), but in my opinion, 
these two decisions had the maxi- 
mum impact on fund performance,” 


SORA EPRI 


he says. Jain’s own investments 


are largely in mutual funds, al- 
though a small portion goes into 
direct equity, and he likes to listen 
to music, travel, read up on reli- 
gion, and practice yoga. “Right 


PERL ee A A ETa ih AAN 


now, work and family leave little 
time for these,” he smiles. “But I 
believe that a stage in life will 
come when I will have more time 
to pursue these.” 

SHILPA NAYAK 





Surf's Up 


Sameer Kulkarni, 35, Vice President & Head, Fixed Income, 
Templeton Mutual Fund (Franklin Templeton India) 


that a man whose bible is 

Dr. Spencer Johnson’s Who 
Moved My Cheese? lists the ability to 
change as the most important factor 
for personal or professional success. 
“If you do not change, you become 
extinct,” says Sameer Kulkarni, who 
likes to offer the metaphor of surf- 
ing to describe his job: You find the 
optimal wave and stay away from 
those that are too strong or too 
weak. That and the ability to 


]: SHOULDN'T SURPRISE ANYONE 
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Corpus 
(in Rs cr) 





minimise liquidity-interest rate-and 
credit-risk, reckons Kulkarni, are the 
keys to managing a debt fund suc- 
cessfully. When he wants to get away 
from it all, this fund manager—he 


14.65 19.90 
9.77 М.А. 
N.A.: Not applicable 


also likes the works of John May- 
nard Keynes and Eliyahu Goldratt— 
likes to listen to Hindustani classical 
music. And no, he doesn't surf. 
PRIYANKA SANGANI 
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HE MERE FACT THAT 
Tu a-cl O П e Navneet Munot, a charte- 
red accountant who signed 
on with the Aditya Birla group 
Amitabh Mohanty, 32, Vice President (Fixed Income), soon after clearing his qualify- 
Alliance Mutual Fund (Alliance Capital India) ing exam, lists George Soros, 
Warren Buffet, and legendary 
bond manager Bill Gross among 
his role models, should please 
investors. So should his analysis- 
heavy approach: to maximise 
risk-adjusted returns for the funds 
he manages, Munot uses a 
method that, at once, looks at 
the relative valuation of the yield 
curve, and his own view on inte- 
rest rates formed by studying 
macro-economic fundamentals. 
“It is necessary to get the big 
picture right, yet have a passion 
for details,” he says. 

In many ways, Munot is a 
complete fund manager: apart 
from studying the methods of his 
role models, he studies psychology 
(can’t do without it in the money 
management business, is his 
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Alliance Cash Manager—Growth 





Mohanty oversees all the debt funds and the debt portion of balanced 
funds of Alliance, apart from directly managing Alliance Cash 
Manager, the company's flagship liquid scheme—be an ardent follower 
of Steve "Tugga' Waugh, the former captain of the Australian cricket team 
and a man renowned for his sheer grit and resilience. "Safety and liq- 
uidity are paramount in a liquid fund and we will not compromise this 
for a few more basis points," says the Indian Institute of Management, 
Ahmedabad alum. To ensure that his debt funds generate higher returns 
(than its peers and competing investment options such as fixed deposits) 
Mohanty has always focused on what he calls emerging opportunities. 
Floating rate bonds are one such. These are linked to the Mumbai Inter 
Bank Offer Rate (MIBOR), and the interest rate risk they carry is zero. 
"We are pioneers in using floating rate bonds and have been doing so 
for the past two to three years," says Mohanty. Even better, such bonds 
are highly liquid. That could explain why Mohanty parks 25-30 per 

cent of the assets under his management in them. 
NARENDRA NATHAN 


IE SEEMS SOMEHOW APT ТНАТ A MANAGER OF DEBT FUNDS—AMITABH 


G. KRISHNASWAMY 
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Soros, Buffet, Gross, And 
Dare We Suggest. Munot? 


Navneet Munot , 33, 
Fund Manager, Gilt Funds, Birla 


Asset Management Company) 


verdict), is extremely disciplined, 
and keeps his eyes and ears open at 
all times. “There is an immense 
sense of trusteeship that is necessary 
in this business as someone else's 
money is at stake," says Munot. 
Expectedly, the man who reads 
books on history, philosophy, and 
yoga when he gets the time, is a 
long-term player, whose own in- 
vestments go into equity (a long- 
term play) and debt funds in a 
proportion that he periodically 
alters. That's scientific. 

SHILPA NAYAK 
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Sun Life Mutual Fund (Birla Sun Life 
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Birla GPLP—Growth 
Birla GPRP—Growth 












6.08 6.95 9.63 
13.07 14.54 19.59 











A Percentage Play 


Anand Radhakrishnan, 35, Fund Manager (Fixed Income), 
Sundaram Mutual Fund (Sundaram Asset Management Company) 







Sundaram Bond Saver—Growth 


Sundaram Select Debt - 
STAP—Appreciation 


HE KEY TO MANAGING A DEBT 

portfolio in a situation where 

interest rate volatility is high 
is to simply understand where they 
are headed. “The starting point is to 
have a view on the interest rate 
structure,” says Anand Radha- 
krishnan, an пм, Ahmedabad alum 
who directly manages Sundaram 
Bond Saver, and who is responsible 
for all other debt funds and the 
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840.98 
















8.75 10.83 12.62 


6.13 N.A. N.A. 
N.A.: Not applicable 








debt component of balanced funds 
and Monthly Income Plans (МІР). 
This, Radhakrishnan manages with 
the assistance of an in-house model 
that incorporates nine variables in- 
cluding money supply, inflation, 
industrial production and, the in- 
terest rate in the US. He compares 
this with the shape (flat or steep) of 
the yield curve before making a de- 
cision. *As the yield curve is flat 


right now, we are more into 
medium- and short-term papers," 
says Radhakrishnan. The fund man- 
ager may be an ardent follower of 
the ‘safety first approach, charac- 
teristic of the corporate policy of 
the TVS Group of which Sundaram 
is a part), but he doesn't miss oppo- 
rtunities to earn that bit more by 
taking calculated risks on rating up- 
grades. Radhakrishnan bets on qual- 
ity companies (such as IPCL, Ashok 
Leyland, or Indian Hotels), whose 
debt is rated below AAA (highest 
safety). There's little chance of a 
rating downgrade in such cases, but 
a fair chance of an upgrade. "In 
India, it takes a long time for actual 
market conditions to be reflected 
in the rating, and a smart fund 
manager should be able to use this 
(to his advantage)," says Radha- 
krishnan. He or she should. 
NARENDRA NATHAN 
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Life After Super-returns 


К. Ramanathan, 32, Fund Manager, Income Fund, Birla Sun Life Mutual Fund (Birla Sun Life Asset Management Co.) 


IKE MOST DEBT FUND 
| managers who rode а falling 
interest rate regime to regis- 
ter some stunning returns for inves- 
tors, K. Ramanathan begins most 
conversations these days by stating 
that the best is over. “Over the past 
three years, fixed income funds 
generated some of the most аптас- 
tive returns ever,” he says, “but in- 
vestors should not expect such su- 
per-normal returns from debt in 
the future.” The engineer-MBA from 
Regional Engineering College, 
Suratkal, and Mumbai's S.P. Jain 
Institute of Management & 
Research should know: he has lived 
through the volatile debt markets of 
the past five years—he joined the 
Aditya Birla Group in 1998—and 
witnessed the Asian crisis, 9-11 and 
the events that followed, and free 
falling interest rates. “It has been a 
great learning experience for debt 
market operators,” he says. 
Ramanathan, who loves travel- 
ling (he loved New Zealand and 
claims “the serenity of the place 
was a contrast to the otherwise 
stressful lives we lead”) believes 
it is only a matter of time before 
interest rates bottom out and sees 
this posing the biggest hurdle bet- 
ween funds like the ones he mana- 
ges and reasonable returns. His 
take: investors should not expect 
more than a 5.5 per cent annu- 
alised return on income funds. So, 
what’s the smart income fund 
manager doing? Building aggres- 
sive portfolios and looking at 
longer maturity periods. The ex- 
cess liquidity in the market, ex- 
plains Ramanathan (companies 
aren’t borrowing much and for- 
eign debt is still less expensive 
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Scheme 


Birla Bond Plus - Retail—Growth |579.62 
1,962.89) 9.09 


Birla Income Plus—Growth 


than that of the domestic variety) 
bodes well for the bond markets, 
Paradoxical as this may sound, 
Ramanathan believes this is the time 
to invest in equities: almost 70 per 
cent of his investments are in equity 
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7.00 
10.77 









12.89 


funds. That’s where your invest- 
ments should go, Constant Reader, 
unless you happen to be risk averse. 
In that case, your money is safe 
with Mr. Ramanathan. 

SHILPA NAYAK 
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Return To Forever 


Nilesh Shah, 36, Former Director & CIO (Fixed Income), 
Templeton Mutual Fund (Franklin Templeton India) 







Scheme 






Templeton India Liqui 
Templeton India TMA—Growth 


ILESH SHAH MAY BE BETWEEN 
jobs—he recently quit 
Templeton and is yet to 
join Prudential ICICI Asset 
Management Company—but the 
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5.83 
6.04 


6.48 
6.77 


4.86 
5.04 





whiz-kid who came first in the 
qualifying exam to become a char- 
tered accountant (CA) in 1991 is a 
shoo-in as far as this listing is con- 
cerned purely on the strength of his 
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performance managing the liquid 
funds at Templeton. “SLRs are imp- 
ortant,” says Shah, who, legend 
has it, never allowed the Net Asset 
Value of any fund he managed to 
fall, not even for a day. “First 
Safety, then Liquidity, and last, 
Return.” Then, there are the details. 
Most investors in liquid funds exit 
in March (due to year-end consid- 
erations), and return in April. Shah, 
accordingly, built portfolios with 
“papers that matured in March”. 
In one way, Shah’s move to 
Prudential ICICI is a homecoming 
of sorts. The avid reader who nur- 
tures his Gujarati provenance—his 
favourite authors are K.M. Munshi 
and Uma Shankar Joshi—joined 
Templeton to manage fixed inc- 
ome funds in 1997, but rose to 
become the Chief Investment Offi- 
cer for both equity and debt by 
2000. The merger with Pioneer 
saw him becoming cio (Fixed Inc- 
ome) of the merged entity but at 
Prudential ICICI his new designa- 
tion reads clo (Equity and Debt). At 
Templeton, he managed Rs 13,000 
crore; at Prudential ICICI, he will 
Rs 15,000 crore. Not surprisingly, 
then, Shah is using the time at hand 
to develop a strategy for equity as 
well. *I have done this earlier and 
what is needed is just some brush- 
ing up," he smiles. 
NARENDRA NATHAN 





Work And Work Alone 


Dheeraj Singh, 35, Fund Manager, Income Segment, IL&FS Mutual Fund (IL&FS Asset Management Company) 


a break because of the hectic 

work schedule." That's Dheeraj 
Singh for you—a mechanical engi- 
neer with a post-graduate diploma 
in management from IIM-Bangalore 
who is as serious-minded as seri- 
ous-minded can be. For over 11 
years, Singh has managed fixed 


I: NOT REALLY POSSIBLE TO TAKE 
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Scheme 


IL&FS Bond Fund—Growth 
IL&FS Bond Fund - STP—Growth 
IL&FS Gilt Fund - LTP—Growth 






IL&FS Liquid Account—Growth 
IL&FS Liquid Fund Call Plan 





Corpus 


IL&FS Gilt Fund - STP—Growth |3.51 | 12.44 





















(in Rs cr) | 
9.54 10.73 12.73 
643 7.06 NA. 
60.71 | 1376 1597 NA. 
12.76 МА. 
4.94 581 МА 
0.00 | 426 МА. МА. 


N.A.: Not applicable 
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CRM and the 
moments of truth 


By Gururaj H. Kidiyoor 








he new buzzword in the corporate world is 

CRM (Customer Relationship Management, 

for the commoner). Broadly speaking, CRM 

implies acquiring customers and then 
developing, enhancing and retaining mutually 
beneficial relationships with them. 

The concept of CRM is not totally new; some 
CRM practices have existed in B2B markets for 
long. However, CRM has now assumed greater 
importance thanks to intense competition, narrowing 
cost gaps and commoditisation of products. 
Advances made in Information Technology, 
especially the Internet, have made it possible for 
firms to interact directly with individual customers 
even in mass markets. CRM is being touted as 
the most important tool in gaining an edge 
over competitors through in-depth understanding 
of customer needs and their buying habits. 
Companies are deploying large resources in CRM 
initiatives - employees are being trained, software 
is being purchased to facilitate the process and 
consultants are being hired 
for implementation. 

However, during the 
moments of truth, when 
customer interaction really 
matters, companies seem to 
falter. The author was once 
. told by a credit card company that their department 
in-charge of payment receipts looks only at cheques 
or DDs and nothing else that accompanies the 
payment. The author, along with his payment had 
attached a letter requesting adjustment against 
accumulated points. It is quite amusing that a 
multinational credit card company ignores the 
inconvenience to customers who have to interact 
with multiple contact points. Or take the example of 
an automobile company with a wide network of 
service centers. What happens when your car door 
gets jammed on a Saturday evening? The answer I 
got was, "Oh sir, it is almost 7.00 p.m., our closing 
time, and we are not open tomorrow. Had the 
problem occurred earlier, we could have attended 


Experiences of individual 
customers һауе an impact on bere 


NURTURING WEALTH CREATOR SERIES 





to it". Well, how can anyone expect a car to know 


` about the service center timings and fail accordingly? 


A friend of mine, considering an exchange of his 
old fridge with a new one, walked into a road show 
hosted by a multinational company. Briefed by the 
dealer on the new refrigerator models on display, he 
was promised a visit by the dealer at his house to 
evaluate his old fridge. My friend stayed home the 
next day, expecting the valuator who never turned up. 
Simply livid, later he made a call to the dealer and 
was rudely told that there was a misunderstanding. 
My friend eventually purchased a refrigerator of 
some other make. 

Now what does it take for one department of 
a credit card company to forward customer 
communications to another department? How 
costly is it for an automobile service center to 
extend its working hours by 15 minutes to one single 
customer on one single day, given the following day 
is a Sunday? Or how expensive is it for the sole 
distributor of a multinational company to offer 
apologies to an irate customer? 

What is being stressed upon 
is that Customer 
Relationship Management is 


. how the relationships аге һо merely spending huge 
perceived and valued. 


amounts on training the 
staff and net-enabling the 
processes. The bottom line of CRM is how 
firms act during those moments of truth, which 
determine whether a customer is going to stick on 
with them or not. Experiences of individual 
customers have an impact on how the relationships 
are perceived and valued. Therefore a company 
employing CRM can never afford to overlook 
things that are relatively small but very important. 
These do not require great technology and do 
not involve high investments; all that is required 
is a bit of common sense and a lot of empathy 
towards the customers. 





Prof. Gururaj Н. Kidiyoor is Assistant Professor at ТАРМІ, 
Manipal and can be contacted at gururaj@mail.tapmi.org 
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income funds at JM Financial, 
Escorts, and now at IL&FS. And һе 
has developed an investment ap- 
proach all his own. Non-aggression 
is one element of this; the fund 
manager prefers to stick to tried 
and tested securities with AA ratings 
(this signifies a high degree of 
safety) rather than try something 
adventurous. Liquidity is another. 
Some fund managers believe an 
income fund should be highly liquid 
to meet redemption pressure. Not 
Singh. “The liquidity bit is impor- 
tant to be able to have a nimble 
portfolio,” he says, referring to the 
fact that a highly liquid fund should 
be able to churn securities to its 
advantage. With a change in the 
interest rate regime unlikely—“A 
secular change is way off as there is 
a lot of liquidity in the system,” 
explains Singh—this fund man- 
ager’s work looks cut out. Thrills? 
That will have to come from the 
thrillers he is so fond of and the 
happenings in the equity market; all 
his investments are in equity funds, 

SHILPA NAYAK 
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Corpus 5 (in pere 

Scheme (in Rs cr) 2 Years Years 
Franklin FMCG Fund—Growth —— |21.16 | 50.35 13.75 10.61 
Franklin India Bluechip—Growth — |1,764.67| 133.71 50.39 37.31 
Franklin India Growth Рипа. |2764 105.81 39.59 3041 
Franklin India Index Tax Fund |482 | 7961 2523 1610 
Franklin India Opportunity Fund—Growth| 219.91 | 89.89 2981 1999 | 
Franklin India Prima Fund—Growth 655.70 | 159.67 64.98 5848 

_|330.94 | 120.99 44.09 37.73 
Franklin India Taxshield—Growth — |120.48 | 118.09 4287 3290. 
Franklin Infotech Fund—Growth 124,01 | 40.40 — 11.15 — 6.69 
Franklin Pharma Fund—Growth _ 91.34 4101.12 27.85 21.99 _ 
Templeton India Growth Fund—Growth| 418.68 | 136.26 49.16 36.99 
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THE METHODOLOGY 


N MARCH, BUSINESS TODAY COMMISSIONED MUTUALFUNDSINDIA.COM, 
] ап arm of ICRA Online, and the magazine’s partner in prese 

ing monthly and quarterly mutual fund updates, to arrive at a | 
ing of India's best fund managers. Fund managers were to 
across four categories: equity, income, liquid, and gilt. 
Equity: Includes diversified equity schemes, equity- -linked saving 
schemes and sectoral schemes. 
income: Includes both short-term and long-term income schemes 
Liquid: Includes all liquid schemes 
Gilt: Includes both short-term and long-term gilt schemes 

Monthly income plans mips), index schemes and balanced schemes 
were not considered. Most fund houses put two people in charge of 
these schemes who handle the debt and equity parts independently and 
this makes it difficult to pinpoint who did a better job. Index schemes 
were also not considered as they tend to replicate the performance of 
a particular index and do not require fund management skills. 

Eligibility criteria were applied at two levels. At the first level, 
a fund house was considered eligible for ranking under a particular 
category only if it had assets under management that were at 
least 1 per cent of the total assets under management of all eligi- 
ble schemes in the category. At the second level, a scheme was con- 
sidered eligible if it was open-ended, declared its NAV daily, and had 
completed a minimum of three years of existence for equity 
schemes, two years for long term income and gilt schemes and one 
year in case of liquid and short term income and gilt schemes. 


Risk Adjusted Return (SORTINO Equivalent): For equity, income and gilt 
schemes, the risk adjusted return was calculated as the risk premium 
(return in excess of peer group average) divided by the downward 
standard deviation. The idea behind using peer group average was to 
ensure that the schemes that delivered below-average returns at a very 
less risk did not end up scoring high on risk adjusted return scale. 

In the case of liquid schemes, the magnitude of downward deviations 
of the schemes’ returns from the average call rate for 2003-04 was used. 

Once the risk adjusted return/downward deviation was calculated 
for all the schemes in the category, the appropriate weights were assi- 
gned to each. The weightages for each sub-category were decided on 
the basis of the total industry ‘assets under management break up’ bet- 
ween these sub-categories. If there was more than one scheme in the 
same sub-category, the weightage was assigned on the basis of the fund 
size of the schemes. Thus the scheme having higher fand size got a 
higher weightage compared to scheme with lower fund size. 

On the basis of this methodology, the three top managers in 
the four categories were identified (See India’s Top Fund 
Managers). Since IL&FS’ Dheeraj Singh is present in three cate- 
gories, the number of fund managers profiled comes down to 10. 
As Templeton has several schemes (managed by several fund man- 
agers), we have featured the fund’s clo R. Sukumar. 
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Face To Face With The 


Sage Of Omaha 


FLL FE TP 


Abhishek Dalmia recounts his experience at the latest Annual General Meeting 


of Berkshire Hathaway. 





reach the obscure town of 

Omaha from New Delhi. It is 
still small enough to be called a 
town, although its fame, thanks to 
its most illustrious citizen Warren 
Buffett, transcends that of many 
large cities. But for the Fortune 
magazine, Buffet may well have 
succeeded in maintaining a low pro- 
file. Despite being the second rich- 
est man in the world, not counting 
Ikea's founder, he continues to live 
in the house which he bought for 
$31,500 in 1958, drives a $20,000 
Lincoln town car and operates out 


| HAS TAKEN МЕ 30 HOURS ТО 
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Omaha notes: (L to R) Warren Buffet, CEO, Berkshire Hathaway with Abhishek Dalmia and Wesco Chairman Charles Munger 


of the same office he moved into, 
many decades ago. The total head- 
count at the world headquarters of 
Berkshire Hathaway is 15.8 (one 
lady works only 4 days a week). 
The company is now worth $140 
billion and employs about 175,000 
people. All this has been built in 
just under five decades by Buffett. 





Warren 





To put things in perspective, an in- 
vestment of $10,000 in his part- 
nership in 1956 is now worth $350 
million, after all taxes, expenses 
and fees. Phew! 

I am one of the 20,000 people 
who arrived in Omaha from all 
over the world to attend Berkshire's 
annual general meeting and listen to 


Buffett continues to live 


in the house that he bought 


for $31,500 in 1958 | 
















































| de man himself. To all of us, this is 
'oodstock redux. Forty Australian 
n and women chartered a plane 
fly into Omaha and attend the 
of a company that is neither 
f any significant index, nor has 
tracked by the analyst com- 
unity at large. The queue for a 
good seat at the venue of the AGM, 
held on Saturday, May 1—it has 
been held on the first Saturday of 
May. for many years now—starts 
forming at 1.00 a.m in the morning, 
the low temperature (low single 
digits), notwithstanding. 
15 material success (as summed 
їр in the opening paragraph) the 
reason for all this? I am not so sure: 
_ the attendance at Walmart's AGM 
„ог Microsoft's pales into insignifi- 
< cance when compared to that at 
25-2 Berkshire Hathaway's. So what is it 
© that makes people spend many pre- 
“gious hours of their lives to travel 
this great distance to spend a few 
hours with the man? One reason 








| could Бе that these people recognise 
Buffett the manager as much as 
ey do Buffet the investor. As one 
areholder put it, the man is a 
Іше investor and a values-driven 
anager. Still, even this is inade- 
| quate when it comes to explaining 

his cult status. Why are people will- 
ing to bid $250 on E-Bay to gain 
try into the AGM? Why have some 
rolled out $600,000 for the op- 
2. ity to lunch with Buffett? 
““Тһеге'в more. Heard of the Yellow 
 BRKers? It is a club of long-time 
Berkshire shareholders and Buffett 
ans. | met one more of the club at 
he meeting. He told me that he 
bought the Berkshire share when 
it was trading in the double digits (it 
- now trades at over $90,000), and 


that he had to sell a few to buy а. 
$20 million house. 


To my mind, Buffet is living. 


proof that good guys do not always 
finish last. His ethical standards are 
legendary. He has no ego at all (de- 
spite his achievements) and has con- 
sciously cultivated a low profile. If 
you hop into a cab in Omaha and 
ask to be driven to Mr Buffett’s 
house, chances are, you will be 


asked to provide the address. 
Another reason why the man арре-. 


als to people is his selflessness. Early 
on, Buffett told his father not to 


provide anything for him in his will. 


And he has made it clear that apart 
from a small portion of the wealth 


An investment of $10,000 in 
the company in 1956 is now worth 
0 million, after taxes, expenses. and fees 


created by him (which will go to his 


kids), everything will go to a foun- | 


dation he has instituted that ми 
support charities. Imagine doing 
this in the Indian context! A third 
could be the simplicity with which 
he explains complex concepts and 
his sense of humour. 

The 15-minute AGM itself is a 
mere formality. What all of us are 
here for is the almost six-hour Q&A 
that follows. Some people consider 
this a rapid-fire MBA programme. 
A few shareholders have brought 
their children along. Some are enc- 
ouraging them to ask questions of 
Buffett. One such asks, “What is 
your advice to the young?" 

"Avoid debt," says Buffett simply. 
*Why don't you pay out some of 


- pany as divid E 
 estment, opportunity in sight asks ur 





fs edi 


The total headcount at the HQ 
of Berkshire Hathaway is 15.8 
(one lady Works only fc four days aweek) | 







another shareholder. 2 
The response is a bit longer this 
time. Buffet says he does not believe 
in: hyperkinetic behaviour and that 
he doesn't get paid for activiry just | 
for being right. | 


That's enough for several du SOS 


investors in the room—they dissect 
and analyse every word the same 
way bond traders do with Fed 
Chairman Alan Greenspan—to con- 


-clude that a big market crash could ^ 


be coming. If it comes, is tl 


soning, Buffett wants to be ready | _ 
with a pile of cash to acquire coed UE 


businesses at a fair price. | 

There's more of tlie same. 
Readers interested in a complete 
transcript of the proceedings can 
get one simply by sending me an | 
email at abhishek. dalmia@renais- 
sance-group.com with a brief note 
on your background, 0 

At the AGM, we find out that. 
Alice Schroeder, the first analyst то 
write a detailed report оп Berkshire 
Hathaway five years ago—she was | 
with Paine Webber then; she later 





‚ moved to Morgan Stanley. and was | | 


the firm’s star insurance analyst— |: 





phy. There are hun | 
on Buffet, including the 

mous one by Andy Kilpatrick, but 
the official autobiography, labeled 
“the book project” promises to be 
something else. I cannot wait for it 


to be out next year. W 


КОРООНУН анато MA EPA 


Abhishek Dalmia; a Warren Buffet fan anda. 

shareholder in Berkshire Hathaway, rus the’ 
Renaissance Group. He is best known for his . 
aggressive play Or GESCO Corp. : 
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GET DOCUMENT 


Don’t just sit there and nod. Organise your papers. This is a 


August 3, 1999: Mahesh Mathur, 37, succumbed to a 
massive heart attack while driving from his home in 
Goregaon, a Mumbai suburb, to his rubber compo- 
nents factory located at Dombivali, district Thane. 


EFT TO COPE WITH THE HARDEST EDGE OF 

the blow was Shruti Mathur, 31, Mahesh’s 

wife. As though the struggle to reconcile 

. herself to the sudden loss was not traumatic 

enough, she found herself confronted with 

another big reality: having to take charge of the family's 

financial well-being. No need to panic, she quietly 

told herself. She held a banking job. Even the com- 

miserations she received were aimed more at her emo- 
tional state than anything else. 

Yet, Shruti had no clue what she was in for. “I 
was happy managing my career, our two kids and our 
home," she rues, "leaving all finance management to 
him in spite of his urging me several times to take a 
look. Never once did it occur to me that something of 
this sort was destined for me." The frustrations were a 
chain-disaster sequence. First, Mahesh's business was in 
his sole name. Second, his Public Provident Fund (PPF) 
had his father, who'd passed away already, as a nomi- 
nee. Mahesh had invested in property on Mumbai's out- 
skirts, the details of which were buried in their safe 
deposit vault (which Shruti discovered only after a 
year). The immediate headaches—claiming insurance, 
bank FDs, stocks et al, were more than enough to sap all 
her energy. If only she and her husband had been bet- 
ter organised with their documents... 


Document Ready 
It happens to just about everybody, thanks to a culturally 
built-in aversion to contingency planning. The result: 
the papers are typically a total mess just when the 
mind is too dishevelled to think straight. For some, just 
producing a simple proof-of-residence or voter's iden- 
tity card is frustrating enough. And that’s just the start. 
Even if you're far better organised than Shruti was, 





do yourself a favour and run through a document 
check. We assume, of course, that you're up-to-scratch 
with regulars—filing your salary slips, credit card and 
other bills, bank statements, income tax papers. “Опе 
must put down a ready list of investments made inclu- 
ding property and banking accounts easily accessible," 
says Arjun Gupta, Financial Consultant, Client 
Associates, a private wealth management firm, “It really 
comes in handy for the family in a time of crisis." 

Remember, there is no such thing as over- 
documentation. Ideally, you should have a fil- 
ing cabinet, with neat folders marked out clearly 
for any dependant to sort and navigate easily. 
The classic way to do it is to have separate folders 
grouped under five broad headings: income, ex- 
penses, assets, liabilities and other papers. 

Income, for example, must have a special folder 
for tax records. Expenses must have a folder for 
miscellaneous tabs picked up. Liabilities: everything 
you owe (home loan repayment papers and so on). 
Assets must begin with a folder for property deeds, 
and include folders for every bank account and 
category of investment. Car ownership 
papers go here too. 












Also, insurance—but remember to. mark this folder 
out boldly (since it barely sounds like an *asset"). 
Other papers are not to be treated lightly, Folders 
here must have birth and death certificates of family 
members, academic certificates, travel and identification 
documents (such as passports). The boldly-marked 
folders here: medical records and personal wills. 
22 Once you have your cabinet in order, go and pho- 
"тосору all those papers. It's worth the drudgery to 








| Get Document Savvy 
|! MF Scorecard 
! Gold And The Dollar 






keep a back-up at some other location (along with 
fire insurance papers on your house). Bank lockers 
often serve the purpose. 


The Will 
Filing doesn't just mean stuffing papers into the cab- 
inet. Each folder often needs to be organised in some 
easy-to-retrieve way: for fixed deposits (FDS), for ex- 
ample, file documents in order of maturity dates. So 
too, postal savings, mutual fund units and 
the like. Your tax folder should have papers in 
chronological order, the latest records being 
right up ahead. The same goes for dated doc- 
uments such as bills and so on. 

Being a conscientitious filer also involves 
doing regular folder reviews: shredding unwan- 
ted documents. Dust-gatherers are unwelcome. 
Over a lifetime, this habit could make the biggest 

difference to how navigable your cabinet is. 

You're also advised to be particularly careful 
with your will—and all other nominations. It 
helps to run joint bank accounts with your spouse, 
and ensure joint ownership of important property 

(the house, above all). Remember, this is not some- 
thing your dependants would bring пр--віпсе it is 
such a touchy area, “A will is a very important doc- 
ument that facilitates passing on your assets to your 
legal heirs without any problem," says Gupta, “You 
need to be neither rich nor old to make a will. Once 
you are married and have kids, file a will.” 

Shruti would second that advice. She had to get a 
succession certificate (which took her two long years) 
to prove that she was the legal heir to her husband’s 
property. And this, just to get an access to his mis-nom- 
inated РРЕ account, She had to repeat the routine for 
other asset classes too, including the Fos. A simple 
will could have made things a lot easier. 

Remember, your dependants need you. They 
need your foresight, too, and they need it while it is 
still foresight. Now, that is. E 
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April's MF performance was wrought by poll jitters. A BT-Mutualfundsindia.com round-up. 


O YOU BELIEVE IN EXIT POLLS? WELL, THE 
stockmarket displayed its faith in big broad 


jitters all through the period of so-called ‘un- 
certainty' when it was not clear how decisive the coun- 
try's electoral verdict would actually be. This led to a pe- 
culiar end to April 2004, a month that had otherwise 
seen stocks on the ascendant for its first three weeks. 
Starting with the second round of exit polls on April 27, 
the thought of a fractured mandate gave investors night- 
mares. The impact was even more intense than 9-11, 
with the BSE Sensex crashing 213 points on a single day. 
Market participants got spooked for no good reason, 

as it turned out, with exit polls proved inaccurate 
once again; the actual results did indeed have a coherent 
message. Yet, it was no ordinary month of trading, with 
sentiments in such a state of flux. Even the index 
heavyweight Reliance Industries had seen a huge fall in 
its stock price, despite its phenomenal Q4 numbers. psu 
stocks were hit the worst, given their susceptibility to 
changes in government policy. HPCL and BPCL, for 


example, lost about 7 per cent on a single day. 
Mayhem it may have seemed like, but of minor 
consequence; all the sectoral as well as broadbased 
indices closed higher than the previous month's levels. 
The BSE Healthcare index was up by 9 per cent. The BSE 
IT and BSE Bankex saw appreciations of 7 and 6.5 per 
cent, respectively. The two diversified indices BsE Sensex 


and NsE Nifty, however, rose by just 1 per cent in April. 


There was no major change in Fit investments, with 

net equity inflows of Rs 7,638 crore. Mutual funds were 
net sellers—with outflows of Rs 219 crore. 
The trend in the debt market was bullish in the first hal£ 
of the month, as inflation held low and the RBI cancelled 
the scheduled securities auction of Rs 5,000 crore in 
April and opted for a maiden Msss issue instead. Yields, 
however, rose sharply as the month ended—in fear of 
irreconcilable parliamentary schisms. 


Diversified Equity Funds 


The diversified equity funds did well, with an average 


Top Diversified Equity 
Schemes 

Sundaram Select 4472 
Масар con 11,76 


меце q^ 


| V id i w^ 





Figures are absolute return in percentage 
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Franklin Pharma Fund 10,69 


For the month ending April 30, 2004 


SBI Magnum Sector 
Umbrella—Contra | 


2004 


Top Tax Saving Top Balanced Funds 
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Banking 

Insurance 

Treasury Management 
Risk Management 
International Finance 
Portfolio Management 
Consulting 

Financial Services 
Equity Research 
Capital Markets 
Credit Rating 
Investment Banking 
Mutual Funds 

Venture Capital 
Manufacturing Sector 
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Recommendations For The Month 


Aggressive Investor (80% Equity, 
. 20% Debt) 
Sch 


9076 Debt) 


Scheme 














DSP ML Opportunities Fund | 443.96 HSBC Equity Fund 
a E 





Figures are for the year ending April 30, 2004 


category return for April at some 6 per cent. Funds with 
higher exposure to mid-cap stocks have gained more. 
Sundaram Select midcap is the top gainer, with a 
chunk of its corpus in pharma, chemicals and sugar sec- 
tors (Balrampur Chini Mills was one of its top holdings). 
Lupin helped it gain, too. Principal Growth Fund, the 
second placed, did well on auto, banking and cement 
sectors. Alliance Equity Fund scored on Pantaloon, 
Trent, E-Serve and Bharti Tele-Ventures. 


PORTFOLIO RESHUFFLES 


For the month ended April 30, 2004. 
THE MAJOR BUYS 
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Cautious Investor (50% Equity, 


Conservative Investor 20% Equity, 
80% Debt) 





Return.(%) Scheme. . 





Return (%) 


Birla income Plus: 





DSP ML Savings Plus 


Sectoral Equity Funds 

Pharma sector funds dominate the sectoral schemes’ 
ranking. The leader, SBI Magnum Sector Umbrella- 
Pharma, scored well with its top holdings of Ranbaxy, 
Wockhardt, Uniphos Enterprises, Lupin and Aventis 
Pharma. SBI Magnum Contra Fund, which is rela- 
tively diversified, got the second place, 


Tax Saving Funds 

With average category return of 6.5 per cent, ELSS 
schemes posted modest gains in April. Prudential ICICI 
Tax Plan did the best, scoring well with bets on KPIT 
Infosystems and Trent. Sundaram Tax Saver, which is 


a tiny corpus of around Rs 56 crore, is second. Principal = 


Tax Savings Fund, with high exposure to banking and. 
cement stocks, finished third in April. ` 


Balanced Funds 

The average return from balánced: fündi was around 
4 per cent in April, with all funds in the category man- 
aging to see some appreciation in their net asset val- 
ues, Kotak Balance, with high exposure to pharma, is 


the top performer—though it also gained on 
Balrampur Chini Mills and EID Parry. 


Outlook | | 
Uncertainty in the run-up to elections | 15 a fact of 
democracy-—as also shifts in policy upon a change in 
government. Responsive bourses, thankfully, tend to dis- 
count these factors quite q Ith Ips. hat the i inc- 
oming government's broad thru: of s not a 
tery, 80 trading could resume optimism—respond- 
ing to the real issues of corporate and economic import, 
free of bias. India Inc’s success story is not all hype, | 
surely; good news is good news. 
Yet, global factors—the possible. US. interest rate 
hike, the Chinese gear-shift and so on—must be 
watched, Global commodity prices could change. The 
outlook on bond markets continues to be cautious, as 
the rise in crude oil prices could result i in inflation— 
though a cooling-off is a possibility too. ІШ 





























From Business Strategy Development to High End Market Data Analytics 
From Market Research to Power Brand Consulting 
From Corporate Identity Consulting to Winning Public Relations 
From Social Sector Consulting to Effective Corporate Films & Communication 
From Event Management to Stupendous Direct Selling 


we do it all because we realise that 








Our no-nonsense consulting solutions have been adopted by world class organisations like 


AMERICAN EXPRESS, GE, McKINSEY & Co., PWC, UNITED NATIONS, NESTLE, SONY, SAMSUNG, COKE, 
AMWAY, PEPSI, ELECTROLUX, CITIBANK, STANDARD CHARTERED, ABN AMRO, GUCCI, MONT BLANC, NIKE, ABB, ICICI, 
HUTCH, INFOS YS, WIPRO, IOC, BEL, GAIL, RELIANCE, HINDUSTAN LEVERS, COLGATE PALMOLIVE, ASIAN PAINTS, 
HP, BANK OF AMERICA, BRITISH AMERICAN TOBACCO, ACCENTURE 
and many many many many more... 
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UY GOLD, THEY SAID. THEY WERE RIGHT. IN FACT, 

| ® they, the gold bulls, аге still basking in the re- 

LZ flection of their rich haul over the last two 

years that saw the yellow metal zoom. And guess 
what—they’ re still asking you to buy gold. · 

The difference, however, is that gold bears haven’t 
gone missing from the global bullion market; they’re 
there, pointing to the expected rise in US i interest rates 
as à key reason to sell gold. Recent economic trends, 
they say; suggest a recovery of the US dollar rather 
than a rout. So things should go right back to the hal- 
cyon days of gold being something grandma speaks of 
in weaker moments, not investors. 

Which argument would you put your money on? 


Brief History of Gold 


* Gold, remember, has defined ‘precious’ ever. 
«since cavemen decided to club one an- 
other over the head for it. Not 
for nothing. The metal is a reli- 
‘able store of value, come civili- 
sation or high water. A study of 
gold prices done by the World 
Gold Council, a body that pro- 
motes the metal, shows that one. | 
ounce of gold would consistently 
purchase the same amount of - 
goods and services as it would. 
have done 400 years ago. 
“Gold,” says Sanjeev Agarwal, W 
Managing Director (Indian Sub-con- -| 
tinent), WGC, “is more of a saving in- 
strument than an investment avenue. 

































_ Investing in gold is rather complex, linked as it is to the dollar. ву SHILPA NAYAK 


It is a safety net that lets you control the overall 
volatility in a portfolio. Over time, an investment - 
portfolio with an allocation in gold improves the 
consistency of portfolio performance during both 
stable and unstable periods." The metal acts as a bet- 
ter portfolio diversifier than other asset classes, he ar- 
gues, apart from serving its classic function as a hedge 


against inflation and other forms of currency instability. 


- Yet, the metal was thought to be losing its luster 
barely half a decade ago. Modern economic sys- . 
tems were seen to be turning gold's non-decorative 
role obsolete, and central banks were trying to offload 
their tonnes. The benchmark price hit a low of | 
around $260 per ounce in April 2001, and was pro- 
jected to slide further. The price in January this 
year? Some $413. | 
What: happened? To.some, it’s a 
three-digit answer 
off the American 
calendar: 9-11. To 
others, it’s the US 
recession that origi- 
nated almost a year 
before that. Either 
way, US assets lost ap- | 
peal, interest rates fell and the dol- 
lar—the famous ‘greenback’—came 
under strain, falling by over 
50 per cent vis-à-vis the 
euro (and around 20 per 
cent vis-à-vis currencies 
such as the Indian rupee). 

The basic story? America's 

economic headaches as rep- 
resented by its twin-deficits 
(trade and budgetary), to- 
gether with the vulnerability 
of the world’s ‘reserve cur- 
rency' to security risks, have 
sent investors fleeing to the 
safety of gold. Gold bulls, 
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GRAPHICS BY PINAKI PAUL 
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ж 37.88— 


Figures are US$ per ounce 


plainly, don’t expect much relief from these circum- 
stances. The bears do. 


Dollar Watch 


Dollar optimists see a US recovery in the carefully- 
worded annotations made by America’s central banker 
Alan Greenspan, especially the hint of a “measured” 
hike in the bank’s benchmark interest rate. Such a move 
would prop the dollar directly, too. Gold, then, could 
return to its earlier downward trend. Mumbai gold 
traders seem to have bought into this line of thought, 
going by reports of a gold downturn. 

But many analysts see no significant change in 
global circumstances (some even see a short-term es- 
calation), and are still betting on a secular downturn of 
the dollar, which would strengthen gold. 

As а rupee-denomination gold investor, what 
should you do? 

Take currency fluctuations into account, first of all, 
since India’s gold market is now more globalised than 
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T-bills Gold 
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Figures are in per cent 
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Good As Gold 


Note: The returns are calculated over a 20-year period for two differing internationa portfolio plans | 
Source: World Gold Council 





486.74 









‚ Source: World Gold Council 


ever, and prices tend to reflect the going rate inter- 
nationally. Other things being the same, a rising rupee 
against the dollar (this year's earlier trend) would eat 
into any gains gold makes globally (in dollar terms), just 
as software exporters find themselves shortchanged. 
But the rupee's strengthening has had another effect: 
vi leaving gold attractively priced for any new inves- 
т. “With the rupee stronger against the dollar,” 
us Jignesh Shah, Mp, Multi Commodity Exchange of 
India, “Indians can buy more gold at the same price." 
It’s not that simple, though. It may be just a blip, but 
the past few days have seen the rupee fall against the 
dollar. If this becomes a trend, rupee buyers could 
make higher gains than dollar buyers of gold. Of 
course, the exchange rate direction is far from certain. 
"Investors have to understand that there is an exchange 
risk that exists when invested in gold," cautions Shah. 
Once you build the local rupee-dollar currency 
risk into your calculations, the real indicator to 
watch is still an exchange rate: the dollar's weakness 
against the euro. For, it's the bigger factors 
that will eventually determine which way 
gold goes; and the latest images from Iraq 
are not looking pretty. “Going ahead,” 
says Shah, “the currency fluctuation, US 
elections, Middle East instability and the 
geo-political unsteadiness will see more 
money being invested i in gold um 


Portfolio Pian — | |( | 
< Whether it is the gold bulls ог the bears 
you're inclined towards, the WGC recom- 
. mends holding gold as part of a broader 
· portfolio plan anyway. By its calculations, just 
the volatility of the metal—and its return as 
an option—is reason enough to have 5-20 
per cent of your allocations devoted to it. 
Gold funds and the like: could be on their 
way, too. It is, after all, a 2 
hedge against uncertainty. m 
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UB Spirits Division, 

.. with sales of 35.5 million cases, 
does India proud by being crowned 

| the fourth largest spirits group іп the world. 


AN IMPACT PRESENTATION 
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A Spirited Show 


UB Spirits Division does India proud by being crowned fourth largest in the world. 


Team UB Spirits Division: (L to R) Binod Maitin, Gerald D'Souza, VS. Venkatraman, Ravi Nedungadi, 
Philip Sargunar, Vijay Rekhi, Anant lyer, LK. Subramanian, Harish Bhat and Suresh Menon 


t is time to uncork the bubbly. When 
Impact International, a New York- 
based news and research digest of 
the international beverage alcohol 
industry, acknowledged UB Spirits 
Division with sales of 35.5 million cases as the 
fourth largest in the world, it was a moment for 
every Indian to feel proud. 

Across industry sectors, there are very 
few Indian companies that can claim to be 
truly international in scale, size and scope of 
operations even in their own domains. UB 
Spirits Division, comprising McDowell and 
Herbertsons, has had this unique distinction 
of being one of the few Indian companies 
that are among the top five globally. 








AIMING HIGHER 

UB Spirits Division holds pride of place in the 
multifaceted UB Group. Of the total turnover of 
Rs 4,000 crore of the UB Group, nearly Rs 
2,500 crore is contributed by the Spirits Division 
alone. In the Indian market, its combination of 
products, price points and presence (reach) is 
unparalleled. With more than 40 per cent mar- 
ket share across segments, it is the undisputed 
market leader. The company however is not will- 
ing to rest on its laurels. “Our immediate aim is 
to become the No. 3 in the world with the sales 
of 50 million cases in the next three years. | 
know this takes a huge leap but we are confi- 
dent of achieving this,” says Dr. Vijay Mallya, the 
flamboyant and charismatic Chairman of the 
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What UB’s Associates Have To Say | 


. Devin. МАВАМО, President, АРА. cand Chairm 
| The Narang Industries = 
| FL have found UB's Spirits Division highly professional | 
| and innovative. i bes been extremely quick to 


| Indian spirits industry | 

| was the vision of Mr Vij jay Rek 

= isation like CIABC. Ever since its forma ion, | БТ 
| been a an active s poricipant i in setting i its objectives. о 


matter of great pride lore every indian that ће f 
| roup Spirits Division has become the fourth 
| largest spirits group іп the world. Their visi 
| те һе hird MN in the coming. он ins | 
6 


inna on the succes: А 
lot many are aware of its os achievem 


| being crowned rae adm in ће: ae 
|a rellection of your pioneering strategy, concert 
| efforts and маоп. | 


| DR. М. PRAKASH, Director, CFTRI us 
! is a matter of great pride for a ору fo reach | 
he fourth rank in the world. CFTRI's Ecology and. 

| Microbiology Departments have had long years of 

| association with the UB Spirits Division. From Team. 

| CFTRI. we. с the UB. Group | and wish 
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UB Group. Indeed, it would be a great moment 
for every Indian if an Indian company were to be 
.. among the top three in the world. 
: And it is not just Dr. Mallya who is confi- 
dent. His partners and contemporaries in 
other businesses also agree wholeheartedly. 
“Amar Raj Singh, Managing Director, India 
and South Asia, UDV India, says, "It is a mat- 
ter of great pride for an Indian company to 
reach such a milestone. It is yet another 
example of India becoming a true and impor- 


Дап global citizen. Let us hope that this will be 
a Stepping stone to even greater professional- 


ism and higher achievements in the future.” 

Agrees T.V. Raghunath, Vice President, 
Kotak Mahindra Capital: "The UB Group 
brings to bear a fantastic synchronisation of 
entrepreneurial gut and professionalism. The 
Kotak Group is privileged to have been asso- 
ciated with this Group." 

Anything that Dr Mallya does pertains 
to leading, cutting edge, big, large projects, 
which are well thought out exercises. 
Nothing is puny or small. So are his ambi- 
tions. "We believe in blazing new tracks for 
others to follow. We are always the ones who 
set the trends,” he says. 

But setting trends alone doesn't get you 
the numbers. Commitment to quality and cus- 
tomer satisfaction is equally important. And the 
UB Spirits Division has achieved its highest 
sale of 35 million cases through such a sus- 
tained pursuit of excellence. Says Subhash R. 
Gupte, Executive Vice Chairman of the UB 
Group, "This has been achieved after giving full 
satisfaction to our consumers in terms of value 
and quality" In the process, UB Spirits Division 
has once again proved what a dedicated team 
can accomplish. It naturally bestows a respon- 
sibility to achieve not only generate higher 
sales in future, but also enhanced customer 


The Millionaire Club: | 


| Bacpiper WHISKY 





satisfaction. The future promises higher growth 
and worldwide acceptance. 

And the man who is responsible for UB 
Spirits Division attaining Dr. Mallya's objec- 
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tive, the next Mount Everest of 50 million cases sales, is Vijay 
K. Rekhi, President of the UB Spirits Division. Rekhi wants to 
ensure that the current half a million cases of exports happen- 
ing to 24 countries accelerate drastically. But the domestic 
industry is also in his sights. He says, “In the domestic industry 
our complete domination can be seen by the fact that in spite of 
being the market leaders with a huge base, we grew by 16 per 
cent last year compared to the industry average of 8 per cent” 
A stupendous achievement indeed. 

But what is really impressive is the fact that this achieve- 
ment has come in the backdrop of efficient and effective use of 
economic resources. Ravi Nedungadi, the cro of the Group, 
says, “Over the past couple of years the levels of inventory, 
people and working capital deployed have decreased by near- 
ly a quarter.” In spite of this it has been witnessing tremendous 
growth indicating the kind of productivity it has been able to get 
from the system. 

What this financial discipline has also done is to enhance 


| {һе respect of stakeholders like bankers and shareholders— 


which was already high—even further. The admiration is pal- 
pable in the statement of M.S. Kapur, Chairman and Managing 
Director, Vijaya Bank: “We are a combination that i is heady. And 


| . both are liquid too.” 


Rising to the challenge of arranging finances for a capital 
intensive industry such as spirits is not easy, but the UB Group 
Spirits Division has been up to the task. Harish Bhat, Executive 
Vice President, Finance, says, “It is a very stimulating and sat- 
isfying experience. We are all geared up for facing. tougher 
challenges now.” 

The expertise in financial matters has led to the formation 
of a strong super structure and the view from the top is spec- 
tacular. This is reflected in the confidence of S.D. Lalla, 





Managing Director, 
Herbertsons, when he 
says, “In the coming 
years, we are confident 
that Herbertsons brands, 
like Bagpiper, will contin- 
ue to contribute even 
more significantly to help 
UBSPD achieve the 50 
million case mark.” 

To reach that goal, 
UB Spirits will have to do 
exactly what it did over the 
last few years: build and 
nurture millionaire brands. 
For those who came in 
late, millionaire brands are 
those that sell a minimum 
of a million cases every 
year. And several of UB 
Spirits brands like McDo- 
well’s No.1 Whisky, Bag- 
piper Whisky, Kerala Malt 
Whisky, Vin Whisky, Cele- 
bration Rum, Old Cask 
Rum, Majestic xxx Rum, 

S.D. Lalla: MD, Herbertsons McDowell's No.1 Brandy, 
Honey Bee Brandy and Blue Riband Gin, fulfil that criteria. In 
short, UB Spirits Division has 10 millionaire brands: four in 
whisky, three in rum, two in brandy and one in gin. 

One of the reasons that has been responsible for the suc- 
cess of UB brands has been its ability to cater to local tastes. 
Dr. B.K. Maitin, Head Technical Centre, UBSPD, says, "The Indian 
consumer is quite comfortable in adopting western habits but 
there has to be a distinct Indian element to it." 

In such a scenario, marketing plays a very critical role, 
something which is not lost on Alok Gupta, Senior Vice Presi- 
dent, Marketing. He says, "The vision is crystal clear. Future 
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S.R. Gupte: Exec. Vice Chairman 
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growth will come from total deliverance to the consumer in 
terms of continued focus on building brand imagery and supe- 
rior quality,” he says. 

The UB Spirits Division has always been at the forefront of 
a host of innovative business processes and product delivery. 
Anant lyer, Divisional Vice President, Business Planning & 
Strategy, who ably assists Rekhi in executing the strategy, says, 
"t is our innovative spirit that has ensured leadership.” 

People are the primary ingredients in the success of any 
industry. So is the case with UB Spirits Division. Gerald 
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D'Souza, Sr. vp, HR, says, “The group has а 
number of people who have spent their 
. entire working lives with it” Of the 20,000 
odd employees in the group, around 4,500 
are directly employed by the Spirits Division. 
166 not that there's no attrition, but it’s very 
low: a paltry 3.5 per cent. Among those who 
leave, most are frontline sales people, but 
опа makes way for the Division to induct 
__ fresh blood and thinking. The average age of 
- the frontline sales people is around 30 years, 
whereas most of the manufacturing guys 
have 20 plus years of experience. 


Свомтн Across REGIONS 

The growth of the UB Group’s Spirits Divi- 

sion is not restricted to any particular region 

in India. All the four regions contribute their 
: mite, and are girding up for further chal- 
lenges to meet the ambitious targets set for 


Growth Engine Е 





the near future. Of these, the southern 
region alone accounts for more than the. 
nationwide sales of the nearest competitor. 
РАВ. Sargunar, coo (South), says, "nec 
South is proud to have contributed 50 per 
cent of the 35 million cases sold. In the com- 
ing year, RPC South is committed to achiev- 
ing 20 million cases.” 

And while its ranking as the worlds | 
fourth largest alcobev marketer has given UB 
Spirits Division the momentum to scale up the 
ranking ladder and be among the top 3 in the 
world іп the next three years, it also places o 
the responsibility to continue delivering value = 
to customers. Looking ahead, D. Banerjee, 
coo (East) says, "With a market share of 
nearly 50 per cent in. the eastern region, we 
aspire to be leaders in all the flavours and 
price categories within the next two years.” 

The organisation is structured and 














cross-functional support is well built 
into the system to achieve even the 
toughest targets. Ashwin Malik, coo 
(North) states that the Division has 
now picked up good momentum 
and there is only one way to go— 
forward and upward. Agrees Ashok 
Capoor, coo (West): “The perform- 
ance is thanks to the dynamic lead- 
ership, effective teamwork, quick 
decision making and prompt action 
in meeting the needs of the market- 
place.” The competent distribution 
chain has also contributed hugely, 
and to maintain leadership the 
Division will need to continue to be 
innovative and one step ahead of 
competition in every respect. 

With world class manufacturing facili- will be fully geared up to take on the com- 
ties having iso 9001 certification, gathering — plexities of market dynamics that are likely 
and disseminating information is a crucial to emerge in the fast-changing scenario.” 
task. Producing a great product is only What is interesting is that nearly all 
one part of the equation. UB the growth has come because of 
Spirits Division is constantly organic growth and not beca- 
upgrading its facilities to not use of sleight of hand tricks 
only be at par but ahead of like acquisitions or amalga- 
its competitors. N. Dugar, mations. This is an attesta- 
Executive Vice President, tion to the role played by 
Manufacturing, says that UB Group Spirits Division 
UBSPD is in the process of in growing the market, 
installing imported state-of-the and not just growing its 
art bottling апа labelling market share alone, something that 
machines. “This will enhance the it will look to replicate on a global 
brand imagery and uBsPD's extensive basis. The onward march to be among 
product portfolio,” he says. the top 3 in the world has started. Dr Vijay 

With 50 billing locations and 48 manu- Mallya has always believed in being the best 
facturing units, information gathering and іп the world. It is time for the global top three 
logistics management is no mean task. players to start glancing over their shoul- 
Executing it ably is І.Р. Suresh Menon, ders. UB Spirits Division is on a spirited 
Divisional Vice President, Planning & quest to put India оп the global тар by mak- 
Control: "With the implementation of ERP we ing it to the summit. ® 





| i 
Team UB Spirits Division: (L to R) Vivek Prakash, Ashwin Malik, Alok Gupta, 
Navratan Dugar, Ashok Capoor, A. Raghunathan, and Deb Banerjee 






















On becoming the fourth largest spirits com- 
pany in the world. 
| ат very proud that UB Spirits Division has fig- 
ured in the top five in its business category. 
When economic policies were liberalised in the 
early 90s, many Indian companies said they ne- 
eded time to evolve into globally competitive 
enterprises. But 1 was confident that UB's bever- 
age alcohol business could be globally competi- 
tive. The challenge before me was to stimulate 
world-class thinking amongst my management. 
We persisted with product development 
and improvement, brand equity enhancement, 
and growth. Our growth in the last fiscal and a 
strategic acquisition resulted in our becoming 
the fourth largest spirits company in the world. 
We can now aspire to be one notch higher with- 
in the next two years. | am sure there are many 
other Indian companies that will, eventually, fig- 
ure in the list of front-runners in the world. 
On growth despite a restrictive atmosphere 
| appreciate the sensitivities associated with 
alcoho! consumption. Indusiry should participate 
with government to ensure that there is no social 
or health abuse through excessive consumption. 
But | disagree with and challenge the go- 
vernmental policies in various states. In India, 


““Опе day, UB 
Group will be 
No. 1 in all 
areas of its 
competence" 


Dr. Vijay Mallya, 
the charismatic, multi-faceted 
Chairman of the UB Group, 
expresses his views on the Spirits 
Divisions" phenomenal achievement. 


where economic law enforcement is minimal, 
high levels of taxation leads to tax evasion, not 
moderate consumption. Unique policies by sev- 
eral states to monopolise the wholesale trade of 
beverage alcohol help increase corruption and 
reduce freedom of consumer choice. 

In states with no government interference, 
official revenue generation is higher, corruption 
is less and the consumer has freedom of cho- 
ice. State control limits our growth opportunities 
and the control on pricing serves to make bev- 
erage alcohol products cheaper to those who 
otherwise cannot afford it. This is one of the 
main reasons why we cannot attain internation- 
al levels of profitability like any other industry. 

The beverage alcohol industry contributes 
over Rs 25,000 crore per annum in taxes to var- 
ious state governments, of which UB contribu- 
tes over Rs 10,000 crore. If we were allowed to 
operate in a free market environment, with 
appropriate government and industry-spon- 
sored controls, we would have achieved much 
higher sales growth and profitability. 

Any significant moment that sealed the numero 
uno position for the company? 

In 1977, when prohibition was being advocated, 
my late father Vittal Mallya acquired several 
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brewing and distilling assets to ensure that UB became a major 
player. At that time we were not leaders; long established com- 
petitors were marketing several well-known brands. 

My chairmanship of UB Group started as a period of consol- 
idation and reorganisation. Post liberalisation, when foreign financial 
investment was permitted, | focused on investing and growing our 
areas of competency, and divested non-core businesses. 

| have achieved both organic and accelerated growth through 
a combination of promotion of products and brand equity, and ac- 
quisitions. Acquisitions of several breweries and distilleries, Gilbeys 
Green label whisky, and Alcaszar vodka were part of this strategy 
that has resulted in a sales volume of 38 million cases plus during 
the last fiscal. We have come a long way since | took over in 1983 
when our spirits sales were slightly more than 2.5 million cases. 
On competition from multinationals 
| introduced the global beverage alcohol industry to India with UB's 
first joint venture with United Distillers (now part of Diageo, the 
world's largest spirits company) and was severely criticised by my 
industry counterparts. Today, a decade later, | can say with satis- 
faction that we have all but demolished the threat of international 
competition by adding net annual growth volumes sales that exceed 
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the total annual sales of most multinationals орар in India. 





which never gets dn ni the world consta- 
o, | am confident that the UB strategy and product offer- 
void class i in өмү eo and will fully meet the feos 


onsible drinking", whereas he current restrictions only 
де malpractice and tax evasion. 
On innovation in the UB Group | 
Innovation is the backbone of UB's ‘strategy. | do not follow the on achieving 
ack; | believe in setting trends. Many such unconventional and „ ü WE | i 
35 Million Cases 









trend-setting initiatives have been the hallmark of the UB 
_. Group's beverage alcohol growth and market at leadership. 
22 Оп exports strategy 
_ Our exports have almost doubled during не last fiscal. We own the 
|. "Black Dog" Scotch whisky that is widely recognised in South Asia. 
_ On my recent visit to Pakistan for the cricket series, | was pleas- г. | 
-antiy surprised at the number of people who fondly remembered. Mr. Girish Dewani 
_ this brand. We will continue to promote Black Dog and also Premier Liquor (1) Ltd. 
ncrease our Scotch whisky offerings. We have already launched 
Scottish Crown and | intend to expand the distribution of this brand 
'. to overseas markets. | also believe that there is a great opportuni- 
- ty for Indian spirits in South East Asia as well as China. Our brands 
__ Offer great value to the consumer than traditional "local brews". | 
n future plans for the group | 
Лу short-term strategy will be to look for international acquisitions | 
that can seamlessly integrate into our organisation. There is a | 
_ myth that growth slows down when: the base expands. But we | 
| have demonstrated otherwise, and ат confident that this trend | 
ill ontinue as we have several new initiatives coming up. | 
и have interests in politics, агі апа racing | | 
nning the world's fourth largest spirits enterprise and other Indian | 
7 and overseas businesses of the UB Group may. sound daunting. My | 
- varied interests added to that may sound confusing. However, with a | 
professional and result-oriented management who | ‘supervise con- 
| 
| 




































.. stantly, | have the time and energy to devote to my other interests. 
.. People you admire 
- | have great respect for late Dhirubhai Ambani. Likewise. Naray- 
· ana Murthy of Infosys, Kiran Mazumdar of Biocon, Richard Bran- 
son and Warren Buffett have a certain influence but my late father 
~ simply taught me that hard work and innovation were the only | 
-.. keys to everything, and | am proud that | remain my unique self. 
Vision for the UB Group 
-Vam determined to ensure that one day, the UB Group will be 
222 Мо. 1 in all its areas of competence. W 
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«Success Mantra: Be 
Focussed, Fast and First" 


Vijay K. Rekhi, President of the UB Spirits Division, is a three-dec- 
ade plus veteran of the alcobev industry. Soft-spoken, of diminu- 
tive frame and genteel old world manners, he has a steely deter- 
mination, which he has harnessed to make UB Spirits Division a 
national and international success. 

In 1996 when he took over the helm of affairs at UB 
Spirits, it was selling some 15 million cases. Today, what UB 
Spirits Division sells in South India alone, its nearest competi- 
tor does not sell on a nationwide basis. Such is the dominance 
that Rekhi has engineered in the Indian market. And he is 
already charting out a roadmap to make UB Spirits Division the 
No. 3 globally by growing sales to 50 million cases in the next 
three years. Daunting. Yes, he admits candidly. Impossible? 
Hardly. Given his track record, few would bet against him. Rekhi 
spoke to Business Today on a wide range of issues. Excerpts. 


On UB Spirits becoming the fourth largest player in the world. 
Absolutely incredible. It is a great, signal achievement. This suc- 
cess has been no accident. It is the result of a combination of fac- 
tors including careful planning, determination and hard work. Our 
success mantra has been to ‘be focussed, fast and first’. All that 
has now resulted in this phenomenal achievement. 

While leadership is very important it is ће !еат that 
deserves all the kudos. All our stakeholders—management, emp- 
loyees, shareholders, partners, suppliers, distributors and above 
all our valuable customers—have played a very important role in 
making UBSPD what it is today. 





Very few Indian companies have been 
players оп ‘а global scale. Only some like 


Moser Baer, Bajaj, Hero Group, or Essel 

à. Packaging have had the same kind of global 

_ heft as we do. UB Spirits is thus a lighthouse, 

which is showing the way for other Indian play- 

8 in other sectors. it makes not only the UB 

family and me proud but every Indian ought to 
be proud.of the success we have had. 

As the great spiritual Guru Sri Sri 
Ravishankarji says, “Past is history, future is a 
| у ' We are savouring the present 

от ent of joy, aware of the journey so far, but 
eenly looking towards the future. 
five million cases in 1989 to 35 million pius 
in 2004. How has this been possible? 
-. Itis because of the culture of the organisation, 
which enables and empowers its people to suc- 
_ свед. The Chairman (Vijay Mallya) and the Bo- 
... ard have been unstinted in their support tow- 
ards our plans. The organisation has been stru- 
“> Ctured.in such a manner that there is a clear 
delineation of authority and responsibilities. 
Despite myriad laws that govern our industry 
сә With each state having its own policies, we have 
divided the organisation along geographical 
lines of North, South, East and West for the 
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sake of operational efficiency. A chief operating 
officer in each of these regional profit centres 
looks after his zone's growth. 

We understand the needs and require- 
ments of Indian consumers better than others. 
With a portfolio in excess of 78 brands, we have 
offerings for every segment of the market. 10 of 
these brands sell in excess of a million cases 
every year. If our subsidiary том is taken into 
account, we have 11 with Gilbeys Green being 
the other millionaire brand. | do not think any 
other player even globally has such a vast array 
of brands that sell as much as ours do. We pro- 
vide our customers choice, value for money and 
the best quality in the world. 

On competition, specially the entry of MNCs. 

We never rest on past laurels or take custo- 
mers for granted. We tirelessiy work towards 
meeting the needs of our customérs. UB is 
aware that the market is an ever-changing 
mosaic. We in fact welcome competition. 
This will keep everybody alert and nimble in 
the marketplace. Undoubtedly with the entry 
of multinationals customer expectations 
have gone up. However, the Division always 
believes in setting standards for itself, which 
are the best in the world, and excelling 
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them. Also, uBsPD alone sells more in South 
India with 17.5 million cases than its nearest 
competitor does in the whole of india. So 
while we welcome competition we want to 
assert that we are not afraid of them. 

At the same time we want the govern- 
ment and regulatory authorities to ensure 
that India does not become a dumping gro- 
und for multinationals. Their governments 
provide their farmers with huge agricultural 
subsidies. Why only UB, but on behalf of the 
entire Indian alcobev industry it is my plea 
that we be given a level 
playing ground with effec- 
tive enforcement of regula- 
tory and tariff barriers to 
prevent dumping. 

On using IT to enhance com- 
petitiveness. 

The UB Spirits Division is 
probably the first player in 
the industry to roll out 
nationally an Enterprise 
Resource Planning (ЕВР) 
software. We do not invest 
in ir for its own sake but to 
enhance competitiveness 
and meet our goals. We 
have invested around Rs 15 crore for this. 

Our intention is to seamlessly integrate 
manufacturing, distribution/ logistics and sales. 
The moment a salesman notes down an order, 
it immediately goes all the way back into the 
system right up to inventory management so 
that manufacturing knows what and how much 
to produce, Eventual goal is to opt for just-in- 
time manufacturing techniques. Our iso-certi- 
fied manufacturing facilities are something that 
we are proud of and with ir playing its role we 
feel that we will be in a better position to serve 
the requirements of our customers. 








Outlook on the future 

The immediate goal is to become the 
No. 3 player in the world. We want to touch sales 
of 50 million cases per year in the next three ye- 
ars. While we want to consolidate and expand 
our domestic market share leadership, which we 
have, exports are going to be a focus area. 
Currently we export just around half a million 
cases to 24 countries. India is the second 
largest producer of sugar and molasses in the 
world, the primary ingredients for our industry. | 
see no reason why we should not be able to 
become the rum producer for 
the world be it whites, golden 
or brown. The Caribbean has 
usurped India’s rightful role of 
being the rum supplier to the 
world. This is something that 
we will set right. Export of 
Whisky is a bit more prob- 
lematic due to artificial barri- 
ers imposed on indian whis- 
kies being molasses and not 
grain based. Inspite of these 
challenges we hope to eme- 
rge as a key exporter of spir- 
its with a portfolio of interna- 
tionally accepted brands. 


. While we are already market leaders in some 


Countries like Nepal, we want to enhance our 
footprint in other saarc countries like Pakistan, 


- Sri Lanka, Bhutan and even Thailand. 


Though there might be barriers in terms of 
making our products visible, our brand extensi- 
ons into related areas like water and soda have 
shown encouraging results. Some of our brands 
in these areas are under-leveraged, which we 


hope to rectify. Related areas like entering the 


snacks or munchies segment, which would be a 
natural corollary of what goes with our primary 
products, will be another area of interest. @ 








Branding 
It Right 


Branding is critical to the marketing success of any product. The very 
fact that the UB Group Spirits Division has had great success is an 
indication of the successful branding strategy pursued by it. 


uilding brands at uBsPD is serious business. Crippled with 
restrictive regulations on direct brand communications, 
its teams work extra hard to build strong positions for its 
brands in the consumers’ minds. 

Like with any product, uBSPD believes that the consumer 
is not merely buying its product; he is buying a basket of 
value, comprising intrinsic and extrinsic factors. The former 
refers to the actual product; the latter includes 'how the brand 
is seen' (brand imagery), which in turn determines 'how the 
user is seen' (user imagery). This extrinsic area is where 
UBSPD Strives to create maximum difference and value surplus 
over other brands, since the intrinsic factors are largely undif- 
ferentiated by the consumer. 

The starting point is in understanding the consumer in 
terms of his individual and social context, and his motivators for 
brand usage and selection. Once a clear understanding of this 
is developed, the brand takes a position as to where it should 
pitch itself so as to be most relevant for the consumer and thus 
be his preferred choice. Besides, communication is developed 
through a rigorous process of creative development coupled 
with consumer research. 

To illustrate, let's take the case of Bagpiper. For years the 
brand has been endorsed by leading action heroes from 
Bollywood. This association with action heroes and depiction of 
their heroics, apart from giving the brand instant recall, gave the 
brand a macho image. Till recently this macho image with the film 
stars worked wonder- 
fully well for the brand 
and was seen as very 
relevant for the target 
consumer for whom 
whisky drinking was 
indeed the domain of 
macho males; some- 
thing they desired to 
be seen as. In keeping 
with the changing 
times, the consumers' 
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reason for drinking is more to have an enjoyable time with friends 
rather than projecting any machismo. To this end, the brand team 
in consultation with the advertising agencies and through a con- 
tinuous process of consumer research conceptualised the 'Yaaron 
ka Yaar’ campaign, where the brand is shown as the catalyst to 
enjoyable times amongst friends. | 

Needless to say, there is always an ear to the ground to 
keep track of the pulse of the consumer and tailor-make com- 
munication that is relevant and appealing. so as to create sus- 
tained brand preference. W 
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Strengths 
Of UB Spirits 


MANUFACTURING 

Beverage alcohol being a State subject, duties and taxes payable 
by manufacturing companies vary from state to state to such an 
extent that India is as good as 29 countries.With 48 manufacturing 
facilities, both owned and contracted, across the country, UB Spi- 
rits Division enjoys a clear advantage. These supply McDowell and 
Herbertsons products to key markets, effecting cost savings in 
transportation, lesser breakages, and payment of inter-state taxes 
and levies. All group-owned manufacturing units аге 150-9001 cer- 
tified and maintain highest quality standards. 

Navratan Dugar, 
Executive VP, Manufa- 
cturing, oversees all 
the units, ensuring co- 
nsistency in product 
taste and quality. Con- 
trols are exercised 
from the procurement 
of raw materials, man- 
ufacturing and deliv- 
ery of the final prod- 
ucts to the consumer. 

With 78 brands 
in as many varieties of 
bottles in 13 sizes, the 
manufacturing depart- 
ment has its work cut 
out. Vital ingredients 


like Extra Neutral alco- 

Strong foundation: Malt spirit production ol. malt spirit, rum 

facility at McDowell's Distillery in Ponda, Goa h Ұқ pun zi 
spirit and grape spirits 


are internally produced to ensure consistence in blend delivery. 

Over 365 trucks pass through the gates of these 48 distill- 
eries every day, ensuring that UB's Spirits products reach outlets 
and end consumers without delays. 





DISTRIBUTION 
UBSPD'Ss distribution network consists of around 1,600 wholesalers, 
over 30,000 retailers, 16,000 bars and 614 clubs. While South leads 
with a market presence of over 22,000 sales & distribution points, 
West and North have significant presence followed by East. 

In addition, eight mainline products are available through Ca- 
nteen Stores. McDowell's Signature Rare whisky recently made an 
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entry in the premium segment iayy 
and received an overwhelm- 
ing response. сар sales acco-. 
unt for nearly 8 per cent of the 


| How Sales Have Grown 










4 Duet, Tango and Pinada, do- 
- mestic-owned standard seg- 
- ment scotch whisky (Scottish 
Crown), flavoured rum (McD- 





Division's sales against just 


| owell's Cariba xxx Rum fla- 





0.8 per cent in 1998. 


voured with Cola), flavoured 

















Vivek Prakash, Divisional vodka (White Magic Tange- 

VP, is gung ho about csp’s per- rine, Lemon, Pepperone) and 

formance. "We will gain lead- Ready to Drink low alcoholic 
ership in this segment too. We beverages (RTD)—Shotz. 

plan to introduce our premium UB Group was the first to 

Scotch Black Dog in csp." 21 introduce foil labels, chamfered 

| caps and tin canisters; PET, 

INNOVATION miniature (60 ml), half- and 





Innovation is not just a buzz- 


one-itre bottles; and look-ali- 





word. at. UB Group Spirits 


|| kes in Quart/Pint/ Nip bottles. 





Division. The Spirits Division 
believes the success of any 
large FMCG company, іп a demanding enviro- 
nment, requires exceptional ability to reinvent 
itself. thas constantly offered its consumers a 
better experience by continuously upgrading 
product packaging to international levels. 

The Company has pioneered many firsts 
in product offerings, such as: India's first 12- 
year-old deluxe scotch whisky (Black Dog), 
single malt whisky, flavoured gin—Blue Riband 





Reapy To Drink Beveraces 
The challenge now is to create something total- 
ly new. Focus for the future is on птоѕ, With peo- 
ple looking for пем tastes and brands, the glob- 
al acceptance of пто is also expected in India. 

In the coming months, UBsPD is planning 
to take RTDs beyond its traditional white spir- 
its base by introducing exciting RTOS in dark 
spirits base and Indian flavours, thus ushe- 
ring in an ато revolution in India. @ 
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The bulb that lit 

a thousand times. 
Proof that 
innovation is a habit. 
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OU DON'T HAVE TO 

watch a film on 
Alexander to see how an 
impossible arrow can sud- 
denly turn possible. 
Sometimes all it takes is a 
Big Idea. In the world of 
academia, Nobel laureate 
Amartya Sen has done it 
by coming up with an idea 
to turn something called 
Arrow Impossibility into 
a distinct possibility. 

The idea, actually, is 
a proposal. A social 
choice proposal: "the sys- 
tematic use of interper- 

aie sonal comparisons of in- 
dividual well-being” in making collective decisions on behalf of everyone. 
What has the idea done? It has revived the left-for-dead academic dis- 
. cipline of Welfare Economics by mathematically showing how—if the 
` proposal is accepted—a push for economic efficiency (the traditional Right 

agenda) need not compromise the quest for social equity (the classic Left 
|. ... agenda). Nor vice-versa. 

E That's a big breakthrough. For decades, people worried that the Free 
Market equilibrium results in an ‘unfair’ division of the pie, but making it 
fair causes market distortions which reduce the size of the pie. So it was a 
case of 'either-or', at least by way of priority (since in the long run, 
whether we crack the riddle of our celluloid time or not, we're all dead). 
Amartya Sen's idea rekindles the dream of efficiency апа equity. 
| That, admittedly, is an oversimplification of sorts. By the actual Arrow 
| Impossibility theorem, no joint-decision system was said to be possible that 
ь . could simultaneously satisfy five desirable conditions. Three of them to do 
with freedom: independence (of irrelevant alternatives), non-dictatorship 
(no single person enforces his will) and Pareto efficiency (if one person has 
a preference nobody objects to, it holds for all). And two conditions to do 
with rationality, too mathematical to elaborate here. 

Anyhow, by the theorem, something had to give. All five in harmony? 
Impossible, they said. Going liberal called for irrationality, and playing Mr 
Rational needed some whips to be cracked. Forget the boon-curse di- 
vide, welfare was doomed, people thought... till Amartya Sen came up with 
his marvellous possibility, and gave us fresh hope for a Mutually Assured 
Destiny that could contain and reverse the fissures taking us towards its 
acronym-sake, Mutually Assured Destruction. That’s the power of newly 
imagined information. And it’s sure worth а пу. @ 





When most people think of Thomas Edison, 





the first thing that comes to mind is the 
electric light bulb, But Edison held over 
1,000 patents, for he applied his genius to 
a whole lot more - phonographs, 
typewriters, batteries, engines, projectors, 
and so on. At Seagate, we salute his spirit 
to innovate non-stop. After all, with a 20 
year old history of path-breaking 


SHDVWI ALL35 


innovations in the storage world, we are no 
strangers to big ideas ourselves. 
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ELDERLY RECRUITS 


breaking. 
Age Darriers 


India's BPO units have discovered the power of greying hair—and are recruiting more. BY ARNAB MITRA 





Back to the future: Older additions, Kosha Wagh, 39 (left) and Sabina Hill, 38 (far right), hit it off with the BPO smart-set 


older... and are serious about switching profes- “Аре No Bar’ said the ad in the newspaper. Sabina 
sions—or even thinking of entering the workforce Hill, 38, took it at its word, and joined EXL. “I’m 38, 
for the first time—then don't let age hold you back. A а divorcee and have a married daughter,” she says, by 
new career path has just opened up. In call centres. way of introduction. Hill, who also has a 16-year-old 
The good news is that you would be welcomed. son, joined the company to earn a living. Period. 
Kosha Wagh, 39, mother of two teenage sons, made the Апа believe it or not, she actually counts a mother- 
transition from teaching to working the telephones — daughter-son trio as her colleagues. 
for a living, and is much the happier for it. *I have no 
problems gelling with the young crowd and with — Greying Garrulously 
young guys teaching me the ropes,” confesses Wagh, The interesting part is that BPO units are actually be- 
who works at EXL Service, a Noida-based call centre ginning to prefer tufts of grey rather than black 
that pioneered the recruiting of older people in an hair under their call-response headsets, Older folk are 


ЈЕ YOU ARE ON THE GREYER SIDE OF 35... OR 40... OR industry crawling with twenty-somethings. 
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cheers 


IBM congratulates the UB Group on becoming 
the 4th largest marketer of alcoholic beverages in the world. 


| 
Consolidating 11 systems into just two eServer iSeries systems and | 
integrating diverse applications, IBM has ensured considerable savings | 
on space and resources for the UB Group. To know how IBM eServers | 
can make your business more efficient, visit ibm.com/eserver/iseries. 











in demand. “The attrition rate in call 
centres is absurdly high,” reasons 
Rajarshi Sengupta, Executive Director, 
PricewaterhouseCoopers (PwC), “So 
these companies are trying out new 
things to see if normalcy can be rest- 
ored to the proceedings.” 

Job hoppers pose a big headache to 
recruiters. They play havoc with man- 
power planning. For all the industry’s 
retention efforts, the call centre average 
rate of attrition remains alarmingly high 
at about 40 per cent every year. With 
expansion taken into account, that 
. means having to train more than half the 

- staff from scratch every 12 months. For 
people above 35, however, the attri- 
tion rate barely touches 8-10 per cent. 
Granted, this figure is not calculated 
for a large enough base to be significant, 
but there are intuitive reasons to expect 
older people to stay put for longer. 

“These older people know the hard- 
ships involved in getting a new job, so 


they are а lot more stable,” says Navanit, | 


coo of the Mumbai-based call centre 
Epicenter. *They don't hop, skip and 
jump for that extra grand in pay," adds 
a team leader at a call centre. 

“Basically, different BPO firms are 
trying to experiment with different 
models, whether it's hiring older people 
or part-timers," says Prakash Gurbaxani, 
CEO of Transworks, which employs 
more than 2,200 people at its centres in 
Mumbai and Bangalore. © 

But the pioneer puts a slightly dif- 
ferent spin on its efforts. “We decided 
on the ‘age no bar’ policy to expand the 
talent pool,” says Deepak Dhawan, Vice 
President, HR, EXL Service. “The job is 
all about competencies, and not about 
age,” he adds. The skillsets of older 
recruits include maturity, empathy and 


the ability to smoothen ruffled feathers. | 


Chaos And Chemistry 

But what about workplace chemistry? 
Are older employees comfortable work- 
ing with, and reporting to, colleagues 


half their age? Wagh recalls her em- 
barrassment at being called ‘aunty’. “My 
name is Kosha,” she shot back, “and I 
would appreciate you calling me by my 
name.” Nonetheless, Wagh has since 
emerged as the agony aunt of the team, 
and finds herself advising her younger 
colleagues on “guy problems”. 

Hill’s experience was slightly dif- 
ferent: her team-mates helped her gain 
confidence, “When I joined after three 
months of rigorous training,” she says, 
“my team leader looked apprehensive, 
but today, there’s relief on his face.” 
And the team leader’s account? 
“According to the feedback I had re- 
ceived,” he says, “she was shy and kept 
to herself. Since the team is like an ext- 
ended family, it’s important for members 
to get along.” Hill now enjoys working 
with a crew of average age 22. 

Dhawan concedes cases of older 
folk taking unkindly to being pulled up 
by younger team leaders, but adds, 
“Indians understand and know how to 
deal with their elders, and this translates 
into equilibrium in the workplace.” 

What about efficiency? “In terms 


‚ of performance, there is no latitude 


given for age,” says Dhawan, “just a 
natural regard for their seniority.” Says 
Navanit, “They may take some time to 
actually become productive, but once 
they get there, they are much more 
stable and can handle pressure and stress 
much better. They also have a stabilising 
effect on youngsters.” Wagh “could 
hear her brains creaking” during train- 
ing, but is comfortable now. | 
So, would you like to sign on? “Most 
of our older employees are people 
who've taken vrs from PSU banks or oil 
companies,” says Navanit, “We also 
have housewives applying for jobs.” 
The money’s quite good, too, and 
salaries can double in three years for 
star performers. Of course, the fun of it 
could be reason enough. 
ADDITIONAL REPORTING BY 
PRIYA SRINIVASAN AND AMANPREET SINGH 
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COUNSELLING 


І ат an area sales manager with a machine tools marketing 
company. | am 44 years old and have a masters diploma 
in business administration along with a degree in me- 
chanical engineering. | see little opportunity for growth in 
my present place of employment. One reason for this is that 
| do not get along well with my department head. | rarely 
agree with him on anything and feel he does not have the 
strategic vision his possition requires. Recently, | also 
came to know that a subordinate is being paid a salary that 
is higher than mine. When | took up the matter with my su- 
perior, he told me I could leave if | had a problem with the 
way things were. What should | do? 

What your boss has given you is often referred to as an 
ultimatum. You need to make up your mind whether 
to do whatever it takes to fit in with what your dep- 
artment head has in mind, or to simply quit. Another 
thing you could try taking your problems up with 
the top management. There is always the likelihood 
that they may agree with you. If that doesn’t work, 
start looking for another job. And while you go about 
it, try introspecting a bit: did you focus as much on 
your work as you did on the other issues? If not, then 
the problem is not as much with others as you imagine. 


| am a 25-year-old management graduate working with a call 
centre for four years now. | have little prospects for growth in 
my present job and am thoroughly dissatisfied. | want to move 
to a BPO firm that offers better opportunities for growth. 
However, many of the big companies in my industry have 
formed a cartel to discourage job-hopping. This policy, | 
feel, is unfair to poorly compensated execs like me. Should | 
leave the sector and look for a job in a different industry? 
Employers forming a cartel of the sort you mention is 
unfair, but frankly, there is little you can about it. 
However, it would still be premature on your part to 
think in terms of leaving the industry. You need to look 
for BPO firms other than the ones that have formed a 
cartel that would be willing to hire you on much better 
terms. Then again, it may not be such a bad idea to ex- 
plore your options in other sectors with a view to di- 
versifying your own skill sets. 


ЕР 
TARUN! 


| am a first-class graduate from an engineering college in 
Nagpur. | put in seven years with an IT firm as a customer 
support engineer, after which the firm shut shop and left me 
jobless. Since | could not land a suitable job, | decided to try 
my hand at an IT business with a friend. We did well for six 
years, till my friend decided to quit the business. Since my 
friend had been handling the front end of the business, | 
found it very difficult to retain my client base. My financial 
position has become increasingly precarious. | am now 
considering looking for a job. Will | get one after having run 
my own business for almost six years? Or should | go in for 
additional educational qualifications? 

Instead of being a handicap, the experience you have 
had running your own business will be considered 
valuable by any IT or IT-related company worth its 
name. So it would not be very difficult for you to 
find a job in customer service, sales or any other related 
function where you have had prior experience. An 
alternative for you could be doing an MBA from a 
good B-school. With your experience and the MBA 
degree, your job prospects would definitely improve. 


1 ат a 45-year-old engineer working with a telecom PSU for 
the past 25 years and am fairly senior in my organisation. 
Recently, | got an offer from a private sector telecom major 
to work as a senior consultant with them. The salary, perks 
and the position they are offering are all that | ever dreamt 
of. My colleagues, however, are discouraging me to make the 
switch saying that post-retirement benefits and job security 
are greater in PSUs. What should | do, considering that | can- 
not afford to remain unemployed any time within the next five 
to seven years because of family liabilities? 

There’s no such thing as a perfect job. To get the pay 
and perks of the private sector, you have to give up job 
security. You have to decide whether you are suited per- 
sonality-wise for the private sector after working in the 
public sector for 25 years. You also need to consider 
whether the increase in salary would compensate for the 
relative lack of job security. Moving to the private 
sector is not necessarily such a bad thing, but if security 
is your greatest need, stay put in the Psu. 


Answers to your career concerns are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to Help, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Jnandewalan Extn., New Delhi—110055. 
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Finishing 
Counts — 


Finishing schools for business etiquette. 





Stooping to conquer: Look ma, I've got the idea 


RACE? WHAT'S GRACE GOT ТО DO WITH BUSINESS? 

Lots, it turns out, in this globalised era. A Harvard 
study, in fact, grants it a big role—bigger than techni- 
cal skills—in career advancement and the clinching 
of business deals. And it’s not as simple as knowing not 
to reserve vermouth wines for after dinner, or follow- 
ing HSBC's ‘local knowledge’ campaign to avoid being 
offensive in an unfamiliar setting. 

No surprise, then, that etiquette consultants are in 
demand—for top execs. “Their need for secrecy can 
often push the training sessions to five in the morning 
or well past midnight,” says Pria Warrick, Executive 
Director, Forever Spring, an etiquette-training school 
in Delhi. And what is it that they mostly lack? Dining 
etiquette. Dress sense, too. Some even need help on 
how to convey condolence messages. It costs some 
Rs 5,000 to 10,000 per session, and clients can struc- 
ture their own training packages. 

Sabira Merchant and Gautam Reddy are among 
the other names offering etiquette workshops for corpo- 
rates. Clubby as it sounds, it does help—though try 
басне а СЕО admit it. That would Бе beyond decorum. 

SUPRIYA SHRINATE 








Sensa 


Humour 


Training call centre agents to get tickled. 


E YOU FIND MIRTH LEVELS IN SOME QUARTERS LOUDER 
than normal—don't be aghast. It's probably a BPO 
training session: on cottoning on to the American 
sense of humour (part of the Voice and Accent train- 
ing module at many a call centre). The reason? Being 
accent-okay is not enough; rapport counts. "Most 
Indians have neutralised accents," says John James, 
Manager (Training), Global Vantedge, “but they need 
to know the differences and similarities that they 
have with another culture." 

Recommended homework? Watching wholesome 
American entertainment—from Friends reruns and Jay 
Leno to films like Jerry McGuire, Dogma and Catch 
Me If You Can (this one educates agents on social se- 
curity checks and frauds, too). Watching CNN? Well, 
that too, for broad familiarisation. So when a caller 
goes, “Hey—what’s that noise, are ya in Vietnam 
or Iraq or somethin’?” or “You sound kinda young— 
like you're n-n-n-n-nineteen", you had better get the 
reference(Vietnam war, silly). And a *Gee, no, we've 
already been liberated—by a С for Gandhi, not С.1.,” 
will not do by way of response. 

AMANPREET SINGH 


Tickled pink: They're kinda gettin’ people close 
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ARCHITECTS - МЕТ 

"ASH Technologies Pvt. Ltd. 
We are looking for a person with around 2 years of experience in Net 
Frameworks, architecture and modeling, UML and OOAD concepts 
nd knowledge of XML/ XSL. Prior work experience in Microsoft 
_ Technologies will be preferred. Job Code: 410722 


VA /UNIX/CORBA/ORACLE 

_ MindLance India Pvt Ltd. 

| Incumbent should have at least 1 year бе experience in CORBA, 
JAVA, UNIX, ORACLE and SDLC Knowledge. Domain knowl- 
dge in the field of banking and finance will be an added advantage. 
ob Code: 410819 


- VC++(CRYPTOGRAPHY )PROFESSIONALS 

Young Soft Technologies I Pvt Ltd 

ncumbent should have 5 years of total IT experience. He/She 
hould be very strong in design, analysis and implementation con- 
epts. Experience in design, artisan, rose/ С++ and clear case will be 
: preferred. з Code: 411020 


Хе have immediate openings for a Designer/ Architecture for web 
based applications. He/She should have hands-on experience in XML, 
LT, Java, RDBMS, J2EE (JVM 1.4), Oracle 8i/ 9%), SOL and Data- 
. base runing Job Code: 411098 


е corporate Trainers with good technical skills and an expe- 
of 3 to 10 years on various high-end technologies like CRM, 
RP апа БАІ Job Code: 411608 


mer TOOTE ына МИ ин 


То Apply to these Jobs: los on to www. jobsahead.com and уре те Job Code 


WINDOWS DRIVER DEVELOPER 

Comodo Security Solutions. 

We are looking for a person with 1 year of experience in developi 
windows drivers. Candidates with knowledge of C, C++, Win A 
DDK, Assembly and windows internals will be e picferted. 

Job Code: 415281 


TEAM LEAD, TECH LEAD 

Xavient Technologies 

‘This position may require frequent: traveling between either locatio 
to synchronize project priorities, milestones, business process undi 


standing, requirement analysis and environmental а бунар 
Job Code: 410869 


DELPHI PROGRAMMER - GLOBAL. ENVIRONMENT 
TC International 

Incumbent should be a Computer science: шше with minimum: 
4 years of intensive and progressive experience in a computer-telati 
field including development and design of software systems. Know 


edge of video systems will be preferred. Job Code: 411091 


ASIC / IC DESIGN ENGINEER 

Intel Technology India Pvt ltd 

We require Computer engineering graduate with at least 3 to 4 years. 
experience in IC or ASIC design automation. Incumbent should ak 
have a solid understanding VLSI design, software engineering, Pr 
gramming proficiency in PERL is highly desired. Job Code: 41160: 


PEOPLESOFT ADMIN 


Interim Technologies | 


Incumbent should have knowledge of SQL Server / Oracle Dat; 
bases, installing and configuring PeopleSoft applications, trouble shoo 
ing and should be able to perform backups, andrecoveries, ^ ^^ 

Job Code: 409647 











TUTTI nm 


n over 1,50,000 Job. openings, 
6,000 corporates, 











о Apply to these Jobi: logo on fo www. о Joliscihead. com and type the Job Code 


ndi Book House Pvt. Ltd. 

esponsibilities for this job include interfacing with banks, credit rating 
со managing local bank facilities, import/export documentation, 
ccounting and MIS reporting, audit and income tax matters. 
ob Code: 409885 


CUTIVE - PLANNING & CONTROL 
JB Group Spirits Division 
pcumbent will be responsible, at à regional level, for conducting inter- 
alaudit on compliance with systems, policies and procedures. He/She 
vill report to Head Office and will be independent of the current re- 
nal set-up. Job Code: 407643 | 


TIVE-SECRETARIAL FUNCTION 
'echnologies Ltd 
acumbent should be responsible for Назад queries related to share 
wansfer/ transmission/ transposition, change of address, duplicate 
hares dematerialization of shares, non-receipt and dividend warrant 
rection etc, Job Code: 412030 


MMERCIAL EXECUTIVE 
talyst Capital Services Pvt. Ltd. 

position is responsible for co-ordination with vendors, logis- 
S, supply chain, invoicing and co-ordination for receivable. 


fot b Code: 411122 





FINANCE PROFESSIONAL -BRIGHT С.А 

Hughes Software Systems 

We require a person to prepare, update: and review finan: dal f 
casts, do variance analysis and provide analytical support for 
sion-making. Incumbent will be responsible for prep 
project costing and business Decision заррот Job Code: 


MANAGER CORPORATE TAXATION 
 Thinkware Solutions Pet. Ltd. 


We require a Chartered Accountant (1997 batch or earlier) 

bent will be will be responsible. for complete administration 
taxation, both direct as well as indirect, maintaining all : 
records andinternal regulatory environment. Job Code: 40 


FOREX / DEALER EXECUTIVE 

Wall Street Finance Lid. | | 

We are looking for a person with at least 1-4 years of expe enc 
Forex industry. Candidates with finance background 

ferred. He/She will be responsible to circulate rates, take forw 
covers and funds requirement. Job Code: 412409 


Mayor Савар. 
Incumbent will be responsible for finance, budgeting, accoun 
direct and indirect taxation, coordination for internal and « 
audits and MIS reporting, Interaction with banks and expo 


multinational will be an added advantage. Job Code: 411039 


FINANCE OFFICER 

Jataayu Software Pvt Ltd 

Incumbent should be able to handle local tax matters like sale 
octroi and report making. 


Job Code: 410848 


Choose from over 1,50,000 job openin 
6,000 corporates. 
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_ SR. MANAGER BUSINESS DEVELOPMENT 

_ MothersonSumi INfotech and Designs Ltd, 

_ We are looking for a person with experience in selling IT solution. He/ 
| She should be able to manage a team of marketing professionals. Knowl- 
_ edge of ERP domain, products, competition and international travel 
H be desired. Job Code: 410892 


BUSINESS MANAGER 

Reliance Industries Limited 

Incumbent should have relevant experience in constructions or allied 
industries. Contacts with architects /builders with exceptional liaison 


links will be preferred. Engineering and science graduates can also apply. 
Job Code: 412748 


REGIONAL SALES MANAGER 


We require a person to prepare and execute marketing and sales strate- 
des with the help of sales team. Incumbent will be responsible for 
uring that the sales is done in ethical manner. This position will 
tt to the Zonal Sales Manager. 

Code: 411069 


SALES TERRITORY SUPERVISORS 


We: are looking for a dynamic and result oriented frontline supervisor. 
umbent should be a graduate with 3-4 years of experience in han- 
FMCG products. He/She will be responsible for channel manage- 
ent and money management. Job Code: 410005 


{СН MANAGER 
hison Telecom East Limited 
e looking for a branch head with overall responsibility for sales, 
nch management, finance and administration. 
ode: 413493 


Job Code: 411487 


———— 


To Apply to these Jobs: Log on to www. Боа. com and type ће Job Code 


BUSINESS DEVELOPMENT MANAGER 

Astell Infotech 

This opening will lead to. marketing of business plans, maki: 
prospects for new clients through natural market - acquaintanci 
neighbors, business associates and others. Incumbent should at 
to work independently in a fast-paced environment. 

Job Code: 413809 

BUSINESS DEVELOPMENT 

Aalayance e Com Services Pvt Ltd 

Incumbent should have 5+ years of experience in selling softwa 
services or solutions or related technology. Experience should inclu 
front line selling, account management and maintaining long-tet 
relationships with global customers. Job Code: 413133 


ASST. MANAGER-VAS 

Hutchison Max Telecom 

Responsibilities for this:job include development of innovatiy 
voice and SMS based services that enhance revenues and bran 
image. Incumbent should ensure smooth deployment of the abox 
services across all hutch operations, Job Code: 412116 


SALES MANAGERS 
Softcell Technologies 
We have immediate openings for sales personnel to handle one c 
the verticals (Licensing and Hardware) in the corporate segmenti 
the assigned territory. Profiles with past experience in the simila 
lines of business will be given special preference. Job Code: 41063 


KEY ACCOUNTS MANAGER 

Red Hat India Pvt Ltd | 

Incumbent will be required to set up the branch from scratch 
recruit manpower and implement management systems. 
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ROGRAM; MANAGER 

enith Infotech (S) Pte Ltd 

icumbent should have experience in IT management, project manage- 
ent, help desk support, call center operations and computer opera- 
ons. Knowledge on tech skills and quality management will be an 


Ided advantage. Job Code: 410791 


IANAGER-INFRASTRUCTURE SERVICES 

ligital GlobalSoft Ltd 

1cumbent will be responsible for timely creation of bids, response to 
FPs, unsolicited proposals, pricing - working along with the SME's 
ad SA for technical solution. He/She should be interfacing with the 
= and SAs of HP world globally. Job Code: 411322 


USINESS DEVELOPMENT MANAGER 
BM Knowledgeware Ltd. 
icumbent should have 8-10 years of experience in software project 


Чез, selling large IT / SW Projects in a direct Sales environment to the: 


overnment vertical. He/She ieee have an excellent track record of 
pang "Big -Ticket deals". Job Code: 411377 


[EAD - ‘PRODUCT MANAGEMENT GROUP _ 

iyeus Infotech 

ўе are looking for an Engineering graduate preferably "МВА with 8-10 
ears of experience in software product/ project management. He/She 
hould be responsible for leading a team of product managers who will 


запаре the entire product line. Job Code: 412156 


RTECH ARCHITECT 
ight Surf Technologies I Pvt Ltd 


(е: require a person with strong hands on experience with Java technol- 
gy - Java/J2EE, JSP, Servlets and Tag Libraries, strut frameworks, 
ТЫ knowledge of UML and OOAD concepts. He/She should have. 


xperience on multiple operating systems. Job Code: 413459 





To Apply to these Jobs: ioni on 10% www. коес. сот and type the Job Сове | n 


. Prolease India Private Limited 


— 


PROJECT LEADER/ PROJECT MANAGER 
eQURA 

We are looking for a person with experience in Sun (JAVA /.] 
/ JSP) Or Microsoft (VB / VB.NET / ASP) Apache / Tom 
Microsoft IIS. Incumbent should posses experience in (дела ћи 
network related issues and supporong web applications: | 
Job Code: 410922 


PROJECT MANAGER (SYSTEM SOFTWARE) 
Fidelity IT Jobs 

This position is responsible for managing the team of 10-20 
neers doing knowledge transition, and maintenance of syste 
ware product. Incumbent should have 12-15 years of experience 
application of engineering principles and concepts Job Code: 414 


SENIOR PROJECT MANAGER / PROJECT MANAGE! 
Light Surf Technologies I Pvt Lad 
Incumbent should have handled overseas assignments with at le: 
2 years of experience in the company as РМ. He/She shoul: hav: 
worked on project management tools for managing the pi 
PMI certified professional will be preferred. Job Code: 41347 


BRANCH MANAGER 


Incumbent should be an MBA with at least at least 10-12 vears 
experience in handling all the day to day activities of thebranch а 
reporting to GM at Chandigarh. Prior work experience in handh 
a managerial position will be desired. Job Code:410490 


SERVICE MANAGER - IT INFRASTRUCTURE & 
NETWORK OPERATIONS 
-Xansa India Ltd. 
Incumbent should an engineering graduate and MBA with 9. 
years of experience with system integration and IT Operations. 
Job Code: 412310 


Choose from over 1,50,000 job open 
6,000 corporates, — 















Dharampal Premchand Ltd. (DPPC) is into 
tobacco & related business since 1929 and 
its flagship brand BABA is an undisputed 
leader nationally and internationally. DPPC 
derives its success from customer focus and 
a work culture that's rooted in traditional 
values and ethics with fully professional 
working at departmental level. DPPC has 
set itself on a growth trajectory through the 
twin strategies of increasing market share 
in the tobacco & related business and through 
diversification into steel. 





To achieve this strategic aim and to strengthen 
our existing team of professionals, we need 
the following personnel at AGARTALA. 













1. Business Head 


Applicant should be a Mechanical/Metallurgical 
Engineer and have an MBA degree/AMP from 
an institute of repute, having 20-25 years 
experience with at least 5 year's successful 
track record as Business Head with excellerit 
and proven techno-commercial skills in the 
Flat Steel Products segment in domestic and 
international markets. He will have complete 
P&L, strategic and operational responsibility 
providing direction and leadership to the team 
, in order to achieve ambitious targets of growth 
and profitability. The incumbent is expected 
to contribute significantly to all functional areas 
especially Sales & Marketing, Finance, 
< Accounts and Commercial while ensuring 
> consistently high levels of production, world- 
| Glass quality, customer & trade satisfaction and 
v best HR practices, 


“INITIALLY THE PRIME 
RESPONSIBILITY WOULD BE 
TO SET UP A WORLD CLASS 
GREENFIELD CRM/CGL PLANT AT 
AGARTALA AND SIMULTANEOUSLY 


INCLUDING EXPORTS. 
Preferred age below 50 years. 
| | 2. Head of Operations 


| Applicant should be a Metallurgical/Mechanical 
Engineer with sound knowledge of metallurgy 


DEVELOP A MARKETING SET UP | 


with Management background from a reputed 
institute having 18-20 years experience in Flat 
Steel Prodüct manufacturing (CRM & CGL) 
with at least 3 years as Head /Dy. Head 
Operations. Should have experience in 
installation, commissioning & operation of 
CRM & CGL plant. ; 


He would be responsible for the overall erection 
& commissioning of the CRM & CGL plant, 
achieving timely execution & results within 
the determined parameters of the project. 
Thereafter, he would operate ће CGL in a most 
cost effective and optimum manner, to ртодисе 
world class quality products, while af the same 
time adhering to latest management systems, 
plant safety norms and best HR practices. 


Should be dynamic & confident with good man 
management and governance skills. У, 


Preferred age below 45 years, 
3. Manager - (Sales & Marketing) 


Applicant having B.E. preferably MBA, with 
12-15 years of experience in Sales & Marketing 
of flat steel products mainly CR/GP/GC 
products. He would be responsible for creating 
and building up a strong dealer/distribution 
network within the North Eastern Region & 
Eastern states of India, as well as Institutional 
sales on All-India basis with ап ability to: 
understand and articulate key opportunities for 
maximising profitability. 


Age: 35-45 years. 
4. Manager - Project 


Applicant having degree in Civil Engineering 
with around 10-15 years experience жић а! 
least 5 years.as Project Leader in construction 
activities of large scale Heavy Engineering 
Projects, besides erection of auxiliary facilities 
like water treatment, ETP, cabling, piping & 
other utilities.. Must be conversant with 


Structural Steel design and fabrication, 


Exposure to. Project Management 
methodologies is а must. His main responsibility 
would be to complete the project within or 
ahead of the schedule through strict planning, 
monitoring & control while maintaining the 


Dharampal Premchand | ld. | 





best construction standards. 
Age: 35-40 years. 


5. Junior Project Engineers 


Applicants having Degree/Diploma in | 
Engineering. (Civil: /. Mech./Elect.) with .: 


minimum 4-5 years of relevant experience at 


heavy Engineering Constrüction Sites. He : 


should be responsible for effective planning 
and supervision of construction activities in 
close coordination with contractors. The prime 
responsibility would be timely execution of 


projects, modules, maintaining and certifying | 


of quantity and. quality of all material & 
construction work. 


Age: 21-35 years. 
6. Managet Е &A 


CA with 6-8 years of relevant experience in 
accounting, commercial functions and systems, 


preferably having knowledge of working in | 


ERP enabled environment. Must have worked 
at plant level independently, Age : 28-35 years. 


7. Assistant Manager - ERP 


BE (Computer) / MCA or equivalent degree 
with minimum 3 years experience in 
implementation and maintenance of ERP 
independently, Incumbent would be responsible 
{ог upkeep of networks / system, data base 
administration and project management. 
Experience in installation, implementation and 


troubleshooting of hardware; software problems 


required. 
Age: 28-3 5 years. 


For all the above posts remuneration package. 
will be commensurate with past and potential © |. 
Performance, Competencies, Skills & Attitude, 

and will not be a constraint for the right . 


candidate. 


| Май your detailed resume сй ап: envelope | 
superscribing the position applied ‘for stating © 
your current.and expected emoluments, witha. 
passport size photograph and а hand-written. 
forwarding letter indicating why you consider 


yourself to be the best choice within 7 days to: 


Head- HR 
Dharampal Premchand Ltd. 
A-34/35, Sector-60, Noida - 201 1.301 (U.P.) 








IL&FS is presently working on 


infrastructure projects aggregating to 


USD 10 billion (Rs. 45,000 crores) across 
11 States and sectors such as surface 
transport, energy, telecommunications, 
urban infrastructure including water, 
sanitation and solid waste, ports, 
airports, environment and social 
infrastructure, special economic zones 
through Public Private Partnership 
(PPP) frameworks. 


IL&FS is seeking to recruit professionals 
with work experience ranging from 2 to 
20 years to occupy suitable positions, at 
various levels, who can take 
independent charge of project 
initiatives. 

IL&FS invites professionals from 
different disciplines to a challenging 


career in infrastructure capable of 


delivering in the streams of Project 
Finance, Financial Services, Engineering, 
Urban Planning, Commerce or 
Economics, Law, preferably with 
qualifications in Management and with 


interest in the Infrastructure sector. 


The applicant will be required to provide 
evidence of a broad range of skills, 
comfort with technical and financial 
analysis and working іп а multi- 
disciplinary environment, excellent 
writing, communication, relationship 
skills, drive and an entrepreneurial 
spirit. The candidate should also possess 
economic research capabilities, sectoral 
understanding, ability to design fiscally 
efficient instruments and more 
importantly to raise resources from a 
variety of lenders and capital markets, 
bothin India and abroad. 


The range of activities include 
9 Conceptualizing and structuring of 


projects, interaction with Government 
agencies, analytical modelling, 
working with consultants and 
interaction with potential private 
sector developers and investors and 
project delivery 

Due diligence, preparation of bankable 
business plans, financial modelling, 
creation of optimal project 
implementation and financing 
structures and developing robust legal 
structures 

Development / Implementation of 
infrastructure projects in various 
sectors including urban,water and 
surface transport, industrial power, 
tourism, e-governance through Public 
Private Partnerships 

Project development studies covering 
technical, environmental, social and 
financial feasibility assessment of the 
projects, risk management and legal 
reviews, preparation of project 
documentation for PPP format 
achieving Technical closure of the 
project 

Oversight and management of the 
implementation of projects to cost and 
to time 


IL&FS's business mandate is to develop infrastructure projects on a commercial basis. Over the past decade, IL&FS has 
successfully implemented projects across a range of sectors on a public private partnership basis. In this capacity, IL&FS works 
closely with the Government and the Private sector to catalyze investments in a transparent and sustainable basis. IL&FS is 
proud to bea part of the overall effort to develop and implement state of the art infrastructure facilities in India. To date, IL&FS 
has successfully commissioned numerous projects to cost and in time. 


Locations : Delhi, Mumbai, Chennai, Jaipur, Hyderabad, Chandigarh, Thiruvanthapuram, Guwahati, Ahmedabad and many more. 
Remuneration will be at par with the best in the industry. Interested candidates may send their resume within 10 days by courier at 
the below mentioned address or by email at infra.careersGilfsindia.com. 


The Vice President - Human Resources 

Infrastructure Leasing & Financial Services Limited 
The IL&FS Financial Center, Plot C-22, G Block, 
Bandra-Kurla Complex, Bandra (E), Mumbai - 400 051 
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INFRASTRUCTURE LEASING & FINANCIAL SERVICES LIMITED 
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The Year 
of Living 






A globalising 
India Inc. 
realises the 
perils of doing 
business in the 
big bad world, : 
but also discovers Ж 
the science of 

risk management. 


BY ASHISH GUPTA & 
ADITYA WALI 





VER THE PAST FIVE MONTHS Р. SUGAVANAN, 
the soft-spoken 59-year-old Director 
(Finance) of India’s only Fortune 500 
company, Indian Oil Corporation (100), 
has rarely smiled. Instead, the face of the 
man who winces every time there is a jump in inter- 
national crude prices now sports a permanent worried 
scowl. Between December ^. 
31, 2003 and May 11, 2004, 
the price of crude has 
jumped from $29 to $37.8 a 
barrel. However, with the 
country in throes of the elec- 
tions to the 13th Lok Sabha, 
the government was loath to 
pass on the increase to the 
customer. Thus, petrol and 
diesel prices remained steady 
in the country even as oil 
companies such as 10C bled. 
This, when the administered 
pricing mechanism that gave 
the government the right to 
price petro-products as it 
deemed fit was scrapped on 
April 1, 2002. Sugavanan 


has already wri ff th " 
ése. ша ks "APART FROM TAKI NG 





threat of non-payment by customers or dealers, can 
be offset by using the services of a creditable credit rat- 
ing agency. And operational risk—losses from un- 
expected events such as earthquakes, floods, even a 
collapse of the rr infrastructure—can be managed by 
taking the requisite insurance cover. 

Risk management is as complex as a company 
wants it to be, and as com- 
plex as its operations. The 
largest foreign bank operat- 
ing in India, Standard Char- 
tered, for instance, defines 
eight types of risk: cross-bor- 
der, credit, liquidity, market 
compliance, regulatory, busi- 
ness, reputation, and that 
associated with meeting the 
laws of both the host country 
and the lead country (the 
place where the bank is 
based, the UK). *We must 
apply full UK anti-money 
laundering controls wher- 
ever we operate in the world 
even if these are more strin- 
gent than the local ones," 
says Robert Green, Regional 
Credit Officer, Standard 


of them, as the offshoot of QUT REQUISITE FORWARD COVER Chartered. The bank has also 


regulatory risks. "There в ON FOREIGN EXCHANGE RISKS, 


little we can do about regu- 


latory risks,” he says sim- INFOSYS HAS COUNTRY-SPECIFIC 
ply and pragmatically. STRATEGIES AS WELL’ 


Other risks, market, credit, тү MOHANDAS PAI/CFO/INFOSYS TECHNOLOGIES 


and operational, are much 
more manageable.” 

That's because 10C, like other Indian companies 
that increasingly operate in a ‘global’ marketplace, has 
discovered the science of risk management. India 
Inc., explains Sanjeev Singhal, formerly a consultant 
with PricewaterhouseCoopers, is increasingly turning 
to “risk management techniques" to avoid “losses due 
to price fluctuation or a sudden fall in demand, reduce 
volatility in earnings, maximise returns on invest- 
ment, and meet regulatory requirements". Sugavanan 
is right: market, credit and operational risks are eas- 
ily managed. The first, broadly defined as cross-bor- 
der, interest rate, or foreign exchange risk can be mit- 
igated through a clutch of sophisticated market- 
based instruments such as forward and future con- 
tracts, swaps, and options. Credit risk, simply the 


developed advanced risk 
management techniques to 
measure annual credit losses 
over an economic cycle, 
volatility in credit losses and 
market positions, the amount 
of capital required to pro- 
tect bank solvency (an extreme scenario), and the 
risk-adjusted return on capital. All these, adds Green, 
will be implemented once India adopts the standards 
laid down in the Basel Capital Accord two years from 
now. Other banks aren't far behind either. Kotak 
Mahindra Bank, one of the newest private banks in 
India, recently appointed Shekar Sathe as its head of risk 
management. His job, he jokes, is “that of a second 
driver"—staying on high-alert, watching for danger sig- 
nals or simply playing the role of a cleaner, maintenance 
man, and system overhauler as the case may be. Sathe 
believes the key to managing risks in a bank lies in ad- 
equate provisioning. And IOC's Sugavanan, that it lies 
in managing volatility in oil prices and refining margins. 
In March 2004, after lobbying the government for 
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years, IOC was finally allowed to 


"hedge against rising international RISK MANAGEMENT, 


prices of crude, and swinging re- 


« fining margins. In one month, it 
managed to save Rs 2.48 crore. 

. That makes risk management 

. sound nice, easy, and math-driven, 

. something that it isn’t. For instance, 

_ the biggest risk facing tobacco ma- 

|. jer ITC is the zooming excise duty 

. гоп tobacco and the transplantation of stringent First 

World regulations concerning the promotion of tobacco 

products in countries such as India. The company's risk 


| management solution involves "advocating moderation 
. in taxation as a win-win for the consumer, the company, 


and the government”, says К. Vaidyanath, Executive 
Director, ITC. However, he adds that the company can 
‚Чо little about other regulations. Exploration major 
22 ONGC has worked out an innovative risk management 
г Solution to tackle exploration risk: joint ventures. The 

. exploration business involves huge capital investment 

and is inherently risky; “(We address this) by entering 


AT THE END OF THE 
DAY, ISN'T A SIMPLE 


EXERCISE IN FIRE 
FIGHTING: IT’S AS 
STRATEGIC AS 
STRATEGY GETS 





into joint ventures with other explo- 
ration companies,” says R.S. Sarma, 
Director (Finance), ONGC. For its ex- 
.. ploration activities in Gujarat’s Ravva 
fields, for instance, ONGC has part- 
| nered with Cairn Energy, Petrocon 
.. India, and Ravva Oil. Software prod- 
. ucts company i-flex buys that argu- 
ment. “The key is in joining hands 
| with local partners,” says Makarand 
Padalkar, Chief of Staff (Executive Management), i-flex. 
To do business in volatile Zimbabwe, the company has 
forged an alliance with a Kenyan company, Fintech. 
And apart from taking out the requisite forward cover 
to hedge its foreign exchange risks, software services . 
company Infosys, its Chief Financial Officer Т.У. 
Mohandas Pai explains, has developed country-specific 
strategies that have seen the European component of its 
revenues increase from 17.7 per cent in 2002-03 to 19,2 
per cent in 2003-04. Risk management, at the end of 
the day, isn’t a simple exercise in fire fighting: it’s as 
strategic as strategy gets. 


Truly, a Learning Experience 


Higher education scholarships to retain employees? At some BPOs it more than just works. 





Vice President of HR at Wipro Spectramind, 
P was poring over the Six Sigma reviews, he noti- 
- ced something interesting. One out of every four em- 
ployees at the BPO was leaving not to join a rival for 
a bigger pay packet, but to pursue higher studies. The 
penny dropped and promptly Raja got the man- 
agement to approve a scheme that allowed the BPo's 
eniployees to sign up for various long-distance 
courses without having to leave their jobs. It's been 
34 months since the scheme was rolled out, and 
Raja says that attrition is down significantly. 
Wipro, though, isn't the only to have discovered that 
_“earn-as-you-learn” programmes can help combat em- 
_ ployee attrition in an industry that in a year loses four 
_ Out of every 10 employees it hires, Others like Trans- 
Works, part of the Aditya Birla Group, Sitel (which is 
part owned by the Tata Group), ICICIOneSource, 
and BNKe International also offer their employees 
the opportunity to continue studying even as they do 
their full-time jobs. The cost of the course is borne by 
the employer, either partly or fully. Some have internal 
"entrance tests" to shortlist the promising employees, 


| \ LITTLE OVER THREE YEARS AGO, WHEN $.V. RAJA, 
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while some others consider past academic performance 
or performance on the job. 

Innovative while it is, altruism it is not. There's 
sound commercial rationale behind it, apart from ret- 
ention. The average worker who joins a call centre 
(and possibly not those who do more value-added 
work such as payroll management or filing of tax re- 
turns) is a graduate and in his early 20s, and needs ex- 
tensive training іп one-skill or another. Not just the 
high attrition rate, but the industry’s frenetic pace of 
growth demands a steady pool of workers who can 
take on greater responsibilities as the outfit grows. For 
example, an agent may only need telephone skills and 
knowledge of the client’s products and services, but 
as a supervisor or a manager, he would need lead- 
ership and team management skills and the ability to 
interact with clients and not just their customers. That 
means having to talk numbers, strategy, and make key 
decisions. Says Raja of Wipro Spectramind, where 80 
per cent of the managers are from within the com- 
pany: “The initiative up-skills employees, helps us re- 
tain our A-level employees, and undoubtedly offers 
am opportunity to create future industry leaders." 


к 


>> 





Back to the classroom: Wipro Spectramind employees catch ир on their higher studies during the weekend 


All Are Welcome 


Since the idea is to enhance employee skills and also ret- 
ain them, the BPOs are more or less indiscriminate 
about sponsoring employees. At Sitel, any employee 
who has been confirmed can apply for the scholarship 
programme, "although preference is given to high 
performers", says Shailaja Puranik, the company's 
coo. At TransWorks, the applicant must have been em- 
ployed for a minimum of six months and performed 
well on the service level agreements (SLAs). ICICIOne- 
Source also insists on the six-month rule and encourages 
only the top performers to apply. 

What are the courses on offer? There's a variety of 
post-graduate diplomas in subjects such as marketing, 
finance, and management. The course content and 
class timings are tailored as much as possible to the spe- 
cific student's needs or the company's requirements. 
Even the case studies and projects are tailored to each 
вро? specific needs. To ensure that the diplomas and de- 
grees are not just good but also marketable, the ВРО$ 
have tied up with management institutes. Wipro 
Spectramind has roped in Symbiosis Institute of 
Distance Learning and BITS Pilani; TransWorks has 
joined hands with Narsee Monjee Institute of 
Management Studies and ІСЕАІ of Hyderabad; and 
Sitel has an agreement with L.N. Welingkar Institute of 
Management Development and Research. ICICI- 
OneSource is the only odd man out. It does not have a 
formal tie-up with any institute. Instead, it allows its 
employees to pick a course of their liking, and sponsors 
it. Mostly, the classes are virtual, offline, or held at the 


institutes. But in some cases, like at Wipro Spectramind, 
they are held over weekends on the BPO campus. 
How much are the BPOs spending on their emp- 
loyees’ higher education schemes? It depends on the 
course and the number of employees who qualify for the 
scheme. But typically, it ranges between Rs 25,000 


and Rs 1 lakh for a course stretching over 30 months. 


How much of the cost is actually borne by the employer 
varies. Sitel only picks up half the tab, while TransWorks 
often reimburses the entire course fee. ICICIOneSource 
has an upper limit of Rs 25,000, and Wipro Spectramind 
goes by the employee's performance both on the job and 
the course. Says K.P. Nair, Vice President (HR), 
TransWorks: “Staggard reimbursement is done every 
quarter for those who complete the course success- 
fully and remain with us for at least a year after that." 
If the вроѕ are going out of their way to educate their 
employees, there must be a catch somewhere, right? 
There is. Most require such employees to commit to a 
minimum period of employment. At Wipro Spectramind, 
it is a year, while at ICICIOneSource it is six months. 
BKNe, however, insists on no such commitment. Says 
Suresh Menon, coo: “It’s only a relationship-building 
measure...a means to convey the management's concern 
for employees." Whatever be the ostensible motive, 
the bottomline is that the scheme is working. At Sitel, the 
attrition rate is down to 30 per cent from 37 per cent in 
the last eight months. So, look at it whichever way you 
want—from the perspective of the employer or the 

employee—this will be a lesson well learnt. Œ 
SUPRIYA SHRINATE 
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bt bookend 


That Lean 


Trick 


Another way to look at what makes Toyota tick, 
a book of brain-wrackers devised in India and 
a survival guide for outsourcers to India. 





manufacturing to Chennai, one of its senior executives 
was giving me a guided tour of the new plant. That 
gentleman had spent most of his working life at Blue Oval 
and, not surprisingly, was proud of what the American 
auto giant had created in Chennai. At the end of the tour, he 
asked me, “So, what do you think is the car company to 
watch in India?”, probably expecting me to say Ford. 
“Toyota,” I had said instead. My answer must have seemed 
a bit odd then, because Toyota was still more than a year 
away from production in the country (its first set of Qualises 
rolled out in December 1999). Six years on, while Ford re- 
mains more or less a one-trick (albeit, a very good) pony, 
Toyota has stormed the Muv market, clocking sales of 
100,000 units in just three years. 
I narrate this incident not to claim any kind of pre- 
science, but simply to drive home the reputation the 
Japanese auto behemoth has come to acquire since it was first 


B= IN 1998, WHEN FORD HAD JUST MOVED ITS 


D 


ў 


Be 
E 


ре 5 7123 
Lean machine: At Toyota's Tsutsu 


TORIES ABOUT NUMBERS, MATHS PUZZLES 
and games,’ reads the subtitle on the cover 





of mindstretch, a book by mathematician and 
math-buff Debkumar Mitra. However, early 
in the book—as early as the author's note, ac- 
tually— it is clear that Mitra is not out to do 
a Douglas R. Hofstadter as the subtitle sugge- 
sts. Instead, Mindstretch is a collection of 


MINDSTRETCH math puzzles. In many ways, it is similar to the 
By Debkumar low-cost paperbacks (almost always printed on 
Mitra. paper on which ink would blot, making it 
Penguin India almost impossible to use the margins for what 
РР. 208 math students call ‘rough work’) that once 
Price: 250 filled the bulk of space in bookstands in 
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„" 


ant, workers fit out 


railway stations across the country. You do not 
come across too many of them these days, and 
the good old-fashioned math or logic puzzle is 
no longer as popular as it once was. Which is 
what makes Mindstretch a great reliever of ted- 
ium. The puzzles are fun, difficult enough 
to engage even people with Mensa-club 1Qs, 
yet simple enough to be solved without an 
advanced degree in pure math. And Mitra is a 
good puzzle-book writer, ensuring that words 
do not get in the way of math. A sampling: A 
carrier pigeon departs from Bhubaneshwar for 
Cuttack at the same time as another departs 
Cuttack for Bhubaneshwar. They fly at 





Nith a hybrid engine 


SAOVWI ALLAD 


set up in 1937. And it’s a rep- 
utation built on indisputable 
numbers. In 2003-04, Toyota 
made $10.2 billion in prof- 
its—more than the combined 
profits of the Big Three, 
General Motors, Ford, and 
DaimlerChrylser (last year, 
Toyota became the Big 





The book inspired a lot of auto- 
mobile manufacturers to start work on 
their version of lean manufacturing. 
In India, too, there is a clutch of lean 
disciples, most ardent of whom is 
K. Mahesh of Sundaram Brake 
Linings. Most companies that embra- 
ced lean have made gains, but if those 
gains are not as perennial or profou- 


Second, displacing Ford). THE TOYOTA WAY nd as Toyota’s, it’s possibly because 
Similarly, its current mar- By Jeffrey К. Liker .lean hasn't got engrained in their DNA. 
ket cap at $118 billion is Tata McGraw-Hill That's one reason why Jeffrey K. 
$24 billion more than that РР: 330 Liker’s The Toyota Way, although it 


of GM, Ford, and Daimler- 
Chrysler put together. Some 
time next decade, Toyota wants a 15 
per cent share of the global automo- 
tive market. Few think it won't get it. 

What makes Toyota the incredible 
automotive juggernaut that it is? For 
50 years it remained a secret known 


-only to Toyota insiders and its key sup- 


pliers. Then, Daniel T. Jones, James P. 
Womack and Daniel Roos published 
their seminal book, The Machine that 
Changed tbe World in 1990, and the 
world got its first ever look into the 
manufacturing revolution that had taken 
place at Toyota. While most of the auto 
manufacturers were still wedded to the 
principle of mass production, Toyota 
had moved on to what Mrr's three re- 
searchers called *lean production" to 
denote the system's hallmark—less of 
everything: men, materials, money, time 
and even physical factory space. 


Price: Rs 1,157.68 


treads a well-trodden path, comes 
across as refreshingly new. It doesn't 
look at lean production as an engineering 
feat, rather as the outcome of a unique culture. 
As a result, what you get in its 330 pages is not 
an engineering treatise on lean but an easy-to- 
read, full-of-anecdotes book on what makes 
Toyota tick. Liker—Co-founder and Director 
of the Japan Technology Management 
Programme at the University of Michigan, 
where he is a professor of industrial and op- 
erations engineering—distills his 20 years of 
interaction with Toyota into *14 Toyota 
Way Principles" and illustrates them with 
real examples from within the company. 
That helps in two ways. One, it makes 
the Toyota principles easy to understand. 
Two, by looking at lean as a philosophy with 
14 core tenets, it makes its adoption at other 
organisations that much easier. Therefore, 
even if you've read The Machine, you'll find 
plenty to take away from Liker's work. 
R. SRIDHARAN 


constant speeds, although different 
from each other. They first cross paths 
2x kms from Bhubaneshwar. After 
reaching the destination, they turn 
around immediately and head back 
and forth without breaks. They cross 
paths again x kms from Cuttack. Where 
will they cross paths the third time? 
Keep this book in your car and crack a 
puzzle or two while being driven to 
your next meeting. Better still, keep it 
on your desk to liven up those dull 
days. Oh, and the answer to that puz- 
zle is Bhubaneshwar. 





% 


АЛ СИТ 
INDIA 
=| Business? 


рр. 233 | 
һе Rs 1,389.68 


ЈАШЕ DAVIES HAD THE DAYLIGHTS. THRASHED | 
| out of his. head after a haircut in India, and 


: has since figured the country’s ‘yes’ and ‘no’ 


confusion just about well enough to write а. 
guide or anybody trying to outsource busi- 


.. ness to India. Outsource, you must, ће ad- 

> vises—with lots of sober facts to explain 
why. But engage India on an “equal footing”, 
_ he tells fellow outsourcers. Understand India, 


and learn to revel in paradox. Use this sur- 


vival guide to your advantage. Work out 


Indian Stretchable Time, hierarchy conun- 
drums and the other mysteries. A charming 
book by a charmed Briton. Œ 
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bt new age leader 


Putting The Fun Back 
In Business 


HE PROBLEM WITH DESCRIBING SIR RICHARD BRANSON IS 
that there are so many adjectives that you wouldn’t 
know where to begin. ‘Flamboyant’, ‘extravagant’, 
‘eccentric’, ‘daredevil’ are just a few that have been used to de- 
scribe him; and so have ‘stark-raving mad’ and ‘lunatic’. 
He is a bit of all of these, and though there are far more suc- 
cessful entrepreneurs out there, no can doubt the fact that 
Branson, at the age of 54, is the one that has had the most fun. 

At 17, while studying at the exclusive English public 
school at Stowe, Branson started his first business—a stu- 
dent advisory service. By 22, he was well on his way to 
making his millions via Virgin Records. By the early 
1980’s, Virgin had artists like the Rolling Stones on their 
books and was one of the world’s largest music labels. 

But the business that was going to pitch Branson into 
the deep end and the spotlight, was Virgin Atlantic Airways. 
With a solo Boeing 747, Branson was to begin a new era of air- 
line service. From in-flight massages to motorcycle limousines, 
Virgin Atlantic wanted to change the rules of air travel. 

There were others, though, who had tried and failed at 
the same game, notably, Sir Freddie Laker who was brow- 
beaten by the major network carriers. In the 20 years since 
it started, Virgin Atlantic has survived hostile attacks from 
RICHARD BRANSON British Airways—read Dirty Tricks for more on that—to be- 

E = pu come the UK's second largest scheduled carrier with a 
ounder, Virgin Records ; SETS d, 
network spanning the globe, and a major in its own right. 
Virgin Records was sold to EMI in the early 90s and the 
money ploughed back into the airline, but Branson still maintains a considerable presence in the 
entertainment world. There are Virgin mega-stores and a new record label V2 as well as book pub- 
lishing ventures and interests in some nightclubs. In 1999, in an attempt to make Virgin a truly global 
player in the aviation market, he sold 49 per cent stake in the airline to Singapore Airlines. In the 
same year, he became Sir Richard Branson when the Queen knighted him. 

Of course, Branson has had his fair share of things going wrong. And we do not just mean 
the innumerable amount of times he has tried to go around the world in a balloon only to 
land in the ocean. He tried and failed to break the cola duopoly with Virgin Cola, but that 
said, Branson has enjoyed an amazing strike rate. 

One can't, of course, argue with success—specially if it involves a Caribbean island. Œ 
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e Headlines in Stripes. CLASS ТОЎ 
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BACK OF THE BOOK 


Mirror-busters 


Indian advertising has discovered a brood of ugly 


ducklings who have na 
beautiful swans. Hans C 


a chance of turning into 
ristian A may not approve, 


but everyone else sure does. ву suis ровна: 


HE RESIDENTS OF INDIA’S ULCER GULCH 
have always displayed a predilection for 
beautiful people. Hindustan Lever 
Limited has just unveiled its newest Liril 
girl, its sixth; everyone has lost track 
of just how many hunks have played Raymond’s 
complete man; and companies with money to burn 
still go out and get supermodel-turned-superstar 
Aishwarya Rai to endorse their products. 

Over the past two years, however, advertising pros 
and the makers of ad films have shown a preference for 
people who, in their terminology, “look different”. 
That’s a term that spans the entire range of non-con- 
ventional looks, from fat to skinny to buck-toothed to 
squint-eyed to big-nosed to plain and simple ugly. 

Different looking as the skinny, dazed-looking 
young man who appears in the CentreShock com- 
mercials, trying to get a rural barber in his dotage to give 
him a Hendrix-cut or arriving at his fat girlfriend’s 
house to take her out on a date. Different as in the lib- 
erally-endowed-with-adipose paanwallah who man- 
handles a customer (a funny looking one) in the 
Chlormint ad. Different as in the short-and-fat street 


Romeo who gets repeatedly slapped by women, for no 
reason at all, in an ad for Usha fans, And different as in 
the dark-and-old groom who appears in a Fevicol ad. 
“Young (ad) directors are not looking for tall, 
dark, and handsome models anymore,” says Manoj 
Pahwa, the much-abused Romeo of the Usha ad who 
seems to be a favourite with ad filmmakers. He has ap- 
peared in ads for Limca, Tide, Videocon, M-seal, 8 PM 
(whisky), and Mentos, and sees filmmakers “looking at 
the story and doing justice to their scripts”. Casting, the 
message between the lines goes, has come of age in the 
Indian advertising industry. “Prasoon Pandey (the 
man who made the Fevicol film) told me I was the best 
guy to play the part,” says Virender Saxena, the 48-year- 
old graduate from the National School of Drama who 
plays the groom in the Fevicol ad. Pandey also made the 
CentreShock film and picked his assistant Varun Vohra 
to play the protagonist. “He struck me as having an in- 
teresting face with a character,” says the filmmaker. 
That’s a refrain many of his breed have adopted. 


The Quasimodo Effect 


The human mind remembers the unconventional and 


The much-abused Romeo 


of the Usha ad seems to be a favourite with ad 


filmmakers. He has appeared in ads for Limca, 
Tide, Videocon, M-seal, 8 PM (whisky), and Mentos 
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the mercials, trying to get a rural 
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the plain ugly. An exec travelling оп the 8.30 a.m. Virar 
Local in Mumbai will remember a hunchback far more 
vividly than he does a pleasant-looking girl. Make no 
mistake, the latest trend in ad film making isn’t about 
featuring people like us; it is about featuring those 
who look different, very very different, from most 
people. The desire to break through clutter lies at the 
bottom of this phenomenon. Perfect faces and bodies 
have become clichés that no longer work in Indian ad- 
vertising. “Earlier, clients expected to see good-look- 
ing models in their ads,” says ad filmmaker Ravi 
Udawar. “Now, the realisation has dawned upon 
them that unusual and real faces have much more 
empathy and recall to them.” 

Ad filmmakers could well be pandering to an 
emerging fondness for street-lingo and quirky humour 
among the young upper middle-class urban audience. 
The fact that most brands targeting other audiences still 
use good-looking models, sometimes movie stars, lends 
credence to this theory. However, even some of these 
brands are resorting to the use of models who ‘look 


different’. “Unless it is a fashion brand, sticking to 
specific physical types (of models) is no longer valid,” 
says Ramesh Ramanathan, National Creative Director 
(NCD), Mudra Communications, proferring his own 
take on what kind of ads can use models with un- 
conventional looks. If that is true—and circa 2004, that 
does seem to be the case—the era of ugly-duckling mod- 
els is here to stay. “The era of supermodels is over,” says 
Amit Arora, who runs Glitz, а New Delhi-based model 
search agency. “Anyone can be a model today.” Indeed, 
of the 1,000-plus models on Glitz’s roster, around 
400 are what Arora calls “character types” (read: 
those who look very very different). Arvind Thakker, 
a hunk who graced several ad films in the 1990s and 
now a model coordinator echoes the sentiment. 
"Anyone will do (as a model)," he says. As does 
К. ‘Balk?’ Balakrishnan, NCD, Lowe India. “We look for 
faces with character, charm, and the ability to tell the 
brand story,” he says. “In many cases the angularity, the 
quirkiness, sometimes the ugliness of the model makes 
the ad and the brand-speak stand out.” 
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Virender Saxena: тһе мѕр graduate 
who appears in the Fevicol ad says advertising 
films are a source of “additional income” 

up to Rs 50,000 a day, sometimes 
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The ICFAI School 
of Financial Studies 





|UNIVERSITY 


MS Programs (2004 - 06) | 
Two year, Full-time, Campus Programs at Hyderabad | 










Chartered Financial Analyst | Certified Bank Manager 


Certified Public Accountant 






E Eligibility: e Graduation (any discipline) with 50% aggregate and above. e Final year degree students awaiting results. 
Admissions: e Through ISFS Admission Test (IAT) on June 12, 2004 at 56 Test Centers all over India. 
' Classes from: July 26, 2004 at Hyderabad. 












CPAD Centers : Ahmedabad: CPAD, 504,5th Floor, Shitiratna Complex; Parichavati Panchrasta, Ellis Bridge. Tel: 079-34353607; Bangalore: CPAD, Unit No.107 А, 1st Floor, МВС 
Complex, 134, Infantry Road. Tel : 080-38783699; Chandigarh: GPAD, SCO 16-17, Sector 9. Tel: 0172-3233565, 3218825: Chennai: CPAD, 4th Floor, Office No.4-E, Eldarado Complex, 
5112, Nugambakkam High Road. Tel: 044-33399926; Indore: CPAD, 108, Royal Ratan, 7, MG Road, Near Hukumchand Ghantaghar, Madhya Pradesh, Tel; 0731-5068020, 3425904 

alpur: CPAD, Flat No.404, 4th Floor, Shyam Anukampa, C-Scheme. Tel: 0141-3435363;Kochi: CPAD, 39/6800,C3,5th Floor, Vallamattam Estate, M.G.Road. Tel: 0471-3425468 

Kolkata: CPAD, 812, Krishna Tower, 224, AJC Bose Road, Tel: 03322404220; Lucknow: CPAD, No. 1/1, 191 Floor, Akshart, 1/D/F, Ashok Marg. Tet: 05223435382; Mumbai: CPAD, ал 

loor; BEST Complex, Andheri (West). Tel; 022-33399923/24; New Delhi: CPAD, Flat No.504, Sth Floor, Indra Prakash Building, 21, Barakhamba Road, Connaught Place, Tet: 011-34353601 
“Patna: GPAD, 308, 3rd Floor, Aashiana Towers, Opp: Apsara Cinema, Exhibition Road. Bihar. Tel: 0612-3093329, 3435365. | 

ІСЕДІ. Centers: Agra: 2527035; Ajmer: 2622707, Allahabad: 242-0255/1098; Amritsar. 5005221: Anantapur: 249334; Aurangabad: 5624774/775; Barrackpore: 25924295; || 

Bareilly: 2420034 / 37; Belgaum: 2424074; Berhampur: 2225790; Bhopal: 5277253, 2576075; Bhubaneswar: 2506203/204; Calicut: 2722660, Coimbatore; 2541190, 5360447; ^ 

Cuttack:2332811: Dehradun: 2654002/03; Faridabad: 5070464/922,5071923; Gandhi Nagar: 30960252; Ghaziabad: 2703105; Goa: 9437050; Guntur: 2238958; Gurgaon: 222-3595, 

M 5556; Gulbarga: 442033; Gwalior: 2322273; Hubli: 2371738; Hyderabad: Vidyanagar: 27630356, 55100656; Jabalpur: 5066886: Jalandhar: 5074769, 5000569; Jamshedpur: 2434957; 
: Kakinada: 2387772; Kanpur: 233-0912/1145; Kolhapur: 265-5142/4491; Kollam: 3091485; Kottayam: 2561131; Kurnool: 249811; Ludhiana: 2772523, 3097022; Madurai: 2342169 
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The (Funny) Man Next Door 

That desire to stand out has resulted in an al- 
together unexpected fallout: the 24x7 search 
for faces. Modelling agencies are, in the 
words of Prasoon Joshi, мср, McCann 
Erickson, “clueless” when it comes to find- 
ing such. “We do use a lot of street-casting 
around our lives," says Sheha Varma of 
Nirvana Films. And so, everyone from un- 
suspecting neighbours to passers by on the 
street to director's assistants, find them- 
selves starring in ads. For the record, Vohra, 
the man in the CentreShock ads, says he 
himself is more comfortable behind the 
camera rather than in front of it. “Тһе 
other day, I was at a chemist's and the guy 
behind the counter had a tooth coming out 
in a very particular way," says Joshi of 
McCann Erickson. “I do not know how 
and when I can use him, but I have taken 
down his contact details." 

“We try to pick up good actors rather 
than just peculiar faces," adds Piyush Pandey, 
Chairman and хср, Oglivy & Mather India, 
introducing a note of caution about not 
getting swept away by the trend and ending 
up using unusual faces for the sake of doing 
so. And sometimes this acting talent doesn't 
come cheap. “Advertising is just additional 
income, but sometimes it can go up to Rs 
50,000 per day," says Saxena of Fevicol 
fame (and Sprite and soap Jassi Jaissi Koi 
Nahin he proudly adds). And even when it 
doesn't touch those stratospheric levels, it 
hovers at a respectable Rs 10,000-15,000 per 
day of shoot, same as what a good-looking 
model charges. “The rates depend on ne- 
gotiation," says Gujarati theatre actor 
Shekhar Shukla, the paanwallah in the 
Chlormint ad. And although they cannot 
survive on ad-money alone, it does come 
with perks attached. “Аа films give me 
exposure and that brings in a lot of offers 
from (motion) pictures films," says Shukla. 
After all, it isn't easy finding faces that 
can launch a 1,000 brands. 
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TREADMILL 
10 TIPS FOR GYM NEWBIES 


ERY OFTEN IN THE GYM I COME ACROSS 
\ / newcomers who have little idea about what 

to do or how to start an exercise regime. 
True, all gyms have—or at least are supposed to 
have—trained instructors who can guide newbies, 
introducing them to an exercise regime that would suit them but more 
often than not that just doesn’t happen and many newcomers are pretty much 
left to their own devices. And that can be disastrous. I’ve seen gym green- 
horns do dangerous stuff with weights and know of a couple of cases 
where grievous injuries have resulted because of that. With that in mind, this 
edition of the column provides a checklist for newcomers to the gym. 
Consult your doc. Or better still, go in for a comprehensive medical check-up— 
especially, blood pressure, heart condition, reflexes, the condition of your 
back, joints, etc. Does your doctor approve a weight-training regime for you? 
If he does, are there any caveats? For instance, if you suffer from spondy- 
losis or have a back problem, what are the exercises you must avoid? Get a 
clean chit from your doctor before you hit the gym. 
Always warm up. It’s important to raise your core body temperature (that 
means increasing the oxygen supply to your muscles) so that your 
muscles are relaxed and ready for a period of activity. A good warm-up 
can also prepare your lungs and heart for exercise. A five-to- -seven 
minute brisk jog or even power walking is good enough. 
Don't forget to stretch. Stretching your muscles before you pick up the 


weights helps in further warming up your body and also prepares the | 


muscles for exercise without injuries. Stretch your shoulders, back, legs and 
chest muscles before beginning your reps. In a future instalment of this col- 
umn, I will introduce a series of simple stretches that may help. 
Less is more. Many newbies, particularly men, try to impress others in the gym 
by trying to lift more weight than they should. Instead of big muscles, this 
can cause big injuries. The correct way is to start with moderate weights and 
over a period of time keep raising the weight you lift. And don’t give a damn 
what others are doing or what they think of you. 
Slow and steady. Avoid jerky movements. For instance, if you’re doing biceps 
curls using dumb-bells, move your arm smoothly and slowly and remember 
that it is as important to lower your arm slowly as it is to raise it. Jerky move- 
ments or movements that are too fast can cause injuries. 
Eat right. Workouts are meaningless if you don’t eat well. Eat healthy 
food and try to eat several small meals rather than one or two huge ones. 
Without a good diet, workouts can never give you strength and muscle mass. 
Get a spotter. I’ve seen newbies at the gym not sticking to proper form, esp- 
ecially when it comes to posture while exercising. This can cause long-term 
problems. Get somebody to spot (ensure your form is correct) you in the gym. 
Don't over-train. Don't over-exercise your muscles. If you do, it could be 
counter-productive—leading to muscle mass loss rather than gain. A 
thumb-rule to follow: exercise two body parts a day, four days a week. 
Drink water. Or else you could get dehydrated while working out. And rem- 
ember, water is the biggest constituent of your body. 
Cool down. It's as important as warming up. After a workout, give your body 
a chance to get back to normal. Don't exert yourself and take it easy till your 
breathing is back to normal after a strenuous workout. 

MUSCLES MANI 
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Mr. Turnaround 


N THE EARLY 19905, WHEN THE MATTER OF SUCCESSION 
j| xiii up at the L.M.-B.M. Thapar group, Gautam 
Thapar settled it by turning around flagship, paper 
manufacturing company Ballarpur Industries Ltd 
(BILT). And lest people consider it a fluke, Gautam has 
gone ahead and pulled up another group outfit, 
Crompton Greaves, by the bootstraps. The reward this 
time is the Chairmanship of the company—a title 
that is expected to be conferred on the 44-year-old 
after its next annual general meeting. Says he: “We’ll 
make Crompton stronger in both domestic and global 
markets.” Son of L.M. Thapar’s brother B.M. Thapar, 
Gautam has now trained his sights on yet another lag- 
gard in the group, Greaves Ltd. Already, the septua- 
genarian Thapar has confirmed that the easy-going 
Gautam (he’s known to queue up like everybody else 
at the cafeteria at BILT’s headquarters in Gurgaon) 
will be the Group Chairman after him. The turn- 
around, then, will add to his legitimacy as the successor. 





UMESH GOSWAMI 





Takeover Artist 


I- OR NO IPO, 5. RAMADORAI’S APPETITE FOR ACQUISI- 
tions seems to only grow with the passing years. 
The latest company to be gobbled up by the 5 9-year-old 
CEO of TCs—after three purchases, including CMc—is 
the Bangalore-based Phoenix Global Solutions. Says 
Ramadorai, who's put together a dedicated four-mem- 
ber team to identify potential acquisitions: *This ac- 
quisition will give us the impetus to attract new cus- 
tomers and help grow existing ones." If the ro happens, 
then you can expect Ramadorai, named one of the 
World's top 25 consultants by Consulting Magazine, to 
hit the M&A circuit with a bigger shopping list. 


RITESH SHARMA 








‘Investment of Faith 


DL HIS CONSTITUENCY'S FORMIDABLE HISTORY, 
Navin Jindal's political victory at Kurukshetra 
proved to be a cinch. He beat Haryana Chief Minister's 
son Abhay Chautala by a handsome margin of more 
than 1.60 lakh votes. Jindal, 34, a scion of the O.P. 
Jindal business family, first shot into prominence for his 
crusade to legalise the public display of the tricolour. 
As a Lok Sabha МР, he plans more crusades. “I have to 
improve the basic amenities and educational facilities 

of my constituents, and I also plan to build 
Kurukshetra as a major spiritual destination," said 

Jindal, even as the stockmarket crashed around 

him. As for his company, Jindal Power and 
Steel (ranked one of the most investor-friendly 
companies by BT), it is run by pro- 
fessionals and *will con- 
tinue to do well”. 
Voters in Kurukshetra 
obviously believe he 

can serve them as 
well as he serves 
shareholders. 















Everybody's Story 


Б IS ONLY АРТ THAT 61-YEAR-OLD RANJAN KAPUR, 
Country Manager for Martin Sorrell’s WPP group 
in India, returns to story telling after an eventful life 
in advertising. The Perfect Snowball, Kapur’s recently 
published story book about a little boy wanting to 
make a perfect snowball, losing control of it and 
then starting all over again, is neither a children’s book 
nor pure adult fiction, or even a management tome. 
“For one person it was the story of her life, for an- 
other it was about his organisation. One chief 
executive thought I had written about where his 
company was headed, another CEO thought it was 
referring to their industry,” writes Kapur in the 
book. After spending more than 30 years at Ogilvy 
& Mather, Kapur, an amateur sculptor, must 
know something that interests everybody. 





RITESH SHARMA 








Ace Driving 


ESSONS LEARNT ON THE RACE TRACKS CAN COME 

handy in business. Just ask Indra Subramanyam, 
the 52-year-old Managing Director of the Chennai- 
based Ehrlich Laboratory. After her doctor husband 
died in 1997, the maths graduate was pitch-forked 
into the family business. With some deft manoeuvring 
and guidance from Sundram Fasteners’ Suresh 
Krishna, Subramanyam, who used to race in Chennai’s 
Sholavaram tracks, is poised to turn Ehrlich into a clin- 
ical research organisation. It is also set to get a new 
driver in the form of Subramanyam’s son, who is fin- 
ishing a course in health management at Cornell 
University. By the way, it’s her practice car, an Alpha 
Romeo, that you see in the cropped photo. 
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It Again 


ESS THAN A YEAR AFTER THE NANDA BROTHERS, 

Rajan (R) and Anil, crossed swords over the sale 
of shares of Escorts Heart Institute, they are at it again. 
The last time around, Rajan, Chairman of Escorts, had 
wanted to sell EHI shares to a private equity firm. 
This time he wants to pledge those shares with LIC to 
raise Rs 100 crore. Anil, again, would have none of it. 
Playing peacemaker for the second time is Rajan's son 
Nikhil. ^I have seen other business families disintegrate, 
and I don't want that to happen here,” he says. Going 
by the frequency of the brotherly feud, peace-making 
may become Nikhil’s full-time job. Œ 


CONTRIBUTED BY KUSHAN MITRA, SHAILESH DOBHAL, 
ABIR PAL AND NITYA VARADARAJAN 
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Express Yourself 


| Interpret Needs 


SUDIPTA K. SEN, Managing Director, Comsat Max 


ANAGING KNOWLEDGE WORKERS IN 

today’s highly competitive scenario 

is indeed an exciting challenge for 
leaders of organisations. This is so because 
knowledge workers are intelligent, have high 
expectations as well as the desire to succeed in 
the shortest possible time. Unlike machines, 
they respond to the same stimulus in different 
ways at different times. A successful leader, 
therefore, is one who has the ability to inter- 
pret employee reactions to different situa- 
tions and ensure that they remain motivated 
not only when they ride high on the sinusoidal 
curve (the lateral $ that depicts high and low 
phases occurring in the course of a business) 
but also when they hit the trough. 

As a good leader, one must know at what 
phase of the sine curve a team member is at a 
given point in time. This helps him to choose 
the right stimulus that would bring the 
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employee to the desired level of motivation. 
An appropriate two-way communication sys- 
tem serves as a useful tool in achieving this. 

Given the ever-changing business situa- 
tion today, it is indeed a herculean task for 
leaders to keep realigning services, products, 
methods and practices to match needs. They 
can, however, do it best by empowering their 
team members to take calculated decisions as 
and when the need arises, and providing 
them with space for innovation at every 
touch point. This, apart from motivating 
employees to continuously strive for the bet- 
ter, makes them feel a part of each success 
story that the company can boast of. 

To conclude, a company that creates a 
customer-oriented culture where it sees every 
problem as an opportunity to serve the custo- 
mer better, is the one that will survive the 
toughest competition today. Œ 
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* |BM Embedded Security Subsystem? 

* IBM Access Connections Software 

* Access IBM 

* System Migration Assistant? 


System features: 

• Intel® Centrino™ mobile technology 
Intel® Pentium® M Processor 1.4 GHz 
Intel? PRO/Wireless Network Connection 802116 
Intel® 855 Chipset family 

* Microsoft® Windows? XP Professional 

* 256 MB DDR RAM (333 MHz) 

* 30 GB HDD 4200 RPM 

* DVD-CDRW Combo 

* 32 MB Video RAM 

* 358 cm (14 in.) XGATFT monitor 

* Three-year ССІ global warranty 
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The IBM ThinkPad notebook with Intel® Centrino™ mobile technology. 
Now, create the future of your business from anywhere. 
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From The Editor 


ACK IN 1993, WHEN MANMOHAN SINGH WAS 

Finance Minister in a government headed by 

P.V. Narasimha Rao, Euromoney held an India 
conference in Delhi that turned out to be historic. 
Those who had attended that conference will remem- 
ber the session where the finance minister addressed the 
delegates. The conference hall at the five-star hotel was 
bursting at the seams with foreign investment bankers in 
suits. So crowded was the hall that the only seating 
many found was on the carpeted floor. It was a defining 
moment for India's economy, for Singh's address outlined 
radical changes that would push what was once a closed 
and fettered economy, obsessed with self-reliance, on the 
road to liberalisation. After his speech, Singh got a 
standing ovation from the pinstripes in the audience. And 
the stockmarket approvingly moved up. 

Nothing of that sort happened when the United 
Progressive Alliance (UPA), which Singh leads as Prime 
Minister, announced its Common Minimum Programme 
(CMP) last fortnight. With little or no incentives for the 
private sector and a near-negation of the process of pri- 
vatisation, the stockmarkets greeted 
the CMP by crashing 4.41 per cent. 
As BT went to press a few days 
later, the trend on Dalal Street 
continued southward. And al- 
though publicly the private sector 
has been circumspect—nay, polit- 
ically correct—in its reaction, pri- 
vately many in India Inc. are more 
than just a bit worried about how 
effective the new government, which has to depend so 
much for power on the Left parties, will be in keeping 
the economy on the road to reforms. 

That may seem grim but there's hope yet. After all, 
Singh has been the Indian economy's architect of liberali- 
sation and his lieutenant, Finance Minister P. Chid- 
ambaram, gave us a “dream budget” in 1997. Our 
cover story package takes you up close to Singh's core 
team of ministers who could make a difference for 
the economy, in general, and India Inc., in particular. 
Starting with Chidambaram, we assess nine ministers 
whose actions will be crucial for growth and reforms. 
Don't miss the ‘Reform Quotient’ we've accorded to 
each of these members of the PM's A-team. 

This issue also has the second edition of our annual 
special feature listing "India's Hottest Young Executives" 
and it provides reason to cheer. Last year, readers will 
recall, we'd set an age limit of 42 for our honours list of 
young execs because 40 seemed to be too low for get- 
ting the numbers. This year, we found many more fast- 
trackers in the sub-40 category. So, our age limit is down 
to 40. And next year, who knows, it could be 35! 





Casos Дамла 
SANJOY NARAYAN 


SAMSUNG 





= The experience begins within. 


DigitAllsoul. it starts with a chip. A chip that leads the world in memory technology. x 
Together with engineering excellence and design purity, it does the unimaginable. It enhances. It transforms. It enriches. 





It delivers higher resolution, more brilliant color, clearer sound, and sleeker, more sophisticated design. It's the essence of ма 
Samsung. And it's within everything we create. Experience the power within. 





For more details write to us at platinum@samsungindia.com or visit us at www.samsung.com/india 


See 


AWE FO ASE 


DO 


um 


FETA 


re 


MINmG cmm 
~ ex 


OSE 
DU 





Vol. 13, No. 12, June 20, 2004 


EDITORIAL 


10 None Of Your Business 


TRENDS 


12 Witch Hunting On Dalal Street 
Anybody seen the stockmarket goblin? The 
government seems convinced one exists. 


13 Is Sensex@7000 Possible Now? 


Three stock market experts give their take. 


14 Booster Shots 
Indian pharma companies are going in for global 
M&As with a vengeance. 


15 India's First Two-Wheeler MNC? 
TVS Motors eyes the Asian market. 


16 Wake-up Call 
General Motors India, with a bargain-priced 
Tavera, has the Qualises and Scorpios worried. 


18 Change Of Guard 


Who'll be the new power mandarins in South Block? 


20 Saving Media Lab Asia 


The research lab has a couple of things going for it. 


20 Return Of Diesel 


Diesel is proving to be a fuel of choice for consumers. 


22 Unlikely Poster Boy 
"That's B.V. Jagadeesh, a Silicon Valley tech 
entrepreneur and VC of modest background. 


26 Getting Monstrously Big 
Following its acquisition of Jobsahead.com, 
Monster.com is now twice as big as its nearest rival. 


26 The BT 50 Index 


28 Q&A: ҮМ. Reddy 
The Governor of the RBI speaks to BT on the annual 
monetary policy for 2004-05 and the fiscal outlook. 


32 Boom Inside The Box 


Snazzy new models are lifting the home PC market. 


32 Lemon Of A Deal? 
HSBC gets UTI Bank, but an RBI ruling leaves it 
stranded, and no board seat, thank you. 


34 Heady Brew 
With demand rising, the tea industry is looking up. 


38 No Kidding 


Aslew of children’s TV channels are on the anvil: 


40 Q&A: Tan Suee Сһіеһ 
The President of people-assessment firm SHL 
speaks to BT on his India plans. 


4 BUSINESS TODAY JUNE 20 2004 


BT SPECIAL 


89 25 Hottest Young 
Executives 


They're young, they're 
successful, and they're ЊЕ 
happening. The second 

Business Today listing 

of the country's finest 

managers under 40. 





FEATURES 


62 In Your Face, In Your Space 
Indian companies are sidling 
up-close to consumers in their natural 
habitat—at work, play and home—in 
their bid to tailor-make products and 
services for them. Their cool new tool: 
ethnographic research. 


70 Pharma MNCs: 
Say Cheese 
With their new drugs patent 
protected from 2005, 
pharma MNCs are 
getting their act together 
for a big push. 








СК5” Aditya Sood 





Novartis’ R. Sahani 


74 60 Minutes 
The creator of Java, James 
Gosling, now CTO, Developer 
Products Group of Sun 2 
Microsystems, speaks to BT ^ 
about Sun's pact with ЖШ.” 
Microsoft and the future of Java. 


80 Seven Strokes For India 


A recent ACNielsen study reveals 
that at a macro level, there are 
seven and not four market regions 
in India, based on affordability, 
accessibility and consumption 
m. disposition. What does this mean 
Ld] for FMCG marketers? 


PERSONAL FINANCE 


116 Spewing Money 
It's the year of bonuses. It's a double blessing of 
sorts—if you work your tax sums right. 


118 Thinking Stock Options 


They're back all of a sudden. But don't just grab 
what's being dangled. Think your options and 
strategic exit path through. 


122 Where To Invest Now 


Investment circumstances have changed. So 
should you churn your investment portfolio? 





Sun's James Gosling 





n of Manmohan Singh's | 
's top elected post may Бе | 
er эы сы tician, 





ia Gandhi and Manmohan Singh did d 
thing by the finance ministry in opting - 
пе PC, Palaniappan Chidambaram, over 
Ет; political (oportune: Will he deliver? 


Cover photographs by S. Basu, V.Mehra and S. Saxena; Imaging by Kapil 


JOBS TODAY 


126 Leaping With Gold 


Severance deals are getting better by the day. 
That's good news. 


128 Help, Tarun! 
131 Wallets Get Bulkier 
131 wider Expanse 








MANAGING 


138 Tempted By The Till 
Distance and inadequate 
oversight make Indian 
subsidiaries of MNCs game to 
unscrupulous managers. The 


good news: You can change that. ШАБ 


141 Calling MBAs 
141 Flippin’ At McDonald's 


BOOKEND 


142 Of IDs or Ideas? 


A couple of books that try to put 
Indians at peace with their identity, 
and a parallel-provoking parable to 
read out to kids and think about. 


BACK OF THE BOOK 


146 Going For Тһе 
Scalp 
A recent ruling by an 
ultra-orthodox rabbi 
could take the sheen off 
India’s booming 
Rs 500-crore hair 
exports. 


150 Water Baby 





People: Naina Lal Kidwe ai, Мике ih Ambani and Muhammed Majeed 


154 People 
Starring Naina Lal Kidwai of HSBC India, 
Arun Jain of Polaris Software, IDBI’s 
M. Damodaran, Analjit Singh, Mukesh Ambani 
of Reliance Industries and Muhammed Majeed 
of Sabinsa Corp. 


COLUMNS 
156 Leadership Secrets 
Arun Maheshwari 


CSC’s A. Maheshwari 


JUNE 20 2004 BUSINESS TODAY 5 











25 Hottest Young Executives 















































INDEX 

List Of Advertisers 

B 

Bhart Mobinet (Carat India) 156 
Brother International 

(Axis Integrated) 9 
Business Today 

(N.A.) 90, 130, 152, 153 
BSNL (Grey Worldwide) 97 
Bank of India (тег Publicity) — 113 
C 

Canon (Rediffusion DY&R) 37 


Cisco Systems (Results India) 85 
Citizen Watches 


(Hakuhodo Percept) 21,43 
ColorPlus (Fortune Comm.) IBC 
D 


Dainik Jagran (Mudra Comm.) 109 
Diebold Systems (Goldmine) 19 


De Beers (Results India) 69 
Dainik Bhaskar (Direct) 87 
E 


Emirates Airlines (Grey Worldwide) 55 
Elecon Engineering (М.Х. Advig.) 65 
Electronics For You 


(Promodome Comm.) 119 






The. 





www. business- today. com 


нда edition of Business Today 










Once again, Business Today brings you up close with India’s hottest set of 
young executives (under 40, that is). Go ahead, read the print feature— 
they’re quite a bunch. But if you still want to get a little more up close, if 
not exactly personal, log оп to the magazine’s subscription-only website. 


Now, get a hot new management tip for the da 
through SMS on your mobi 


ay every day, and participate i in opinion polls 


phone 24 hours a day. 


O RECEIVE BT'S TIP OF THE DAY Hr ARR THE BT-ON-THE-MOVE QUESTION 


1. Goto “Write messages" on your mobile 


PA's Common Minimum Programme feasible 


phone. iib t; Go to "Write messages" on your mobile phone. 


2. Type “BTTP” on the message screen. 
3, Send the massage tothe number “2424”; 


4. You will receive the hot management tip for 
the day па тейт message, © 


2; Type "BTPOLL У" for Yes. 
Type "BTPOLL М” for No. 
3. Send the message to the number "2424", 


Readers ean also participate і in the poll at www.business-today.com 


Response to our previous 
-the Sensex recover from its big crash?” 


NOTE: Not available with all cellular 


G Я 
Garden City College (Spectrum fric) 79 


H 

Hutchison Essar Telecom 

(Results India) · 53 
Ж | 

IBM (O&M) 7, 29, 101 
ISB (Results India) 27 


Intel Tech. (Multiprint Advtg.) 757 
ITC Welcomgroup (Results India) 67 
ІСЕДІ (Sobha Advtg.) 121, 129,143 


ПРМ (АК&/) "123 
ITC Wills Sport (Lintas India) 145 
) : 

Ј Ко Helene Curtis 

(FCB: Ulka Advtg. ) 59 
J.L. Marketing · 

(Promodome Comm.) 103 


JVC Gulf FZE (Radeus Aavtg.) 33 


J.K. Paper (ENZ Comm.) 8 
K 
Kajaria. Ceramics (Sobhagya) .. 60, 61 
M 


Marketel Comm. (FCB Ulka) 83 
Microsoft (McCann Erickson) 24, 25 
Motorola (Results India) 


30,31. 


Powered by ActiveMedia Technology www.activemediatech.com 
operators. Regular SMS charges apply. 





Mid-Day (Results Advtg.) 93 


N 
Nokia (Bates Clarion) 17,35 
NABARD (image Ads) 77 
Р 
Pan Parag (Harmony Multimedia) 41 
Philips (Carat India) 73 
Pokarna Ltd (Direct) 1, IFC 
Pitch Magazine (Direct) 38 
R 


Raymond Apparels (Starcom) 23 
Raymond Ltd. (R.K. Swamy BBDO)39 


S 
SAP India (Results India) 11,95 
Samsung (Interface Comm.) 3 


Schnieder Electric (Euro RSCG) 51 


Shanti Gears (Sas/ Advtg.) 107 
Sony India (Starcom) OBC 
Seagate (Direct) 125 
T 

Т.А, Pai Mgmt. Institute 

(Mudra Comm.) 115 
TV Today Network (N.A.) 149, 151 
U 

Union Bank of India 

ünter Publicity) 111 





IBM recommends Microsoft" 
Windows® XP Professional 


visionary for Business. 





NEW! IBM ThinkPad T41 notebook 
(Part Мо. 23731ЕА) 

Distinctive IBM innovations: 

* Rapid Restore Ultra’ 

• ІВМ Active Protection System? 

• ІВМ Embedded Security Subsystem 

* IBM Access Connections Software 

* Access ІВМ 

• System Migration Assistant 


System features: 

* Intel” Centrino™ mobile technology 
Intel Pentium® M Processor 1.4 GHz 
Intel” PRO/Wireless Network Connection 802:11b 
Intel” 855 Chipset family 

* Microsoft" Windows" XP Professional 

• 256 MB DDR RAM (333 MHz) 

* 30 GB HDD 4200 RPM 

* DVD-CDRW Combo 

* 32 MB Video RAM 

* 358 cm (14 in.) XGATFT monitor 

• Three-year СС! global warranty 

* Lotus SmartSuite (License) 


* * 
The IBM ThinkPad notebook with Intel? Centrino" mobile technology. cc Rs. 109,900 


Now, create the future of your business from anywhere. 












Geography can tie you down. Or it can set you free. It depends on whether you are well-prepared 
or not. The IBM ThinkPad notebook with Intel* Centrino'" mobile technology has a superior 
dual-antenna system for an extraordinary wireless performance. In addition, IBM Access 
Connections Software simplifies connecting even as you move between multiple connectivity 
environments. So go on and take your office to any part of the world’. think freedom 


Call 1600 446767 or go to ibm.com/in/tpdecision 


to buy direct, locate an IBM reseller or for more information. 


IBM is a registered trademark of International Business Machines Corporation in the US and/or other countries, Other ce 
may be trademarks or service marks of their respective owners. Microsoft and Windows are registered trademarks of Mi 
Microsoft® software product(s) included with this computer may use technological measures for copy protection. IN SL 
ABLE TO USE THE PRODUCT IF YOU DO NOT FULLY COMPLY WITH THE PRODUCT ACTIVATION PROCEDURES. Prox 
Microsoft's privacy policy will be detailed during the initial launch of the product, or upon certain reinstallat the softwar 
of the computer, and may be completed by Internet or telephone (toll charges may apply). "Public acces 

preload. “Available on select products only. Estimated street price. Sales tax and other levies extra. Offer and pric 
Intel, Intel logo, Intel Inside, Intel Inside logo, Intel Centrino, Intel go, Celeron, Intel Xeon, Intel Spee 
Xeon are trademarks or registered trademarks of Intel Corporation 0 


MOBILE 
TECHNOLOGY 































subj с 
Step, Itanium 





dS 
subsidiaries in the United States and other countries 
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In The Big League 

The article on Jerry Rao (The 
Мрраві8 Effect, BT, June 6, 2004) 
made a great read. Despite 65 
per cent of its revenue coming 
from BFSI, its excessive 
focus on BPO, the rela- 
tive lack of market de- 
pth, the performance of 
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MphasiS cannot be considered 
anything other than impressive. 
India needs more Jerry Raos if it 
wants to be an IT superpower. 

V. MANI, through e-mail 


Your cover story (The MphasiS 
Effect, BT, June 6, 2004) gives deep 
insight into the fortunes of MphasiS. 
The vision of CEO Jerry Rao, timely 
M&As, eye on global presence, integ- 
ration of IT & rr-enabled services are 
some factors that helped the com- 
pany grow. But an overdependence 
оп BFSI and BPO may spoil the party. 

K.L. UKEY, Nagpur, Maharashtra 
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Mr. Bajpai is now trying to prove 
how he travelled economy class and 
was back in office on Tuesday mor- 
ning. However, his jaunt in Amman 
has ensured that a large number of 
investors will not be able to travel 
even economy class for many years. 

PRANNOY SEN, through e-mail 


Not That Bad 

Your article Now For The Bad News 
(BT, June 6, 2004) is too cynical. 
Though the new government has 
decided against going in for large- 
scale disinvestment of public sec- 
tor enterprises, it may be able to 


generate funds in other ways. And 

fiscal deficit can be reduced by low- 

ering government expenditure. 
SIDDHARTHA RAJ GUHA, through e-mail 


Sense Of Déjà Vu 
Apropos the editorial First 100 Days 
Test (BT, June 6, 2004), the BJP- 
led government started off on a 
heady note with measures such as 
the nuclear tests in its first 100 days, 
but later began shelving almost every 
aspect of its original agenda in the 
name of political consensus. The 
same will happen with the new ОРА 
government. Only the leaders 
change, not the system. 

S.C. AGRAWAL, through e-mail 


Corrigenda 

In the BT Special item India's Best 
Fund Managers (June 6, 2004), the 
photographs of Prasbant Jain of 
HDFC Mutual Fund and K. Rama- 
nathan of Birla Sun Life Mutual 
Fund were inadvertently inter- 
changed. The error is regretted. 


In our List Of Advertisers (BT, 
June 6, 2004), Percept was incor- 
rectly named as the agency re- 
sponsible for the Citizen ad. The 
agency responsible is Hakubodo 


Percept. The error is regretted. 
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None of Your Business 


Congress-led government’s stand on privati- 
sation of public sector companies. Its Common 

Minimum Programme (CMP) says that profit-making 
public sector companies will not be privatised and 
that only the chronically loss-making companies will 
either be sold off or shut down (after, of course, their 
workers have been suitably rehabilitated). Now, should 
a policy on privatisation have anything to do with prof- 
its or losses? Or should it reflect a government’s belief 
in how businesses should be owned and managed? 

The basic issue is whether the government 
should at all be involved in owning A 
and managing businesses. The argu- ЈЕ 
ment trotted out by proponents 9% 
of the anti-privatisation lobby— 77” 
and this does not only include 1^ 
the Left but politicians of all „й 
hues—is that the public sec- 
tor has “social objectives" Ж .; 
that could be jeopardised by 
handing over their control to 
private players. Further, goes 
the argument, if these compa- = $" 
nies are turning profits and earning 
dividends for the government, why - 
should they be privatised? 

On the face of it, both argum 
have merit. The public sector was born... 
in an era of Nehruvian socialism when 
a direly capital-constrained economy needed an im- 
petus for industrial development and few save the 
government could provide it. Public sector units 
(р505) in power, oil, heavy industries and engineering 
generated employment and created the wherewithal 
for rest of the economy to grow. But it didn’t take too 
long for “social objectives” to be undermined by 
opportunistic political interests. The instances of 
ministries interfering in every aspect of the func- 
tioning of public sector companies are too numerous 
for even the most naive to believe that they are truly 
allowed to run autonomously. 

Then there’s the profit angle. True, there are quite 
a few profit-making psus but do they operate in truly 
free markets? Nearly all of the nine profit-making crown 
jewels (or navaratnas)—specially earmarked by the СМР 
to be retained in the public sector—happen to be mo- 
nopolies or oligopolies that operate in convenient 
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cartels and indeed that is one major reason they аге 
profitable. They may not remain so. In a competitive 
market, as these navaratnas lose their monopoly status, 
their profitability will be hit. Consider MINL, the state- 
owned telecoms company with operations in Delhi and 
Mumbai, and the impact private telcos have had on its 
bottom-line. Could a similar impact on oil or power 
psus be ruled out in the not too distant future? 
Taking a leaf out of the principles of venture 
capitalism, it may make more sense for a government 
to cash out of Psus when they 
are profitable rather than wait 
for competition to erode 
~ their edge and, hence, market 
value. For instance, it is quite 
possible that if the erstwhile 
government-controlled car- 
maker Maruti Udyog had been 
privatised five years back instead 
of in 2003, the government may 
have got a much better price be- 
cause back in 1999-2000, Maruti had to face far less 
competition in the market than it does now. 
rivatisation, where management control 
aid at a higher premium than mere sale of 
əs in the capital markets, can help bring in 
-much-needed funds to finance the CMP's declared in- 
tentions of generating rural employment, boosting 
agricultural productivity, health and education, all 
areas where the government's real priorities lie. Like 
it or not, last year the previous government garnered 
a tidy Rs 15,000 crore from privatising or disinvesting 
profit-making PSUs. For a government that is faced with 
an overall fiscal deficit (national and state-level com- 
bined) of 10 per cent, such funds can come in handy. 
It is implicit in statements originating from the 
new government that taxing services, introducing a vol- 
untary disclosure scheme for black money, and curb- 
ing government expenditure are expected to provide 
the resources for its articulated welfare activities. 
Only, the first two are unlikely to result in immediate 
tangible returns and the politics of coalition necessitates 
more government, not less. The adventitious fall-out 
of this government's stand on disinvestment is certain 
to hurt the private sector and salarymen, the only 
segment in this country that pays taxes punctiliously. 
That's a return to the dark ages of the 1950s, 60s, 70s, 
and 80s, when it was a sin to be rich. bt 
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Witch Hunting 
On Dalal Street 


Anybody seen the stockmarket goblin? The government seems 
convinced one exists. What do you say, Mr Bajpai? ву ROSHNI JAYAKAR 


They had better get used to 
walking down Dalal Street on 
their toes. For, market regulator 
SEBI is out on the prowl looking for 
perhaps real, but most likely imag- 
ined, bears, and suspicious-looking 
figures (like you?) are liable to be 
hauled up. Believe it or not, the in- 
telligence bureau and RAW (India’s 
CIA, innocuously named Research 
and Analysis Wing) have been asked 
to weigh in, too. Welcome to the 
hands-up-the-market-is-falling era, 
where every slide in the bellwether 
index, Sensex, will likely get the 
stockmarket watchdog sniffing 
around at the offices of the big 
market operators (mainly Fils). In 
fact, the fear of persecution is so 
intense that BT could not get any 
of the bigger players to comment 
on the government's new-found 
zeal for ghostbusting. 
What has brought things to such 
a pass? The government's obses- 
sion with the stockmarket. Every 
surge in the Sensex is taken to mean 
a resounding endorsement of its 
own policy making, and every fall, 
a vote of no confidence. To be 
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sure, stockmarkets, since they are forever betting on the future, are 

a good indication of what people who drive the economy think is in 

store. But more than shots of feel-good or feel-bad, what markets like 

is clarity in the long term. And that’s what was missing on May 17, 

2004, when the Sensex recorded its largest ever intra-day fall of 842 

points (it closed 564 down), prompting the government’s witch hunt. 

A shaky coalition, still trying to work out its equation, took the 
fall as an insult, and not what it really was—a natural reaction to a to- 
tally unexpected electoral development, where a party, written off un- 
. til days before by most pollsters, was trying to cobble an alliance with 

the help of communist allies. Worse, since the government hadn’t been 
formed, the allies felt free to speak in different voices, confounding 
investors . The next day, stocks fell some more because sell orders had 
been logged into the automatic trading system earlier and these 
got executed as soon as the markets opened. 

But this is not the first time that a government has found fault with 
a normal market behaviour. Earlier in February 2004, the then dis- 
‘investment minister, Arun Shourie, had threatened to go after an al- 
leged bear cartel that was supposed to have crashed the market to sab- 
otage the government's biggest ІРО offering (ONGC). Scared out of their 
wits, financial institutions, banks and merchant bankers all stepped 
in to bail the ІРО out. What Shourie forgot was that a spate of six IPOs 
in a span of a fortnight or so had sucked most of the money from in- 
stitutional and retail investors and there simply was not enough 
money going around to prop up а Rs 10,500-crore ІРО. (In fact, the 
17.9 per cent reserved for retail investors in the ONGC IPO was only 

‚ partly subscribed.) Once again, 5ЕВІ, now headed by С.М. Bajpai, was 
called to probe, and once again SEBI came up with nothing. 

_ Sometimes, in the hurly-burly of the stockmarket, it is possible to 
give a dog a bad name and hang it. Consider Shankar Sharma of First 
Global. When the markets crashed on March 2, 2001, he was accused 
of hammering down the market based on his insider knowledge of the 
Теће ка зсапда! that erupted 11 days later. Sharma was an investor 
in Tehelka, and the dotcom’s sting operation—which showed вур Party 
president Bangaru Laxman, among others, accepting money from 
Tehelka reporters posing as arms dealers—not just went on to rock 

` the government, but also poop the stockmarket’s party over Finance 

Minister Yashwant Sinha’s so-called dream budget. 

With investors yet to get comfortable with the United Progressive 
Alliance, one can expect a volatile stockmarket and a busy sEBI—at 
least till the first week of July when the 2004-05 budget is likely to 
be presented. But what 5ЕВІ and its political bosses need to realise is that 
stockmarket is by nature a nervous animal. When it senses danger, it will 
panic. Says L.C. Gupta, Director, Society for Capital Market 
Research: “What the market reflects is a problem that’s much wider 
and (SEBI) needs to address the weaknesses іп the system.” 

There’s something else the government can do to make the 
markets less volatile: get all parties, not just allies, to agree to a 
22 minimum programme of reform. But that's something as 
impossible as a stoic stockmarket. 





More than shots of feel-good or feel-bad, what markets like is clarity in the : 
ong term. And that's what was missing on May 17 
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Is Sensex@7000 
Still a Possibility? 


ISKING EMBARRASSMENT, THREE 

brave—and quite obviously, 
bullish—stockmarket experts gave 
us their take on the Sensex this year. 


Rakesh Jhunjhunwala 
TRADER-INVESTOR 

SENSEX: 4,500 (Low)-7,250 (PEAK) 
The index will vary be- 
tween 10 to 11 times 
earnings and 15 to 16 
times earnings of 
Sensex stocks depend- 





events like monsoon, 
global economies and 
Gol policies pan out. 








ae 
Devesh Kumar 

DIRECTOR (EQUITIES), ІСІСІ SECURITIES 
6,500-7,000 (2004 PEAK) 

The market is nervous about the pace 


things unfold and 
Manmohan Singh and 
P. Chidambaram are 
able to continue with 
the reforms as they did 
in the past and with the | 
private sector expected | 
to perform well, the out- 
come will be positive for markets. 


Surjit Bhalla 
MD, OXUS RESEARCH AND INVESTMENT 
SENSEX: 5,800-6,000 i 
A lot depends on the 
budget. However, | 
believe that populism is 
only for rhetoric pur- 
poses. The new gov- 
ernment has no option 
but to continue with the 
reforms. 

ROSHNI JAYAKAR 
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Booster Shots 


Indian pharma companies of all hues are snapping up targets abroad. It 
doesn't just mean market access, but faster ramp-up too. BY SAHAD P.V. 
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a US-based company, Trigenesis Therapeutics for 
$11 million, marking its first foray into spe- 

ciality drugs—in this case dermatological products. 
Around the same time, Wockhardt snapped up a sim- 
ilar-sized deal in German firm esparma GmbH, getting 
itself a gateway to the largest branded generics market 
in the European Union. Meanwhile, Ahmedabad-based 
Torrent Pharmaceuticals has confirmed that it is about 
to close a deal with a German generics company that 
may entail, according to its spokesperson, an investment 
of Rs 300 crore or so. A whole lot of more pharma 
companies are queuing up for their M&A foray abroad. 

The rush is easily explained. Despite India’s pop- 
ulation of more than a billion, growth in the domestic 
market isn’t anything to write home about. Since 
early 2000, the overall pharma market has been grow- 
ing at 6 to 7 per cent, which is higher than the rates of 
growth in the mid-90s, but simply not enough to ex- 
cite investors. So, pharma companies are increasingly 
tapping markets overseas to boost their growth. And 
acquisition, it appears, is the most preferred strategy. 
“It’s a real positive sign. It 
gives them a foothold 
in developed mar- 
kets and also a 
ready registra- У 
tion pipeline, 
thus saving on 
time,” says 
Shahina Muka- 
dam, a pharma an- 
alyst at HDFC 7 
Securities. P 

The opportunity. 
abroad, to put it sim-^ 
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ply, is staggering. Regulated markets, which include 
the US, EU, and Japan, among others, offer a gener- 
ics opportunity that is $50-billion big. More im- 
portantly, these are growing at much faster rates 
compared to India. For example, in 2003, they ex- 
panded 23 per cent and future growth, at least in the 
short run, is not expected to fall below 15 per cent. 
And that of a market at least 10 times bigger than 
India’s. Says V.S. Vasudevan, CFO, Dr Reddy’s Labs: 
“We will continue to use our cash to pursue strate- 
gic business development opportunities globally.” (Of 
the lucrative global generics pie, North America 
accounts for 32 per cent, Western Europe 29 per 
cent, and Asia 20 per cent, while Eastern Europe ac- 
counts for 10 per cent and Australia 3 per cent.) 
So will a whole lot of other pharma players. For in- 
stance, Sun Pharma has decided to raise $350 million 
through convertible debentures or bonds primarily 
to fund acquisitions in the US. Some other relatively 
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small players have already become veterans at global M&as. 

· Wockhardt's acquisition of esparma, for example, was its third 
abroad after CP Pharmaceuticals (2003) and Wallis Laboratories 
(1998). Europe now accounts for 40 per cent to Wockhardt’s total 
sales, surpassing even the sales from India. 

In April this year, mid-cap company Glenmark Pharma bought 
Laboratories Klinger of Brazil for $5.2 million. The Sao Paolo-based 
company will give Glenmark an entry to the $7-billion Brazilian 
market. The other dealmakers have been Zydus Cadila, which bought 
Alpharma of France for 5.5 million euros and Ranbaxy, which 
snagged French generics maker RPG Aventis for about $70 million. 
Thanks to Aventis, France is now Ranbaxy's biggest market in the EU. 

Such acquisitions are pushing up the global revenues of Indian 
pharma firms. In the first quarter of calendar 2004, Ranbaxy's 
global sales stood at $290 million, compared to $241 million in the 
same quarter the previous year. Analysts expect the trend to con- 
tinue. Ditto Sun Pharma. Its purchase of Caraco, a US-based 
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firm, two years ago, has started paying off. In its first full year of 
operations last year, Caraco notched up $45.5 million in revenues 
and $11.2 million in net income. Some analysts expect Caraco to 
report cash profits of $22 million this year. 

What makes the M&A case even more compelling for Indian 
pharma companies is that almost all of their targets have the regula- 
tory approvals needed to operate in markets such as the US and 
EU. Besides, they have a steady distribution system. That allows the 
Indian buyer to leverage his biggest strength, which is great chemistry 
skills and low-cost manufacturing. No wonder Dalal Street is head over 
heels in love with pharma. The price-to-earning multiple for the 
bigger players is in the range of 20 to 23, while that of tier-two firms 
is 16-odd. The BT free-float pharma index has gained 80 per cent since 
Мау 29, 2003, compared to BT 50's rise of 54 per cent. Even at these 
prices, most analysts are upbeat about the industry’s future. 

ADDITIONAL REPORTING BY E. KUMAR SHARMA 


Regulated markets of the US, EU and Japan, among others offer a $50-billion 
generics pie. Plus, they are growing faster compared to India 
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| Aiming for Asia: TVS' Venu Srinivasan 








Kick-starting 
Asia Plans 





WO YEARS AGO, WHEN SUZUKI 
ended its collaboration with 


^. Venu Srinivasan’s TVS Motors, 


few could have predicted that it 


_ wouldn't just survive, but actu- 


ally aim for a share of the Asian 
market—15 per cent in another 
Seven years, as per Srinivasan's 


- plan. For starters, the Chennai- 
_ based сео is talking of setting 


up a manufacturing plant in 


· Indonesia by the end of next 
year. The rationale: Indonesia's 

- 2.8 million-a-year two-wheeler 

. market, while smaller than 


China's, is clipping at 41 per 
cent annually. From here, TVS 
Motors can also tap Thailand, 
where two-wheeler sales are 


- growing at 26 per cent CAGR. 
t. Both of them have a booming 
' market for cubs, or mopeds. 

_ Says Н. Lakshmanan, 


Executive Director, TVS Motors: 


“Тһе 15 per cent marketshare 
target is important for our viabil- 
_ ity too." Will Srinivasan manage 


to give India its first two-wheeler 
MNC? He just might. 
NITYA VARADARAJAN 
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The MPV Shoot-out 


General Motors’ bargain-priced Tavera should have the Qualises and Scorpios worried. 


(I MOTOWN'S NUMERO 
uno, but a minnow in India. 
That's General Motors’ sad tale 
in the country. But that could 
change if the American car maker's 
newly launched multi-purpose ve- 
hicle (MPV), Tavera, its base model 
priced at an enticing Rs 5.44 lakh, 
racks up numbers like what Toyota 
Kirloskar's Qualis has: 120,000 in 
less than four years. GM India ad- 
mits that the Tavera (despite its 
Chevrolet badge, it's Japanese, 
Isuzu) is its first mass-market of- 
fering and that a lot is riding on 
it. Rs 500 crore in investment, 70 
prototypes and 600,000 kms of 
testing have gone into launching 
Tavera in India, and GMI just can't 
afford to get it wrong again—not 
just because it has set itself the target 
of selling 50,000 vehicles in India 
(profitably, mind you) by next year. 
Ergo, GMI hopes to ramp up the 
roll-out to 2,300 Taveras a month 
once its new top-coat paint shop in 
Halol opens in February, 2005. 
Meanwhile, it is readying 40 
new dealers, taking the tally up to 
120. Says Aditya Vij, MD, GMI, who 
almost lived out of a suitcase in the 
weeks preceding the Tavera launch 
last fortnight: “This is a growing 
segment and we have the best vehi- 
cle.” More than Toyota, it should 
get Mahindra & Mahindra, which 
makes the suv Scorpio (an SUV is a 
smarter looking MPV) and Tata 
Motors, which already has had to 
face stiff competition from the 
Qualis. While Toyota is said to be 
looking at a Qualis upgrade, a new 
launch for M&M and Tata Motors 
may be harder. But that shouldn't 
worry the MPV buyer. He's in for a 
good time, one way or another. 
KUSHAN MITRA 
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Litmus test: GMI MD Aditya Vij is betting on Tavera fetching big numbers 


A New Slot 


GM wants to carve itself a piece of the booming MPV pie. 
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MPV sales—68,778 units—10% 
of total market 
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MPVs include: Tata Sumo, Sierra, Safari, and Spacio for Tata Motors; Armada, Bolero, and Scorpio for Mahindra & 


Mahindra; Qualis for Toyota; and Gypsy for Maruti Suzuki. 
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a sensuous obsessión 





Feel the sensuous elegance of the Nokia 7200. Be drawn to the luxurious indulgence of its rich б. Ë 
Xpress-on™ textile covers, as fascinating to the hand as to the eye. Be captivated by the sight of its stylish ғ; | 
body, crafted to inflame your passion. Unfold its intriguing form, exposing the inner beauty and superior h 


technology. Listen, as your heart beats its intimate desire. For the Nokia 7200. NOKIA 
For full specifications, please refer to www.nokia.co.in. Please note that the phone screen displayed here is not the default screen setting 7200 
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Change of Guard 


Who'll be the new power mandarins in South Block? 


FTER A CHANGE OF GOVERNMENT, 

it’s now time for the inevitable bur- 
eaucratic reshuffle. Already the Prime 
Minister’s Office has seen a complete 
makeover, including the appointment of 
J.N. Dixit as the National Security 
Adviser in place of Brajesh Mishra, and 
T.K.A. Nair as the PM’s Principal 
Secretary. However, Finance Minister 
Р. Chidambaram is keeping his inherited 
team intact, given that he has a Budget 
to present in the first week of July and 
that Finance Secretary D.C. Gupta is due to retire in September this 
year. Others like D. Swarup, Expenditure Secretary, and N.S. 
Sisodia, Department of Banking and Insurance, will continue in 
their respective posts. Apparently, Commerce and Industry 
Minister Kamal Nath is also not too keen to replace Dipak 
Chatterjee, Secretary in his ministry, because he retires by June-end. 
Possible contenders for the post thereafter includes K.M. 
Chandrasekhar, India's ambassador to WTO. 

But there are some changes happening. R. Vasudevan, former 
Secretary of Power and also Special Secretary in late Rajiv 
Gandhi's office, will now be the new Economic Adviser to the PM. 
He will be replacing S. Narayan, who was Secretary both in the 
ministries of finance and petroleum. In the finance ministry, some 
small changes are in the offing. Sindhushree Khullar, currently 
Chairman of NDMC, may be replacing Joint Secretary Ranjit 
Banerjee, who is slated to go off to the World Bank. Dhananjay 
Prasad Singh will replace J. Vasudevan as the Secretary, Ministry 
of Food Processing Industry. Adarsh Kishore, a 1969 IAs officer 
from Rajasthan cadre, moves from the Ministry of Statistics 
and Programme Implementation to Heavy Industries, where 
he replaces N.K. Narad, who retires end of May. 

ASHISH GUPTA 
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A New Spin 


N 1907, JAMES FINLAY FOUNDED 
the company to produce the 
world’s best cotton. Surviving 
more than 50 years of independ- 
ence, nationalisation and com- 
petition, Finlay’s, now part of the 
National Textile Corporation 
(South Maharashtra) Ltd, has got 
a new lease on life. 

мтезм 5 Managing Director of 
two years, V.K. Tripathi, is invest- 
ing almost Rs 40 crore to give the 
brand, reputed for its superior cot- 
ton fabric, a makeover, including a 
modern plant at Lalbagh, Mumbai. 
Some of the products planned: a 
line of cotton shirts that weigh a 
mere 95 gm apiece and F-74 mulls 
for turbans, popular for its light 
weight and superfine quality. A 
coup would be to get South Block's 

new occupant to sport it! 
SUPRIYA SHRINATE 


Inflation Watch: What Could Soon be Dearer? 


INVINVHS AVAIHS 


LPG, Petrol and Kerosene 

The elections are over and oil com- 
panies are waiting to exhale. Prices 
may go up save, perhaps, LPG 


Housing and Construction 
If the Chinese economy cools off, expect 
steel prices to drop too 





Sugar 

Fresh supplies have dropped be- 
cause of a sugarcane shortage, but 
there's enough stock to hold prices 


Fruits and Vegetables 

The met department is sanguine about 

good monsoon but a ritualistic seasonal 

hike in prices cannot be ruled out 
COMPILED BY ADITYA WALI 











HER ATM, HOWEVER, MAY NOT. 
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We wont rest 


latest It just may be forever. 
“With Diebold ATMs now 0 
manufactured in india, along. 


with having the region's most 
comprehensive sales and service 
organisation, you're not RC aa 
assured of the best today. 

But the best forever. Expect 


highly localised solutions. 


including Diebold Premier. 


Services, 24x7. For us, it means 


а strong commitment, For you, 
it means a stronger future. 
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Saving Media Lab Asia 


Life after MIT looks uncertain, but not unexciting. 





Looking for help: Media Lab Asia’s G.V. Ramaraju 


T DOESN’T HAVE A CEO, IT’S GOT JUST A HANDFUL OF 
researchers, and it is near broke. But Media Lab 
Asia (MLA), still trying to find its feet a year after its 
much-publicised divorce from MIT’s Nick Negroponte- 
founded Media Lab, has a couple of things going for it: 
One, the government of India has agreed to pump in 
another Rs 262 crore in a bid to revive it. And two, it’s 
got some cool projects in the works. Take a look: A 
hand-held polysensor that can identify common pol- 
lutants from a teaspoon of water in five minutes, 
whereas the fastest lab takes 25 hours. Its cost: Less than 
Rs 10,000 apiece. A data-transmitting device, the size 
of a cellphone, that gets activated by certain pre-pro- 
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grammed parameters, say, variations in temperature or 
touch. It then uses whatever network is available (cel- 
lular or wi-fi) to transmit the data to a base computer. 
A hundred of these devices planted along the course of 
a river like Ganges can provide real-time data about the 
level of pollution. The cost of such a project: Rs 20 
crore. (This technology is not available elsewhere). 

These are just two of several innovative projects un- 
derway at MLA. The others include an “Info Thela”, 
which is a rugged wireless internet-enabled computer on 
a thela, or cart. The computer doesn’t need electricity, 
but runs on a battery that is charged automatically as the 
driver pedals the cart. Besides email and fax, the cart can 
allow rural Indians to get agriculture-related information. 
It can also double up as a diagnostics-facility-on-wheels 
and generate an on-the-spot report. “A private body can 
fund the Media Lab as a whole or research in a specific 
technology domain, or individual projects,” says G.V. 
Ramaraju, Research Director at MLA. 

Yet, there are issues that face MLA, including shar- 
ing of intellectual property rights. For example, if an 
MLA partner institution and one or more corporate has 
invested in a project, not necessarily equally, who 
gets the patent? Besides, as R.S. Sirohi, Director at ПТ 
Delhi, points out, “An academic lab can solve an in- 
dustrial problem only if industry is involved at each 
step.” But given the uncertainty over MLA's future, in- 
dustry seems most reluctant to cash in on what was 
supposed to be a bleeding edge research lab. 

SUDARSHANA BANERJEE 


S RECENTLY AS 1999, SOME AUTOMOTIVE EXPERTS WERE WILLING TO WRITE OFF DIESEL ENGINES. NOT ONLY WAS THE 
fuel considered environmentally unfriendly, but the regime of administered pricing was set to go, taking 


with it the huge price differential between diesel and petrol. Circa 2004, things are vastly different. 
"Within the last four to five years, the market for diesel cars has grown from 2 to 3 per cent 


to 17 per cent of the total car market," says Jagdish Khattar, Managing Director, Maruti 
Udyog, who incidentally was part of the Bhure Lal Committee that, in 1999, rec- 
ommended phasing out.of diesel vehicles. Today, though, Khattar's Maruti 
Udyog is plonking down Rs 350 crore on a diesel engine plant, which will go 
on stream by 2006 and churn out a lakh of engines every year. This year, the 


share of diesel cars should go up to 20 per cent. 
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Limited Edition Watches 


Citizen Presents The 40th Anniversary 
Limited Edition Watches 
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numbers of each in India. Just, what any discerning citizen of India would be proud to possess and wear 


Hakuhodo Percept /Bir/C/128/04 


The watch image shown above is 70% bigger than the actual size 


Available at: FIRST CITIZEN (CITIZEN'S EXCLUSIVE STORE) Chennai: Spencer Plaza, Ph: 28412760-62. Bangalore: Safina Plaza, Ph: 25325757 / 25325786 * Raghavendra Complex, Jayanagar 4th Block, Ph: 51211511 
Mumbai: Flora Fountain, Ph: 56331494 • Lokamanya Tilak Road, Borivali (West), Ph: 28333077 / 30907896. Kochi: М. G. Road, Ernakulam, Ph: 2383525. Pune: Sahajanand Complex, Ph: 6345749 / 6348165 Hyderabad: 
Methodist Complex, Abids, Ph: 55781826. Hubli: U.S.A. Towers, Coen Road, Ph: 2266686. Baroda: Siddharth Complex, В. С. Dutt Road, Ph: 2300888 / 98240 10510. Also available at other leading watch outlets 


To book your Limited Edition Watch, contact: Sanjeev Khemani (Delhi) 98101 40981, Mukesh Shah (Mumbai) 98200 65301, Nikhil Sharma (Kolkata) 3863532: 4, Se bastiz an L ukose (B: | igalore ) 98452 
40107, Satish Halageri (Bangalore) 98455 45572. E-mail bangalore@citizenwatche $.co.in WWW 














N INDIA’S SILICON VALLEY 

folklore, where the engineer 
from ПТ is the inevitable hero, the 
story of Bagalur Venkatasubarao 
Jagadeesh reads unlike any- 
body’s. He is neither an IIT nor 
an IIM grad. In fact, he grew up 
in the dusty village of Bagalur, · 
some 30 kms north of Bangalore. 
He studied in a village school 
that had no desk for the stu- 
dents and got his engineering in 
electronics from another B-grade 
engineering college. Yet, the 47- 
year-old Jagadeesh has today a 
place of his own in Silicon 
Valley's Indian Hall of Fame, 
rubbing shoulders with the likes 
of Vinod Khosla, Vinod Dham, 
Kanwal Rekhi, Suhas Patil, 
Sabeer Bhatia, and Gururaj 
Deshpande. And he has no one else but his own innate 
intelligence and a knack for spotting and seizing op- 
portunities, to thank for it. 

Jagadeesh's climb to fame started in 1994, when he 
teamed up with K.B. Chandrashekhar to set up Exodus 
Communications, an internet hosting service provider. 
At its peak, nearly 40 per cent of the world's internet 
content was passing through the server farms set up by 
Exodus in California. “We might have contributed to 
California's power problems, given the amount of 
electricity consumed by our data centres," Jagadeesh 
says jokingly. By the time he sold his stake in Exodus 
and also exited the company, Jagadeesh had ensured 
both his fame and fortune. 

But this is hardly about another Indian techie 
making it big in Silicon Valley. What's unique about 
Jagadeesh is that he was one of the first Valley entre- 
preneurs of Indian origin to start funding companies 
back home. Over the last five years, he has angel in- 
vested in a host of Indian companies such as Netmagic, 
NetScaler, Plexus Technologies, Edurite, iNabling 
Technologies and Televista, besides India-focussed 
technology funds like Infinity Ventures and Global 
Technology Ventures. Most of his investments have 
been between half and a million dollars. 


Not all of his investments have paid off. While 


Netmagic (web hosting), Televista (telemedicine to re- 
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Funding hopes: B.V. Jagadeesh of NetScaler 


у From Bagalur to Bay Area 


What makes B.V. Jagadeesh information technology's unlikely poster boy? 


mote areas), and Edurite (IT- 
enabled education) are chug- 
ging along, others like iNabling, 
which pioneered iStation, a 
doomed forerunner to the 
Simputer, and Plexus (software 
applications for eCommerce) 
have either folded up or been 
bought over. Says Jagadeesh: 
“It is the nature of the game. 
You win some, you lose some. 
Angel investing is never easy. 
My intention in the case of 
iStation was to provide low- 
cost e-mail access, as it is the 
killer app. Unfortunately, it did- 
n’t work out.” He’s lost a cou- 
ple of million dollars. But 
Jagadeesh says he’s not disap- 
pointed or disheartened. “I 
would like to make more mis- 
takes because that is how one learns.” At NetScaler, 
though, he has no such intentions. Recently, he be- 
came the company’s President and CEO and wants to 
make it a successful product company (NetScaler 
makes next generation networking devices). 

The two-and-a-half-year-old company has attracted 
$68 million worth of funding from some of the best 
names in the business, including Sequoia Capital, 
Goldman Sachs, and Bay Partners. It has customers in 
Google, Amazon.com, and Microsoft. Jagadeesh be- 
lieves that Indian ІТ companies have to start looking be- 
yond projects at product lifecycles—something һе is try- 
ing to do at NetScaler. “Indian entrepreneurs have to 
take more chances; nothing ventured, nothing gained.” 

He’s doing just that by putting money where 
his mouth is, not merely in business, but in society 
too. Two years ago, he donated $1 million in cash to 
upgrade schools run by the Bangalore City 
Corporation. He is also financially helping Dr H. 
Sudarshan, a winner of the Right Livelihood Award 
(considered to be the alternate Nobel), who works 
with Soliga tribals in interior Karnataka. “The op- 
portunities given to me made me what I am. I want 
others also to get an opportunity.” Some day, some 
poor boy or girl studying at a municipal school in 
Bangalore may have reason to thank Jagadeesh. 
VENKATESHA BABU 
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Presenting Leisurewear. i 
For those special occasions 
when work meets play. 


LEISURE WEAR FEATURES 
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Getting Monstrously Big s 


With Jobsahead.com in its bag, Monster is twice as big as its nearest online rival. 


HE BEAST FROM THE WORLD OF ONLINE JOBS, MONSTER 

Worldwide, has scored its first big kill in India. In a deal 
signed last fortnight, it agreed to acquire the Puneet Dalmia- 
promoted rival Jobsahead.com for Rs 40 crore. What the 
deal spawns is the mother of all online recruiters. The new en- 
tity, which will retain the Monster name, will command 65 per A 
cent share of the market, boast of 5.5 million unique visitors 
to its site, a database of 2.5 million resumes, and a client list of 
3,500 corporates. Interestingly enough, Monster won’t be 
slashing headcount or duplicate operations. “Rather, a fresh 
round of hiring in the sales division will take place,” Arun 
Tadanki, Head of Monster India, told BT. Tadanki, who, not 
incidentally, was the chief marketing officer at Jobsahead.com 
between 2000 and 2002, also clarified that Monster Worldwide 
will continue to operate through its internet business division, 
Monster India, in the country and that there are no plans of set- 
ting up any of its other business units—yellow pages or the of- 
: пе recruitment agency—in the country. 
Sitting pretty: Arun Tadanki of Monster India SUDARSHANA BANERJEE 
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phone battery is giving 
up on you. What do you 
do? Simply find the 
nearest “high density 
congregation zone” like 
the railway station, bus 
depot, or the city airport. 
Courtesy service Talk away: A Hutch zone 

provider Hutch, several 

of them sport what are called “recharge zones”. 
Says Samuel Selvakumar, ceo, Hutchison Essar 
South: “This is a value-added service that we want to 
offer to our customers, but we have to thank the re- 
spective authorities for providing us space to set 
up these kiosks.” Hutch has invested a few thousand 
rupees on each of the 100-odd recharge zones it has 
set up in the last 45 days since the project started. By 
the way, all the recharge zones have different charg- 
5 ers for different handsets, besides which means even 
М customers of rival companies сап avail of the facility. 
VENKATESHA BABU 
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Getting more bites per bait? 


There’s a great difference between a job done 

and a job well done. And, ten times cit of ten, 
it is strategy that helps you do things better. | 
And maintain a competitive advantage. 
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The ISB now offers you an Executive Education Faculty : Harbir Singh - The Wharton School 


Programme on some unique insights into Aks Zaheer - University of Minnesota 


strategic planning and implementation. 





Gathered from practical experience of leading Date : June 29 - July 03, 2004 
industries worldwide. Conducted by an expert Fee < Rs. 125,000 
international faculty. Designed to help you . 
thrive in a competitive environment. | For whom : CEOs, MDs, Strategic Planners 
| Developed in tandem with the Kellogg School involved in strategy formulation and 
: of Management, The Wharton School and the implementation 
| London Business School, the ISB’s Executive 
Education Programmes keep you abreast of For more information, call Lakshmi à 
the latest management thinking. To ensure your at 040-2300 7041/42. Or email execed@isb.edu 
relevance in the new world. "www.isb.edu/execed 





—— Partner Schools ————— Get future ready 


UNIVERSITY of PERNSYDHANIA Centre for Executive Education * Indian School of Business * Hyderabad-500 019 
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“The Current Interest Rate Is Apt” 


B GOVERNMENTS AND A 
volatile Sensex's rise and fall, 
Yaga Venugopal Reddy, Governor 
of the Reserve Bank of India, pre- 
sented the annual monetary pol- 
icy for 2004-05. А day after its 
presentation, BT’s Roshni Jayakar 
spoke to Reddy on the policy and 
the fiscal outlook. Excerpts: 


You have maintained status quo in 
respect to interest rates. Why? 

А status quo doesn't mean inde- 
cision. Often, status quo is ideal 
even in changed circumstances. 


Can one say that the RBI has 
started the process of preparing 
the market for eventual rate tight- 
ening? 

It's difficult to say. Perhaps you 
are saying it on the basis of the 


perceived position of the Federal , 


Reserve (in the US). In our situa- 
tion, what we have done is to 
analyse the current situation and 
indicate the various uncertainties. 
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But as long as domestic factors 
dominate, which they will, and 
the intensity of global uncertainties 
is not beyond what is currently 
appreciated, the current interest 
rate is appropriate. We are not 
giving any indication of the direc- 
tion, but our preference is for sta- 
bility by virtue of the domestic 
circumstances. 


Will the soaring oil prices fuel in- 
flation to around 5 per cent? 

We are talking of the year (2004- 
05) as a whole and so it is not 
necessary that your inflation pro- 
jection keeps going up and down, 
depending on oil prices. You have 
to take a longer point of view— 


` how much of (the high) oil price 


will be there, how long will it 
be sustained and how will it re- 
late to other prices. On overall as- 
sessment of the current indica- 
tions of oil price outlook, around 
5 per cent inflation is a realistic 
estimate. But on the 


IINVASOD HSAWN 


basis of current knowns, there is 
no upward bias. 


Your assessment of the fiscal 
deficit is based on the interim 
budget. But there's a new govern- 
ment in power and disinvestment 
may not fetch any money. 

We don't expect the fiscal deficit to 
be unmanageable. Our assumption 
is on the basis of past experience. 
Also, we have had many years 
when there have been (interim) 
budgets and there have been revi- 
sions. And on occasions, the dif- 
ference between the budget esti- 
mate and the actual figure has var- 
ied between 0.75 per cent and 1 
per cent of the GDP (gross domes- 
tic product). Whenever there has 
been slippage to the magnitude of 
0.75 per cent, we have managed. 
The Reserve Bank of India's re- 
sponsibility is to manage the fisc as 
a debt manager, and at the same 
time ensure that it is consistent 
with macro-stability. 


What's your outlook on foreign ex- 
change flows? 

We had indicated last November 
that over a period of time, inter- 
national liquidity will dry up and 
that will naturally affect the flows 
to emerging countries. In that con- 
text, I had also explained that 
flows to India are determined 
more by its economic fundamen- 
tals than international liquidity. 
Therefore, the impact on India, I 
think, will be moderate compared 
with other emerging markets. 
That's true even now. Moreover, 
the overall Indian economy is 
driven more by domestic factors. 
Sure, we have a link but not that 
much of integration with the rest 
of the markets with regard to cap- 
ital inflows. 


The IBM @server xSeries. Ranked the Мол x86 server in the country" 


The IBM eServer xSeries, from the ІВМ Express server range, is the perfect blend of high performance and affordability. A fact acknowledged >” 
‘and endorsed by our customers as sales figures from last year prove. IOC Asia/Pacific Enterprise Server Tracker 2003 found the 2 ) 
eServer. xSeries to be the Мол server in India in the x86 category, both in revenue and unit shipment terms in Quarter 4 of 2003 and Nod 
in revenue terms for the cumulative year of 2003. So, go ahead and pick up an IBM eServer xSeries for your computing needs. You would 

“һауе made the right choice on more than one count. 


А IBM Express Solutions: Gives excellent value. Easy to buy. Easy to install. Easy to maintain. е Products specifically configured for mid-sized businesses. 
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• Integrated Dual Channel ка 320 SCS! 
Controller with RAID 1 Capability 
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е, intelligently engineered to keep pace 
le. lis encoded circuits along with Linux 
system have a single mission. 
Il aspects of your life. 
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as unique as our 
finger print. The A760 
permanently imprints 
our unique script in 
its memory. So, even 
if you don't cross your 
T's and dot your I's, 

it will identify your 
handwriting and 
respond to your 
commands in a 
fraction of a second. 


GENETIC 
PROGRAMMING 





CYBERTRONICS 


The A760 is a smart 
hone powered with 
luetooth™ wireless 
technology and OTA 
(Over The Air) sync. 
These enable you to 
remote access your 
local devices and 
network servers. 
Which means, 
your office 
now travels 
with you. 
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Boom Inside the Box 


The home PC market is surging, courtesy rock-bottom prices. 


N THE FIRST QUARTER OF 2004, PERSONAL COMPUTER 
Rae jumped to 236,683 units—a 40 per cent 
growth over the same period last year. What’s be- 
hind the boom? Low prices and easy financing. 
In the last quarter, market leader Hewlett-Packard 
was offering a home Pc at Rs 80 a day—a scheme 
that helped boost sales 73 per cent. 

That figure, however, is modest compared to 
the growth the local box biggies have clocked. HCL 
racked up a near 150 per cent jump in volumes and 
Zenith a comparable 133 per cent in the first quarter. 
In the process, the grey market for assembled rcs is 
shrinking (thanks to cuts in duty rates). But to offset 
low margins, manufacturers are coming up with 
snazzy new launches at the higher end. 

Take HCL. Its Rs 1 lakh Neo is both a computer 
and a television, besides doubling up as a radio, a 
DVD player and a gaming station. A windows key on the 
remote control starts up Windows XP media centre 
and up comes the menu. Hot buttons let you flip 
through your photo albums, pick movies or music, play 





Lemon of a Deal? 
HSBC gets the ЕВІ5 nod for UTI Bank. How it must wish it hadn't. 


Е" MONTHS, THE RESERVE BANK OF INDIA KEPT NIALL 5.К. BOOKER ON 
tenterhooks over his UTI Bank deal. Last fortnight, the central bank finally al- 
lowed HSBC’s CEO to buy 14.71 per cent stake in UTI Bank from Actis, but not 
before crippling it with a verdict: HSBC cannot buy an additional 5.37 per cent 
it had planned to from Actis. Worse, it can’t even lay claim to a board seat. 
Although Booker has always maintained that UTI Bank is merely a financial in- 
vestment, his endgame was apparent. The two banks had synergies in areas of credit 
cards, payment systems, and investment banking. Points out a Mumbai-based an- 
alyst: “HSBC is not a portfolio investor, and obviously they were looking at in- 


tegrating operations of the two banks at a later stage.” 


Where does RBI’s ruling leave HSBC in the UTI deal? Stranded. It 
does have options, though. For example it can persuade RBI to allow 
it a board seat considering that Bennett, Coleman & Co.’s 
Vineet Jain (promoters of Times Bank India) has a board seat on 
HDFC Bank, although it owns a mere 3.11 per cent stake. 
The other option for Booker is to sell the 14.71 per cent stake 
in bits and pieces. The good news for HSBC: It’s unlikely to lose 
money on such a deal, given UTI Bank’s fundamentals. 

SWATI PRASAD 
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Neo: PC+TV+radio+DVD player+game station 


radio or watch Tv. The widget even stores half-hour of 
TV programmes and you can rewind it anytime and 
watch it on a 17 inch, 16x9 wide screen format LCD 
monitor with surround sound. (Microsoft has worked 
on the user interface.) РС buyers, rejoice. 

VIDYA VISWANATHAN 










In the doldrums: 
HSBC's Niall Booker 
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Tea Break 





Best picks: Tea exports are looking up 


HERE'S А NICE STORY WAITING FOR 

those who can read the tea 
leaves. After a difficult phase, 
things are looking up again in the 
tea industry. Exports in the first 
quarter of 2004 are up 25 per cent 
to 37.14 million kg. Providing the 
ballast for this heady brew is de- 
mand from Iraq and Pakistan. The 
former imported 12.69 million kg in 
calendar 2003 while our north- 
western neighbour bought 6.43 
million kg. “I can't give you exact 
figures for the current year, but we 
expect to improve on last year's 
efforts," says Tea Board statisti- 
cian, M. Paramanandhan. 
According to the board's figures, 
average price realisation for the 
week ended May 8, 2004 (the last 
auction before BT went to press) 
is up at Rs 70.44 per kg for North 
Indian teas against Rs 61.11 for 
the year-ago period. For South 
Indian varieties, the corresponding 
figures are Rs 45.50 and Rs 
41.30, respectively. The best part 
is that for the first time in three 
years, the selling price is keeping 
ahead of the cost of production. 
Tea is making money—-again. 

ARNAB MITRA 
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DILBERT, CAN YOU 
COME WITH ME TO 
A MEETING? 


IF I LEAVE NOW, 
SIXTEEN PEOPLE WELL 
BE WASTING THEIR 


Ts NOT 
EXACTLY 
A MEET- 
ING. 


ы 


ALL IN FAVOR OF 
LEAVING BEFORE 
HE GETS BACK. 





Í ACTUALLY, NO. ТМ 


RUNNING THIS MEET- 
ING AND IT TOOK 
THREE WEEKS TO GET 
EVERYONE TOGETHER. 


J 





1 NEED SOMEONE 

TO DRINK THE CRUD 

ON THE BOTTOM AND 
THEN BRELJ А 
FRESH РОТ. 





NOKIA 


CONNECTING PEOPLE 


Dust Resistant 





In a land where the environment is as diverse as the culture, and light plays 
hide-and-seek with shadows, it comes as a breath of fresh air to have a phone 
designed specially for our country. With an Anti-Slip Grip, Built-in Torchlight 


and a Dust Resistant Cover, the new Nokia 1100 truly is a phone Made for India. 
www.nokia.co.in 





Always insist on original Nokia India Warranty to safeguard against buying used, refurbished or tampered phones. 
Nokia India Warranty is applicable only for phones imported by Nokia India Pvt. Ltd. email us at: nokia.ebag@nokia.com 


BATES/D/NOK/103 










„Bharti Tele-Ventures' outsourcing-happy 
Sunil Mittal sent some of the network 
management Nokia's way... 













„Hindustan Motors’ 
C.K. Birla saw the car 
maker sink deeper 
into the red... 
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of 3 seconds per page. So don't waste another n te. Visit your nea 
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They Ain’t Kiddin’ 
TV is dead serious about kid stuff. 


ARENTS BE 

damned. Tele- 
vision companies 
are gearing up to 
woo children in 
India with a bou- 
quet of channels. 
There already are 
four children-spe- 
cific channels in 
Pogo, Cartoon 
Network, Nickel- 
odeon, and Splash. 
Now, ОТУ and Sony are months away from launch- 
ing their own kiddie channels, and Disney has an- 
nounced that it plans to put on air not one, but “a 
couple” of such channels. Purnendu Bose, СОО of 
Hungama TV, explains the rush: “According to a 
Pester Power (influence of children on purchases) 
study, 30 per cent of FMCG purchase decisions are in- 
fluenced by kids, even for non-kids products, which 
makes them an important audience to be reached.” 

That means, there’s advertising money to be 
made on such channels. Indeed. Within 15 days of 
offering air timeto advertisers, Cartoon Network's 
sister channel, Pogo, had leading brands from 
Perfetti to Samsung approaching it. “Although the 
ad rates on these channels are not very high right 
now, they are likely to go up soon, as they tend to 
drive revenues for a distribution bouquet,” says 
Farokh Balsara, Head of Media and Entertainment 
Practice at Ernst & Young. Will there be room for 
all? Udeep B., Director of Splash, thinks so, but says 
segmenting the market will be important. It’s not just 
a question of appealing to advertisers. Kids can be 
hellishly hard to please. Just ask any parent. 
PRIYANKA SANGANI 


TV time: Kids’ channels galore 





Just Jassi 


Sony Entertainment cashes in on Jassi. 





Ne UNDERESTIMATE THE POWER OF A PLAIN 
Jane, especially on Ту. Jassi, Sony Entertainment 
Television’s (SET) hit soap based on the fictional life 
of a plain-looking but intelligent and charming girl, 
has leapt out of television screen and taken a mar- 
keting life of its own. In the past, SET has run SMS con- 
tests, inviting viewers to pick one of two potential 
beaus for Jassi; the bespectacled, braces-wearing 
girl has also gone out to shopping centres in Delhi 
and Kolkata to get eyeballs for the show. The chan- 
nel has also held a contest where the winning prize 
was a Maruti Zen—the same model that Jassi gets 
from her employer. In the latest experiment, SET has 
got Saif Ali Khan's reel life avatar, named Karan 
Kapoor in movie Hum Tum, to make a guest ap- 
pearance on an episode. Jassi already has a nation- 
wide fan club of 20,000, and could soon become 
merchandise. On the anvil are specially-branded 
Jassi notebooks for kids and an auction of Jassi 
clothes. Says Sunil Lulla, Executive Vice President, 
SET: “The level of interest will be sustained, making 
her someone, everybody's keen to meet and know." 
No doubt a time will come when Jassi will run out of 
steam. But right now, SET seems to firmly believe in 
the show's title: Jassi Jaissi Koi Nabin. 

ABIR PAL 
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Changing Consumer Behaviour is 
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Q&A b 


Ты түзүл QUEUE. 


“Indian BPOs Think Global” 


T'S BEEN IN INDIA FOR THE LAST 

five years, but now SHL, a lead- 
ing people assessment firm, wants 
to tap India's nascent ITES (read: 
BPO) industry. Tan Suee Chieh, 
President of SHL for Asia Pacific, 
spoke to BT's Amanpreet Singh 
on their plans. Excerpts: 


What is the core for SHL in India? 

We are looking at focussing on three 
businesses: The assessment business, 
the product business and packaging 
our products in an easy and attractive 
manner. The product offering should 
have mass appeal and not the level of 
customisation our blue-chip customer 
like, say, a Nokia would have. 


What attracted you to India? 

India has changed dramatically since 
I was here the first time in 1995. 
We first identified India in 1998. 
India is important to SHL Asia 
Pacific. We expect volumes from 
India. There is a tremendous 
amount of confidence now and, of 
course, intellectual capital has al- 
ways been there. With the number 
of BPOs and call centres, the ability 
to use “objective assessment” during 
the selection process is tremendous. 


FAITH > 


What is Objective Assessment? 
It is about assessing the *right per- 
son for the right job". It is about 
the right fit. Human beings with 
different competencies and per- 
sonalities performing in different 
settings need to be judged differ- 
ently. Our product enables you to 
scientifically assess people, the de- 
pendence on instinct is reduced. 
Hiring is less prone to errors. 


What are the product packages 
for India? 

At the moment, the packages are 
for hiring agents and internal 
promotions for team leaders. 
There are verbal reasoning, nu- 


merical reasoning and Quicksift > 


for the agents. For the team lead- 
ers, the tools are more sophisti- 
cated with ОРО (Occupational 
Personality Questionnaire), psy- 
chometric testing, 360-degree 


feedback etc. 


Are BPO firms receptive to SHL? 

In India, the thinking of the man- 
agement for the business is global. 
The propensity for western HR prac- 
tices is high in India unlike China. 
Indians are aggressive and there is a 


VIVAN MEHRA 


high price/performance demand. 


Can your package help reduce 
attrition? 

Let’s be realistic. We are not say- 
ing that a person will not change 
a job because of pay, less travel 
time or problems with their su- 
perior. We offer a good fit be- 
tween the person and the job and 
we think that is more than half 
the problem solved. 





Standing By India 


HE NEW GOVERNMENT AT THE 
"T aute may be caught in all 
kinds of cross-currents—right, left 
and centre—and foreign institu- 
tional investors (Fis) may be watch- 
ing warily as the markets soar one 
day and crash the next, but there's 
one investment banker, which 
specialises in disinvestment deals, 


40 BUSINESS TODAY JUNE 20 2004 


Ó LAZARD 


that seems unfazed by the roller 
coaster ride. BT learns that Lazard 
LLC has applied to riPB to in- 
crease its stake in its Indian arm, 
where the old A-team left en 


masse last June, from around 65 
per cent to 90 per cent. If ap- 
proved, the hike will reduce 
Lazard India Chairman Udayan 
Bose's stake to 10 per cent. But 
with the government soft-ped- 
alling privatisation, Lazard may 
have some waiting around to do. 

ARNAB MITRA 
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News Fest 


On TV, there was no spectacle like E-2004. 





Real ‘Vote Catcher’ 


















Time Spent (Min/Week) News Channel Share Bull’s Eye 
News Total TV m Not just news rivals, Aaj Tak beat soaps too. 
| Aaj Так Aaj Так 37 
NDTV India 
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Week 1 (starting Dec; 28, 2003) Week 20 Viewership on 
(ending May 15, 2004) counting day, May 13. M. 
Figures are in A 
Rel . percentage i ~ 
Ad Spends Ву Political Parties On TV у 
Figures are ad spend in Rs crore Sony 1 
234 | " 






Total TV Spends: 59.9 crore 





1 1 | 12 DD News 


Zee News 
ы -- 12 Star News 
Source; TAM, May 13,9 a.m. 109 p.m. 





Others 21,8 (36.4%) 








N TELEVISION, NOTHING SELLS LIKE POLITICAL 

drama. and if you can package it with some 
nifty and compelling programming, the eyeballs are 
all yours. Consider Aaj Tak, the 24-hour Hindi 
news channel from the India Today Group, which 
also publishes BT. On May 13, the day of counting, 
Aaj Tak beat its rivals—-NDTV India, Star News, 
and Zee News—hands down. Aaj Tak's viewership 
share that day was 37 per cent---more than three 
times that of Star News (See Buil’s Eye). Says С. 
Krishnan, сео, TV Today Network: “Aaj Tak is a 
very strong brand and, therefore, when it comes 
to breaking news or important events such as the 
election coverage, viewers just home in on us.” 
The icing on the cake for Krishnan: Aaj Tak 
even beat general entertainment Hindi channel 
Sony more than three to one. 





Time periond: Nov. 1; 2003 to May 8 2004 Source: Adex India 
Figures indicate ad spends re-estimated at market rates, These figures sould be taken 
as indicative and not às absolutes 








Viewership Vis-à-vis Revenue Share 
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жне Revenue Share 








Revenue and Viewership share 
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Taj for Hoi Poloi 


FTER STRIPPED-DOWN AIRLINES, NOW COME BARE-BASIC HOTELS. INDIAN 
Hotels, better known as the Taj group, says its first “unique value” 
hotel will be launched by the middle of the year in the Bangalore's KIADB 
software zone. Says Sheila Nair, coo (Special Projects), Indian Hotels: 
"These are unique value hotels that are designed to be very func- 
tional yet stylish, providing an extremely comfortable, clean and safe stay 
at a price that assures value." Room rates? Roughly estimated between 
Rs 1,000 and Rs 1,500 per night. Finally, a Taj for the common man. 
ABIR PAL 










ЛОРА INVNIJ АЧ SOIHdYuWo 





Eco-Drive Ladies 
World's first 


light-powered ladies’ 


NEVER 
NEEDS A 
BATTERY 


EG 2020-52A 
MRP Rs. 8,995 


Hakuhodo Percept /В1г/С/127/04 


э СІТІ?ЕМ. 


Eco-Drive 


A revolutionary watch 
Citizen Eco-Drive collection starts from Rs. 3,690/-. 


Available at: FIRST CITIZEN (CITIZEN'S EXCLUSIVE STORE) Chennai: Spencer Plaza, Ph: 28412760-62. Bangalore: Safina Plaza,Ph: 25325757 / 25325786 
* Raghavendra Complex, Jayanagar 4th Block, Ph: 51211511. Mumbai: Flora Fountain, Ph: 56331494 • Lokamanya Tilak Road, Borivali (West), Ph: 28333077 / 
30907896. Kochi: M. G. Road, Ernakulam, Ph: 2383525. Pune: Sahajanand Complex. Ph: 6345749 / 6348165. Hyderabad: Methodist Complex, 
Abids, Ph: 55781826. Hubli: U.S.A. Towers, Coen Road, Ph: 2266686. Baroda: Siddharth Complex, R. С. Dutt Road, Ph: 2300888 / 98240 10510. 


Also available at LifeStyle, Shopper's Stop & other leading watch outlets. www.citizenwatches.co.in 

















Industry's celebration of Manmohan Singh's ascensi on 
to India’s top elected post may be premature. Circa 2004, 
the man is а politician, not an economi ISt. ву к. SUKUMAR 


5 SYMBOLS GO, HAVING MANMOHAN SING H, I, ACADEMIC, ECONOMIST, 
former Governor of Reserve Bank of India, and a man still in his poli- 
tical adolescence despite being 71 years old is a pretty significant one. 
Industry sees it as a visible manifestation of the commitment of the new ` 
government, the United Progressive Alliance (ОРА), to free-market eco- 
‘nomics. Singh, goes the logic, is after all the man who played mid-wife 
to economic reform in the early 1990s when he was Finance Minister in the then 
Congress government. The middle class, the growing number of the educated 
salaried that defines public opinion but not electoral success, sees Singh as “one 
of us”. A popular website is replete with hagiographical contributions from peo- 
ple who knew Singh in one of his earlier avatars. And at least one newspaper has 
аве with both hands, the opportunity for wordplay presented by the fact that 
the names of the Prime Minister and his Finance Minister, P. Chidambaram both 
abbreviate into computing terms (Ms and РС, silly). In a country where the in- 
formation technology industry has been the most significant success story of the 

ш UNITED PROGRESSIVE past decade, that is another symbol. 
a In 1991, Narasimha Rao picked Singh from relative obscurity to be Finance 
. Minister in his government. Rao, rarely given credit for India’s decision to go the 
ee ысын open-market way, a product of disastrous PR management and his penchant for 
overdrawn Buddha-like silences, was convinced Singh would do the right thing 
MEE: by the economy. He did. Between 1991 and 1996, Singh presented five budgets— 
(EMP) 5 МОВЕ ТЕ he was the first Indian Finance Minister to present five successive budgets—that 
set the tone for most economic reforms that followed later in the decade. The 
EXERCISE IN BALANCE Indian economy itself grew at an average rate of 5.3 per cent in these five 
Meme years, nothing to justify the rapture with which some chief executives wel- 
TRAN A VISION comed Singh's ascension to the country's top elected post (the economy grew at. 
М ON ME NE an average rate of 5.5 per cent between 1999 and 2004). = 

- STATEMENT OF Circa 2004, Singh is politician first, economist later. His government is a coali- 
знаде laine lads tion of 15 parties, and dependant on the support of the Communist Party of India, 
‘GOVERN ANCE CPI, and Communist Party of India (Marxist), cet (M). With Congress President 
Sonia Gandhi, who refused the PM's post, Singh will have to manage the coalition 
and keep the communist parties happy. The United Progressive Alliance’ s Common 
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VUYHAIW NVAIA 


Politics 


Minimum Programme (CMP) is more an exercise in balance than a 
vision statement of governance. Its economic message is a garbled 
mix of free-market imperatives and welfare-state ideals (See The 
CMP in MBA Speak... on page 46). At a micro level, it is worryingly 
silent about the source of funds that will fuel some of the last. 

Singh’s repeated insistence that “reforms will continue” but 
“with a human face” seems to indicate a preference for the 
warmth of platitude over the cold calculus of economics. In the 
short term at least, that could translate into a return to a 
regime of subsidies, tariff protection, free handouts even eco- 
nomic isolationism. Leave alone the impossible mechanics 
of getting politicos of every conceivable economic hue from the 
deepest red to the brightest green to buy into necessary eco- 
nomic reforms, even the new government’s intent to reform 
(and by extension, Singh’s), then, is suspect. 

The weakness of the free-market model that the Congress 
pioneered in the early 1990s, and which the National 
Democratic Alliance (NDA) adopted as its own over the past five 
years is one related to time. It takes time for the benefits to dis- 
perse geographically and across economic-classes, especially 
when the model has to undo the damage of half of a century 
of socialism, and especially when political parties—this includes 
Bharatiya Janata Party, the key constituent of the NDA—stand 
to gain more from tokenisms than from real reforms (think 
agriculture, labour, and power). In a democracy where the elec- 
torate gets a chance to voice its opinion every five years, a vote 
for change isn’t surprising, not when the core election issue is 
one of economic development as it was in Elections 2004. вур, 
alas, realised this a bit too late. If the СМР is any indication, the 
uPA has taken the easy way out of the reformer’s dilemma. For 
the record, the hard way would have involved selling the 
change-process to the masses. Then, that spells political suicide. 

Manmohan Singh is probably just the kind of Prime Minister 
the country needs. He is educated, cultured, and honest. The 
country’s reaction to his rise to the PM’s post also indicates 
that Singh is many things to many people: champion of the 
downtrodden, free-market messiah and proponent of devel- 
opmental economics. The risk he and the country run is that in 
being many things to many people he ends up being nobody to 
no one. The economic cost of that is inconceivable. 
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... or the black and white of what the United Progressive 
Alliance's Common Minimum Programme means for 
bUSIness. ву sanan р.у. 


5 DOCUMENTS GO, IT WAS A PRETTY UNIMPRESSIVE ONE, 24 LASER- 

printed pages hastily bound into a binder of the sort mid-rung com- 

panies (or public sector ones) hand out at press conferences. The 

beauty of the mission statement of the United Progressive Alliance's 

blueprint for governance, however, is that it can be interpreted any 

which way the reader wants to. “It carries forward every single refor- 
m that has been launched since 1991," said Finance Minister P. Chidambaram 
in his first press conference. The stockmarket, more in touch with reality than 
CEOs wishing to curry favour with North Block (old habits die hard) and there- 
fore mouthing banalities about the dream team (Chidambaram and Prime Mini- 
ster Manmohan Singh) didn't think so. The day after the СМР5 release, 
Bombay Stock Exchange's Sensex tanked 223 points, although the Finance Min- 
ister said this was more because foreign institutional investors feared the re-open- 
ing of the investigation into companies flouting the spirit of the double taxa- 
tion agreement with Mauritius—he clarified that this would be largely targeted 
at Indian firms—and not anything else. The СМР has been dissected ad nauseum. 
d however, is an all too rare look at its strong and weak points. 

..To ensure that the economy grows at least 7-8 per cent per year in a sustained 
manner over a decade and more and in a manner that generates employment. so that 
each family is assured of a safe and viable livelihood. 
Monsoon willing, this is achievable, СМР or no СМР. In later years, row may 
run into roadblocks related to power-, agricultural-, and labour-reforms, It will 


_ be interesting to see which way the upa turns then. Our hunch says left. 


..To enhance the welfare and well-being of farmers, farm labour and workers... 
The UPA Government will ensure that public investment in agricultural research and ex- 
tension, rural infrastructure and irrigation is stepped up іп a significant manner... 


Рота sept ll be tsin ers бо икда of ont gh briat fat as "m 


... Special programme for dryland farming... 

..fullest implementation of minimum wage laws for farm labour... 

.. protective legislation for all agricultural workers... 

...protection to farmers from inputs... 
All very well. But what happens to the World Trade Geganisation? And 
where is the money required to do all this going to come from? 





Веайїпр between the lines: At the very least, the UPA government's Common Minimum Programme needs to be taken with a pinch of salt 





The UPA government will immediately enact a National 
Employment Guarantee Act. This will provide a legal 
guarantee for at least 100 days of employment to begin with 
on asset-creating public works programmes every year at 
minimum wages for at least one able-bodied person in every 
tural, urban poor, and lower middle-class household. 

Very New Dealish. Maharashtra tried something sim- 
ilar with mixed results. Implementation will be a prob- 
lem; the scheme runs the risk of becoming a wallet-fat- 
tening exercise for venal politicos and bureaucrats; and 
the investment will strain an already strained budget. 
...Raise spending in education to at least 6 per cent of 
GDP with at least half the amount being spent on primary 
and secondary sectors... 

Everyone already knows how this money is going to 
be raised, through a cess on central taxes. *Imposing 
a 2 per cent cess on central taxes is not a good 
idea," says Venugopal Dhoot, Chairman, Videocon 
International. Worse, the money will be pumped 
into a system rife with inefficiencies. Educational re- 
forms are all but impossible in a scenario where a 
unionised workforce of government teachers (a large 
electoral base) holds the government to ransom. 
The review of the Electricity Act, 2003 will be undertaken in 
view of the concern expressed by a number of states. The 
mandatory date of June 10, 2004, for unbundling and re- 
placing the SEBs will be extended. The UPA government also 
reiterates its commitment to an increased role for private gen- 
eration of power, and more importantly, power distribution. 
This can go either way, although even the most 
rabid supporter will have to admit that the last sen- 
tence looks like a bit of an afterthought. *If the gov- 
ernment decides to go slow on restructuring SEBs, it is 
a retrograde move," says Subir Gokarn, Chief 
Economist, CRISIL. “But if it decides to plug the loop- 
holes and go ahead with power reforms, that's a 
positive step." The problem is, the communist parties 
do not want cross-subsidies to go immediately. That 
means more strain on government finances. 

Public investment in infrastructure will be enhanced... 
The ОРА will pay special attention to augmenting and 


modernising rural infrastructure comprising roads, 
irrigation, electrification... 

Honourable intentions. Again, however, the source 
of funds could become an issue. 
Social security, health insurance and other schemes for 
such workers like weavers, handloom workers, fishermen 
and fisherwomen, toddy tappers, leather workers, plan- 
tation labour, beedi workers etc... 
The UPA rejects the idea of automatic hire and fire... 
Consider labour reforms dead, and notch one more for 
those in favour of increased government spending. 
Rahul Bajaj, Chairman, Bajaj Auto, hopes “the govern- 
ment gives enough flexibility to corporates in terms of 
labour management”. With the communists having as 
much say as they do now, that looks unlikely. 
Generally, profit-making companies will not be privatised. 
At least, we know where the money to fund the gover- 
nment’s various welfare projects won’t be coming 
from: disinvestment, from which the previous gov- 
ernment raised some Rs 31,000 crore in the past five 
years. “The disinvestment programme will be halted till 
a huge fiscal crisis erupts,” predicts CRisiL’s Gokarn. 
...Eliminating the revenue deficit by 2009... 
Videocon’s Dhoot reckons this is the most important 
objective laid out in the cmp. After all, this small 
provision means the government will have to im- 
prove the tax collection process, éliminate unwanted 
expenditure, and implement the Vijay Kelkar 
Commission report on direct and indirect taxes and 
the K.P. Geethakrishnan Expenditure Commission’s 
report on reducing salary bills of government depar- 
tments. Easier said than done. 
...еапу introduction of VAT... 
-.. FDI will continue to be encouraged and actively sought... 
Everyone had more or less agreed that the Value 
Added Tax regime was a necessity. As for Foreign 
Direct Investment, recent experience in West 
Bengal shows that even the communists are not 
averse to it. However, the uPA will have to ensure 
that India presents a strong economic case for in- 
vestment. That’s the crunch. 
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The Importance of PG | 


Sonia Gandhi and Manmohan Singh did the right 
thing by the finance ministry in opting for one PC, 
Palaniappan Chidambaram over another, political 
correctness. Will he deliver? ву asuisu сорта 








INUTES, HOURS, A DAY AT THE MOST IS ALL IT TAKES TO BECOME A 

legend. Seven years later, people in India still remember the 

summer day in 1997 when P. Chidambaram rose from being a 

good, even great Finance Minister, into a legendary one. It took 

him 90 minutes to do so, 90 minutes in which he demolished the 

tax framework and rebuilt it, introduced what has been, to date, the most ef- 

THE CONSTRAINTS fective mechanism to take the parallel economy mainstream, abolished dividend 

д tax, allowed Foreign Institutional Investors and Non Resident Indians to invest 

OF THE CMP WILL up to 30 per cent of the equity of Indian companies, and opened up health in- 

surance to foreign companies. Industry cheered, the stock markets were on fire, 

CRAMP CHIDAMBARAM'S and a legend was born. Manmohan Singh may be widely regarded as the father 

of economic reform but it is to Chidambaram, an erudite and punctilious lawyer 

STYLE SOME from Chennai that the credit for presenting the best budget ever in India’s his- 

Ц tory belongs. Every right-minded Indian wanted him to Бе Finance Minister іп 

BUT INDUSTRY AND this government. No one expected Congress to give an all-important portfo- 

Lid s муза Pile are lio to a coalition partner about whom several Congressmen and some key al- 

PUNDITS ARE RIGHT lies nurtured serious reservations. So, when Congress President Sonia Gandhi 

быу зн meres and Prime Minister Manmohan Singh went ahead and named him Finance 

TO GIVE HIM THE Minister, it sent the right kind of signal about the United Progressive Alliance’s 
commitment to economic reform and growth. 

Tree mr men If this writer is holding back the hosannas some, it is because 2004 is not 
BENEFIT OF DOUBT 1997. The economy is, arguably, in better shape than it has been anytime in 
~~~ the past decade. However, the cascading benefits of economic reforms 
have reached the urban rich and the middle-class, not the rural poor. That ) 
has resulted in some not inconsiderable resentment towards reform and ге- 
formists. The easy way to address this is to resort to subsidies, sops, and in- 
creased government spending on initiatives that aspire for welfare, as opposed 


























The country still has a long way to go to compete with 
the rest of the world in terms of infrastructure. Airports, 


roads, water and electricity supply need to 
be improved significantly 8 y 


NANDAN NILEKANI B CEO, Infosys Technologies 








AGE: 98 


EDUCATION: BSc from Presidency College, 
Chennai; a degree in law from Madras 
University; MBA from Harvard 


BACKGROUND: Supreme Court Lawyer 
Minister of State, Commerce & 
Personnel (1986-1989); Minister of 
State for Home (1986-1989); Minister 
of State, Commerce (1991-1992 and 
1995-1996); Finance Minister with 
additional charge of Law, Justice and 
Company Affairs, (1996-98) 


CEO RATING: 9 4 


* Qut of a maximun of 10. 
Based on a poll of 83 CEOs conducted by TNS India 


FOR IMMEDIATE ACTION 


e Implementation of the Value 
Added Tax regime 


e Reducing the revenue deficit 
to zero by 2009 


e Raising the tax to GDP ratio 
that is now an abysmal 9.626 


« @ Implemenation of the Kelkar 
Committe’s report regarding 
direct and indirect taxes 


e Rationalisation of tax structure 
to enhance compliance 


REFORMIST CREDENTIALS (d 
e Showed reformist zeal as 
Finance Minister (1996 -98) 
in United Front Government 
and Commerce Minister in 
Congress Government 
(1991-96) 


e Top-notch Supreme Court 
lawyer who has represented 
multinational companies, 
including Enron 


e Has articulated strong support 
for the World Trade 
Organisation in the past 





SHOME BASU 
Reform Quotient 
Me Very High yr High ^^ | Moderately high 
ШШ Moderate Рос 


70: 
CEOs that think Manmohan Singh will make an 
i effective Prime Minister of the UPA government 


Based on a survey of 83 CEOs conducted by TNS India. 
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Chidambaram had an excellent track record as finance 
minister of the country during 1996-98 and as a 








to growth. The tough (and right) way to do so is to 
reform with а vengeance and ensure that the ben- 
efits trickle down faster. 

Now, as in 1997, Chidambaram will have to live 
with the communist parties. In 1997, they were part of 
the government. Now, they are stronger than they 
have ever been in Indian history, but are not part of the 
government, having chosen instead to support it from 
without. It is unlikely that Singh and Gandhi will 
countenance anything that could offend them. These 
constraints will cramp Chidambaram's style some, al- 
though the man himself has said that the Common 
Minimum Programme of the UPA (which the commu- 
nist parties have vetted) gives him enough scope for re- 
form. Industry and assorted pundits are willing to 


42 ak that believe 


India's stance at WTO 
will change 


give him the benefit of the doubt. They are right to do 
so: if anyone can manage to script another dream 
budget (a term universally used to refer to Chidam- 
baram’s 1997 budget), Chidambaram can. “Chidam- 
baram is known for taking bold initiatives and clearly 





‘has the knack of thinking out of the box,” says Mukesh 


Butani, National Tax Director, Ernst & Young. “The 
fact that he has chosen to look at the recommendations 
of the Kelkar Committee is suggestive of his intentions 
to reform direct and indirect tax laws; we may be 
greeted with another dream budget.” 

The obvious counter-argument to that is the sheer 
scale of government spending the UPA's CMP suggests (see 
The CMP in MBA-speak... on page 46). As yet, no one 








commerce minister earlier. We look forward 
to a pro-growth package 


ONKAR S. KANWAR ІШ Chairman and MD, Apollo Tyres 





80% 
CEOs that feel the 


time is right to make massive 
investments in agriculture 
and rural development 


knows where this money is going to come from alt- 
hough Chidambaram himself doesn’t seem worried. 
“The ministry will find the resources that are required,” 
has been his line. Sunil Sinha, a consultant with 
National Council of Applied Economic Research 
(NCAER), believes that the minister can raise part of the 
funds required by “increasing the ambit of services un- 
der the tax net, doing away with all exemptions as sug- 
gested by the Kelkar Committee, and ensuring the 
national implementation of Value Added Tax”. 
Chidambaram’s cause will be helped by a booming in- 
dustry. In 2003-04, the government expected to collect 
Rs 51,499 crore as corporate tax; this has jumped to Rs 
62,986 in the revised estimate. Indeed, adopting the 
Kelkar Committee’s report may help Chidambaram gar- 
ner more funds without increasing taxes, something that 
Subir Gokarn, Chief Economist, CRISIL, believes will kill 
the “great investment boom expected this year.” 

Can Chidambaram do all this and still please the com- 
munists? That’s something we will know on July 2. 


47 a that think the 


government will last 
its full term 


Directionally, the FM should continue lowering 
indirect tax, widening of tax net and encourage 
investments by retaining tax sops on 
infrastructure development 








S. A. NARAYAN m Managing Director, Kotak Securities 
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Schneider 





Historically, the French have 
always helieved in revolutions. 


This one happened in 1920. 


Merlin Gerin forged an international reputation 
in 1920 with its core competencies in the main areas 
of electrical distribution. Since then its range of 
innovative end-to-end solutions in low and medium 
voltage applications have continuously improved 


safety and comfort for all consumers. Being a 







Electric 


generation ahead, these products are now a 
benchmark for the industry 

Today Schneider Electric, the world leader in 
electrical distribution and industrial automation, 
continues to innovate with the Merlin Gerin range of 


high technology products 


The products featured here are Compact and Masterpact. 
Schneider Electric India Pvt. Ltd. 


Corporate Office: A-29, Mohan Co-operative Industrial Estate, Mathura Road, New Delhi-110044. Phone: 011-51590000 


For more information, visit us at www.schneider-electric.co.in 
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WHAT TO EXPECT 


KAMAL NATH 


Minister of Commerce and Industry 


KAMAL NATH, A SEVEN-TIME MEMBER OF 
Parliament from Chhindwara in Madhya Pradesh, 
wears his concern for Indian farmers and tribals on 
his sleeve. However, the man has had a fling or two 
with international trade policy, something that is 
now likely to take up much of his time. As Textiles 
Minister, he was part of WTO talks on the Multi 
Fibre Agreement (MrA) in 1996. Later, in 1999, he 
was part of a delegation of parliamentarians that at- 
tended the Seattle Ministerial Conference of WTO. 
“It will be my effort during all negotiations that 
India's agri-centric interest is India-specific and 
not comparable with G-20," he says, referring to 
the alliance of some 20 developing countries inc- 
luding Mexico, Argentina and China that former 
Commerce Minister Arun Jaitley helped forge 
during the Cancun round of wro talks in 2003. 
Still, the minister is aware that the G-20 wields a 
bigger stick at уто talks than India alone. “I will 
make every effort to ensure G-20 survives," he 
quickly adds. By the end of June, Nath hopes to 
present his ExIm policy that he promises will focus 
on simplifying procedures and reducing transaction 
costs, the twin bane of most Indian exporters. 
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FOR IMMEDIATE ACTION 


ө Reduce transaction costs to render Indian exports 
competitive 

@ Protect India’s interests at WTO 

ө Ensure India signs more bilateral free trade agreements 





REFORMIST CREDENTIALS 


ө Announced new textile policy when he was 
minister to push exports 


@ Comes from a business background 





52 BUSINESS TODAY JUNE 20 2004 


CEO RATING: П а 
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FOR IMMEDIATE ACTION 
@ Continue to press the pedal on the Golden 
Quadrilateral project 


@ Upgrade the fleet of the Shipping Corporation of India 
and take a call on its divestment 


@ Enhance road network in rural areas 








REFORMIST CREDENTIALS 





e 15 speaking of private participation in the roads sector 


e Comes from a business background 
e |5 open to private participation in ports 


WHAT TO EXPECT 


TR. BAALU 


Minister of Roads, Surface Transport, Highways and Shipping 


T.R. BAALU IS AS ASTUTE AS IT GETS. SO, WHEN THE BUSI- 
nessman-turned-politico is asked about his reaction to 
the tonnage tax for the shipping industry proposed by 
former Finance Minister Jaswant Singh, he cleverly re- 
torts, “As a businessman I will say yes, but as a min- 
ister my answer will be guarded." Upgrading highway 
and rural road infrastructure is on the minister's 
agenda, although he expects the Ministry of Rural 
Development to chip in for the latter. As for privati- 
sation of Shipping Corporation of India, his answer 
should please the communists. “I am not a mad man 
to privatise a profit-making company." 


ды 


with the government’s 
decision to privatise only loss 
making public sector firms 


e 


Ogilvy & Mather 2406 


Wherever you go your 
Microsoft Outlook mail follows. 


Hutch introduces Hutch4business - to give you 
anytime access to Microsoft Outlook. Now, you 
can get Microsoft Outlook on your Hutch 
phone on the move, even while you roam. You 
will get SMS alerts the moment you receive an 
email in your Microsoft Outlook inbox, 
enabling you to read, compose, forward, 
delete entire mails and even open Microsoft 
Office attachments. 


From the most basic to the advanced, 
Hutch4business works on all phone models 
using SMS, GPRS or ActiveSync. 


Depending on your handset features, 


Hutch4business works in the following ways: 


You get SMS alerts the moment you receive 
an email in your Microsoft Outlook inbox. 


You will get the sender's email address, 
subject and first few lines of the email. 

You сап read more of the email, and also 
reply, forward, delete and compose mails 
via SMS. 


You have complete access to your mailbox, 
which allows you to read the complete mail as 
well as reply, forward, delete and compose 
mails from your Hutch phone, 


Your phone looks and 
functions just like Microsoft 
Outlook, allowing you real 
time access to emails, 
contacts, calendar and tasks. 

You can also open 
Microsoft Word, Excel and 
PowerPoint attachments. 








Currently, this service is available for 
corporates having Microsoft Exchange server. 


Through SMS: Pay just Rs. 49 per month 
Receive unlimited SMS alerts for free. All SMS 
sent by you will cost Rs. 2 per SMS. 

Through GPRS: Pay just Rs. 99 per month 

Through Activesync: Pay just Rs. 499 
per month. 


From now on, take your office with you. 


Email at hutch4business@hutchindia.com to 
subscribe, or log on to www.hutch.co.in 


Hutch 
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WHAT TO EXPECT 


PM. SAYEED 


Minister of Power 


MAYBE IT IS HIS DESIRE TO BE SEEN AS MARKET FRIENDLY 
that is preventing P.M. Sayeed from scrapping 
National Thermal Power Corporation’s ІРО (of 5 per 
cent of its equity) scheduled for August 2004. 
Several tough calls await the minister: the fate of 
Dabhol and implementing the Electricity Act of 
2003 for starters. There's no doubt as to where 
Sayeed's heart lies. “Extensive rural electrification 
programmes will be put in place to provide access to 
electricity to those households that do not have 
any,” he says. That’s some 73 million households. 


CEO RATING 3 2 
= 
FOR IMMEDIATE ACTION 


ө Ensure that the spirit of the Electricity Act 2003 that 





the communist parties want amended stays sacrosanct 


@ Restructure bankrupt State Electricity Boards 
@ Remove cross-subsidies in the power sector 


REFORMIST CREDENTIALS |Ң | M 


@ His track record in the ministry of 
steel (1979-80) and information and 
broadcasting (1995-96) is unimpressive 

e Hasn't done much even for his own borough, 
Lakshadweep 





66^ 
CEOs that feel it is 


time most services were 
brought under the tax net 


WHAT TO EXPECT 


MANI SHANKAR AIYAR 


Minister of Petroleum & Natural Gas and Panchayati Raj 


KNOWN FOR HIS QUICK REPARTEE AND HIS 
outstanding work in his constituency, Mayiladuturai, 
Mani Shankar Aiyar occupies one of the hottest 
seats in the UPA ministry. As this magazine goes to 
press, he is yet to take a decision on hiking petrol and 
diesel prices, fixed in December 2003 when the in- 
ternational price of crude was $29 to the barrel (it is 
now $41); There are other issues he has to address as 
well: a new pipeline policy that helps companies pipe 
oil and gas over existing networks, the appoint- 
ment of a petroleum regulator, and the phasing out 
of subsidies on LPG and kerosene. That's a bit. 
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FOR IMMEDIATE ACTION 
@ Create a petroleum regulation authority 


@ Deal with a clutch of issues concerning 
market-pricing and cross subsidies of petro products 


e Finalise the pipeline policy of the goverment 





REFORMIST CREDENTIALS | 
@ Has written extensively about the importance iis 
of India integrating with the global economy 


ө Refers continually to late mentor Rajiv Gandhi's 
dream of ushering India into the future 





The election verdict requires the government to 


focus on what | call as 3Ps to reach a common 


—. Indian. They are Poverty, Primary education 
_ & Public healthcare 5 y 





A. M. NAIK @ Chairman and Managing Director, L&T 





Yew Уогк. 


lew York is famous for its cabs апа its cab drivers. Тһеу'ге known for being loud, їһеу'ге know! | 
г being tough. Yet talk to them about their city and a smile creeps across their face. There are lee 
ver 12,000 cabs in New York City and they’re all capable of turning a ride into an adventure Ми 


Emirates 


njoy up to three complimentary nights at the 
Over 70 destinations worldwid 


itz Carlton New York for travel until 31st August. 
on-stop daily flights from Dubai to New York on the brand new Emirates Airbus A340-500 
rivate suites in First Class. 500 channels of in-flight entertainment in all classes 


Conditions apply. For more details contact your local travel agent or Emirates in Mumbai: 2879 7979, Delhi: 5531 4444, Chennai: 2822 3700, 
Hyderabad: 5523 4444, Kerala: 0484-238 2829, Gujarat: 1-600-212020 (toll free), Karnataka: 1-600-447979 (toll free). 
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WHAT TO EXPECT 


DAYANIDHI MARAN 


Minister of Information Technology and Telecommunications 


DAYANIDHI MARAN IS, ARGUABLY, THE MOST SUCCESSFUL 
businessman who holds a ministerial berth in this 
government. He cut his teeth running Sumangali 
Cable Vision, the cable arm of the Sun cable network 
his family owns (elder brother Kalanidhi is СЕО). He 
has already released a 10-point charter for his min- 
istry detailing convergence, rural teledensity, broad- 
band, fourth generation technologies and a national 
internet exchange as areas of focus. “The New Tele- 
com Policy of 1999 is outdated,” he says. “The telecom 
sector urgently needs a new policy." And from a na- 
tional teledensity of 7.5 (phones per 100 people) 
now, Maran wants India to achieve a rural tele- 
density of 15 in the next two years. That should be 
a challenge for even a man who likes to be at the 
vanguard of technology (or legislation; scv was the 
first cable operation in the country to go the 
Conditional Access System way). 





FOR IMMEDIATE ACTION 

@ Farm spectrum fairly between various types of telcos 
ө Enhance teledensity in rural areas 

@ Increase the ceiling on FDI in telecom to 74 per cent 


REFORMIST CREDENTIALS 1/5 2 | 

e 15 already talking of 74 per cent Foreign 
Direct Investment in telecom 

e Comes from a business family (brother Kalanidhi 








runs the Sun network of vernacular satellite channels) 
e Like late father Murasoli Maran, is a strong votary 


of multilateral trade 
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30% 
CEOs that think the 


government will be able to 
keep the fiscal deficit down 
to 4.9 per cent of GDP 


WHAT TO EXPECT 


PRAFUL PATEL 


Minister of Civil Aviation 





ONE WOULD EXPECT A BIDI BARON FROM MAHARASHTRA 
to be a votary of open-market economics. Praful 
Patel is, and he isn’t. He is not averse to allowing 
Indian private carriers to fly to neighbouring coun- 
tries. Nor is he against the planned modernisation (by 
the private sector) of Mumbai and Delhi airports. 
However, he is categorical that Air India and Indian 
Airlines will not be privatised. “Simply selling them 
is not a solution,” he says, adding that their fleet 
upgradation will happen. 
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FOR IMMEDIATE ACTION 

e Move to an open skies policy 

e Upgrade the fleets of Indian Airlines and Air India 
e Modemise Delhi and Mumbai airports 


REFORMIST CREDENTIALS č č М] 

ө Bidi baron, ergo, talks business 

@ Not averse to allowing private domestic airlines 
fly to neighbouring countries 








We hope that the government takes note that 
as a sector we've done extremely well for the 
economy. But we are still the most heavily 
taxed in the world 








SUNIL MITTAL m Chairman, Bharti Tele-Ventures 
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Intel® Solutions from 
a Technology Professional 





Real Servers. 
Finally @aSy on 
your pocket. 





Now available for 


oniv Rs. 


Until recently, organizations preferred to use desktops as 
servers. It made financial sense. However, with the progress in 
technology, Real Servers are now available with advanced 
features and affordable prices. 


* Intel® Pentium® 4 processor 2.80 GHz. 
_ * Intel® Server Motherboard 
5Е7210ТР1-Е. 
* 800 MHz FSB, 1 MB Cache. 
* 256 MB DDR 400 RAM. 
* 1.44 MB FDD. 
• 1 x 40 GB 7200 IDE Hard Disk Drive. 
* Integrated 1 x Intel® 10/100/1000 
and 1 x Intel® 10/100 LAN. 
* 1 x 32 bit/33 MHz PCI slot, 
3 x 64 bit/66 MHz PCI-X slots, 4 USB ports. 
* 52X CDROM Drive. 
* Keyboard. 
* Mouse. 
* Intel* Server Management. 









Real Servers provide dependability by offering higher security 
and extremely low downtime. They also ensure that you have 
more room to grow by giving you a higher bandwidth and data 
trafficking along with better memory capacity. Low maintenance 







costs can be achieved since they are specially designed for 
repair. Real Servers come with higher cache, so the overall 
system performance is improved, thereby 
giving higher throughput and a capacity 
for more users. 





Rs. 35,999/-* (Local taxes and levies extra) 





Additional and optional: 
80 GB SATA with 150 MBPS for RS 1,000/- 
(In lieu of above) 

36 GB Ultra 320 MBPS 10,000 RPM SCSI 
HDD for RS 10,000/- (In lieu of above) 










With so much to gain on Real Servers, 
are you still counting on straining 


SERVE Now why would anyone want to 
your desktop? 


'convert' a desktop? 


/ Intel, Intel Inside, Intel Inside logo, Intel Centrino, Intel Centrino logo, Celeron, Intel Xeon, Intel SpeedStep, Itanium, Pentium, 
and Pentium III Xeon are trademarks or registered trademarks of Intel Corporation or its subsidiaries in the United States and other countries. MULTIPRINT ADVIG/INTEL/0504/A 

WEST: Mumbai - New Era Technologies 9820402576, 23884333 Ockam Systems 9821094782, 26731913 Xpress Computers 9820032125, 23852070 Pune - Shro Computer 
Mart 9822049810 Nagpur - Micropro 3369407, 2541802 Ahmedabad - Global Infotech 9824024620 Baroda - ITPL 9824479075 Surat - Star Digital Pvt. Ltd. 9825120106 
NORTH: Delhi -Electro Sales Corporation 9810154566, 51080855, 51607723 Nicom - 9810063689 Chandigarh - OST Electronics 9814017310 Lucknow - Networking 
Electronics System 9415002733, 2212832, 2618711 Jaipur - Kanchan Computech 9814079124, 2380477 SOUTH: Bangalore - Lampo Computers 9845047474 / 29009 
Arcamax Computers 080-36811464 Cache Technologies 9845148085 Chennai - CCS Infotech 28341121 SBA Computer Services 9840348010, 24897598 
Hyderabad - К. Computers 37620041, 27620041 EAST: Kolkata - Suntronic Systems 9831028443 To locate a dealer close to you, log on to http://www.premierproviders.com 
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It would be in order if the Finance Minister can make 
some reference to the Government having an open view 








WHAT TO EXPECT 


SIS RAM OLA 


Minister for Labour and Employment 


LABOUR IS LABOUR, INSIDE THE SPECIAL ECONOMIC ZONE 
or outside.” With those words, Sis Ram Ola reinforces 
this government’s attitude to labour reforms. The one- 
time farmer from Rajasthan’s Jhunjhunu district is keen 
to do something for the 373 million Indians emplo- 
yed by the unorganised sector. More pressing, how- 
ever, will be his role in deciding on an equitable 
rate of interest for the Employee Provident Fund, and 
his ability to implement the promise of a minimum of 
100 days employment in public works programme for 
at least one adult from under-privileged families. 
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FOR IMMEDIATE ACTION 
@ Create a flexible labour policy 

ө Address the imbroglio around ЕРЕ rate 

ө Create a security net for the unorganised sector 


REFORMIST CREDENTIALS _ 1 | 

ө Comes from а farming background тенен 

@ His articulated focus is to guarantee employment, 
especially in the unorganised sector 


Yo 


CEOs that expect 
subsidies to increase 
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to examine the merits of allowing Foreign 
Direct Investment in retail 5 5 


\ҮНАТ ТО ЕХРЕСТ 


SHARAD PAWAR 


Minister for Agriculture, Food & Civil Supplies, and Consumer Affairs 
& Public Distribution 


IT WASN’T THAT AGRICULTURE NEEDED A SUGAR DADDY 
in this government. Yet, in Sharad Pawar, that’s 
what it has got. The minister hasn’t given a thought to 
contract farming and privatisation of food grain stor- 
age. What he has, is a more active and autonomous role 
for Indian Council of Agricultural Research, doubling 
agricultural credit in the next three years, and “im- 
proving per-hectare yield.” Only, Pawar’s stated phi- 
losophy of “removing restrictions for farmers, in- 
cluding (those on) cross-border movement of goods and 
marketing” may run up against some internal dissent. 


CEO RATING n а 
a 


FOR IMMEDIATE ACTION 
ө Restart the land-reforms process 


@ Introduce agricultural reform and facilitate 
modernisation 


@ Amend Essential Commodities Act to allow free 
movement of agricultural produce 

REFORMIST CREDENTIALS 4 | 

ө Made pocket-borough Baramati Б 
investment friendly (especially for Piaggio) 


ө |5 pushing for all restrictions on marketing 
agricultural produce to be removed 








COMPILED BY ASHISH GUPTA, ADITYA WALI, 
SUDARSHANA BANERJEE AND ALOKESH BHATTACHARYYA 


closer. 


Body Deodorant 
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www.style24seven.com 
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Presenting Mite Company in. lll 
Rectificado v 
—) ASIS OHSAS 18001 | 


series 


in 40 x 40 cm FLOOR TILES 








Oasis Beige Oasis Cotto 





Oasis Nero 


Kajaria presents its latest series of floor tiles with unprecedented 

jointless attributes. Available in various colours and designs, 

these tiles are rectified and create seamless flooring for a host of | 
application. | 
Oasis series of the Rectificado range of tiles is bound to change | 
the way you look at flooring. Check it out today! | 
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Kajaria Ceramics Limited | 


J-1/B-1 (Extn.), Mohan Co-operative Industrial Estate, Mathura Road, New Delhi-110 044 
visit us at http://www.kajariaceramics.com 


PHONE FAX E-MAIL 
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AHMEDABAD (079) 6465515, 6465516 6566669 ahm@kajariaceramics.com 
KOLKATA (033) 24763179/24763181 24748012  kol@kajariaceramics.com 
CHENNAI (044) 28144324 28144323 . chn@kajariaceramics.com 
MUMBAI (022) 28203506/07/08 28203509 = mum@kajariaceramics.com 
COCHIN (0484) 2396433 2396433 coc@kajariaceramics.com 
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In Your 


Face 


In Your 


Space қ 


INDIAN COMPANIES 

ARE STRADDLING 
UP-CLOSE TO CONSUMERS 
IN THEIR NATURAL 
HABITAT—AT WORK, PLAY 
AND HOME—IN THEIR . NARENDRAN, GENERAL MANAGER ! 
BID TO TAILOR-MAKE S быы al етти 
PRODUCTS AND SERVICES ы у 

FOR THEM. THEIR COOL NEW ——— 7 EP te recent launched 


TO O E ET H N О G R A Р H | С black-coloured TVS Sprint, a point-of-sale solution, 


which is essentially a computer with software to 
R Е% Е АВ С Н. manage a store, a built-in printer, a display unit 
and a built-in battery back-up. Three summers ago, 
BY VIDYA VISWANATHAN when the machine was being conceived, Narendran 
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| s Knowledge Studies combines market research with design expertise 


had decided be wanted to "think like a grocer" and bad sweated it out 
14 bours a day for two weeks in this very same store. He bad followed 
up that exercise with yet another two weeks at another grocery 
outlet in Chennai, Gajalakshmi stores in T-Nagar, a bustling shopping 
district. He got there before the store opened and stayed on till the 
shutter went down, recording every little detail. The idea: To build a 
machine that would fit into the lifestyle of a storeowner. 

Sangeeta Gupta of market research agency ACNielsen spent the au- 
tumn of 2001 in a rather unusual fashion: She accompanied couples 
on their shopping sprees. She also hung out at the payment counters 
of departmental stores and spoke to shoppers after they had paid for 
their purchases. It isn’t as if Gupta was idling in vicarious, voyeuris- 





5 XVvdddd 


NVAVd 








Ethnographic researchers 
use a variety of techniques 
to gain insights. 


Ө Photographic diaries: Give re- 

spondents a camera to 

capture moments in their 
lives and ask them to de- 
scribe what each picture 
means to them 


© Food-for-thought diaries: 
Ask people to capture 
their life and thoughts in 
their own words sup- 
ported by pictures from 
magazines wherever a ver- 
bal response is inadequate 






© Slice-of-life observations: 
A A researcher accompa- 

nies a person on some 
activity like shopping 
or to a pub. It could be 
a familiar or an alien 
place 











® Day-in-the-life observations: 
Spend time observing people in their 
homes or at work and also record all 
the artifacts in the place 


C Habitat interviewing: Interview 
people where the activity happens: 
in a canteen, pub or a disco 


ә Walk and talk: 
If a person like a 
farmer spends more 
time outside his | 
home, go along. 
with the person 
wherever he goes 
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MORE THAN 
JUST TALK 


Focus groups pale in 
comparison to ethno- 
graphic approaches. 





e Pepsi i 

The Issue: Wanted to develop 
an advertising concept for 
"Daring" for the age group 
19 to 22 

What It Did: Gave video cameras to 
youngsters and asked them to shoot 
pictures of what they thought was 
daring. The clips allowed Pepsi to 
look at how they talked, what they 
wore, and where they hung out 


eHLL 

The Issue: Wanted to understand 
ageing in women 

What It Did: Asked women to put 
together the story of their lives in 
pictures, giving it a better idea of 


G. KRISHNASWAMI 





tic pursuits: Rather, by hiring Gupta and her team ABN AMRO Bank, a 


how they aged over the years late entrant in the highly-competitive retail banking space, was studying 
consumer behavior up-close. By observing how, and how many, shoppers q 
ө Quantum flashed their plastic, ABN AMRO was building ample insight that would 


The Issue: It wanted to research 
habits of alcohol drinkers 
What It Did: Hosted a party in а 
pub, where it observed how peo- 
ple interacted with each other, 
their lingo and how they mixed 
their drinks. What happened in 
the pub itself influenced behav- 
iour. For example, a whisky drinker 
shifted to Bacardi because there 
was a promotion on 


ФТМ5 

The Issue: Wanted to test its hy- 
pothesis that working women 
were modem and would be bold 


come to its aid when launching its own credit card. 

Two years ago, Latika Khosla, a designer who graduated out of 
the National Institute of Design (NID) and has studied colour trends 
for the last 15 years, got together the marketers, engineers and 
model makers from the Ranipet plant of the Chennai-based 
Parryware. She then escorted this rather unlikely team to pubs, 
malls, kitchen shops and furniture stores in the metro cities. The fruits 
of that excursion will be visible in all hues, colours and designs when 
Parryware launches its new range sometime in June or July. 

If you’ve read carefully so far, you’d have noticed that the com- 
panies mentioned thus far have resorted to a rather novel way of gath- 
ering consumer insight. Rather than just relying on information 
collected from consumers revealing how they behave in given situ- | 
ations—which is what conventional market research is all about—in 
these three cases you have marketers capturing the precise behaviour 
of consumers in those particular conditions. Such non-traditional and 


in their choice of brands 


What It Did: Did day-in-life obser- 
vations of some women, found they 


preferred to make their own 


masalas and use fresh flour from a 


mill. Yet, they used Kelloggs and 
ding wraps and aluminium foils 
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innovative techniques—which anthropologists would term ethno- 
graphic—are not just being used by manufacturers tucked away in 
Chennai, but by mainline marketing majors, right from Hindustan 
Lever to ITC, Nestle, Coke, Hutch, Philips, Hewlett-Packard, 
Nokia and Honda. As Rinita Singh, CEO of the Mumbai-based 
Quantum Research, points out: *You can't convene a set of con- 
sumers and say to them: *Now give me your insights'! You have to 
watch them in their natural surroundings." 
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Clearly traditional quantitative research techniques 
as well as qualitative methods like focus groups have 
their limitations in today’s highly-competitive mar- 
kets. “If there are five manufacturers of motorbikes, 
they will hire the same few agencies, which will frame 
almost similar questionnaires and tackle the same is- 
sues,” explains out Pradeep B.V., Vice President of con- 
sumer and market insights at Lever. “You ask con- 
sumers in a focus group what is important and the an- 
swer will inevitably be power, which is measured by 
companies in terms of either engine size or horse- 
power.” But when Pradeep actually asked bike riders 
what power meant for them—during his posting prior 
to Lever, which was with a two-wheeler company— 
they weren’t too bothered about cc, bhp and all that 
jazz. As far as they were concerned, power was all about 
the buzz they felt when opening the throttle. 

Consider another example: That of a focus group 
to evaluate brands. Since consumers tend to primarily 
play back what marketers themselves have conveyed to 
them, conventional research often throws up little 
that’s refreshing. Research on cold drinks, for in- 
stance, will inevitably highlight the attributes of ‘moder- 
nity, youthfulness, trendiness and refreshment’. “Yet 
drinking Pepsi on the road in the sweltering heat is a to- 
tally different experience from sitting at McDonald’s 
and having one. Sipping it at somebody’s place when 
served as a guest is yet another experience. Each such 
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moment can throw up a different insight,” says Singh 
of Quantum. Ethnographic research would be able to 
capture each of these moments. 

Doubtless one of the biggest advantages of ethnog- 
raphy is the extraordinary intimacy it allows for. 
Research firm TNS, for instance, chose to conduct 
what it terms “day-in-life” observations of a panel of 
working women. Researchers spent time at each of the 
women’s homes in the mornings (before she left for 
work) and evenings (after she returned) as well as on 
entire weekends. The findings were manifold, and cer- 
tainly wouldn’t have been thrown up in a conven- 
tional focus group: For instance, the TNS researchers 
discovered a working woman’s time was so structured 
that she did not like experimenting, which of course 
meant that her brand choices were safe. She also 
had a sense of ‘guilt’ about leaving her children and 
so tended to compensate by refusing to abandon 
some of the traditional roles, which a housewife in 
contrast would be more easily tempted to do. 
Radhecka Roy, Head of qualitative research at TNS, 
does admit this kind of research is expensive, but then 
the benefits are certainly many, and it makes im- 
mense sense for large consumer companies. 

Aditya Dev Sood, an architect, anthropologist and 
also CEO of the Bangalore-based Center for Knowledge 
Studies, asserts that ethnography is far more relevant 
for technology products, which typically tend to be 
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launched rapidly. “The product here is infinitely mutable 
according to consumer preference. The problem here 
is to tap user creativity to define a product.” In case 
you're trying to decipher what all that means, keep іп 
mind that Sood’s firm claims to combine market re- 
search with design expertise and is currently studying 
mobile phone users for a trendsetting global handset 
manufacturer. Sood won’t name any of his customers, 
but promises his handset client will announce a prod- 
uct launch in a couple of months. 

If consumer behavior is indeed getting more multi- 
faceted and less predictable, it's because of changing 
lifestyles triggered by rising income levels coupled 
with increased exposure to good life—or at least what's 
considered good life. K.B.S. Anand, Vice President 
(Sales & Marketing), Asian Paints, says close to 32 per 
cent of his paints sales come from consumers influenced 
by such trends. “Movies like Dil Chahta Hai and soaps 
like Kyunki Saas... have influenced people. They are 
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Reading minds: Asian Paints’ К.8.5. Anand is just one of a throng of converts 


now willing to experiment with 
colours and texture on their 
walls,” he adds. Asian Paints, 
which earlier boasted about its 
ability to create 10,000 colours, 
has now decided that it is in the 
fashion business and has come 
up with a colour palette for 
2004. To arrive at that collec- 
tion, the company spent nine 
months in intense research, meet- 
ing sociologists from the Tata 
Institute of Social Sciences, de- 
signers from the NID, as well 
as household accessories outfits 
like Yamini and Good Earth 
to look at what colours they 
were using. Commercial 
places—new malls, popular 
pubs and restaurants—were 
also audited. “We wanted to 
study regional diversity, global 
influences, technological 
changes and demographic 
changes and their impact on 
colours,” explains Anand. 

Ethnography clearly can 
prove very effective—but only 
as long as it is followed up by 
more hard-nosed research. 
Going back to the TVS Sprint 
example, remember that 
Narendran wasn’t alone: He 
was ably backed up by a 14- 
member team that included a 
product designer, a few software and hardware en- 
gineers and a few more tool designers, all of whom 
made numerous rounds of 14 stores across six cities. 
Back in office, hours of video footage and reams of 
notes were scanned and re-scanned, and eventually 
synthesised into a framework. A few thermocol mod- 
els of the machine were then taken on the road, and 
after showing grocers pictures of various consumer 
durables, the team thoughtfully arrived at the con- 
clusion that the product should look like a baby ele- 
phant—grey, solid, with a huge forehead (which is ap- 
parently very Indian) and very inviting. It didn’t end 
there. IMRB was roped in to survey 15,000 stores, to 
find out what features owners would want, and how 
much would they be willing to pay for the baby ele- 
phant. By the time the product was ready, three 
years had passed. The verdict on the TVS Sprint isn’t 
yet out, but a thumbs up would prove a huge shot in 
the arm for ethnographic research too. ІШ 
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With their new drugs patent-protected starting next year, 
pharma MNCs are getting their act together for a big push. 


BY ROSHNI JAYAKAR 


ALK TO PHARMA ANALYSTS, AND THEY WILL 

tell you that what excites them is not 

multinational pharma companies, but 

the home-grown challengers. After all, 

these are the companies spreading their 
wings elsewhere abroad, fighting and winning fierce 
battles in the generics markets, and raking in tidy 
profits in the process. It is not surprising, then, 
that the market cap of the top three pharma MNCs is 
just a quarter of the top three Indian companies— 
Ranbaxy, Dr Reddy’s Labs, and Cipla—combined. 
The MNC rivals, in contrast, have had to focus on the 
lacklustre domestic market, and make do with min- 
imum support from their colossus of parents. Expect 
that scenario to change soon. 

Starting January 1, 2005, India will bid goodbye to 
its system of process patents that has held sway over the 
last 25 years, and say hello to a brand new, and vastly 
тоге competitive, product patents regime. The switch- 
over has grave implications for Indian companies. 
Until now, Indian drug makers have launched products 
by “reverse engineering” popular and patented drugs 
(i.e., by finding a slightly different way to make the 
same drug). But under the new regime, the patent will 


be to the product and, therefore, Indian companies will 
be unable to produce the same drug, never mind that 
the process of making it is different. Their new 
launches will have to be either their own drug or a drug 
that no longer enjoys patent protection. 


Getting Into Shape i 
That implies a big opportunity for pharma MNCs 
who, having sat on the sidelines over the years, will race 
to make up. As of now, the $4 billion (Rs 18,000 
crore) pharmaceutical market is dominated by gener- 
ics, a large number of which are copies of the original 
molecule. Often, as many as seven companies produce 
variations of the same drug. In the last couple of 
years, a number of Indian firms, fearing that they 
may not have access to these products post-2005, 
rushed to get a toehold in as many products as possi- 
ble. As a result, the number of launches in 2003 was a 
whopping 1903, compared to 563 a decade ago. 
With product patent in place, the pace of launches 
by Indian companies will likely slow, and those of MNC 
rivals will accelerate. Says Ranjit Sahani, Vice Chairman 
and Managing Director, Novartis India: "Novartis 
like other MNCs will launch its latest discovery products, 
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How the top pharma MNCs 
are preparing for life after 
product patent. 


моћ Пата: Entering more 
chronic disease areas like 
diabetes, cardio-vascular and 
CNS (central nervous system), 
and growing power brands. 
Plans to launch the first 
patented product in 2007-08. 










e er In ala: Planning to 
focus on 12 products from 
existing portfolio. Looking at 
aligning with Pfizer, which has a 
pipeline of products, and 
simultaneous launch of patented 
drugs globally—meaning India. 


| 


• S |поја: Has made 
a beginning with contract 
research with Dr Reddy’s Labs 
for diabetes molecule and one 
with Torrent for age breaker, | 
a novel drug for dealing with | 
metabolic disorders 

relating to hypertension and 
cardiovascular illnesses. Has 
created manufacturing capacities | 
for group sourcing in generics 
business. 


er Looking at 
India as centre for R&D and 

contract research. Also plans 
to beef up product portfolio 
in the months to comes. 





given the changing environment." But don't expect a flood of new drugs. 
For one, pricing will continue to be an issue. Prices of key drugs are con 
trolled in the country, and those that are not, won't be able to sell at in 
ternational prices—at least not in the mass market. McKinsey & Co., 
however, estimates that by 2015, one out of every five dollars spent on 
medicines will be for the patented variety, and fetch $3 billion (Rs 
13,500 crore), which is two-thirds the current market size. Says Kal 
Sundaram, Managing Director, GSK Pharma: “It’s going to be a transition 
phase for the next four to five years, and one has to gear up and pre 
pare to face the real patent protected market that we'll see from 2007." 
In the transition phase, MNC players like GSK will move on several 
fronts, ranging from product launches and marketing to research and 
manufacture tie ups. On the products front, the initial years will likely 
be devoted to pruning the portfolio. After 2008, when the patent 
protected products start entering the market, GSK may consider dropping 
drugs that are mature and not a part of its core therapeutic segments. 
Bangalore-based Astra-Zeneca is reported to have already trimmed 
its portoflio down to 14 patented products from 35 earlier. Pfizer 
India plans to simultaneously launch in India drugs put out by its par- 
ent in the US. ^We are waiting for the right signals 
to come," says Kewal Handa, Executive 
Director, Finance, of Pfizer. Till that 
comes, it will focus on launching prod- 
ucts outside patent protection. 
The dawn of product patent 
will demand newer skills of the 
pharma MNCs. Most of them do 





















Ranjit Sahani, VC and MD, 
Novartis India: |5 eager to 
tap into the parent's pipeline 
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not have a field force comparable-to, say, that of 
Ranbaxy, Dr Reddy’s or even Cipla. Why is the presence 
of a big sales force important? “In India, the name of the 
game is reach,” explains Sameer Narayan, an analyst at 
Enam Securities. “It’s important to have a good com- 
munication line with doctors and patients.” Besides, in 
the last 10 years, the market for drugs related to chronic 
diseases such as diabetes, treating which requires a 
longer and more intensive doctor-patient interaction, has 
grown at 31 per cent per annum compared to the 
overall market growth of about 9 per cent. 

It’s this last mile that pharma MNCs now want to 
strengthen. Gsk’s strategic five-year plan, for instance, 
aims to “upskill” its sales and marketing teams using 
global models, Pfizer has set up a core team to study 
post-2005 issues, including sales and marketing. 
Besides beefing up their own marketing machines, 
these companies will almost certainly strike co-mar- 
keting partnerships with big players abroad. Agrees 
Anupama Arora of ICRA: "Some of them may in-licence 
products from players who do not have a presence in 
India and offer comprehensive therapeutic coverage be- 
sides entering into co-marketing arrangements." A 
revenue sharing arrangement will ensure that it's 
worth the while of both the players. 


The Outsourcing Opportunity 
It's not the domestic market alone that excites pharma 
MNCs. They see equally big opportunities in out- 
sourcing research, clinical trials, and manufacturing. 
Novartis has two projects underway in the country, one 
at Dr Reddy's for a diabetes molecule and the other at 
Torrent Pharma for an age-breaker, a novel drug for 
dealing with metabolic disorders relating to hyper- 
tension and cardiovascular illnesses. Novartis has cre- 
ated manufacturing capacities for group sourcing in the 
generics business under Sandoz, where the company 
has a healthcare development centre for generics. 
Pfizer India has been a pioneer in clinical research hav- 
ing begun its clinical research operations way back in 
1995-96. GSK, which considers clinical research as a cru- 
cial, scientific, regulatory and pre-launch medical 
marketing tool, plans to use it to get blockbuster 
drugs to India in competition with other countries. Eli 
Lilly is sourcing bulk drugs such as Nizatidine and 
Methohexital for its global requirements from Shasun 
Chemicals & Drugs, which is also working seven 
other molecules for Lilly's industrial production 
process. But data exclusivity is still an area of concern 
for those outsourcing research to India. 
Nevertheless, in each of these areas, therapeutic di- 
versity, quality of trained investigators, computing 
infrastructure and cost are a big edge. For example, in 
the US, it takes about a billion dollars to bring a drug 
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Kal Sundaram, MD, GSK Pharma: Plans to launch new 
drugs starting 2007 and in the interim beef up marketing 


to market, with most of the time and money getting 
spent on the four phases of clinical trials. Done in India, 
the cost of the entire process can be reduced by half. 

There are several issues that pharma MNCs need to 
grapple with before they start profiting from their 
new products. Cost is one big stumbling-block. To re- 
cover the cost of research and development, new 
drugs are usually priced sky-high. For example, Viagra 
sells for $8 a pop—a price unaffordable to most 
Indian patients. Says D.G. Shah, сео, Vision 
Consulting: *The biggest problem for pharma MNCs is 
going to be that they can't sell in India at international 
prices and at Indian prices, given the size of the mar- 
ket, the new drugs won't be viable for them." 

The ones that do decide to bring in patented drugs 
at international prices will have to sacrifice volumes. 
(That, however, does not mean they will not make 
money on those drugs.) More worryingly for them, 
such launches must be preceded by a legal infrastruc- 
ture to ensure that product patent rights are not in- 
fringed upon. Says Handa of Pfizer: *Major issues like 
compulsory licensing and issue of remuneration of the 
patentee need to be resolved in the Patents 
(Amendments) Bill 2003, which has the prime objec- 
tive of confirming to trips obligations under WTO.” 

But even the most pessimistic pharma MNC will 
agree that India 2005 and beyond promises to be 
their best time yet. bt 
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. NE DOESN'T NEED TO 
be an automobile 
engineer to drive a 
car. Similarly, one 
shouldn't have to be a 
software engineer to use a computer. 
On that simple premise, James 
Gosling, spurred by his boss Scott 
McNealy of Sun Microsystems, set 
- about more than 13 years ago to 
create a computer software that 
would work across different kinds of 
macbines—Pcs, Tvs, or mobile 
phones. The result was Java, which 
Gosling’s employer launched in 
1995. (Java's ability to run on dif- 
ferent devices is due to a Java virtual 
machine, which “translates” the pro- 
gramme into a language that the 
device understands). The rest, as the 
cliché goes, is history. 
Think internet and the program- 
_ming language that springs to mind 
is Java as much as HTML. Gosling, 
who shared his grad school digs with 
Pradeep Sindbu of Juniper Networks 
and Satish Gupta, a top researcher at 
IBM, is currently the Chief Technology 
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Officer of Sun's Developer Products 
Group, and Fellow of Sun Labs. In 
fact, more than ever, Sun's future, 
darkened by open source Linux and 
cheap Intel servers, may depend on 
people like Gosling, who are ent- 
rusted with the task of producing 
the next big winner for Sun. On the: 
day BT met Gosling (May 19), he 
had turned 49 but was too 
jet-lagged to celebrate. But 
the next day in Hyderabad, 
some 3,000 Java developers 
cut a cake for him and even 
sang “happy birthday” to бидид. 

him. (“Quite overwhelming” «мет 


is how Gosling describes the ] av a 


experience on his web page.) 

On bis second visit to India 

(the first was to attend Gupta’s | Sun's signing into м jcrosoft jm com- 

wedding 19 years ago), the munications protocols locks Sun and its 

Canadian-born Gosling spoke to -customers into interoperation with any 

BT's Venkatesha Babu on the fu- .. Microsoft system at their strict terms, 

ture of Java. Excerpts: conditions and royalty rates. It also de- 
nies the possibility that the code using 
those MS protocols will ever be open 

sourced at all... 

No. Not at all. While it is true that 
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So боп has not sold its soul to 
Microsoft for $1.9 billion... 
No, that is the price for win- 


‘Sun won, 










After fighting Microsoft for years, you 
recently signed an agreement with 
them. Critics are saying that you have 
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“We have not sold 
our soul to the dark 
side (Microsoft). 
We won. Period. 
Sun has to move 
on. The world 
has to move on" 


as a part of the agreement, we did 
sign up for Microsoft's communi- 
cations protocol program, our full 
agreement both modifies and exp- 
ands on it to give us a much broader 
and more useful agreement. It is 
important to understand that in no 
way does this lock Sun or Sun cus- 
tomers into interoperating with any 
Microsoft system on Microsoft's 
strict terms. Right now, the vast 
majority of the software that Sun 
produces has free and open speci- 
fications and we are not going to 
slow down our involvement in the 
open source community. All the 
agreement ensures is that we simply 
have the Ms option, if we decide 
that the benefits outweigh the costs. 


| know you hate the Java-guy tag, but 
are you still associated with it on a 
day-to-day basis? 

I haven't actually written code that 
got checked into the Java mainline 
for close to two years now. But І ат 
certainly involved in lots of engi- 
neering discussion and development 
tools lately. The thrust has been on 
setting the direction. Of course, 
with help from a lot of other people 
involved in the Java community. 


Is Java getting too complicated for its 
own good? There is criticism that 
Java is getting difficult to code in, 
that it is too slow, too much of a 
memory hog and it is bloated. 

Well, if you take a look at all the 
specifications and all the different 
pieces of Java standards it is gigan- 
tic. But almost nobody needs the 
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whole of that. The thing that makes 
Java so workable is that everything 
is modular. There are really hun- 
dreds of independent packages but 
most applications use only few of 
that. You can pick and choose. 


What about criticism that Java is not all 
that open because of the amount of 
control Sun has over it? 

Not true at all. Developers value 
Java’s cross-platform interoperabil- 
ity and reliability. They’re afraid 
that if Java is open-sourced then 
someone will try to fragment the 
community by creating incompati- 
ble versions and ignore the com- 
munity process, just like Microsoft 
did. This is a big issue for us. 


IBM has repeatedly called for Java to 
become completely open source. 
Well, well (smiles), what can one 





expect from them? IBM is just look- 
ing for a chain to yank. Remember 
they are also one of our biggest 
competitors. So anything that they 
can do to snag things away from 
us, they will do. If you look at 
the way Java is distributed right 
now, for people who are writing 
applications on it, there are no 
restrictions whatsoever on redis- 
tributing the Java bean binary. We 
make all of that freely available. 
No charge. You can deploy it 
wherever you wish. The only dif- 
ference between our license and 
full open source is the require- 
ment for testing. This is to ensure 
that proprietary versions of Java 
that don’t work with each other 
do not spring up. 


It is not just IBM, even open source 
guru Richard Stallman has written 


Put а smile оп the face of rural India 
and gain on Capital Gains 





e Hundreds of villages һауе | Over 85,000 satisfied | Take pride іп being a partner in 
benefitted through the Watershed | investors have reposed their rural prosperity. 
Development Programme. trust in NABARD Capital | Invest in 

• Over 30 million farmers have been Tissus Bond with па NABARD’s Capital Gains Bond. 
provided with Kisan Credit Cards. Rs. 6000/- Invest in the Nation’s future. 

* Bank credit is now accessible to 25 EM Ree yo 
100 milion rural poor through | Period of three and a half 
9,36,479 Self Help Groups. years. 


e 5 96 interest p.a. • No TDS on interest • ECS available 


For Application forms and other details please contact: 


P asc 
* C 24, G Block, Bandra-Kurla Complex, Bandra (E), Mumbai-400 051.Tel.: 2653 9060, 2653 
9072, 2653 9399. Mobile: 9821319660, 9820198339, 9820035970. E-mail: nabrmd Q vsnl.net 
* Manu Mansion, Ground Ғіг., 16, Shahid Bhagat Singh Road, Opp. Old Custom House, Fort, 

Mumbai- 400 001. Tel.:2263 2720. 


Regional Offices : * New Delhi 51539192/9356 * Bhopal 2467957, 2420608 • Chandigarh N AB A R D 
2647549, 5071407 • Dehradun 748610 • Jaipur 743575, 743416 • Jammu 432524 • Lucknow 

2223644, 9839075491 * Raipur 692455, 528299» Shimla 221211, 224373 * Pune 25511232 CAPITAL GAINS BOND 
*Panaji 2420053, 2220490 * Ahmedabad 7561395 * Kolkata 2216 6657 • Guwahati 513 102 —M 


* Patna 233 507 * Ranchi 208 647 * Bhubaneshwar 554 023, 554 036. * Chennai 28278427 italici i 
e Hyderabad 27607643 • Thiruvananthapuram 325725 * Bangalore 2292078, 2292072. Revitalising rural India through urban support 


Application Forms also available and accepted at selected UTI Bank Branches. Fully owned by Government of India and Reserve Bank of India 


ISSUE OPEN AND ON TAP 


< |MAGEADSD NABARD/5599/05/2004 


about “the Java trap”. 

The open source community is very 
mixed, Richard Stallman is a reli- 
gious zealot...I mean Stallman fun- 
damentally believes intellectual pro- 
perty is evil. If you read his mani- 
festo on things like General Public 
License, he believes that interoper- 
ability is a bad idea and that no 
one should be allowed to earn 
money from software. Forever. GPL 
limits any ability for testing. You 
can distribute anything and call it, 
for instance, Linux. No require- 
ment at all that it work. Whereas 
Sun thinks the software should 
work. If we follow their prescription, 
it is a nightmare of incompatibility. 


Besides making an obscure coffee 
bean (Java) a part of the lingo of 
every techie, has Java financially de- 
livered for Sun? 

Hugely. It’s mostly been indirect 
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leverage. We have made a fair 
amount of money by offering Java. 
We earn licence fees for Java software 
deployed in things like cell phones 
and smart cards. We earn more by 
making the Java Virtual Machine tech- 
nology open than we would have 
earned by charging a licence fee. 
We still invest substantially, because 
Java is an enabling technology for an 
awful lot of our high-end stuff. The 
single most reason is that it makes 
available a large pool of software 
that runs on our hardware. 


What is the roadmap ahead for Java? 
That is the beauty of the thing. 
There is no roadmap. It will go 
wherever the developer commu- 
nity takes it to. Sun puts a lot of em- 
phasis on things like enterprise, 
desktop software and cell phone 
software and for us...we will keep 
using Java. 


“Richard Stallman 
is a religious 
zealot. He 
fundamentally 
believes that 
intellectual 
property is evil" 


India has one of the largest developer 
communities in the world. Are you 
here to convert or preach to the 
converted? 

In most senses, it is preaching to 
the converted. I see the Indian de- 
veloper community is extremely 
dynamic and I want to get a first 
hand feel of what is happening 
here. Several of them are doing 
very interesting stuff. Sun itself has 
around 700 people here and there 
are blue circles all over the map. 
India is also becoming an important 
hardware market for us. India has 
the largest development centre of 
Sun outside Silicon Valley. 


If Intel's entry-level chips with, say 
Linux, can do what Sun's top-end 
machines could do earlier, you are 
getting squeezed in the middle. What 
is the future? 

Well, it is certainly a time that 
has all kinds of challenges. But 
the interesting thing is that be- 
cause of all the Java thing... if 
you look at the developer com- 
munity, a lot of them are doing ` 
things that run on Sun's systems. 
Sun has faced (tough) times in the 
past and come out a winner. We 
are in a great position to be adapt- 
able. Sun will win again. 


Does that mean Sun will be squeezed 
out of hardware and forced to become 
a software maker? 

I don't think it will happen. Yes, we 
might see more revenues coming 
from the software end but we will still 
be competitive and profitable. 
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- MS. in Communication 


_ | For Prospectus & Application form send Rs. 250/- by Bank Draft 
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Bachelor in Computer Application (BCA) 














B.Com. Computers 3 yrs 
Bachelor of Business Management (BBM) 3 yrs 
.. Bachelor of Hotel Management (BHM) Á yrs 
B.A. Journalism 3 yrs 
B.Sc. Fashion & Apparel Design ATE A у | : 
nn iod ле” Garden City College (GCC) has marvelled in initiating education 
2 programmes designed to meet the demand of tomorrow, by 
B.Sc. Biotechnology 3 TS understanding the needs of the present. The alumni of GCC have 
B.Sc. Nursing 4 yrs triumphed in Managing their lives and making a success of it as the 
Bachelor of Physiotherapy (BPT) Á yrs emphasis at GCC is on life and the possibilities that come with it. 
Master of Tourism Administration (MTA) 2yrs Оп the threshold comes a value-added, knowledge driven institution 
Master of Social Work (MSW) 2 yrs which only started as dream but now has grown to be the hope of many. 
Master of Business Administration (MBA) 2 yrs No talking about genie's or angels, this spell of magic is cast by Garden 
Master of Computer Application (MCA) 3 yrs ат T е neris spi: beoe pes 
а iness educatio. everage the managers o rrow. is an 
кеч ees оли (МЕТ) 2358 enlightenment. abode which сай carved a sd for itself. GCC's sustained 
ERA RHEPOUIONOQY 2 yrs effort towards the cause of empowering youth has enabled it to reach 
M.Sc. Biochemistry 2 yrs perhaps the culmination of excellence. 
M.Sc. Biotechnology 2 yrs | 
. MSc. Applied Genetics 2 yrs 


Bachelor of Hospitality & Catering Science 
M.Sc. Electronic Media 


M.Sc. Electronic Science 
M.Sc. Apparel Technology & Management 
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A recent ACNielsen study reveals that at a macro level, there are seven 
and not four market regions in India, based on affordability, accessibility 
and consumption disposition. What does this mean for FMCG marketers? 


BY SHAILESH DOBHAL 


HE RS 47,800-CRORE FAST MOVING 
consumer goods (FMCG) industry, com- 
prising essentially the market for pack- 
aged branded consumables, grew by just 
1.4 per cent in 2003. And key products 
such as packaged tea, detergent cakes & bars, even 
toothpastes registered a negative growth rate. 
Nothing—not the advent of regional brands, or 
downtrading by consumers, or the near-saturation 
levels in products such as toilet soaps—really con- 
vincingly explained why FMCGs had to suffer, while 
most other consumer categories such as mobiles 
phones, durables, autos and services boomed. 
*Marketers were either looking at the traditional 
four regions or were going state-wise, and either way 
they could come up with little in the way of explaining 
market behaviour," says Subhashree Chalil, Senior 
Manager, ACNielsen, and the author of 
Different Strokes For Different Folks, 
the path-breaking study that 
puts forth the case for break- 
ing up the country 
into seven regi- 
ons—North, 
North Central, 
~ West, South, 
UP South Central, 
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East and East Central—from the marketing point of 
view to obtain new, meaningful insights into current 
consumption levels and potential for growth. 

Using geographical contiguity along with socio-eco- 
nomic and cultural parameters in the study of affor- 
dability, market accessibility and consumption disposi- 
tion, ACNielsen mapped these seven regions and then 
overlaid them with broader demographics and FMCG re- 
tail sales figures. What emerged was a new way of 
looking at the market, one that offered new insights into 
consumption patterns and market clusters. “The four re- 
gions—North, South, East and West—that most mar- 
keters tend to look at are too broad for any meaningful 
interpretation of FMCG performance,” says Jayasurya 
Chemudupati of ACNielsen, the author of Divine 
Diversity, a follow-up paper on this new regionalisation. 

But didn’t many FMCG marketers already follow 
some sort of sub-regional classification? “We have 15 
marketing areas in the country, which are largely divided 
on the basis of geography,” says Jayashree Mohanka, 
Group General Manager (Marketing), Eveready 
Industries. And most other companies that BT spoke 
to—Coca-Cola India, Hindustan Lever, Procter & 
Gamble, ITC, Gujarat Cooperative Milk Marketing 
Federation (GCMMF), Henkel Spic, Agro Tech Foods, 
Godrej, Dabur, Marico and Emami—will tell you that 
based on their specific product category needs, they do 
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SOUTH CENTRAL 


"PER CAP FMCG SPEND: Rs 530 p.a. | 
vun P | Karnataka, Andhra Pradesh) 








SOUTH 
| (Tamil Nadu, Kerala) 
“POPULATION (000): 94,923 
URBANISATION: | 38% 


=: | | Population figures: Base 2001 Census 
PER CAP NSDP: Rs 21 521,385. 22 NSDP: Nation State Domestic Product 


FMCG SHARE: Region's contribution 
FMCG SHARE: 13% to all-india FMCG sales 
PER CAP FMCG SPEND: Rs 651 р.а. 


PER CAP FMCG SPEND: Rs 584 р.а, 
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work on sub-regional sales and marketing structures. 

Coca-Cola India slices Andhra Pradesh into a sep- 
arate region, apart from the regular segments, North, 
South, East and West, primarily because it is one of the 
highest selling states for carbonated soft drinks. GCMMF 
historically works on a six-zone structure, and treats 
Maharashtra & Goa separate from the West, because 
it is headquartered in Anand, Gujarat, and West for it 
means the closer markets of Gujarat, Rajasthan, 
Madhya Pradesh and Chhattisgarh. “As far as infra- 
structure is concerned, we follow the five-zone strat- 
egy, with two zones in the West. For marketing pur- 
poses, the break-up differs depending upon the prod- 
uct in question, with no homogenous model as such,” 
says Ashish Bhargav, Marketing Manager, Marico. Inc- 
reasingly, marketers are voicing the need for a sharper 





More Volumes Please 


ARGE AVERAGE HOUSEHOLD SIZE (READ JOINT- 

families) coupled with higher levels of affordabil- 
ity make big pack sizes a favourite across most FMCG cat- 
egories such as edible oil, tea and atta in the North. 
Volume-led promotions, the ones that offer extra vol- 
ume at the same price, are most popular. The consumer 
mostly patronises the local grocer (such establish- 
ments account for 66 per cent of all FMCG sales). 

The Green Revolution-led prosperity in Punjab— 
this is tapering-off from its 1980 highs—and the 
presence of the NCR in the North make it the country's 
most urbanised region (43 per cent urban population), 
with the highest per capita annual FMCG consumption, 
at Rs 871, across all seven regions. And even while the 
region is saturated for product categories such as 
tea, refined oil, shampoo, skin creams and toilet 
soaps, a host of other categories like coffee, coconut 
oils, beverages and tooth powders—per capita con- 
sumption is lower than the national average—have 
huge potential for growth. Even expensive lifestyle 
products, like hair dyes, sell like hot cakes here. 


Big is best: High per capita income coupled with large family 
size make North a volume driven market, even for promotions 
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regional segmentation. “А move is underway (at 
Emami) to sub-divide Uttar Pradesh into three sub- 
zones. But no final decision has been taken yet," says 
Harsh Agarwal, Director, Emami Group. 

So, what's really new with this seven-region 
model? Lots actually. For one, it gives FMCG mar- 
keters a view of contiguous market clusters at a 
broad regional level sans artificial distortions in tax- 
related state boundaries, historical sales organisation 
or wholesale and retail structures. It clubs markets on 
the basis of economic and developmental parameters, 
and not purely on geography. So Madhya Pradesh is 
not West or Central, as most marketers have hitherto 
tended to classify it, but North Central along with 
Uttar Pradesh and Rajasthan. 

How does that help marketers? The traditional 





| 
The Big, Small Market 


NE URBANISATION AT A MERE 22 PER CENT, 
consumers here spend just Rs 364 a year on 
FMCGs. Yet its 312 million-strong population, the 
highest across all regions, makes North Central the 
biggest FMCG mart in the country, accounting for al- 
most a quarter of the Rs 47,800-crore market. And 
surprisingly, even though mass FMCG categories 
such as soaps and detergents have all stagnated 
here, lifestyle products like skin creams have recorded 
a phenomenal 9 per cent plus growth rate right 
from 1999 to 2003, though on a very small base. 

Much like the case of its rich neighbour in the 
North, volume promotions are a hit in North 
Central. However, low per capita income and 
growth hinder sales of big pack sizes. Therefore, 
there is a higher preference for economy prod- 
ucts and lower unit packs (read small packs). 
Traditional grocers reign supreme in the retail en- 
vironment. Washing powders, detergent cakes, 
shampoos, blades and namkeens, are the cate- 
gories to watch out for in this region. 


Strength in numbers: North Central's huge semi-urban, 
low-income population makes it a ‘sachet’ FMCG market 








The natural choice to Canada 
Fly the only nonstop from Delhi to Toronto 


Now it couldn't be easier to get to Canada. With 5 nonstop flights a week, you can travel to 
Toronto in record time—and from there, enjoy quick connections to cities across Canada and to 
major cities in the U.S. 


On board, we're equipped with Hindi- and Punjabi-speaking crew, a choice of Indian or Western 
cuisine, and inflight Indian entertainment. And you always have the option of flying our award- 
_ winning Executive First® service, for the ultimate in creature comforts, 


AIR CANADA @ 


Call your travel agent 
or contact Air Canada at 91 (11) 5152 8181 
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four-region model clubs a market like Madhya Pradesh 
in the North, bringing down not just the average for 
the more prosperous Punjab, Haryana and the National 
Capital Region (NCR), but erroneously showing it in a 
more positive light even though its consumer param- 
eters such as low per capita income, small pack size, 
large family size, low urbanisation levels and preference 
for economy products place it on a level with states 
such as Uttar Pradesh and Rajasthan. “Marketers can 
now pick up new cues on products, pricing and retail, 
and more sharply identify saturated and underdevel- 
oped markets,” adds ACNielsen’s Chalil. Almost all 
FMCG marketers desperately need to do this to shore 
up their slipping sales, and of late, even profits. Will 
this new regionalisation help rescue them from the cur- 
rent growth guillotine? That'll be interesting to watch. 


Money For Time, 
Convenience 


IGHLY DEVELOPED INFRASTRUCTURE, HIGH PER 

capita income, high urbanisation levels and small 
average household size—all factors aiding FMCG con- 
sumption—make West the second biggest FMCG mar- 
ket after North Central in the country. So why has per 
capita non-food FMCG consumption fallen, from Rs 
318 іп 1999 to Rs 299 in 2003? Well, blame it on the 
influx of low-income migrants who have thronged the 
country’s commercial capital, Mumbai. 

And even though West mirrors North’s prefer- 
ence for big pack sizes, the basket here is for entirely dif- 
ferent product categories: think, for instance, scourers, 
fabric care and cooking medium. Processed items ac- 
count for almost 70 per cent of the consumer’s food 
purchases, with the convenience of packaging catching 
on even in basic provisions like cooking mediums 
and rice. And even though the grocer remains strong, 
chemists and non-traditional outlets are fast gaining cur- 
rency for buying a soap bar or a tube of toothpaste. 


Ready-to-eat: Convenience and high urbanisation make West 
an ideal market for processed foods and non-grocery retailers 





Guide to Priority Markets (Population vs Value Contribution) 
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Figures are for 2003 
ш Shampoos 
Figures are contribution (in value terms and expressed as a proportion of total sales) of 


m Biscuits m Detergent Cakes/Bars ша Packaged Tea 
» Skin Creams ш Toilet Soaps Toothpastes 


each region Source: ACNielsen Retail Store Audit 
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NOT ALL 
CORPORATE 
SABOTEURS 

ARE HUMAN. 


Viruses. You don't see them. They can cripple businesses, big or small. 

Through desktops, laptops and your own network. Result? Business downtime 
and financial setback. So, how can you tackle threats internal or external? 
PRESENTING SELF-DEFENDING NETWORKS FROM CISCO. 

An innovative strategy for threat defence. From the worldwide leader 

in network security. You'll be amazed at its unique ability to spot and control 
viruses before you even wake up to the threat. Save precious man-hours; 
protect your business. VISIT CISCO.COM/GO/IN/SECURITY OR CALL 1600-22-1777 


OgilvyOne Worldwide 
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New growth engine: South's appetite for expensive lifestyle 
FMCGs remains strong despite its preference for small packs 





We THE SECOND HIGHEST PER CAPITA FMCG 
consumption (after North), at Rs 651 per 
annum, and a high per capita income, the South 
is turning out to be a lucrative market for wash- 
ing powders, skin creams, anti-septic creams, 
butter, ketchup and sauces. Growth in services 
coupled with non-resident remittances and 
a very high literacy rate is propelling this re- 
gion as ЕМСС$” growth engine for the future, 
with growth rates hovering above 6 per cent 
during 1999 to 2003. 

Growth in expensive lifestyle products such as 
hair dyes, sanitary napkins and acne prepara- 
tions have skyrocketed in the South, at 12.9 per 
cent, substantially higher than the mass FMCG 
products (soap, toothpastes), which grew at 
5.3 per cent between 1999 and 2003. With a 
small family size, South remains typically a small- 
pack market and perhaps the only region 
where a fifth of all FMCGs get dispensed through 
chemist shops. 


Consumption is not secular...neither is growth 
Comparison of FMCG PCC and growths across regions 


за 94 23 25 45 05 76 62 
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Marketer’s Delight 


TA POLITICALLY, THE JURY IS STILL OUT ON 
whether economic reforms implemented by 
| the ousted Telugu Desam in Andhra Pradesh and the 
| Congress in Karnataka had any significant trickle- 
down effect or not, South Central has remained a deli- 
| ght for FMCG marketers, logging the highest growth 
rate at 7.6 per cent between 1999 and 2003. 
Spends on food FMCGs grew 9.1 per cent, and 
this when seen in the context of a high 75 per cent 
share of processed foods in the consumer's food 
| — basket, makes South Central a growth market for 
all kinds of packaged foods, ranging from cheese to 
ketchup to sauces. And unlike the South, grocers 
still remain a very dominant retail medium for 
FMCGs in South Central, accounting for nearly 64 
| per cent of all sales. Skin creams and mosquito re- 
| pellents are the two categories where consumers 
| tend to spend the most, one reflecting the region's 
high per capita income and aspirations build-up by 
the tech boom, and the other, well, what else, 
| but the failure of governance. 


A perfect mix: Traditional grocers gel perfectly with South 
Central's tech boom-led growth in lifestyle and food FMCGs 
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Lifestyle and mass non-food products across regions 


PCC 1999 PCC 2003 PCC CAGR % 
Lifestyle Mass Lifestyle Mass Lifestyle Mass 








wma 48708500 бв 1) 
_____Мотћ 108 _ 38: 116 0 18 -28 
North Central 31 172 44 168 91 -06 
East 58 ШІ 68 _ 15 41 04 
East Central 31 124 40 137 66 235 
West 46 2n 45 25 -05 AI 
South Central 43 948 58 301 18. 174890 
South 48 — 2M 78 298 129 5:53 


Figures are in Rs; PCC: Per capita consumption; Mass products are used by majority of population 
such as soap, toothpaste; Lifestyle products are convenience & quality enhancement products 





Source: ACNielsen Retail Store Audit 
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Affordability and od dictate pack sizes 





All India | 22 
Noth) 17! 32 

North Central 22 
East | 18 

East Central 15 
West | 27 

South Central | | 18 
South | 17 

Figures аге in per cent for 2003 and represent proportion of households buying packs of a 


particular size 
Large т. Medium т Small 


Attitude, not just income, dictates premium buys 


1999 2003 


Economy Popular Premium Economy Popular Premium 
All India 36 31 32 34 33 33 


North 35 30 35 30 33 37 

North Central 42 33 25 39 33 28 
tat 34 36 30 30 37 34 _ 

East Central 43 3 24 39 35 26 

West 36 30 34 35 32 33 

South Central 34 29 37 34 29 37 

South 28 30 42 27 33 41 


Figures are in per cent and represent proportion of households 








Grocers reign; chemists are gaining in South 


67 | 
| 55 
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orth North East East West South South 
India Central Central Central 
Figures are in per cent 1 Grocers % Gen Stores Chemists іш Other 





Promotions mirror economic/social status 


nh. ү 
МИ ___ 7 
East 13 
7 
8 
South 9 
South Central б 44 


Figures are in percent ІШ Kind (free product) Kind-Rider (free product) 
8 Value (few Rs off) т Volume (extra quantity at same price) 
Source: ACNielsen Retail Store Audit 
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Betting on brands: Despite East's low per capita income and 
poor infrastructure, the consumption attitude is already there 


Proof Of The Pudding 


AST IS A REGION WITH LOW URBANISATION (24 PER 

cent), medium-to-low per capita income and a 
far-from-optimal infrastructure. With only high 
literacy as a positive beacon, the region surprisingly 
mirrors the more prosperous South and South 
Central in its consumption behaviour. 

There has been a shift from economy to pre- 
mium-priced products in the East, though afford- 
ability dictates choice of low-priced packs. And in- 
creasingly, consumers here are getting brand con- 
scious, preferring MNC brands to Indian ones, much 
like their counterparts in South and South Central. 
With 12 per cent of the country’s population, and 
FMCG contribution lagging at 11 per cent, the region 
holds huge promise for liquid toilet soaps, shampoos, 
sanitary napkins, biscuits, even chocolates. 








Half-empty or нашо. 





Promised land?: If UPA's much touted agricultural investments 
and guaranteed employment kicks in, East Central will rev up 


а Xe: MOST IMPOVERISHED REGION IN THE COUNTRY, 
with low per capita income, low literacy and 
very poor infrastructure, consumers here barely spend 
Rs 293 per annum per head on FMCGs. And small. 
packs rule the market (52 per cent of all FMCG sales), 
with affordability being a major dece criteria. 


portant is that this cuts across both food Eu dert 
FMCGs. So even though it trails national FMCG con- 
sumption (9 per cent to its 14 per cent population), cat- 
egories like baby massage oils, weaning foods, acne 
creams, hair dyes and phenyl hold promise. 
ADDITIONAL REPORTING BY ARNAB MITRA, 
NITYA VARADARAJAN AND PRIYANKA SANGANI 
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E RAJAGOPALAN ‘BALKI’ 
BALAKRISHNAN/ 
4O/EXECUTIVE CREATIVE DIRECTOR, LOWE 


Movies Make - 
The World Go. 


pts (PREVIOUSLY LINTAS) INDIA WAS SUPPOSED TO BE THE 
advertising agency that attracted the best suits and the best 
strategy-minds, not the finest creative pros. Until, a bearded 
bear of a man who was expelled from Chennai’s Guindy Engine- 
ering College for playing cricket (an obsession with the gent) when 
he should have been attending classes for the Master of Computer 
Applications course in which he was enrolled. Soon, R. Bala- 
krishnan was in Ahmedabad, watching some 180 motion pics (ano- 
ther obsession) and participating in some mind-exercises, all part 
of a six-month training programme at Mudra Communications. 
Then came a seven-year stint at Mudra, Bangalore, followed by a 
short stint at Lintas’ Bangalore office. Soon, he was asked to 
shift to a city he didn’t really fancy, Mumbai, and take over as Exe- 
cutive Creative Director. Ideas, not awards, are all that matter for 
this son of a teacher and an insurance exec. “Nothing can match 
the feeling (you get) when you know you have got it right,” he 
says. “You must be able to tell in an instant what will work and 
what’s junk.” A creative animal himself, Balki is focusing his 
energies at Lowe at (apart from writing great copy), creating an 
environment that helps other creative pros deliver their best. 
Leadership suits the man who loves spicy vegetarian food. In the 
four-plus years he has headed creative at Lowe, he claims, he has | 
done some of his best work ever. And work is where you are likely 
to find him. Unless a game of cricket is on. 
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E MUKESH BUTANI/37/NATIONAL DIRECTOR, GLOBAL TAX PRACTICE, ERNST & YOUNG 
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Тһе Taxman™ 
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НЕ MAN WHO WAS PICKED BY INTERNATIONAL TAX before coming in 24th in the national CA exams. By 31, 
Review as India’s leading tax adviser (in September һе was a partner at Andersen. The desire to become a 
2003, and it is a Euromoney publication) could have so ах expert was logical the way Butani sees it. “There are 
easily ended up a cricketer. A smashed knee-cap cost two vital things in the world: life for which you need a 
Mukesh Butani a chance to play competitive cricket, doctor, and money for which you need a taxman.” And 
much to the relief of his parents—dad wanted him to о what if he couldn't play competitive cricket: the sport 
join the 145 and mom wanted him to be a lawyer. And _ is part of the very fabric of Butani’s life. “I am biased D 


so, the man who once trained under the legendary 
Ramakant Achrekar (Sachin Tendulkar’s coach), and 
who, by his own admission “was never good in aca- 
demics in school” ended up with a commerce degree 


towards people who have played competitive sport,” he 
says, referring to his approach to hiring. “They are resilient, 
can work in teams, and accept defeat.” 

AMANPREET SINGH 
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Mobile Phone, circa 1979 
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PERT IES Mumbai on the move. 
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VANDANA KANDPAL 


Seven іп Sev 


V EVEN KEY ASSIGNMENTS IN SEVEN YEARS: THATS MADHABL | 

 Puri-Buch’s track record at ICICI Bank. And itallbe- | 
gan innocuously enough in 1997 when, as the head of re- | 
search firm ORG МАКС” financial research division, she | 
called on ICICI's Nachiket Mor (now Executive Director) _ 
with a presentation on financial intermediaries. Mor | 
was impressed enough to call her the next day with a job- | 


— boy is still zooming in, zooming out. 3 
|. ROSHNI JAYAKAR 


a МАРНАВ! PURI-BUCH/38/COUNTRY 






OPERATIONS & BERNICE DELIVERY, TI BAN 





offer. Since then, the gold medalist from Delhi’s hoary St. 


Stephen’s college and Indian Institute of Management 5 


Ahmedabad alum has done it all: head of corporate 


brand management, CEO of ICICI Capital Services (un- | 
der her, it became the largest distributor of mutual _ 
funds, sold a record Rs 4,000-crore worth of ICICI | 
bonds), сео of ICICI Web Trade (again, it became the | 


leader with a 65 per cent share of the market), and 


CEO of ICICI Home Finance (she grew the home loan- | 


business seven times in a year). Most of these achieve- 
ments owe something to Puri-Buch’s mantra of * "zoom- 
ing in" to understand the business and “zooming out” 


to get the big picture. When ICICI and ICICI Bank | 
merged in 2002, the lady realised she knew little about — 
banking; so, in keeping with her “zooming in” phi- | 
losophy she decided to learn all about it by getting her | 


hands dirty with operations. Another mantr 


lowed—this one says that people multiplied by processes E 


raised to the power technology equals customer value 


Today, apart from operations and service delivery, ; 
Puri-Buch heads transaction banking and technology | 
_ (corporate banking) and the brand managemen 54 


That’s a bit, and the high-flying mother of a 13- 


DEEPAK С. PAWAR 


B MEENA GANESH/40/cEO, TESCO'S 
HINDUSTAN SERVICE CENTRE 


The Same и 


All Over 


OUR TIMES LUCKY. THAT IS HOW MEENA GANESH 

describes her work life. Then, the lady has 
always been different (and not just in terms of 
appearance; she is 5’8” tall, a few inches above 
the average for men of her generation). A peri- 
patetic entrepreneur—within organisations or 
while running her own start-up, Customer Asset— 
Ganesh has played multiple roles that range from 
coding to marketing to consulting to grooming a 
team. And she has helped three companies, NIIT, 
Microsoft and Tesco, find their feet in the Indian 
market and successfully started-up and sold a 
company of her own apart from picking up some 
helpful consulting experience during a three-year 
stint at PricewaterhouseCoopers. “Start-up DNA 
seems to be in my genes. I like the freedom and the 
challenges," says Ganesh. Not surprisingly then, the 
им Calcutta alum—she is married to К. Ganesh, a 
batchmate and an entrepreneur in his own right; he 
started up and sold one of India's first third party 
IT maintenance and networking services firm, 
IT&T—has always been open to challenges, 
whether it be new jobs, or small things that have lit- 
tle to do with her work life. *I once challenged my- 
self to learn to play the keyboard,” laughs Ganesh, 
who actually did so in four months. “Right now, 
my challenge is to learn Kannada.” 


VENKATESHA BABU 
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THE BEST-RUN BUSINESSES RUN Sap SAP 


® 





Time is money. So it’s important to get new business software up and running quickly. Which is why SAP" solutions built on the 





open SAP NetWeaver" platform make so much sense. Because they're designed with fast implementation in mind, you can see 
У business results quickly. Visit sap.com/speed to see how fast SAP can make things happen for your company. 
. Yo know more how companies across the world and India have benefited from SAP implementation and to get free 


copies of in-depth case studies, customer interviews & ROI studies of leading companies across the Indian Industry, 
e-mail info.india@sap.com or call toll-free at 1600 445959. 


қ р ИНА PNS 


MANISHA GIROTRA/34/MANAGING DIRECTOR, 
UBS SECURITIES INDIA 


The Joy Of 


OMPETITION BEGINS AT HOME FOR MANISHA GIROTRA. THE DELHI 
School of Economics topper is a rainmaker for her investment 
bank, just as husband Sanjay Agarwal is for his, Deutsche Bank. 
These days, the self-confessed deal junkie who says she is happiest 
“when winning deals” and her team of 50 are busy with armloads 
of cross-border deals of the type that has become UBS’ speciality. 
Before she signed on with UBS, Girotra worked at ANZ Grindlays 
and BZW Investment Banking (she led the team that won the 
GAIL privatisation deal and spent 11 months at BZW, London), 
but it is at UBS that the lady has come into her own. That 
leaves the avid golfer—five years ago, she won a prize for the 
longest drive at a Pro Am golf tournament organised by this mag- 
azine—little time to indulge her pastime. Result? Her handicap 
has slipped to 16; still, Girotra finds the time on Saturdays to don 
an apron and atténd RapidX cooking classes so that she can bake 
a signature dish for her year-old daughter. That's not the only 
thing cooking. Several deals are, and two ADR (American 

Depository Receipts) issues are already on the stove. 
ROSHNI JAYAKAR 
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= NARESH GUPTA/37 /MANAGING DIRECTOR, ADOBE INDIA 


Thriving On Discontinuity 


пива" ае, 


NYONE WHO BELIEVES THE TRULY-NERDY CANNOT LEAD COMPANIES NEED ONLY L 
Let’s prove the nerdy bit first: Gupta, who routinely turns up for work in jea snea 
times, a blazer), is a gold medallist from Indian Institute of Technology, Кап | Ph D from 
the University of Maryland. His paper-on Process Planning address blen had been 
grappling with for years and received a honourable mentíon at the Ameri issociatio ial Intelligence 
Conference and his doctoral dissertation оп Motion Vision was nominated for ion of Computing 
Machinery Distinguished Dissertation Award. “I worked on the foundation and then disappeared instead of reach- 
ing for the obvious low-hanging fruit, so people must be wondering who this obscure writer is," laughs Gupta. Adobe 
India was born over a few days in 1998 when Gupta quit Adobe to return to India (He was asked what it would take 
for him to continue working for Adobe and famously answered “Adobe India"). In six years, the organisation has grown 
to a 300-person operation, and Adobe PageMaker 7.0 was developed almost exclusively in India. That's something. 


AMANPREET SINGH 
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E SAUGATA GUPTA/35/HEAD, 
MARKETING, MARICO INDUSTRIES 


Pushing The 
Right Lever(s) 


теша IS A GREAT MOTIVATOR, SAUGATA GUPTA HAD 
everything going for him: a chemical engineering degree 
from Indian Institute of Technology, Kharagpur, and a post- 
graduate diploma from Indian Institute of Management, 
Bangalore. Yet, Gupta failed to land a job with a company 
that is still hot on B-school campuses, Hindustan Lever 
Limited. That hurt. “I think that spurred in me a desire to 
prove myself, a feeling that lasted for five, six years,” says 
Gupta. Hindustan Lever’s loss was Cadbury’s gain. In the 
nine years he spent with the chocolate maker, including a 
one-year stint at its famed Bourneville plant , Gupta proved 
his mettle over and over again. The launch of Perk wafer 
chocolates in 1995 is something he still remembers with 
great pride. “I not only got my hands dirty, but learnt 
how to effectively galvanise all the corporate resources." 
Soon "category fatigue" set in and when he got a chance to 
head marketing at ICICI Prudential in 2000, Gupta grabbed 
it. “Insurance was just opening up; it was a chance to do 
something different." At first the going was tough; finan- 
cial services was a completely different ball game . But over 
the three years Gupta spent at ICICI Prudential, he did the 
rounds working in functions as varied as marketing, prod- 
uct development, customer service and business intelli- 
gence. The big chance came when Marico approached 
him late last year. Now, four months into his new job, 
Gupta's brief is to create a buzz around the company's prod- 
ucts and take them to the "next level". *Despite being a fam- 
ily-owned concern the degree professionalism is amaz- 
ing," says Gupta. And for the record, fulfilling his brief may 
just help this avowed fan of India's cricket captain Sourav 
Ganguly a chance to put one past Lever. 


ABIR PAL 
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т ZUBIN KARKARIA/36/DEPUTY CEO & HEAD, 
BUSINESS DEVELOPMENT, KUONI TRAVEL GROUP 
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VANDANA KANDPAL 
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The Traveller’s Religion 


Wis HE WAS 12, ZUBIN KARKARIA SPENT 45 DAYS ІМ А PARSI FIRE 
temple training to be a priest. Even today the Bombay boy 
makes it a point to visit the temple everyday on the way to work. Given 
the way his career is progressing, the Gods are definitely smiling on 
Karkaria. Growing up іп Dadar's Parsi colony, Karkaria's first brush 
with what would become his future profession came when in college. 
“My friend had a travel agency, Orbit Travels, and before and after col- 
lege | used to hang around there.” After joining SOTC, he was sent 
by the company for an executive management programme, conducted 
by the National University of Singapore in association with Stanford 
University, and cut his teeth in the Trade Fairs unit taking delega- 
tions across Europe. This was followed by stints in the then fledg- 
ling Incentives & Conferences division, which organised large cor- 
porate- and dealer- trips, and in the cash-cow packaged tours 
business. Along the way SOTC was acquired by global travel ma- 
jor Kuoni. It was in the packaged tours business that Karkaria re- 
ally came into his own. He came up with a buy-now-pay-later con- 
cept for holidays. “A detailed survey of the market told us that while 
many people were eager to travel abroad, the upfront cash required 
put them off,” elaborates Karkaria. Today a tenth of Kuoni’s 
30,000 package tour customers opt for this scheme. Once upon a 
time, Karkaria used to polish vintage motorbikes to unwind; these 
days he prefers to unearth un-spoilt wildlife reserves. We can 
spot a logical extension of his business there. 

ABIR PAL 
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B RAVI KRISHNAN/36/ 
MANAGING DIRECTOR, IMG TWI 
INDIA & SOUTH ASIA AND SENIOR 
INTERNATIONAL VICE PRESIDENT, IMG 


Tennis, 
Anyone 


E'S PLAYED CRICKET WITH SHANE 

Warne and competed in the 
Australian Open. It seems only apt 
that Ravi Krishnan, a Tamil from 
Australia heads the world's best- 
known sports marketing agency, IMG, 
in India. In 1995, Krishnan was the 
youngest of a four-man team sent by 
IMG to set up its Indian operations. 
Starting off selling hospitality ( think 
boxes) for cricket series, Krishnan 
quickly rose up the ranks, his eye for 
opportunity helping IMG create several 
firsts. “In our business, timing is crit- 
ical," he says. Over the past nine years 
IMG has organised some high-profile 
sporting (the Tata Open tennis tour- 
nament) and fashion (Lakmé India 
Fashion Week) events, and facilitated 
some of the biggest deals in Indian 
sporting history (like Samsung's over 
Rs 20-crore bid to 
be the title spon- 
sor of the re- 
cently concluded 
India-Pakistan 
cricket series). No 
other agency 
comes close. 
ROSHNI JAYAKAR 










UMESH GOSWAMI 





ДА 


ўй: 


| special 


E 


E SHUBHA KULKARNI/37 /DIRECTOR, HUMAN 
RESOURCES, HP, INDIA SOFTWARE OPERATION (ISO) 


.. Bring On The 
. Next Crisis ; 
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E 1989, WHEN SHUBHA KULKARNI, A TRAINED CARNATIC 
@ musician and a masters in social work from Delhi’s 
у Jamia Millia Islamia signed on with HCL-HP (the two 
companies had a hardware manufacturing joint venture 
in those days), she wasn’t prepared for what she 
would face: appearances on behalf of the company in 
labour courts, managing unionised workers, and sur- 
viving the HCL culture that, as the lady recollects 
“expects everyone to hit the ground running”. Kulkarni 
enjoyed every bit of it. In 1992, she moved to IBM as 
its fifth employee in India. Her brief was to grow 
the company’s (it then had a joint venture with the Tata 
Group) software operations. “IBM had terrific brand 
equity, but aligning compensation structures (to India), 
and evolving best practices in HR for a multinational 
was a real upside.” In 1995, when IBM was a 1,000- 
person organisation, Shubha left and signed on with HP. 
However, her life continued to be as filled with key- 
events and challenges, including the HP-Compaq 
merger and the synergisation of Digital Globalsoft 
with HP. Today, HP's software operations is reported 
to be a 7,000-strong operation and Kulkarni is look- 
ing to hire laterally (read: people with work experi- 
ence). And to keep an eye out for the next crisis. 
VENKATESHA BABU 
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Е PRATIK KUMAR/39/CORPORATE VICE PRESIDENT, HR, WIPRO 


Strength In Numbers 


$ UNFLATTERING AS THIS MAY BE TO THE SUBJECT OF THIS PIECE, IT WAS ONLY WHEN WIPRO BECAME 

the first company in the world to be assessed at Level 5 of the People Capability Maturity 
Model (it is a model developed by Carnegie Mellon University’s Software Engineering 
Institute and it really is a big deal, a very big deal) that people sat up and noticed Wipro's HR, 
and the man behind it, Pratik Kumar. If things had worked out differently, Kumar, who hails 
from a family of doctors and engineers, would have been just another successful example of 
the great Bihari dream, making it to the Indian Administrative Service. While majoring in eco- 
nomics from Delhi University he saw "people mindlessly cramming to become another name- 
less, faceless bureaucrat”. He hated it. Gradually, he drifted to HR and ended up at XLRI, 
Jamshedpur for a two-year diploma. When he graduated, he had the option of choosing bet- 
ween working for a multinational he doesn't wish to name and нмт. He chose the latter. He spent 
a year there and insists he learnt all about managing scale (нмт then employed around 
40,000). He spent the next two years at TVS Electronics. The job was great, but it was based 
in Tumkur, a three-hour commute from Bangalore. So, in 1992, when Wipro approached him, 
commuting-weary Kumar had no hesitation in signing on. From 200 employees (Wipro 
Systems) then, Kumar now oversees a workforce of 35,000 spanning 22 nationalities. 
“Cross-cultural issues are something we work on continuously,” says Kumar. "Excellence is a 
moving target and we want to be the best." The man considers it “a honour" a run the HR func- 
tion in an organisation that employs 35,000, but wants to find out whether he has it in him to 
do other things as well. "| would love to have cross-functional expertise,” he says. 
VENKATESHA BABU 
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ET A JOB YOU LOVE AND YOU WILL NEVER 

have to work a day. Thus spake Confucius. 
Rohit Kumar has clearly taken that to heart. ^ 
The man's zest is writ large on his face and, 
fortunately for Wipro, it has translated into suc- 
cess of the greenback variety: in two years, 
Kumar has more than doubled the size of the 
company's Energy & Utilities practice to $120 
million from $50 million. Like most young pro- 
fessionals, Kumar is quick to attribute the success 
to the entire team (which again, has doubled in 
size to 1600 in the same period). Still, it is a well- 
known fact in tech circles that it was Kumar 
who identified the global energy management 
practice of American Management Systems as an 
ideal acquisition target for Wipro, sold the story 
within the organisation, and steered the inte- 
gration process. Today IT research firm Gartner 2 
reckons Wipro is among the top 10 global rr serv- 
ice providers in the energy and utilities domain. 
Well, Wipro’s gain is Infosys’ loss in this case. In 
early 2002, when Kumar, a University of Roorkee 
(now ПТ Roorkee and Kumar hates the place) and 
Wharton School alumnus wished to leave the 
Valley—he set up the internet products group for 
Oracle; earlier, he worked with Andersen 
Consulting (now Accenture) and Boston 
Consulting Group—he was juggling offers from 
Bangalore’s glimmer twins. “I was attracted to 
Wipro’s vision of an Indian company becoming I 
a global heavyweight," says Kumar. The avid 
squash player is sure helping that cause. 

VENKATESHA BABU 
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m SANJIV LAMBA/39/ 
MANAGING DIRECTOR/BOC INDIA 


The Four-Year lich 


Сут DAY IN 1989, ЅАМЈГУ LAMBA, A YOUNG SOCIALLY 
aware—he founded Motivation, an anti-drug move- 
ment while still at college—chartered accountant and a 
commercial assistant at Lipton India interviewed with two 
companies ITC, and Indian Oxygen (BOC’s precursor). The 
first promised to get back to him; the second offered him a 
job on the spot. And so it was that Lamba found himself do- 
ing “all the things no one wanted to do, including photo- 
copying documents and fetching coffee for the bosses.” Still, 
the company’s work-group orientation meant the young ac- 
countant got to work with senior managers. 

Over the next three-and-a-half years Lamba impressed the 
senior management enough to earn a two-year stint at the UK ning look 
parent of the company, and off to London he went, wife (col- the p ап! | $i 
lege-sweetheart Usha) and one-month-old son in tow. He | = 
spent the first year in internal audit and the second in cor- 
porate finance, backpacked across Europe with his family, and 
filled up on theatre. “I learnt a lot about gases and developed 
a world view that went beyond the accounts department of 
the company,” says Lamba. BOC Plc was pleased enough 
with his efforts to extend his stint by two years, When he re- 
turned to BOC India as General Manager, Finance in 1997, 
the company’s finances were in a mess. He was named 
Director, Finance, in January 2000. “In March that year, we 
announced an annual loss of Rs 40 crore and wrote off Rs 79 
crore... hardly a good omen,” he grins. He worked on 
overhauling the systems and “embedding new control mech- | 
anisms іп processes”. BOC India clawed its way back into the 
black. Late in 2001 came an offer from BOC Plc to shift to 
Japan as Director, Finance; then, BOC India decided to ap- 
point him Mp. Lamba was the 36-year old CEO of a company 
where the average age of the employees was 43. He went out 
and bought a book, How To Act Like A CEO, but realised that 
it made no sense. And so he decided to follow his instinct, cre- 
ating “an organisational vision, establishing goals, and meas- 
uring performance” at the macro level and “drilling the im- 
portance of cash” at the micro. Today, the company is again 
regarded as a blue chip. So where does he go from here? 
There’s a buzz about a bigger role for Lamba in BOC’s 
global operations. But the man himself is not saying any- 
thing. “If you look at my career, I’ve typically had four-year 
stints. ГЇЇ have spent four years on this job next year. 
Let’s see what happens then...” 

ARNAB MITRA 
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$ РАМКА] MITTAL 3» 
OU CES, ASIA-PACIFIC, DELPHI” 


| T" VERY FACT THAT РАМКА) MITTAL IS 
now trying to staff Delphi's China oper- 
ations with the right people is a measure of 
the man's success. So, the "strict vegetarian" 

travels 25 days a month all over Asia, works 
15 hour days and smiles—he should—about 
the fact that he has “an extremely under- 
standing family." Mittal believes in details, 
a trait he picked up at the Usha Shriram 
Group—he signed on as a trainee and 
worked with it for seven years on a hotel 
project, doing everything from buying the 
land to recruiting people—before he took a 
sabbatical for a degree in law, a certification 
in cost accounting, and a MBA (from Delhi's 
Faculty of Management Studies). True to 
form, he started as plant human resources 
manager at Delphi eight years ago and 
worked his way up. Today, 80 per cent of 
the firm's 1,300-strong workforce has been 
hired by him. Not too many HR managers 
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PANKAJ RAZDAN/35/MANAGING DIRECTOR, 


PRUDENTIAL ICICI AMC 


EN HE ISN'T DECIDING HOW Razdan is perhaps best placed to 

and where to deploy some Rs develop that insight, not because 

15,000 crore of investor wealth he’s a veteran of sorts in the fledg- 

Pankaj Razdan is either working ling MF sector but because of the 

out (45 minutes post 10 p.m.) or wealth of experience he's collected 

| learning Hindi classical music, or іп Indian markets. And how! In the 


м 


partying (on weekends) at Mumbai 
hotspots like Enigma and Rock 
Bottom. But as Managing Director 
of Prudential ICICI—Aan asset man- 
agement company that's a 55:45 Ју 
between Prudential Plc, a UK in- 
surance company, and ICICI Bank— 
Razdan is of course most busy lead- 
ing the charge of his mutual fund's 
17-odd schemes in a highly-com- 
petitive market that involves man- 
aging a total of some Rs 160,000 
crore (the total market size) of cash. 

If that appears an awfully-huge 
stash, Razdan for his part isn't ex- 
actly impressed. “That’s peanuts. 
Penetration of Mrs is still just 0.03 
per cent. We have barely scratched 
the surface." To appeal to more 
consumers, a better understanding 
of their needs is necessary, he adds. 


early nineties, he chucked up a cosy 
engineering job at Tata company 
Nelco, and plunged headlong into 
the stockmarkets. His timing wasn't 
the best. A certain Harshad Mehta 
was running riot, and by the time 
that artificial boom turned to bust, 
Razdan had *lost a lot, but learnt 
even more." 

If investors in Razdan's funds 
are getting a bit edgy by the first half 
of that statement, a quick run 
through what he's been up to since 
the Mehta-triggered bourses scandal 
should put them at ease: He set up 
the Mumbai, Ahmedabad, and 
Delhi offices of Kale consultants 
(today a major software products 
and services player), moved to Pru 
ICICI in 1998 at inception time, 
took charge of sales and distribution 


can make that kind of claim. 


AMANPREET SINGH 





for the western region, in a couple 
of years moved on to head that 
function nationally, took charge as 
deputy MD in 2003 and early this 
year assumed charge as MD. Barely 
months into the hot seat, and the 
fund was slammed for switching Pr 


funds into equity. Razdan ac- 
knowledges there was a fraud, but 
assures he's taken adequate steps 
to ensure it doesn't happen again. If 
investors aren't impressed by the 
action taken, they should for sure be 
by Razdan's transparency: It’s not 
often you find CEOs admitting frauds 
do happen at their companies. 
BRIAN CARVALHO 





SERVICES & SOLUTIONS/APOLLO HEALTH STREET LTD 


Sang froid In 
Sp “i 


р MUST BE SOMETHING DIFFERENT ABOUT A YOUNG 
man who walks away from McKinsey & Company 
after an all-too-brief stint to be an entrepreneur. There is 
and there isn't. The career of Arnab Sen, a “poet at 
heart" and a “high risk taker”, both by his own admission, 
is typical up to a point: a degree’ in electrical engineering 
from ит, Delhi, followed by a diploma in business man- 
. agement from Indian Institute of Management, Calcutta, 
and a campus placement with McKinsey & Company 
(Sen came in second in a batch of 200). The atypical part 
comes from his role models, people who have made their 
mark in the world starting virtually from scratch and 
preferably against all odds. That could explain why the 
consultant left the Firm in early 2000 when he spotted 
an opportunity in the technology side of the hospital serv- 
2 ices business. The result was Emedlife Health Services, 
- а company he co-founded with two colleagues and 
-with the Burman family that runs Dabur. 
In 2001, Apollo Hospitals acquired Emedlife and Sen be- 
— . came the company's point man for initiatives in telemed- 
icine, web solutions, and other such technology services. 
_ “He inspires an element of trust, faith and fairness,” says 
Namit Agarwal, Vice President and Head, Operations 
(вро), Apollo Health Street. Agarwal 
should know: he was Sen’s batch- 
| mate at IIM-C and left a fast-track 
career at Citibank to sign on with 
 Emedlife. “He is cool at work, yet 
has the ability to transform even a 
normal team into an aggres- 
sive one.” Sen, the son of a 
psychology-professor cou- 
ple has already worked on 
key healthcare informatics 
assignments for the 
Ministry of IT, World 
Health Organisation, the 
Government of Kerala. 
And he lists engineer-MBA 
wife Swati Karkun Sen— 
“she probably believes more in 
me than I myself do”—as a big 
help. Significant other, signifi- 
cant support system. 
E. KUMAR SHARMA 


Ш ARNAB 5ЕМ/31 /МСЕ PRESIDENT & BUSINESS HEAD, 











































E SUDIPTA SEN GUPTA/ 32/ 
HEAD, MARKETING, CAFÉ COFFEE DAY 


A Passion For Java 


ROWING UP IN KOLKATA, ALL SUDIPTA SEN 
Gupta wanted to be was an astrophysicist. 
She nearly became one: after completing her 
bachelors degree in physics at the city’s Presidency 
College, she enrolled for the masters. Then came 
a year of what she calls “soul-searching”. She 
learnt German, dabbled in theatre, and read any- 
thing she could lay her hands on. It did not take 
long for Sen Gupta to realise that-she wasn’t cut 
out for a career in research. So, she packed her 
bags and fled to distant Delhi for a management 
degree from the Faculty of Management Studies. 
Two years later, she was working for Coca-Cola 
India. “I wanted to work for the biggest possible 
brand and it didn’t get any better than Coke,” she 
recalls. For four years she cut her teeth selling sug- 
ared water; then, in 2001, she quit to sign on with 
Café Coffee Day, a retail chain promoted by a 
then-unknown Bangalore firm, Amalgamated 
Bean Coffee Trading Company. “I knew retail had 
great potential,” says Sen Gupta simply, ex- 
plaining the rationale behind her move. Then, the 
company had 14 outlets in five cities; today, it 
boasts 153 across 37. Much of the growth has 
come from innovations introduced by Sen Gupta 
and her nine-member team: merchandising, loy- 
alty programmes, an in-café magazine, and spe- 
cialised formats such as book- and music-cafes. “A 
lot can happen over coffee,” say the business 
cards of all Café Coffee Day employees. Sen 
Gupta, who likes to travel or whip up Bengali del- 
icacies for her husband, Marut, the Head of 
Confederation of Indian Industry’s Western India 
Operations, believes it can. 
ABIR PAL 
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i COUR PRODUCT RANGE : Worm Gear Boxes : Range 1.125” to 17" Centre Distance Ratios 5 : 1 to 4900 :1 Types : 
‘Adaptable, Underdriven, Overdriven, Lift Duty, Vertical, Hollow Shaft and Double Reduction models. Helical Gear Boxes 
with Hardened & Profile Ground Gears : Range - 80 mm to 1760 mm Centre Distance Ratios : 1.125 : 1 to 630: 1 Types : 

_ Single, Double, Triple & Quadruple stages. Bevel Helical Gear Boxes : With ratios 5: 1 to 630 : 1 and transmitting capacity 
upto 2500 kw. Geared Motors : Range upto 25 HP standard and custom made. Spur / Helical Gears : Upto 3200 mm Dia, 
30 Module in soft condition. High Precision Hardened and Ground Gears : Upto 1500 mm Dia, 30 Module. Straight Bevel 
Gears : Range - 1650 mm Dia, 32 Module. Spiral Bevel Gears : Range - 600 mm Dia, 10 Module. Herring Bone Gears : 
1600 mm Dia, 16 Module. Pinions (Hobbed) : 30 Module, 2250 mm length. Internal Gears : 1800 mm Dia, 10 Module. 


SHANTHI GEARS LIMITED 


304-A, Shanthi Gears Road, Singanallur, Coimbatore - 641 005. Tamilnadu. India. 
Phone : 91 - 422 - 2273722 to 34 Telefax : 91 - 422 - 2273884 / 85 
E-mail : info@shanthigears. com internet : www. shanthigears. com 


GEARS, GEAR BOXES, GEARED MOTORS AND GEAR ASSEMBLIES - : STANDARD & CUSTOM BUILT - FOR ANY INDUSTRY 
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E PRANEET SINGH/37 /DIRECTOR, 
SALES & MARKETING, NICHOLAS PIRAMAL 


Far From Mechanical 


I THERE WAS MORE HAPPENING IN THE AUTO 
sector when I graduated, I wouldn't have ever 
left my core area of mechanical engineering," 
laughs Praneet Singh, a graduate from Indian 
Institute of Technology, Delhi, and an auto- and 
aeroplane-enthusiast. Well, he did, and the re- 
sults have been nothing short of the spectacular: A 
post-graduate diploma from IM С, stints at Godrej 
Soaps and P&G, and seven years at McKinsey & 
Company (where, among other things, he gained 
insights into the US, Latin American and South 
African markets). In late 2003, Singh moved to 
Nicholas Piramal, and is likely to be there (or at least 
in the industry) for the next five years. “You need to 
last at least five years in an industry to have any kind 
of impact,” he says, interjecting that his choice of 
companies is driven by “the people there”. Well, the 
тап himself is said to have some 
skills іп the *people' domain. 
“(He is) an outstanding leader 
of people,” says Rajat Gupta, 
Principal, McKinsey & Co. 
He will have enough oppor- 
tunities to prove that at 
Nicholas Piramal. 
PRIYA SRINIVASAN 












E SANGITA SINGH/ 34/VICE PRESIDENT & CHIEF MARKETING 
OFFICER, WIPRO TECHNOLOGIES 


Sold On Selling 


Mae AT 22, SALESWOMAN FOR BORLAND, ADOBE, “AND MICROSOFT 
products, sales manager for Kerala and Karnataka, youngest vice | 
president at Wipro (and arguably, the first woman to hold down а senior po- | 
sition in the still-slightly-old-fashioned company), chief marketing officer, cus- 
todian of the global Wipro brand, mother.... phew! That's Sangita Singh for 
you: dimunitive, almost frail in person, fast in speech, and a bundle of energy 
in action. Not surprisingly, her stated goal is to position Wipro among the 
top 10 rr services brands in the world. “There is no magic bullet," she 
says. “It needs a series of small, incremental, yet very important things." Well, 
if Wipro's now-ubiquitous appearance in the global press is any measure the 
company is getting there, апа. Singh s hand is beginning to show. 


VENKATESHA BABU 


E SUMANT SINHA/37 /PRESIDENT 
(CORPORATE FINANCE), A.V. BIRLA GROUP 


In-house Bà 


OR SOMEONE ARMED 

with a masters in 
international banking 
and finance from 
Columbia University, 
and who's done stints 
with Citigroup and ING 
Barings in New York be- 
fore taking on the man- 
tle of Corporate Finance 
Head Honcho at the Rs 
27,000-crore A.V. Birla 
Group, it can’t be very 
flattering to be known. 
as son of a Finance 
Minister. Or rather, as 
things stand today, the 
son of a former FM. A 
big reason for that 
phenomenon could be that Sumant Sinha is still 
young (37, in fact) . “And that (the fact that he is un- 
der 40) may (also) be the biggest and only reason for 
me featuring in your list,” chuckles Sinha, who 
maintains that he doesn’t “carry it—that he is 
Yashwant Sinha’s lad—on my shoulders.” 

What he does carry with oodles of responsibility 
and élan is the corporate finance function at Kumar 
Mangalam Birla’s companies—which involves both ex- 
ternal-facing functions like M&A and investor relations 
as well as more inward-focused roles such as planning 
and budgeting. Typically, the November-March 
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SOME PLANNERS STILL 
THINK DAINIK JAGRAN KNOWS 
JACK ABOUT PUNJAB. 


In the state that sponsored the Green Revolution it should 
come as no surprise that Dainik Jagran is growing like the 
proverbial beanstalk, The IRS says that we have the fastest 
growing readership in Punjab 

Between 2002 and 2003 we went through a growth spurt, 
more than doubling our readership - leaping up from 3,49,000 
to a whopping 8,10,000. Amazingly, our competition /ast one 
lakh readers in the same twelve 
month period! 

How about becoming No. 1? 

Give us a while, even a magic 
beanstalk takes time to 
touch the sky! 








Newspaper | IRS 2002 IRS 2003 |Growth 9; | 


= (Round 2) (Round 1) | 
Dainik Jagran | 3,49,000 
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Punjab Kesari | 12,30,000 11,52,000 | -6% | 
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B MURALI SUBRAMANYAN/4 


40/ 
VICE PRESIDENT, E- BUSINESS DEVI LOPMENT, INDIA OPERATIONS, ORACLE 


Usual 


[Y JOB S NOT STRESSFUL” 2  0- | 
At steak an extended 40-minute luncheon break іп a workday that is justa tad — 
2 hours. Still, there's no denying the fact that the graying-at-the-fringes Тр 
ig siio holds masters degrees in statistics and computer science from 

| aes Christian College and the University of Texas, El Paso, is key to Oracle’s | 
Indian and Ce strategy. Subramanian, a table tennis enthusiast who loves a game 
e is ensuring that the company's new campus in Hyderabad, 
vill have plenty of table tennis tables" cricket nets, and a state- 

| ium— heads the Hyderabad centre that employs а sizeable por- 
tion of the total 5 ,000-plus staff of Oracle India and is completely responsible for | 

3 the company’s у» development group. He deserves that 40-minute break. 









period is when Sinha has his hands 
full with the internal-facing ori- 
ented tasks thanks to the fiscal year- 
end deadline. During the rest of 
the year, Sinha’s team pretty much 
functions as an in-house investment 
bank, sniffing for acquisition op- 
portunities, keeping in mind the 
mandates handed out by the vari- 
ous business heads. “We assist if 
there is inorganic growth to be 
done,” (under)states Sinha. 

Such “assistance” has been in 
ample display over the two years 
Sinha has spent with the A.V. Birla 
Group. For one, Hindalco has been 
transformed into a much larger 
company with a diversified metals 
portfolio. For another, the acqui- 
sition of Larsen & Toubro has pro- 
pelled group company Grasim to 
leadership position in the cement 
industry. Sinha clarifies he is al- 
ways a part of a larger team when 
working on such deals, which typ- 
ically also includes the head and 
the CFO of that particular business 
and the Chairman. 

Sinha acknowledges the dif- 
ference between working for an 
investment bank and a corpora- 
tion. “As a banker implementa- 
tion doesn’t matter. Today, I have 
to live with the consequences of 
what I dictate.” He’s doing that 
pretty well so far. 

BRIAN CARVALHO 


VIVAN MEHRA 
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E ARUN TADANKI/33/CEO, MONSTER INDIA 


A Circle 
Sealed Thus 


М, TOO LONG AGO, ARUN TADANKI WAS 
the head of sales and marketing at Jobs 
Ahead, a jobs portal (yup, it’s a dotcom), the ПТ 
Madras, им Ahmedabad alum’s second job 
after Nestle, where, among other things, the 
built the Polo brand (he still nurses a Nestle 
hangover and names former CEO Darius 
Ardeshir as a role model). He admits he took 
too long to “figure out the market”. He got a 
second chance when he signed on with 
Monster India as its head. There the movie- 
buff—he sometimes watches four movies back 
to back and insists that he has no “flashy hob- 
bies” like golf—learnt all about growing prof- 
itably and managing by instincts. “I am not in- 
terested in research; by the time it is done, the 





VIVAN MEHRA 


market has already moved on," he says. Now that Monster has acquired 
Jobs Ahead, the man who insists he has to learn to delegate more has an 
opportunity to set the record right. He probably will. 


AMANPREET SINGH 


THE PANEL THAT CHOSE THE HOTTEST 


(From left): 
StantonChase's 
Venkatesh Shastry, 
Shilputsi’s Purvi 
Sheth, Trans- 


Search’s Atul 
Vohra, Accord's 
Sonal Agrawal, 
and Ma Foi’s 

K. Pandia Rajan 





Yet another performance | 


that will win your vote 
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Total Deposits Rs. 50,559 crores 


Total Business Rs. 81,487 crores 
Gross Advances Rs. 30,928 crores 
Dividend : 35%* 


* Inclusive of 20% interim dividend declared earlier. Subject to approval. 


Rs..in crores 


151 Branches under Core Banking Solution 
Telebanking at all Core Banking Branches 
250 ATMs at various centres 

- Host of New Initiatives including Cash Management 
Services, Gold Trading, Corporate Agency for 
Life & Non-life policies & Distribution of Mutual 
Ропа products 

m 228 Offices / Branches at various locations across 

the country certified under ISO 9001-2000 norms 





1k of India's 
Performance (2003-04) 


Moodys Investors Service upgraded the banks 


www.unionbankofindia.com 





Net Profit Rs. 712 crores 
Net NPA : 2.87% 

Capital Adequacy Ratio: 12.32% 

Staff Productivity > Re. 2.86 crores 
Earning Per Share Rs. 15.48 


Rs. in crores 








Amongst the seven new entrants to the 
Forbes-2000 list of World's biggest and most 
powerful companies 

Bagged the award from the Gem and Jewellery 
Export Council for highest growth in total limits. 
sanctioned to the diamonds industry 


rating to D- from E+ 


Internet Banking Services to be launched soon. 











Union Bank of India 
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. fastest growing airlines worldwide and, 


Steven Fernandes 





‚ don't buy products, they buy brands. Successful 
anizations have the power of their brands as the cornerstone of 
ir success. When brands are treated as an asset, companies 


b gin to see the power of branding, including what it can do for 


them. This commitment can create a more effective and unified 
organization. More and more companies are aligning their 
corporate strategy and goals, internal and external 


communications and operations behind their brand to help drive’ 


revenue and incur! Ease customer loyalty. 

Branding goes beyond the execution of advertising and logos, 
touching practically every area of an organization-from internal 
employee communications and operational facilities (0 
dealerships, the Web, as well as the products and services that are 
being sold. Branding is about how your business motivates a 
consumer to make a purchase. 

When does a brand take on something special and become a 
super brand or a power brand? Power brands compete above the 
shifting sands of product comparison and function because they 


JET AIRWAYS 


Government of India of the Open Skies Policy in the 

domestic aviation sector in the early 1990s. Project studies 
on the launch of a domestic airline began in late 1991, and 
consequent to obtaining the requisite approvals the airline 
commenced domestic operations on May 5, 1993 with four New- 
Generation Boeing 737-300 aircraft. 

Eleven years later the airline has gone 
international by commencing daily flights to 
Colombo in Sri Lanka and Kathmandu in Nepal 
within two months of one another. 

Moreover, today it is in the front ranks of the 


Ts Jet Airways saga began with the enunciation by the 












with a 46 per cent share of the domestic = 
market has established itself as India’s 
preferred domestic airline. From May 1993 until end 
April 2004, over 43.5 million passengers were carried on 
airline's network that currently spans 43 destinations with over 
255 flights daily. 

Jet Airways has a fleet consisting of 33 Classic and Next- 
Generation Boeing 737-400/700/800/900 aircraft and eight Modern 
ATR 72-500 turbo-prop aircraft. In fact it is the only airline outside 
the United States of America to operate with all the major variants 
of the Next-Generation Boeing 737 series of aircraft. 

The airline employs approximately 7,000 personnel and its 
healthy employee-aircraft ratio of 168 employees per aircraft is a 
pointer to their high productivity and motivational levels. 

To Jet Airways goes the credit for pioneering several 
initiatives that have made flying a pleasant and rewarding 
experience for the Indian air traveller. Computerised reservations 
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POWER BRANDS : 





market in a way that not only helps consumers in their daily lives 
but also adds meaning to their lives. This position above the fray 
gives power brands a sustainable competitive advantage and 
makes them much more profitable. 

There are many instances where brand names become so 
recognized that they actually become a generic name for that type 
of product. For example, Cadbury for chocolate, Colgate for 
toothpaste, Ditto for an antiseptic or Xerox for photocopying- the 
list is endless. 

Power brands are successful because they create consumer 
enthusiasm, and then use it to drive ongoing purchase. The key to 
brand enthusiasm is to move beyond your product's function and 
build an emotional. connection with consumers. This happens 
when the brand plays a larger, more meaningful role in 
consumers’ lives by going beyond traditional marketing tactics to 
develop an empathetic, personal understanding. Brands need 
vivid insight into what consumers care about, beyond 
demographic facts and psycho graphic profiles — their concerns, 
values, and emotional rewards. 


were offered from day one. Concepts like City Check-in, Tele 
Check-in, Through Check-in, the unique frequent flyer 
programme Jet Privilege, co-branded credit card, automated 
ticketing at travel agency locations, automated flight alerts on 
GSM mobile phones and the three-tiered ‘Everyone Can Fly’ 
Apex fares were introduced progressively. 

Today passengers can also book tickets online at 
www.jetairways.com. Besides, Jet Airways is the only airline in 
India to offer an exclusive and user-friendly portal for travel 
agents, www.9wagents.com. 

Jet Airways is among the few airlines 
globally whose inflight 
service has been officially 
ISO 9001-2000 certified for 
meeting world-class standards. 
The benchmarks established by Jet 
Airways in the Indian skies have been acclaimed 
both nationally and internationally and include the *Superbrand' 
status by the world’s leading authority on branding the 
Superbrands Council in August 2003. 

But over the years the airline has not restricted its 
commitment to the skies alone. In a unique social initiative 
organised in association with the NGO Save the Children India 
(STCI) voluntary contributions are invited as part of the inflight 
collection charity the Magic Box. Between January 1997 and 
April 2004 the programme had collected over Rs.42.8 million in 
generous donations from Jet Airways passengers to be utilised in 
several relief and rehabilitation works. Other initiatives also mark 
the airline's conscious efforts and contribution to Corporate 
Social Responsibility. 
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Net Profit crosses Rs. 15000 crore landmark 


Capital Adequacy Ratio spurts to 13.0196 m Global business mix touches Rs. 1,18,500 сг. 


= 97 years of trusted service ш Over 2.3 crore satisfied customers = Over 700 branches in 
200 cities across the country interconnected, making banking from anywhere a reality 
и Customer convenience through Internet Banking, Multi Branch Banking, Multi-city Cheque facility, 
International Debit cum ATM Card and many more m Strong international presence with 


branch network across the globe ш 2567 branches in India and 22 branches/offices abroad 


SENIORE 1 ТӨР 
sm Sh steal Г « Bank of India 


ца Weare faa The Guiding Star 


H.0.: Star House, C-5, G Block, Bandra Kurla Complex, Bandra (East), Mumbai- 400 051. Please visit us at www.bankofindia.com 
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мЇГЇР/\С Treaure 
KODAK EASYSHARE LS743 





feature unique to EasyShare cameras. 

Тһе 1,5743 digital camera 
integrates Kodak’s new ‘camera 
favourites’ feature. With a touch of 
the red-jeweled Share button, people 
can put pictures into the camera’s 
digital photo album for later viewing 
or printing, which can then be shared 
any time on the camera’s large 1.8- 
inch (4.57cm) high-resolution 
indoor/outdoor LCD screen. The 
Share button also allows individuals to 
immediately select photos for printing 
and e-mailing, with up to 32 e-mail 
addresses stored in the camera's 
memory. 

Using the award-winning 
KODAK EASYSHARE printer dock 
6000 (MRP Rs 13,000), LS743 camera 
owners can also make real, waterproof 


odak India's Digital & 
К Applied Imaging division has 
launched its latest addition to 
the Kodak EasyShare system — the 
1,5743 (MRP Rs 20,900) Тһе 4- 
megapixel 1,5743, with 16MB of 
internal memory, has a sleek 
aluminum body the size of a small 
mobile phone, which will captivate 
users by the impeccable detail and 
sharpness for prints upto 20"x30" 
(50.8cm x 76.2cm), provided courtesy 
the LS743's professional quality 
SCHNEIDER-KREUZNACH lens 
and KODAK Color Science system. 
The LS743 is as versatile as it is 
stylish and sleek. Users can choose 
from  fifteen-programmed scene 
modes to keep it simple, or explore 
new possibilities with four different 
creative settings. From night scenes to KODAK  4x6-inch (10.16cm x 
close-ups, getting great looking 15.24cm) prints in as little as 90 
pictures is easy - all it requires is the selection of a scene mode seconds at home, or office — with or without a computer. The 
and the camera automatically adjusts its settings. The LS743 is — dock also quickly transfers pictures to a connected computer with 
always ready to snap a picture by simply depressing the shutter just one touch, and provides a full in-camera battery charge in less 
button, regardless of which capture mode or menu is active — a — than three hours. 








group of eminent businessmen from Mumbai. The Bank  nationalised banks to establish a fully computerised branch and 
was under private ownership and control till July 1969 АТМ facility at the Mahalaxmi Branch at Mumbai way back in 
when it was nationalized along with 13 other 1989. The Bank is also a Founder Member of 
banks. SWIFT in India. It pioneered the introduction 
Beginning with one office in Mumbai, of the Health Code System in 1982, for 
with a paid-up capital of Rs.50 lakh and 50 evaluating/ rating its credit portfolio. 
employees, the Bank has made a rapid growth Bank of India was the first Indian Bank to 
over the years and blossomed into a mighty open a branch outside the country, at London, 
institution with a strong national presence and in 1946, and also the first to open a branch in 
sizable international operations. In business Europe, Paris in 1974. The Bank has sizable 
volume, the Bank occupies a premier position presence abroad, with a network of 21 
among the nationalised banks. branches (including three representative 
The Bank has 2550 branches in India office ) at key banking and financial centres 
spread over all states/ union territories viz. London, Newyork,Paris, Tokyo, Hong- 
including 93 specialised branches. These Kong,and Singapore. The international 
branches are controlled through 48 Zonal business accounts for around 20.1096 of 
Offices . There are 21 branches/ offices Bank's total business. 
(including three representative offices) The Bank's corporate personality and 
abroad. philosophy are fully reflected in the emblem, 


B ank of India was founded on 7th September, 1906 by а modern infrastructure. The Bank has been the first among the 





While firmly adhering to a policy of _ Mr. M. Venugopalan which is a five-pronged Star -- a harmonious 
prudence and caution, the Bank has been in the Chairman & Managing Director ^ blend of traditional and the functional. The 
forefront of introducing various innovative elongated prong pointing upwards, conveys the 


services and systems. Business has been conducted with the Bank's drive to achieve ascending goals. The Star is a beacon and 
successful blend of traditional values and ethics and the most guide to those in need of direction. 
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By Dr. K. Sankaran 


iologists have observed that when an 
organism is threatened, it quickly mobilises 
sufficient hormones for flight or fight. 
Flight maintains the status quo of the power 
equation between the predator and the victim among 
others, and fight risks change. However, there is no 
prior knowledge on how the organism would react. 

If we probe deeper, we find that behind the urge to 
flee or fight lies the same quest - the quest for a 
constancy of internal milieu. This idea was 
suggested by Claude Bernard over a century ago, in 
his "Introduction to Experimental Medicine’ where 
he said, "constancy of the internal milieu was the 
essential condition to a free life." This urge later 
came to be called homeostasis. 

No organism whether biological or otherwise 
is free from homeostatic impulses. If we understand 
this in the context of modern corporate 
organisations, we can understand much about 
businesses and their role towards society. 

What then underlies the homeostatic impulses 
that modern managements strive to maintain? 
things. The belief in and action 
towards greater effectiveness and efficiency, 


NURTURING WEALTH CREATOR SERIES 


The new survival strategy 
for business 





Modern corporations are beginning to address these 
concerns NOT through a change in ideology, but 
through ambitious conversations with stakeholders, 
unprecedented stakeholder sensitivity, even more 
complex systems of measurement to take into 
account multiple stakeholders and paradigm shifts in 
defining the very identity and purpose of business 
organisations. Today, we find large commercial banks 
enabling poor farmers obtain quick and corruption- 
free loans, a marketer of FMCG goods educating a 
women's self-help group to evaluate their own 
products more critically with a view to enhance 
competitive advantage, empowerment of small 
business partners and retailers by giving access to 
"confidential" company databases that ultimately 
foster better business returns and transparency with 
the public about pollution discharges to prevent 
environmental backlash. 

Such impulses towards inclusiveness, 
innovativeness and openness cannot be left to chance. 
They need to be fostered and developed consciously 
through education, action research, development of 
methodologies and exchange of ideas between 
industry and academia. The name of the game is not 


greater accountability and responsibility, altruism and do-goodery. It is an institutionalised 
greater striving towards engagement with different 
fairer rewarding of the The new role of business stakeholders that would 
deserving and removal of recognise and incorporate 


the undeserving, 
financial 


superior 
returns to 
shareholders, promise of 
long-term economic 
sustainability, better control 
on outcomes, better predictability and better 
measurements, among others. 

Ideologically, these may conflict with societal 
aspirations ‘of employment generation, social 
security, equitable distribution, special treatment 
and nurturing of the under-privileged, need-based 
equity rather than merit-based equity and several 
other legitimate societal concerns. A free market 
society cannot, and should not wish away these 
concerns and unless they are addressed squarely, 
there would be backlash against the business 
management ethos. 


is to have faith in homeostatic 
impulses and yet engage 
the society in fruitful dialogue. 


conflicts in complex and 
effective ways into corporate 
decision-making to ensure the 
economic, ecological and 
social survival of business 
organisations. Such acts would well go beyond 
regulatory compliance. 

The important thing is not to seek ideological 
purity of the premises on which business decision 
makers act. As Alexandra Stoddard says in her book, 
"The Art of the Possible', let us be wise enough to 
be "... able to do good on earth in our own unique 
way, being grounded, using our talents wisely, 
while enjoying the process (of bringing) meanings 
to our lives". 

Prof. Sankaran is a Professor at TAPMI, Manipal and can be 
contacted at sankaran@mail.tapmi.org 
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two. Опе is to three. 

When shareholders start 

using terminology you 

thought you left behind 
in arithmetic class, you know some- 
thing is up. And something certainly 
was, when the last quarter of fiscal 
2003-04 drew to a close of near-give- 
away buoyancy in corporate circles. 

Giveaway is just the word. In the 

last few months, some 20 companies 
with swollen bottomlines have an- 
nounced bonus share issues—and 
more are to come. It is nice to get a 
surprise gift—an additional equity share 
for every share you already possess (if the bonus ratio 
is one-to-one). But the real reason to put an extra 
spring in your stride is this: a bonus issue can save taxes. 
How? Try ‘bonus stripping’. Whether or not you al- 
ready own shares in a bonus-spewing company, it’s an 
idea you won't be able to resist. 


Stripping Advice 

If tax collectors are frowning, blame the exuberance of 
India's rr and pharma companies. Infosys kicked off the 
festivities with its jaw-dropping 1:3 bonus (three free 
shares for every one owned), and it was quickly fol- 
lowed by Wipro’s 1:2 bonanza. Other ІТЕ5 firms such 
as MphasiS and pharma blue chips such as Sun 
Pharmaceuticals have joined the ring too. 

If you’re among the recipients, good. Even if you’re 
not, you could still join the fun by buying into these 
companies. Either way, it’s time to consider the joys of 
‘bonus stripping’. The idea, shorn to its minimum, is to 
book losses against short-term (or long-term) capital 
gains, and thus save taxes. 

"Wait-a-minute... ‘losses’... who said anything about 
losses? Bonus stripping advisors did, and don’t worry, 
they only mean notional losses. It’s simple, once you get 
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the 
hang of it. 
Take the ex- 
ample of Infosys’ 
1:3 bonus, the biggest 
Champagne-popper of 
the lot. Assume its cum- 
bonus share price as Rs 
5,000. Post bonus, a sharez 
holder gets three shares qi 
Infosys for every share you 
hold on the date of record (in 
this case, July 2, 2004). So for an in- 
vestment of Rs 5,000, you'll have 
four Infy shares ex-bonus. But the 
stockmarket will discount the bonus is- 
sue, reducing each ex-bonus share's price 
proportionately—to one fourth of the cum- 
bonus price. This means that the ex-bonus 
price of an Infy share will be Rs 1,250, which will 
become the share's prevailing market price. 

Now comes the crux. Under Section 55 (2) (AA) of 
the Income Tax Act, if you sell one share, it will be 
deemed to have suffered a loss of Rs 3,750, since you X 


| Spewing Money 


| Thinking Stock Options | 


Where To Invest 


pr —M— — 


| shares held longer than a year) at just 10 per cent. So the 


and sold it b Ва 1,250 p 
in the share's status allo : 

| ‘st ce you 
have three prae goods shares as well. But it is good 
enough for the tax code. You can book this loss 
against short-term profits made elsewhere (апу 
other money made іп stockmarket trading or gains 


; gains’ y you make њен the ye that would other- 
wise be taxed at a hefty 30 per cent. 
It may look like accounting jugglery to you. It is. 
But it’s entirely legal, and well worth the effort. “I 
have executed many such orders for t my clients," 
ays Sandeep Jain, Head of HNI Desk at SSKI 
Securities, "It's a great to way to save taxes on 
your short-term capital. gains. T 


Final Brief 
~ Bonus stripping works best, of course, if you 
are in the active business of buying and selling 
hares—and will thus have trading profits to 
report for the year. Eve \ 
also be carried fi 


the actual ‘bonis’, 80 to 


yo 
. with all the extra shares... 
speak. Under the Income Tax Act, bonus shares are con- 
sidered to have been acquired at zero cost, i 
taxed only at the time of sale. Now, short-term capital 
gains (made on shares held for under a year) are taxed 
гаг 30 per cent, and long-term capital gains (made on 


choice. So don’t pick blindly. 


best thing to do is to hold these extra shares for over 
one year—thus ensuring that the profit from the sale of 


- bonus shares will qualify for long-term capital gains. Or 
“maybe not even that. Under the current income tax 
rules, long-term capital gains on BSE 200 shares (as 


Infosys is) are completely exempt from tax. 

Assuming that you have several shares in your 
portfolio, you can devise a strategy that ma 
your overall advantage. Remember, the h 
bonus ratio, the better it acts as a tax-saver (thanks 
to bigger notional losses). 

If you have huge short-term profits in your kitty, 
then you might want to go in for serial bonus strip- 
ping. Here’s how. Since the record dates for bonus en- 
titlement differ from company to company, you сап 
invest in each of these sequentially, thus optimising 
your tax savings. For instance, if you had Sun Pharma 
on May 29, its record date, you could’ve booked 
losses soon after, and put the money in Infosys for July 
2, and likewise later for Wipro. 

Do note, however, that you may end up holding the 
residual shares of all these companies for quite some 
time (depending on hew large the bonus ratio is), since 
the extra shares will be treated as zero-cost acquisitions 


гапа would clean you out on capital gains if you sell them 


too early. So don't go for any company you wouldn't 
want as part of a proper investment portfolio. 
Unichem Laboratories (1:1 ratio), Wockhardt (1:2), 


Alembic (2:1) and FDC (1:1) are among those that have 


announced bonuses. Others include Haria Exports, T 
Spiritual World, BSEL Infrastructures, Emami, Jubilant 
Organsys, Berger Paints, Gravity India, Suprajit 
Engineering and Marico Industries. That's quite some 
m 
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T HOUSEWARMING DO AFTER DO, EMPLOYEES 
of Satyam Computer Services have been 
wringing T. Hari’s hand in gratitude. As the 
company’s Vice President, HR, he is over- 
whelmed by how much credit people give him—or 
the stock options plan he devised, rather—for the 
materialisation of their “dream homes". 
And you thought EsoPs—Employee Stock Option 
Plans, to the uninitiated—were so passé, didn't you? 
The truth i is, t they went through a bad phase 
when stock prices were sliding. With the ‘reces- 
sion’ word in the air, they even went out of favour 
- jn the land of their origin, the US, and companies 
started axing their ЕЗОР8. Recalls an Infosys 
spokesperson, “We suspended our EsOPs program 
since July 2003, because of accounting and regula- 
tory issues both in India and US. As a result, Е5ОР8 
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now; TV18 has just offered its employees stock options. 

-How до Е$ОР$ work? Simple. Say, your work is 
highly appreciated, and the company wants you to 
stay forever. Your job contract offers you the option of 
buying 1,000 of its shares at a price prefixed at, say, Rs 
100—less than the current market price—whenever you 
want, so long as you’re in the job, on the condition that 
you can start selling them only after two years (‘the vest- 
ing period’), and that too, just 30 shares in any given 
year thereafter. This incentivises you to work like 
crazy, help double the share price in two years, claim 
your first lot of 30 share options, pocket the Rs 3,000 
difference between the option price and market price 
(for 30 shares), and work like crazy year after year to 
claim more and more—till you retire. 

That's an extreme model, of course (the career 
span bit), but most ESOPs are similar—with their gains 
dependent on ascending mar- 
ket prices. The broad idea is 
not just to incentivise you, 
but also align your interests 
with those of shareholders 
(so if anyone is fudging ex- 
pense statements, you should 
feel cheated too). 

But how are they allotted? 
This depends on company 
policy. At companies such as 
Biocon, on the basis of per- 
formance. Nirupa Bareja, 
Group Head (HR), Biocon, 
does not look at ESOPs as a re- 
tention tool, but as a reward 
instrument for key performers. 
At Satyam, all associates get 
stock options just for being 
employees. High performers 
get extra options. 


Should You? 

Sometimes, options are offered 
in lieu of a raise—or a cash 
bonus. So don't just make a 
grab for the options. Before 
making your mind up on whether to accept them, 
always read the fine print. The grant price, for exam- 
ple, must always be specified loud and clear—as also the 





D D conditions on which you can sell the shares. You also 
. : need clarity on what happens in case you quit your 


. job—or if your job is terminated by the company. 
Also, what if your company is taken over? 
Remember to be realistic about your potential 
gains, and give sufficient thought to the time-scale of the 
benefit. ^One needs to have patience and a long-term 
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Optional Debate 





perspective to see through the vesting period” says Anil 
Chopra, CEO, Bajaj Capital. 

Also, check if it suits you а ап investor. 
According to K. Pandia Rajan, смр, Ma Foi 
Management Consultants Ltd, “Personal factors 
like financial situation, tax bracket, net. worth, ob- 
jectives and need for cash should be taken into ac- 
count when one decides to acquire stocks.” 

The biggest call you must make is on how much the 
stock will appreciate over the years. Is your stock in a 
‘bubble’ for any reason? Is your company headed up? 
If your company is yet to be listed, when will it be— 
and what are your alternative exit options? You need 
utmost clarity on this, according to Gautam Nayaka, 
a chartered accountant. Think like an independent 
investor, and it's best if your options are just part of a 
larger equity portfolio of diverse companies. 


Once Bought In 

Once you exercise the option 
to buy the shares, then you can 
choose to either sell them imm- 
ediately to book profit (which at- 
tracts 30 per cent tax on short- 
егт capital gains) or hold them 
for future gains (after a year, 
the tax falls to 10 per cent). “Tt is 
advisable to sell shares in small 
lots every year," says Chopra, 
*and this should be need- and 
not market-based." Nayaka, 





cise your options at the peak- 
point just before switching jobs. 
If the share is declining, though, 


earliest. And yes, your options 
could just end up worthless—if 
the market price falls below 
your option price. 

Still, once you become a 
shareholder in your company, 
you must operate with due cau- 


tion to avoid any ‘insider trad- - 


ing allegations. You may be privy to ‘non-published’ 
information about your company that's stock-sensitive. 
So read the market regulator sEBI's guidelines on this 
carefully, don't try using privileged information to 
your advantage, and refrain from talking shop at 
family gatherings. If your company has an internal 
code, comply with it. But don't let the EsoPs maze baf- 
fle or bother you. Stock options remain a good idea. 
If all goes well, they could give you your dream 
house faster than any salary package can. Е 


however, advises you to exer- , 


you might want to sell at the 
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Investment circumstances have changed. So 
should you churn your investment portfolio? 


BY ASHISH GUPTA 


“In the short term the markets be- 


have as voting machines. But, in 
the long term they always behave as 
weighing machines.” 

Benjamin Graham in The Intelligent Investor, 
the classic bestseller on value investing. 


HAT GRAHAM WROTE 
\ \ / during the Great Depres- 
sion of the 1930s is still 


worth thinking about. What he 
meant, shorn of the mechanical 
analogies, is that markets are 
moved in the short run by fear, 
greed, speculation and other such 
factors, but in the long-term, they 
always gravitate towards the fun- 
damentals of value. 

So what happened on Manic 
Monday, May the 17th, when the 
BSE Sensex crashed by 564 points, 
can be attributed to voting machine 
behaviour of the market rather than 
any change in the fundamentals of 
the economy. Explains Ajay Bagga, 
CEO, Kotak Mutual Fund: “The 
political fluidity of the situation, 
with all kinds of rumours flying 
around, with spokespersons of var- 
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Where To 


NVES 


Now 


ious political parties going public 
with so-called ‘policy announce- 
ments’, played a significant role in 
hurting market sentiment and cre- 
ating a lot of uncertainty.” 

The new Common Minimum 
Programme (СМР) of the United Prog- 
ressive Alliance (UPA), now ruling 
at the centre, seems to bear a distinct 
imprint of the Left—especially on 
matters of disinvestment and labour 
policy, the trickiest parts of the 
market reforms agenda. This has 
given business analysts and investors 
a big royal headache. 

And the after-effects are not 
over; the indices continue to yo- 
yo—though with less volatility, as 
investors slowly overcome the old 
left-versus-right ideological oversim- 
plifications. Some of the ‘hot money’ 
of foreign institutional investors 
(Fils) may have fled India in panic at 
the sight of a sickle, but the Sensex 
is quite high in contrast with where 
it was a little over a year ago. So 
now that the scenario is slightly 
less hazy, the question is: how 
much has changed, and what does 





it imply for your investments? 


Cautious Optimism 

Two factors have kept Wall Street 
commentators edgy these past few 
weeks: oil and China. Oil prices 
continue to rule high, even as 
China's political decision to slow it- 
self down to keep its economy 
from overheating (an acknowl- 
edgement that pace isn't all people 
want) reshapes the price outlook 
for several commodities. It is not 
easy to make voter or weighing 
machine distinctions in the re- 
sponses to these two factors. 

But what about India—is the 
‘Shining’ story over? Not at all, 
chorus analysts, pointing to the 
fact that even during Dalal Street's 
worst nightmare—May 1 to May 
20—the Fils withdrew only around 
$700 million, which pales in com- 
parison with a total investment of 
some $40 billion. More interest- 
ingly, even on that Manic Monday, 
about Rs 443 crore flowed into 
various mutual funds. 

“The India Story is absolutely 
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intact,” says Dilip Bhat, Director 
(Research), Prabhudas and Liladhar. 
His argument: growth is projected 
at 6-6.5 per cent for 2004-05, inf- 
lation is expected to stay at around 
5 per cent, the monsoon is likely to 
be good, foreign exchange reserves 
are expected to rise, corporate earn- 
ings are on an upswing, and the 
price-earnings ratios of Indian 
stocks are still attractive. That 
makes quite a fair picture. 

Jayesh Patel, Head 
(Research), LKP Shares and 
Securities, is confident of the 
Sensex returning to the 6,000- 
mark within the next four-to- 
six months. But that will entail, 
as he points out, some strong 
positive triggers: when “prag- 
matism takes over rhetoric” 
by the Left parties; reform 
measures by the Cabinet; a 
progressive CMP; and finally, 
a reform-oriented Budget. But, 
as Bagga adds, "Till then, the 
country will have to live with a 
lot of volatility and the Sensex 
is going to be range-bound 
anywhere between 4,500 
points and 5,500 points." 

In all, there's no reason to 
let your investment outlook 
get rattled. Hang on to your 
portfolio. But still, changes 
there have been—and will be. 
So what would a good invest- 
ment strategy look like? 


Where To Invest 
When capital appreciation is 
in doubt, many mutual fund 
managers recommend compa- 
nies that pay out huge divi- 
dends—the actual reward on 
equity ownership. Hero 
Honda, for instance, paid a 1,000 
per cent dividend last year. Even 
Oil and Natural Gas Corporation, 
which suffered the brunt of the no- 
disinvestment panic, is an attrac- 
tive dividend stock. 

"Investing in sectors such as info- 
rmation technology, pharmaceuticals 
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and fast moving consumer goods 
(FMCG), which are largely immune 
from political upheavals, could be 
another good bet," contends Patel. 

Then there are also direct ben- 
eficiaries of a shift in the policy 
framework. For instance, as Patel 
reasons, a major push in agriculture 
could benefit fertiliser companies, 


SOME CHANGE... 


@ The UPA has replaced the NDA as _ 
India's ruling coalition at the Centre | 


© Fiscally conscious reformers have taken 
charge of the Indian economy | 


ө Only ‘inefficient’ and select-sector PSUS | 
are to be privatised, henceforth 02 


© No ‘hire-and-fire’ leeway to be accorded 
to business; labour reforms stance vague `` 


@ The policy of attracting FDI has a new 
set of ifs and buts, sector-by-sector _ . 


MUCH STABILITY 





even as wider purchasing power 
boosts FMCG, automobile and other 
stocks. So what companies would 
he suggest? "On a one-year per- 
spective, | would bet on Telco, 
Hero Honda, Ranbaxy, Reliance 
Energy, Tata Power, Bharat Heavy 
Electricals Limited, Infosys, Oriental 





Bank, Canara Bank and GAIL,” 
recommends Patel. 

The software and pharma exp- 
ort stories continue as before. Also, 
the power sector is still hot, say 
analysts. The government has clar- 
ified that power generation will be 
left in the public sector domain 
while distribution is increasingly 
turned over to private players. 
This spells a bright future for 
companies such as BHEL, which 
has its books paced with ord- 
ers for three years, as also 
Reliance Energy. 

What about banking—an- 
other sector that could possi- 
bly be affected by a policy shift? 
For Motilal Oswal, Chairman 
and Mp, Motilal Oswal 
Securities, the sector holds 
promise. Retail investors, he 
says, should look at some public 
sector banks such as UTI Bank, 
State Bank of India, Union Bank 
and Indian Overseas Bank—all 
well-run banks that could benefit 
from a rural turnaround. 
Meanwhile, private sector banks 
such HDFC Bank and ICICI 
Bank could gain from their 
strong urban retail focus. In the 
| auto sector, though, he is betting 
on Hero Honda and Maruti, in 
pharma on Aventis and Cipla, 
and in cement on Grasim and 
| Birla Corporation. 


Buying Opportunity 

· No matter the cmp details, the 
| UPA has emphasised the need to 
deepen and widen economic 
reforms. Remember, people 
| with the world's best-regarded 
economics and business educa- 
tion are in charge, and they 
know the folly of sacrificing growth 
for equity. So what is the final word 
for investors? Abide by what War- 
ren Buffett once said: the best time 
to get in is when there's blood on 
the streets. Do you want to risk mis- 
sing what could turn out to be a his- 
toric buying opportunity? E 
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Of Shock 
And Wave 


O BUSINESS PEOPLE WHO REGARD CHANGE AS THE ONLY 
| constant, the words ‘shock’ and ‘wave’ belong to 
Alvin Toffler, 75, a man who has captured popular 
notions of economic evolution through a series of books co- 
written with his spouse, Heidi. Toffler burst into fame in 
--1970, with Future Shock—all about the “shattering stress 
and disorientation” from too much change too fast. The 
book spoke of all sorts of technological wizardry to come. 
He gave his thoughts a millennial-span in his 1980 Third 
Wave—the transition from an agrarian to industrial and now 
to an information era. And then came his view on the 
real impact in his 1990 Power Shift—about how knowledge, 
not violence nor money, is becoming the essence of power. 
ALVIN TOFFLER Needless to say, Toffler has a cult following. On a re- 
Futurist cent visit to Delhi, the sort of questions he was asked re- 
н vealed а near-desperation for India to ride his Third 
Wave of change wrought by the information age. The 
transition, as assumed, was being undertaken from the industrial Second Wave... 
|" „апа now suddenly, democracy has thrown agriculture—his 10,000-year-old First Wave of 
4 change—bang оп to the country’s centrestage. Some һауе had to pinch themselves; could this be hap- 
pening? Just as India was talking about the finer points of how mass production, mass markets, mass 
media and mass everything else will need to adjust to mass customisation, ‘prosumer’ markets, sub- 
cults and digital everything, everyone needs to rewind. 
|| “The illiterate of the 21st century will not be those who cannot read and write, but 
those who cannot learn, unlearn and relearn,” is among Toffler’s most quoted quotes. Is it time 
b to relearn something somewhere? Perhaps. Perhaps not. For one, the neat compartmentalisation 
| of the three Waves is an explanatory generalisation that doesn’t have to be taken simplistically; 


HONIS аяламуя 








certainly not in the case of ‘multi-wave’ India. Also, why can’t the next green revolution be 
Third Wave-powered? Nobody eats 0s and 1s. 
Besides, Toffler doesn’t speak of inevitabilities, and has his share of anxieties too: “Too many fore- 
casters and trend extrapolators forget that conflict is the other face of change, that change does not 
occur without conflict.” The good news is that ‘conflict’ need not be find violent expression, and can 
peacefully be resolved through that new source of power called knowledge. Who knows—the bend- 
| | ing of minds might yet throw up the undreamt-of. & 
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why, we invest more in R&D than all other independent Hard Disc Drive companies combined. And with the race 
onto discover newer, faster ways to store information, look for Seagate to continue to raise the bar. 
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JOB CONTRACTS 


Leaping 


With 
old 


Severance deals are getting 


better by the day. That’s good news. 


BY KUSHAN MITRA 


into office and find yourself out 

of a job—even if you don’t get 
to hear the precise phrase Donald 
Trump wants to trademark ("You're 
Fired!’). It used to make one spring 
up sweating in the middle of the 
night. Now it's beginning to sound 
like some sort of a paid holiday— 
ever since severance deals have 
found their way into job contracts. 


|| USED ТО ВЕ A NIGHTMARE; WALK 


That Lucrative Cut 

Smart job negotiators knew about it 
all along. The golden parachute. 
Spoken of in murmurs as some sort 
of a corporate myth for years, it has 
revealed itself to exist—Tright here in 
India—and it’s best if you acquaint 
yourself with it, even if you don’t 
fear a premature sacking. 

So what is a golden parachute? 
“Simply put,” explains Atul Vohra, 
Managing Partner, TranSearch 
International, “this protects you agai- 
nst a sudden downturn. In case you 
find your position eliminated due to 
strategic reasons, or your employer 
decides to leave the country, which 
basically means that you lose your 





job for a ‘non- 
cause’ issue, or if 
your situation with 
the new manage- 
ment is untenable, you will still 
be compensated for the remainder 
of your contract. Simply put, it is a 
fixed-term contract—you cannot 
be arbitrarily fired before it is over.” 

As an example, Vohra mentions 
the marketing chief of an insurance 
firm. “The person had a two-year 
contract with over nine months still 
to go,” says Vohra. “His position 
was made redundant, and he was 
still paid for the remaining nine 
months after he was asked to leave.” 

“Sometimes,” adds Sonal Agra- 
wal, Senior Director, Accord Group 
India, “companies retain employ- 
ees on the rolls as it is perceived 
to be easier for them to find a job if 
still employed.” Otherwise, the old 
market rule applies: the more risk- 
laden the job, the better the sever- 
ance terms. Top positions that are 
acutely sensitive to twists in market 
conditions, for example, are most 
likely to have parachute-loaded 
clauses. In the volatile Ту media 
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business, X 
Sandeep Goyal’s | 
case is still talked 
about. In 2002, he 
left Zee TV, which 
he was running, but "= 
was remunerated as if 7 
nothing had changed, till the | 
2004 expiry of his original con- 
tract—on the condition that 
he would not start another com- 
pany or work for someone else. 
It all depends on contractual 
details. “Usually,” clarifies Vohra, 
“the compensation continues as long 
as the person finds a new source 
of income, whatever that may be.” 


VUHAW NVAIA ^ 


Terms of Severance 

There's market logic to assuring 
someone the security of a fixed full- 
pay term, especially in ‘fledgling’ 
or ‘high-risk’ industries. It grants 
executives freedom to play a riskier 
game than they would otherwise; 


A fixed full-pay term grants executives freedom іо у 
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and under extreme competition, 
high risk is sometimes needed just to 
survive, let alone deliver high re- 
turns. “Fixed-time contracts are a 
norm nowadays," says Sunil Lulla, 
Executive vP, Sony Entertainment 
Television, who sees it as a necessary 
shield to be able to do a good job. 
As the former СЕО of the doomed 
. web start-up Indya.com, he speaks 
from his own dotbust experience. "I 
can't tell you much about myself, 
other than to say that I got a good 
package when I was relieved of 
charge," he says, adding, though, 
that everyone at Indya got a “реп- 
erous” severance package. 

According to Arun Das Maha- 
patra, Managing Partner, Heidrick 
& Struggles India, the dotbust ex- 
perience has woken executives up to 
golden parachutes. “I expect to see 
more and more such contracts,” he 
says. “In fact, I expect these con- 
tracts soon to become normal for 
senior executives in India.” 

While regular cheques till-your- 
next-job are becoming the sever- 
ance norm, says Agrawal, some ex- 
ecutives prefer clean-cut lump sum 
_ payouts. This is particularly so if 
the parting has been bitter, since 
bit by bit cheque-dependence could 
involve sustained trauma. Clearly, 
what works best for whom is not 
easy to establish. 











Mozarella Partings 

Getting contracts right is no easy 
task. Agrawal recommends the serv- 
ices of ‘career transition’ firms (such 
as Drake Beam Morin) to help cor- 
porates work out the messy details 
of severance—particularly if it is 
not a clean cut. Often, the links en- 
dure for a while. Some corporates 
like to continue using some of the 
advisory services of employees asked 
to attend office no longer. Typically, 
this happens in job-overlaps result- 
ing from mergers, and such ex-ex- 
ecutives are often granted access to 
regular office facilities. The нр- 
Compag and Standard Chartered- 
ANZ Grindlays are cited as exam- 
ples by HR professionals. 

So are we witnessing a new era 
of post-parting benevolence driven 
by market forces? Not quite, says 
Gangapriya Chakraverti, Head 
(Compensation Packages), Mercer 
HR. At least not in any broad sense 
across sectors. “Golden parachutes 
as defined by international corpo- 
rations is still a long way away in 
India,” she observes, adding that 
the broader trend is towards al- 
lowing ex-employees to retain the 
company house, car and other such 
facilities after the parting. The big 
difference, though, is that companies 
in India do not axe people quite 
so summarily either—partly because 











low salaries make space for some 
deadwood aboard, and partly bec- 
ause of a benign corporate culture. | 
Remember, unlike in the West, 
India has no publicly-funded safety 
net to catch people when they fall. 
Risk-taking high performers, how- | 
ever, see it differently—and аге de- | 
manding contractual safeguards not 
from benevolence, but as an incen- 

tive to perform well. 
ADDITIONAL REPORTING BY | 
SWATI PRASAD 1 
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COUNSELLING 


1 am a 25-year-old electronics and communication engineer 
working with a multinational firm as a project planner. My 
two-year contract is set to run out in another six months. The 
company is passing through a financial crunch and my 
contract has a good chance of not being renewed. | have tried 
looking for a similar job elsewhere but am finding it difficult 
to get one as most companies do not have a post of project 
planner. Should | continue in this industry or move on to an 
industry where there is more demand for my skill-sets? 

It is better to be in an industry or a function where you 
have a competitive advantage rather than a disadvan- 
tage at the beginning of your career. From this point of 
view, you are not so badly placed. That doesn’t mean 
you can’t try your luck in other industries, although you 
may find it a little difficult at the time of making the 
switch. You should look for a career where your qual- 
ifications and your work experience prove an advantage. 
If you must go in for a change of industry, try to get 
into a company where electronics and communications 
engineering are critical functions. Alternately, you 
could go in for a change of functions. You could 
switch from project planning to functions such as in- 
strumentation or information technology. That would 
also be a lot easier for a person of your background. 


| am a 28-year-old marketing professional working in the cement 
industry for over two-and-a-half years. 1 am a science graduate 
with a diploma from a second-rung B-school. My company 
has not been doing well and has decided to go in for lay-offs. 
| feel | am going to be one of the first to be laid off because 
of my inability to meet targets. This has created a feeling of 
uncertainty that has affected my work. Should ! quit? 

It may not be such a bad idea to quit. Your problems are 
symptomatic of what any person in a dead-end job 
would face. With your science background and the 
management diploma, you can easily land another 
job either in a bigger company in the same industry or 
in some other industry. Just remember this: non-per- 
formers meet the same fate everywhere, mass layoffs or 
not. So, do better in your next job and make sure 
you meet the expectations of your new employers. 


HELP 
TARUN! 


1 am a 44-year-old mechanical engineer with an MBA work- 
ing for the last one-and-a-half years as an area sales manager 
with a machine tools marketing company. | have over 20 
years of experience marketing capital equipment and industrial 
engineering products. | recently got to know that my sub- 
ordinate, who is far less qualified and has just four years of 
experience in the industry, gets much better remuneration 
than | do. | have tried discussing the matter with the de- 
partment head but he refuses to take up the issue with man- 
agement. What should 1 do? 

You could try talking to someone in your company's HR 
department or someone higher up on the subject. 
Apart from obvious considerations such as qualifications 
and work experience, intangibles such as dynamism and 
the ability to get along with and impress people also in- 
fluence the salaries that executives get. The reason 
your colleague gets paid more than you do could be one 
of these intangibles. If your meeting with the HR peo- 
ple fails to sort out the problem to your satisfaction, you 
could always explore other options. There must be 
plenty of openings out there that would do a person of 
your qualifications and experience justice. However, 
make sure you do not leave in a huff and have a new 
assignment in hand before putting in your papers. 


І am 42 years of age and have been working as a manager 
with a nationalised bank for the last 18 years. | feel my ca- 
reer has reached a plateau and am thinking of pursuing the 
CFA course offered by the Hyderabad-based ICFAI. How ben- 
eficial would the course be? Should | take up a management 
course with specialisation in Finance or will the CFA certificate 
hold good if | decide to go in for a career in financial con- 
sultancy services sometime in the near future? 

If you are thinking in terms of a career in financial con- 
sultancy services, a CFA course would be an extremely 
useful thing to have. This is assuming that you do not 
already have a qualification as a CA or an MBA. However, 
you must note that though CFA can be obtained on a dis- 
tance learning basis, doing a full-time MBA—the only 
kind that carries any weight in the job market—will 
mean leaving your job or taking long leave. 


Answers to your career concerns are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to Help, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Jhandewalan Extn., New Delhi—110055. 
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The ICrAl School - 
of Financial Studies 





MS Programs (2004 - 06) 
Мо year, Full-time, Campus Programs at Hyderabad 


Dealing Room Bank Loans - 


\. facilities for forex and securities ж Placement assistance | 
Eligibility: e Graduation (any discipline) with 50% aggregate and above. e Final year degree students awaiting results, 
Admissions: e Through ISFS Admission Test (IAT) on June 12, 2004 at 56 Test Centers all over India. 
Classes from: July 26, 2004 at Hyderabad. 











"СРАО Centers : Ahmedabad: CPAD, 504,5th Floor, Shitiratna Complex Panchavati Panchrasta; Ellis Bridge. Tel 079-34353607- Bangalore: ОРАП, Unit No 107 A, tat Floor МЕС B 
lex, 134, Infantry Road. Те! : 080-38783699; Chandigarh: CPAD, SCO 16-17, Sector 9. Tel: 0172-3233565, 3216825; Chennai: CPAD, 4th Floor, Office No.4-E, Eldarado Complex, 
2, Nugambakkam High Road. Tel: 044-33399926; Indore: CPAD, 108, Royal Ratan, 7, MG Road, Near Hukumchand Ghantaghar, Madhya Pradesh. Tel: 0791-5086020, 3435364; 
laipur: CPAD, Flat No.404, 4th Floor, Shyam Anukampa, C-Scheme, Tel: 0141-3435363;Kochi: CPAD, 39/6800,03,5th Floor, Vallamattam Estate, M.G Road. Tel: 0471-2438388 ; 
kata: CPAD, 812, Krishna Tower, 224, AJC Bose Road. Tel: 033-22404220; Lucknow: CPAD, No. 1/1, 1st Floor, Akshart, 1/D/F, Ashok Marg. Tel: 0822-3435362: Mumbai: CPAD. 2nd 
Floor, BEST Complex, Andheri (West). Tel: 022-33399923/24; New Delhi: CPAD, Flat No.504, 5th Floor, Indra Prakash Bullding, 21, Barakhamba Road, Connaught Place, Tel: 01134353607: 
Patna: CPAD, 308, згд Floor, Aashiana Towers, Opp: Apsara Cinema, Exhibition Road. Bihar. Tel: 0612-3093329, 3435365. 


ІСЕДІ. Centers: Agra: 2527035; Ajmer: 2622707; Allahabad: 242-0255/1098; Amritsar: 5005221; Anantapur: 249334; Aurangabad: 5624774/775; Barrackpore: 25924026; | 

Bareilly: 2420034 / 37; Belgaum: 2424074; Berhampur: 2225790; Bhopal: 5277253, 2576975; Bhubaneswar: 2506203/204; Callout: 2722660; Colmbatore: 2541190, 5386447; 

E Cuttack:2332811; Dehradun: 2654002/03; Faridabad: 5070464/922 5071923; Gandhi Nagar: 30960252; Ghaziabad: 2703105; Goa: 2437050; Guntur: 2238058; Gurgaon: 222-0595, | 
| 5556; Gulbarga: 442033; Gwalior: 2322279; Hubli: 2371738; Hyderabad: Vidyanagar: 27630356, 551006 Jabalpur: 5066886; Jalandhar: 5074769, 5000569: Jamshedpur: 2434057; | 

Kakinada: 2387772; Kanpur: 233-0912/1145; Kolhapur: 265-5142/4491; Kollam: 3091485; Kottayam: 2561131; Kurnool: 249811; Ludhiana: 2772523, 3097022; Madurai: 2042169, B 

5379989: Mangalore: 2432050; Meerut: 3107512; Mysore: 2543803; Nagpur: 2564314, 2547124; Nasi . ; : 2301222; Noida: 9, 2516024; 
‘Pondicherry: 2911211, 2220991; Pune: 40269-75/76; Raipur: 5061361, 5091919; ; i ; А 

Sagar. 508131; Salem: 2332122; Siliguri: 2524079; Shimla: 26570-46/48; Surat: 2650485, 5530048; Thane: 5375836, 25382659: Thrissur: 2090920; Tiruchirapalli і 

Tirunelveli: Ph; 2561533; Tirupathi; 5561058; Trivandrum: 2320854, 2321302; Udaipur; 5102-254/545; Vadodara: 2341780, 5340299: Varanasi: 2226-320/439: Vijayawada: 24736 
5563620; Visakhapatnam: 2752653, 2598650; Warangal: 2552610. 


Alternatively, for Prospectus & Application you can also send Rs. 450 (by DD in favor of ІСЕДІ University A/c ISFS, payable at Hyderabad) 
to : Campus Programs Admissions Department (CPAD), The ICFAI University, 43, Nagarjuna Hills, Punjagutta, 
Hyderabad 500082. Ph: 040-23435328/29/30/45. Fax : 040-23435347/48.. Email: coad@ictai.org 
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Wallets 
Get Bulkier 


HR consultants expect a greener year. 


EAMUS IT IS THAT TIME OF THE YEAR WHEN YOU 
either think your company can do nothing wrong, 
or nothing right. Just as last year witnessed a corporate 
increase of an estimated average 11.5 per cent in 
salaries, human resource consultants are expecting a dou- 
ble-digit jump this year as well. “Salaries are expected to 
boom for IT, ITES, biotech and consumer retail, but 
the big assumption is political stability," says a cau- 
tiously optimistic К. Pandia Rajan, Chairman and Mp, 
Ma Foi Management Consulting. Managerial salaries 
across 40 industrial segments (excluding public sector 
units) are expected to witness an average increase of 12 
per cent for 2004-05, concludes a Ma Foi report. 
India's robust growth story spells bigger invest- 
ment opportunities. Beyond that, a strong dose of 
competition could result in an all-out battle for tal- 
ent. A Mercer HR Consulting report on compen- 
sation practices in Asia Pacific highlights such pres- 
sure on salaries in India. “This financial year would 
see an increase of 13 per cent year-on-year,” says a 
senior executive at Mercer India. Now that's one 
lucky number, wouldn't you say? 
ADITYA WALI 











WAder 
Expanse 


A wider swathe of sectors is getting 'hot'. 


2 АА dii. 


The retail engine: Nothing less than a job explosion 


У Њу INDIAN JOB MARKET HAD THREE HOT STORIES FOR 
a while: IT, rr and rr. With the sudden economic 
turnaround, the breadth of sectors filling its ranks with 
fresh recruits is set to widen. *There is all-round 
growth in the job market, and it's here to stay," says 
Nirupama V.G., Executive УР at TeamLease, a lead- 
ing HR outsourcing services firm. From FMCGs to re- 
tail, banking to insurance, and business services to 
manufacturing, the action is back. And it's not just for 
MBAs. “A 10th class pass can get a retail job and a 12th 
class one in the auto ancillary sector," says Nirupama, 
“А diploma holder can land a data entry job, while a 
degree holder can find place in the ІТЕ5 industry, 
and for a techie, it's rr and manufacturing." 

Yet, the BPO sector remains the hottest, even as 
policy go-aheads are awaited for others. *The new 
government is expected to open up more sectors for 
foreign direct investment," says A. Venkat 
Madhavan, Director (HR), Ernst & Young. “So re- 
tail, media & entertainment, and telecom will see 
a lot of action іп the coming days." Ø 

PAYAL SETHI 
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KERNEL PROGRAMMERS 

бох Solutions Pvt Ltd 

_ This position will lead and/or oversee multiple IT projects for archi- 
| tectural and design needs. Incumbent will work on highly complex 
projects that require in-depth knowledge across multiple technical 
reas and business segments providing an enterprise-wide perspec- 


2 Job Code: 432344 


PARTNER TECHNICAL LEAD 
_ Microsoft GSC Bangalore 
Responsibilities for this position include partner interaction, mentor 
Ort, partnership on technical support issues, process issues, de- 
very and problem solving processes and monitoring and respond- 
ng to critical questions on technical issues. Job Code: 430866 


SOFTWARE PROFESSIONAL 
Obert Bosch India Ltd. 
t this position we ate looking for an Oracle developer with strong 
working experience in Developer 2000, HTML, XML, VBScript, 

JavaScript and Windows 2000. Incumbent should be an engineering 
graduate and should be comfortable with the Contention Man- 
agement Tool. Job Code: 430912 




















TECHNICALARCHITECT 
‘Rapid Global Business Solutions I Pvt Ltd 
We are looking for engineering graduates with 8-15 years of expéri- 
| ence in the following domains: GSM, СОМА, UMTS, GPRS, BTS, 
BSC and NodeB Job Code: 421435 







SOFTWARE PROFESSIONAL 
Navayuga Infotech Pvt. Ltd 

icumbent should be an engineering graduate/postgraduate or a 
graduate with a postgraduate qualification in computer science. He/ 
“She should have excellent programming skills in J2EE and related 
technologies, Java and XML. Knowledge of Design Tools will be an 
added advantage. Job Code: 430817 
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LOTUS NOTES ADMINISTRATORS | ES 
Hewlett Packard- GDIC | 

Incumbent will be responsible for troubleshousin: escalated serve! 
issues, designing and implementing new services and server configu: 
ration changes while maintaining a close level of interaction with the 
customers, He/ She should have experience in the administration о 
Lotus Notes. Job Ss 


APPLICATION ENGINEER | 

Cadence Design Systems (1) Pvt.Ltd. 
This position demands a complete understanding of the EDA tedis 
and Verification environment. Incumbent should also have a knowl- 
edge of basic VLSI design flow in. addition to programming skills ir 
C, C++ and Perl Job Code: 430815 E 


DESIGN & DEVELOPMENT-UMTS 5 S NODE B 

Rapid Global Business Solutions I Pvt Ltd | 

We are looking for professionals with experience in the following fields 
TMN, CMIP, Q3, GDMO Development, SNMP, ASN.1, GSM, UMTS 
ITU-T Rec Q.800, M.3000 Series, ETSI Rec GSM 12 Series and омс. 
R (Operation and Maintenance Center Radio). 


Job Code: 421454 


SE FOR EMBEDDED ) BROWSER/ WAP BROWSER 
LGSoftindia | 

Incumbent should have М knowledge of С, се + Rtos WAE 
2.0/iMode + WAP- WAE; WTAE, Push OTA and WAP gateway 
He/She should be an engineering grad а graduate with a post 
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VOICE MAIL ENGINEERS S 
Mars x Telecom Syiteras 


ming, ; object oriented дейда and me: 
and ҮРІМ. Не/: She should hav: 
based modeling, Job Code; 4313. 
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ACCOUNTANT 
Prescient Infotech Pvt. Ltd. 
cumbent will be responsible for and should have ability in handling 
5, sales tax and income tax matters independently. Knowledge 
Tally is a must for this opening. Prior Жой корейге of main- 


Incumbent should ђе able to handle accounts of garment export. He/ 
She should have prior experience i in handling accounting software. We 


| be responsible for raising finance from banks at a 
mánagiog the 2. capital су outflows of 


. EXECUTIVE FINANCE & ACCOUNTS 


Sinclaire Infra Tech Limited 

We are looking for a person with 5-7 years of experience in the 
finance and accounts department of a клн ыны organization. 
He/She should have a working knowledge of income tax, sales tax 
and central excise. Job Code: 430996 


SR MANAGER - FINANCE 

Scape Velocity, Inc 

We have immediate openings for a finance specialist with at lea: 
years of hands on exposure to accounting and reporting in servi 
industry preferably in the software services. Incumbent should bave 
excellent communication and interpersonal skills. 

Job Code: 429567 

FINANCIAL ANALYST 

OfficeTiger Database Systems Pvt. Ltd. 

We require analysts willing to work with one of our recently set up 
offshore site in Bangalore, Prior experience in an audit accounting 
firm and/or research experience will be an added advantage. Incum- 
bent should be willing to work in shifts. 

Job Code: 430108 


PAYROLL SPECIALIST 
Intel Technology India Pvt ltd 
Incumbent will be required to perform complex payroll caleulatic 


апа adjustments, tax /legal calculations and reporting and perfort | 
-payroll audits. He/She should be a graduate with relevant payroll 


experience of 3 to 5 years. Job Code: 431519 


CHARTERED ACCOUNTANTS 
DMS Financial Services Pvt. Ела. 


This position is responsible for preparing, maintaining, revie 


and analyzing valuation models. Incumbent will assist in the de- - 
sign, population and maintenance of valuation databases and. 


websites. Job Code: 430092 


-hoose from over 1,50,000 job openings, 
| 6,000 corporates. 


ермегі сөт 
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PROJECT SALES EXECUTIVE 

_ Audioplus 

This position will be responsible for managing project sales (audio 
installations) of hotels, auditoriums and theatres. Incumbent should 
_ be able to understand both the commercial and technical aspects of the 
projects. Job Code: 431413 


INSURANCE CENTER MANAGER 

Bajaj Capital 

Incumbent should have leadership qualities and an ability to lead and 
generate business ftom a team of 20 people. Prior knowledge of com- 
puters and experience in insurance industry will be an advantage 

| Job Code: 430234 


GENERAL MANAGER - BUSINESS DEVELOPMENT 
Madison Outdoor Media Services 
Responsibilities for this position include converting potential custom- 
ers to clients and designing new strategies for business development. 
Incumbent should be a postgraduate in management. This position 
will be directly reporting to the Chief Operating Officer. 
Job Code: 427612 


< GM SALES & MARKETING 

· Thinkware Solutions Pyt Ltd 

Responsibilities for this. position include identification, selection, re- 
cruitment and motivation of the sales team to meet the organizational 
objectives, collate market feedback data and review sales strategy accord- 
ingly on an ongoing basis. Job Code: 437196 


REGIONAL MANAGER 
Net 4 India Limited 
This position will be responsible to lead a team of executives to achieve 
targets for internet services and solutions. Incumbent will be respon- 
‘sible to identify target sectors and to maintain a detailed knowledge of 
company products, systems and services. Job Code: 425253 


то Apply to these Jobs: Log on to www. jobeahecikón and diypé the Job Code 








































BUSINESS DEVELOPMENT BPO - MANAGER Е 
Apollo Health Street Limited * 
This position will be responsible for developing a sales pipeline 
through structured database and direct sales calls with client referrals. | 
and key consultants. Incumbent is required to follow with the key | 
clients and call up leads generated by BD executive. SU 
Job Code: 429171 
SALES OFFICER 
Maharaja Appliances Ltd | 
Incumbent will be responsible for handling market, она i 
knowledge, retailing and solving service issues of customers. Asa. 
sales representative it is essential that you have excellent product | 
demonstration and ees interaction skills. Job Code: 430368 — 


SOLUTION DEVELOPMENT ENGINEER (PRESALE 
LionBridge г 
For this position we are looking for a person with strong written | 
and oral communication skills. Incumbent will be responsible for 
interacting with BODs and clients in the post RFI/RFP RES of. 


the sales cycle. Job Code: 428418 






BRANCH SALES MANAGER 
Avon Beauty Products | | 
Incumbent will be required to handle distiburor accounts and aid Т 
product sale through them. He/She will be responsible for | 
motivating and training the field staff and will occasionally need to 
do some field selling activities. Job Code: 424985 

4 


MARKET COORDINATOR 

Amadeus India 
We аге looking for a person with 2- 3 years. of experience in“ 
marketing. Incumbent will be responsible. for independently 
interacting and handling markets. A sales and marketing background | 
with a management qualification will be a pre-requisite for this. 


position. Job Code: 423493 
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To Apply to these Jobs: Log: onto WWW. jobsahead.com and type the Job Code 


ENIOR TECHNICAL ARCHITECT 
A Computers Pvt.Ltd 
his position will be working in a fast paced and high-energy environ- 
ment. Incumbent should have an experience of 4 years ot more of 
ich at least two years should have been devoted to kernel develop- 
mei : іп UNIX, Linux and/or Windows. He/She should have excellent 
programming skills іп C. Job Code: 431122 
NATIONAL SALES MANAGER 
UNI Sankyo Ltd 
The selected person will be responsible for all India field operations, 
upervising field force, ensure achievement of sales-targets, planning 
and budgeting sales. Incumbent should have a pharmaceutical back- 
а and 10-15 years of related experience Job Code: 427753 


'RO: CT MANAGER - MAINFRAME 


of vali, ова with clients 2. iid resource. 


anagement in coordination with HR and top management. 


SRTI CH ARCHITECT 


position calls for the following skillsets and qualities: project man- 

ement, IBM Mainframe, COBOL, CICS, DB2, staff management, 

k allocation, knowledge transfer, status reporting, review of 
deliverables, peer support, estimation and analysis. 

Job Code: 427275 


TECHNICAL PROJECT MANAGER 
Xansa India Ltd. 
We require a person to manage ЈАВЕ projects. Тасић 


" have 9-15 years of experience in the capacity of a project manag 


He/She should have managed a large team for at least a co 
projects. Job Code: 430906 


ZONAL HEAD- WESTERN REGION 

i2i Enterprise Ltd. 

Incumbent should be responsible for conceptualizing and и 
menting business plans, setting team targets, performan t apprai 
key account management, client retention and collections 

gion Job Code: 427802 


INTERNAL AUDIT MANAGER 


2 МСК Corporation India Pvt. Led. 
The selected person will be responsible for preparing pe audit un 
~ning/internal audit project consultants in their performance 


tailed pre-aüdit planning. This includes performance of й 
ments and making recommendations to the internal audite 
Job Code: 427878 


DIRECTOR-SOFTWARE DELIVERY 
Elixir Web Solutions 
For this position, we are looking fora person with extensi 


Incumbent should be able to analyze customer requirements, de 
velop alternatives, determine the relative feasibility of each, and as 
sess associated costs, benefits and risks, Job Code: 431656 


HEAD-INTERNETSECURITY 

MAH India 

Responsibilities for this position include security design, network 
design, capacity planning, protocol analysis, security systems inte- | 
gration, network routing, network redundancy, IP Chains, firewalls; : 
packet filtering and role based authentication. Job Code: 424674 


Choose from over 1,50,000 job open 
6,000 corporates. 
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а institute for Development and Research i in mem ing Technology @ 
2 рд by the Reserve Bank of India) 


IDRBT is the beacon of Banking Technology i inthe country ando our multifarious üctivitie ies include 
Management & Operation of the INdian Financial NETwork (INFINET) and services such as 
Structured Financial Messaging System, Mail Messaging; Certifying Authority, National Financial : 
| Switch etc. The focal areas of R&D are - Financial Networks and Applications, Electronic 
Payment and Settlement Systems, Security. Technologies for the Financial Sector, Financial 
Information Systems and Business Intelligence. The Institute also offers a unique M. Tech. (IT) 
with specialization in Banking Technology and Information Security, Post Graduate Program in 
Banking Technology Management (PGPBTM) and a Doctoral program in Information Technology 
and Management. | : | 


FACULTY (Professor/Associate Prof./Asst. Prof.) : Ph.D. with a First Class 
. Post Graduation in CS ПТ or related areas and Publications. Candidates shortly submitting the | 
- Ph.D. thesis can be considered for FRA position (equivalentto Senior Lecturer). | | 


The compensation package includes Pay scales at par with IITs/IIMs apart from liberal perks such 
as LFC, Leased Accommodation, Reimbursement of Telephone/Conveyance/Medical/ 
Newspaper, and Loans for Housing/Vehicle etc. Professional Bankers with relevant 
experience can be considered for deputation. Criteria relaxable in case of outstanding 
candidates at the discretion of the Institute. : i 


] Project Executive(s)/Systems Engineer(s): First Class Engineering Graduates in 
IT/CS/E&C OR Post Graduates in CS/IT with 3-4 years of relevant experience in Networking/ 
Applications. Age: Around 26 Years. Compensation will be commensurate with experience and 
skill-sets. | : 


_Кевеагсһ/$г. Research Fellow (Ph.D.) Program: Applicants should possess 1" Class 
ME/M.Tech.(IT/CS) OR M.Phil. (Maths/Statistics/Electronics/CS) with sound knowledge of 
Computer Science OR MBA (IT/Systems) with Graduation in Engineering in the areas of IT, CS, 
E&C. ECE or related areas. The Institute has collaboration arrangement for the program wi ith 
i University of Hyderabad and IIT, Mumbai and selected candidates are required to satisfy the 
espective qualifying criteria. The Institute provides monthly fellowship of Rs. 11,000/-. 
; Candidates with work / research experience of three-five years can join as Senior Research 
+ : Fel low (SRF) and the SRF Fellowship is around Rs.17,000/-. Age: Around 25 years 


| | Please apply to The Director, IDRBT, Castle Hills, Road No.1, Masab Tank, 
of Hyderabad 500 057 or e-mail to recruit2004@idrbt.ac.in. Visit us at www. idrbt.ac.in 
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_ GOVERNANCE 


Distance and inadequate oversight make Indian - 
subsidiaries of MNCs game to unscrupulous 


managers. The good news: You can change that. 


BY ALOKESH BHATTACHARYYA 


ESS THAN A YEAR AGO, 
SembCorp Logistics, a 
Singapore-based firm, 
got a rude shock. It dis- 
covered that the top 
managers at its Indian subsidiary, 
SembCorp Logistics (India), had 
systematically cooked the books. 
Revenues had been inflated and ex- 
penses misclassified. The dressing up 
of balance sheet was first detected 
when a qualified accountant from 
Singapore was sent to India as 
Deputy Managing Director in April 
2003. And when accountants and 
lawyers from Deloitte & Touche 


and Drew & Napier, respectively, 


started their investigations, the true 
г extent of deception at SembCorp 
— Logistics (India) was discovered. 
Between 2000 and 2002, profits 
had been bumped up by Rs 38.80 


crore, and expenses of Rs 7.5 crore · 


Һай been ‘incorrectly: classified as 
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fixed assets prior to 2002. In a press 
release put out on July 28 last year, 
the Singapore-based parent revealed 
what had happened: “It was found 
that certain individuals in the fina- 
nce department of (SembCorp Lo- 
gistics) India had artificially inflated 
revenue and expense figures thro- 
ugh the creation of fictitious docu- 
ments, invoices and journal entries.” 

While SembCorp Logistics may 
be the first foreign firm to have 
publicly announced mismanage- 
ment at its Indian subsidiary, it is 
hardly the only such victim. Two 
years ago, Xerox found that its 
Indian accounts had been misre- 


ported. The СЕО and the cro of the | 


company had to pay huge fines and 
were also banned from practising ac- 


-countancy. More recently, in March 
2004, there were rumours of finan- 


cial irregularities at Adidas India. 


‘The company's Managing Director, 


Chief Operating Officer, and the 


^ Chief Financial Officer all left: A 


spokesman of Adidas India, how- 
ever, denied that anything had been 
amiss and that the departure of the 
top team had: anything to do with 
the rumours. 


Out of Sight... 1 

Fudging of accounts is b no means 
a new phenomenon, and sub- 
sidiaries of multinationals are no 
exception. In fact, most auditors 
will tell you that this has been going 
on for years. So why all the hoopla 


· now? For one thing, post Enron, 


WorldCom, et al, and the passing of 
the Sarbanes Oxley Act in the US 
that makes global СЕОв and CFOs 
owners of subsidiary accounts, the 
penalties of oversight, intentional 
or otherwise, can be telling. Says 
Sunil Chandiramani, National 


Director, Risk & Business Solutions 












FLIPPIN’ AT 


MCDONALD'S —_ 


Steps To 
Preempt Deception 


@ Recruit the right people; check 


how they handled failure 


@ Have a strong audit 
committee, with members 
from overseas parent 


@ Have regular internal audits, 
> with audit heads reporting 
directly to the board 


@ Have the country CFO report 
to the regional CFO, not the 
local CEO 


@ Develop and drill in a coherent 
policy of ethics for all 
employees 


© IT systems such as ERP 
systems can be used for 
{ greater transparency 





Track that cash: Bumping up of revenues is one of the most common crimes 


Practice, Ernst & Young India: 
“Indian subsidiaries of global com- 
panies can be either very large or 
very small. Until recently, the 
smaller ones sometimes flew un- 
der the radar because from a sig- 
nificance perspective, they did not 
have top management focus. But 
now, everyone’s started looking at 
financial matters from a risk man- 
agement perspective. So even if the 
subsidiary is very small, but it is 
putting the company to risk, it must 
be taken care of.” 

But what makes the MNC sub- 
sidiaries in particular easy game? 
Blame it on a host of factors. One 
obviously is the physical distance: 
more often than not, the head- 


quarters is based several thousand 
miles away, making day-to-day 
monitoring impossible. Another is 
inadequate systems of checks and 
balances. But here’s the interesting 
bit: Not all managers who end up 
dressing up their performance do so 
to enrich themselves. More often 
than not, it’s simply the pressure to 
perform that leads them astray 

What seems to have added to the 
pressure is the linking of pay to 
performance, with performance be- 
ing defined largely in financial 
terms. Says R. Sankar, Country 
Manager, Mercer HR Consulting: 
“This system is good, but it has its 
downsides. A large percentage (bet 

ween 40 per cent and 60 per cent) 


gez 


bt managing 


of top management compensation is 
linked to performance. Therefore 
there is an incentive to abuse the 
system and produce figures that 
help their bonuses." Adds Amit 
Mukherjee, Partner, Ambit Cor- 
porate Finance: “It is a natural in- 
stinct. It happens all over the world, 
not just in India." 

It's probably a convenient ex- 
cuse, but the fact remains that 
trade management in India is not 
always black and white. Take 
transfer pricing. The chal- 
lenge is to determine what 
the fair transfer price is, 
be it imports or exports. 
But any auditor will tell 
you that the transfer price 
is often determined by 
what suits the manage- 
ment, and not what it 
ought to be. Then, there 
are certain practices that 
are considered par for the 
course in industry. Like 
booking sales when they 
haven't been sold, but are 
at the dealer's. Says an au- 
ditor at one of the Big 
Three: *For most FMCGs, 
the April quarter is a 
washout. Fudging accounts 
happens mostly in the 
fourth quarter and, in fact, 
80 to 90 per cent of sales 
happen in the last seven 
days of every quarter." 


Checks and Balances 

Is there anything that the 
absentee parent can do to 
prevent managerial shenanigans? 
Lots (See 6 Steps To Preempt 
Deception). Create a system that, if 
not inviolable, sets off early alarm 
bells when rules are not being fol- 
lowed. For instance, if there is con- 
sistent growth quarter after quarter, 
or stocks seem to concentrate at a 
handful of dealers, or sundry deb- 
tors are increasing, then it may be 
worth investigating. But to create a 
fairly foolproof system, a number of 
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Қылыш. Дауа, War as ТУТ 


things must fall into place. It starts 
with people. Do thorough reference 
checks of top managers you hire. 
Ask not just how he or she suc- 
ceeded in work place, but also how 
that person handled failure. Ask if 
that person is prone to taking short 
cuts to achieve targets. Does he br- 
ing out the bad news early enough, 
or does he wait for it to reach a 
head before informing his seniors? 

Most companies have audit 
committees, a large number of 





“Since performance is linked to 
compensation, management has 
an incentive to abuse the system" 


R. SANKAR / COUNTRY MANAGER/ MERCER HR 


which increasingly include mem- 
bers from overseas, thereby making 
sure that subsidiary operations are 
not totally isolated. Internal au- 
dits need to be regularised, on a 
case by case basis, and the audit 
heads must report to the board. 
Then, CFOs of subsidiaries could 
report directly to regional CFOs 
rather than the local СЕО. Mercer 
HR, for instance, has a system 
where the India СРО does not ге- 


CERO RAS Рр 


port to Sankar, but to the CFO in 
Singapore. Mercer’s internal au- 
ditor from New York visits India 
and interacts with the СЕО, clients 
and external auditor. Strong IT sys- 
tems, such as ERP systems, can also 
be deployed for greater trans- 
parency in accounts and reports. 
The external auditors must be 
made to realise that they are ulti- 
mately responsible for the accounts 
they pass. In SembLog’s case, the 
services of its auditors (Price- 
waterhouseCoopers and 
KPMG Consulting) were 
dispensed with after the 
irregularities were detec- 
ted. Says Mukherjee of 
Ambit: “As far as over- 
stating or understating ac- 
counts is concerned, the 
responsibility lies squarely 
with accounting firms. 
Andersen went down be- 
cause of that. It is their 
job to see that compliances 
are followed. If auditors 
feel that it is difficult to 
detect irregularities, then 
who will detect it?” 
Ultimately, it all dep- 
ends on the people and 
the level of trust perme- 
ating through the com- 
pany. A coherent policy 
of ethics has to be drilled 
in slowly. Introducing ef- 
fective controls is the 
need of the hour, but im- 
posing too many checks 
can cripple decision-mak- 
ing, besides imposing very 


VUHAW NVAIA 


high cost on companies. Because 


every other aspect of the busi- 
ness takes a backseat as everyone 
focuses on compliance. Notes 
Sankar: “Let’s also admit that 
risk is intrinsic to business. If you 
introduce too many controls, 
business will become a bureau- 
cracy.” In other words, if you 
don’t want your managers to 
cheat, don’t give them the means 
or the reasons to. 


%- 


"а 


New face: vCustomer President Sujit Baksi (centre) with MBA recruits 


Calling MBA 


BPOs are no longer infra-dig for hot-shot MBAs. | 





2 Bey OUTSOURCING BOOM IS HERE TO STAY. AND WAGERING 
their careers on it are MBAs from India’s top B-schools. ПМ 
Kolkata’s Priya Ramanathan, for example, said no to three job of- 
fers on campus and settled for one from the Delhi-based vCustomer. 
Today, she is a Manager (of quality) at the 3,500-seater BPO firm. 
Ditto, Sohit Brahmawar, an MBA from the Hyderabad-based Indian 
School of Business, who declined offers in favour of vCustomer, 
where he’s the director of operations. Finally, an industry that for 
long had to make do with graduates, is getting its fair share of young 
talent. At IsB, for example, vCustomer received 107 applications. 
In ІМ Kolkata, it got 137. Then, there are other BPO outfits recruiting 
MBAs off campuses. EXL and ICICI OneSource made offers at ПМ 
Lucknow and Bangalore, XLRI, SP Jain, FMs (Delhi) and Sybmiosis 
Institute, among others. EXL snagged five, and ICICI OneSource, 
11. Says Brahmawar: “ВРОв were the flavour of the season this year. 
After all, it has put India on the global map.” 

On their part, the ВРОв are happy to get top talent. As they grow, 
they find that there are only so many graduate employees who make 
the cut for top management, which must handle crucial func- 
tions of operations, HR, business development, and process excel- 
lence (besides finance). Says Deepak Dhawan, Head of HR at EXL 
Service: "They bring in a professional background and management 
flexibility unlike the internally recruited managers who are groomed 
in specific domains." Adds Sujit Baksi, President, vCustomer: 
"The recruitment reflects management's long-term investment in the 
next generation of senior leadership." The entry of MBAs should also 
help the industry shed its image of a low-brow sweat shop. 

SUPRIYA SHRINATE 





ІМУаМҰҮНЯ AVAIHS 


Flippin’ At 
McDonald's 


Modern School students get a 
taste of the real McDonald's. 





Serving it up: Students at McDonald's 


T ARE TO MCDONALD'S WHAT 
potato is to fries. But school kids 
flipping (not munching) burgers at the 
golden arches? It happened in mid-May 
when 50 students from Delhi's Modem 
School landed up at 10 McDonald's 
outlets in Delhi as part of a perso- 
nality development programme (PDP), а 
brainchild of the school's principal, 
Lata Vaidyanathan. For 15 days they 
helped make burgers, man checkout 
counters, supervise restaurant floors, 
and even handle irate customers. Says 
Suraj Pratap Malik, a grade 11 student: 
"| learnt the value of hard work and 
money." What's in it for McDonald's? 
"Apart from contributing to society, it 
makes for better customers who swear 
by our system," explains Vikram 
Bakshi, Managing Director, McDonald's 
India. But then McDonald's and chil- 
dren go back a long way. Founder 
Ray Kroc built his fortune feeding chil- 
dren of post-war America's baby- 
boomers. Buoyed by the experience, 
McDonald's now wants to take the pr 
ogramme to other parts of the country. 

SUPRIYA SHRINATE 
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bt bookend 


_ Of IDs or Ideas? 


A couple of books that try to put Indians at peace with their identity, and a 
parallel-provoking parable to read out to kids and think about. 





DOCERE TR 


1 


The new-age flag salute: Being Indian is just a little bit more complex than you thought 


ERE'S AN OLD DISCOVERY: BOTH ‘IDENTITY’ AND 
у ‘India’ have two 475. Неге а new one: the 


Indian identity market has been screeching 
and roaring with voices both shrieky and sober. Loudly, 
for some time now. Earplugs, trust me, are no relief... 
they make ‘cosmic egg’ sound like ‘comic egg’, and 
‘egalitarianism’ like a diet choice. 

What about books? What if Uncle Sam, say, were to 
pointedly scowl, “I Want YOUR ID”? 

“Hota bai" (‘happens’), someone might quip, offe- 
ring a phrase from Indian Foreign Service man Pavan 
K. Varma’s Being Indian: The Truth About Why The 
21st Century Will Be India’s, as armament. With an im- 
age of an arm tattooed with a map of India on its 
cover, it can possibly be flexed to explain much of this 
‘functioning anarchy’. The book offers a decidedly 
squinty view, as Varma himself acknowledges, of the ex- 
perience of being *Indian'—based mostly on how he 
individually locates himself within this many millennia- 
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old civilisation. Much of his narrative would be numb- 
ingly familiar to many of us, whether it’s his Haridwar 
opening, or his takes on corruption, moral relativism, 
power craze, exclusion systems, hierarchy-ordained 
servility, materialism, pragmatism, street ingenuity or 
civilizational resilience. Yet, he frequently detaches 
himself sufficiently to offer insights that are indeed star- 
tling; and this, placed in the perspective of why he has 
written all this, endows the book with its charm. 
Varma’s self-disclosed attempt is to make a “dramati- 
cally different” inquiry into Indianness, which involves 
questioning the assumption of the archetypal ‘Indian’ 

being democratic, tolerant, spiritual and ЕЛЕНЕ 

“India is much too important today,” he says... “to be 
held hostage by this simplistic УЛАНЫ?" 

This is a complex country, no doubt, and Varma 
writes of villagers in Tigri, just 100 km from Delhi, who 
confuse Manmohan Singh, now Prime Minister, with 
Manmohan Desai, a Hindi filmmaker who wowed 


— 
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bt bookend 


the Indian imagination right from 
his first film. The book is elo- 
quent if not elaborative (Alber- 
uni’s India is still the classic there) 
on India’s ancient philosophy of 
indivisible unity, and among its 
high points, the one that would 
find the author fans is his asser- 
tion of supreme self-assurance. 
“Coexistence is an imperative, 





not an option,” he enjoins. BEING INDIAN 
So—how will the 21st cen- By Pavan K. Varma 
tury be India’s? Here, the book Viking 
seems to waffle on timing, asset PP: 238 
Price: Rs 325 


unveiling, stability and much 
else—revealing a shocking sense 
of complacency on freedom, 
democracy, reforms, technology and the economy, 
which ought to be seen as works-in-progress, really. Not 
only i is Varma overimpressed with India's software 
‘power’, his vague attempt to trace it all—trace all of 
math, actually—to an age-old civilisational strength 
makes one wonder. Is this book going to end up as an 
exercise in myth exchange? Sure, the decimal system 
originated in India—and the parallels with Greek math 
are well-documented—but the subsequent quantum 
jumps took global effort. More to the point: doesn't 
India still lack its Socrates’? 

In fact, the reason India could potentially prove 
an invaluable intellectual resource to the world is an all- 
inclusive one: as a secular democracy, the country 
could choose to maximise ‘free mind space’ as a broad 
strategy for global success in the information age. 

Does this other book, The India Mosaic: Searching 
For An Identity, have any pointers? 

Some, yes. For one, as a collection of essays on 
India's identity hunt published in association with the 
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Rajiv Gandhi Institute For 
Contemporary Studies, the book 
displays far better academic ob- 
jectivity. For another, it strives 
for balance. Sunil Khilnani, of 
The Idea Of India fame, uses 
thoughts from John Gray and 
others to discuss the conflict of 
ideas. In all, the most useful flag- 
to-read package is the one on 


THE INDIA MOSAIC education, beginning with the 
ae ти Debroy & data-packed ‘Mockingbird’ essay 

sere А by a researcher duo. It leads 
Academic Foundation nicely up to Bikramjit De’s tour 
РР. 285 de force on India’s linguistic im- 
Price: Rs 495 


perative. As a faculty member of 
Kolkata’s National University of 
Juridical Sciences, De makes a splendid case for reforms. 

Gurcharan Das’ essay on ‘nishkama karma’ echoes 
some of the cultural determinism vis-a-vis business 
found in Varma’s book—a debate that’s far from over 
yet. The set of 16 essays, written with varying degrees 
of research and erudition, ends on a light note, with 
Madhu Kishwar on Bollywood’s own idea of India. 

Indeed, as The India Mosaic demonstrates, India 
has always had its rarefied enclaves of ‘free mind 
space’. As for the word on ‘being Indian’, look up the 
Indian Constitution. It’s clear. Yet, as Varma says, almost 
seeming to sigh in ‘hota ha?’ resignation, “Centuries of 
hierarchic regimentation have mentally enslaved most 
Indians.” Whether he means ‘millennia’ rather than ‘cen- 
turies’ isn’t known, nor should it matter. 

But while on ‘slavery’, and on being Indian, maybe 
there’s this other piece of streetside graffiti one could 
talk about: ‘Na koi banda, na koi banda-nawaz’ (‘nob- 
ody’s a slave, nobody master’). 

ARESH SHIRALI 
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bt new age leader 


-The Man Who 
Changed Sony 


KEN KUTARAGI 


CEO, Sony Computer Entertainment 





S35VWI ALLAD 


of the world's biggest consumer electronics companies— 

in history, then by the same yardstick Ken Kutaragi will be 
remembered as the man who opened up a whole new frontier 
for the Japanese giant. If Morita was the man who came up 
with the idea of what would become known to the world as 
the Walkman, it was Kutaragi who fashioned the Playstation. 

While Japanese companies are masters of miniaturisation 
and repackaging of existing technologies, they have proved 
themselves rarely as quick at embracing new, ‘disruptive’ 
technologies. Rarely, except in this instance. Kutaragi's 
brainwave was to realise that the future of entertainment 
was in the gaming console. However, his most remarkable 
achievement was to build up a $-8 billion division literally 
from thin air while being looked down upon by most 
people in the company. Yet, today it is Kutaragi's division, 
Sony Computer Entertainment, that contributes over half 
the parent company's net profit. 

Few engineers have an eye for both technological inno- 
vation and a keen marketing sense. Kutaragi has both, as 
well as gritty determination. If Sony had ever mass-produced 
his other ideas—a Liquid Crystal Display Tv (way before 
anyone else) and a disc-based digital camera—it might have 
been a totally different company. The one idea of his that did 
reach fruition succeeded in transforming Sony. 

Since 1994, when the first generation Playstation (Ps1) 
was launched, 75 million consoles of the psi have been 
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sold. The second-generation Playstation 2 (Ps2) has sold over 70 million consoles worldwide 
in just over four years. In fact, the stellar success of the psi line was the primary motivation 
for Bill Gates to enter the game console business with his X-Box. Whether X-Box catches 
up with the PS2 or not remains to be seen but Kutaragi already has his next ace ready in the 
form of Playstation 3, which is lined up for release in 2005. 

Kutaragi did not invent nor perfect the game console—two other Japanese companies, 
Nintendo and Sega, did that. His genius lay in identifying the tremendous sales potential of a rel- 
atively obscure product called the game console and making a household name of it the world over. 
With the gaming industry emerging as the single-largest entertainment industry in the world, outsel- 
ling even Hollywood, Ken Kutaragi’s place in business history seems more than assured. 
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А recent ruling by ап ultra-orthodox rabbi could take the 
sheen off India's booming Rs 500-crore hair exports. 


BY NITYA VARADARAJAN 
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ROUND THE FIRST WEEK OF MAY, TIRUMALA 
Tirupati Devasthanams received a most 
unusual visitor. Going by the name of 
Dayan Ahron Dovid Dunner, the gentle- 
man was an ultra-orthodox rabbi from 
north London, who had specially made the trip to 
Tirupati to watch the temple’s tonsuring ‘factory’ at 
work. Rabbi Dunner watched as hordes of men and 
women queued up to get their heads shaved, and he 
watched as their hair got collected and bundled in 
gunny bags. Through a translator, he went on to inter- 
view barbers, donors and temple guides, and noted 
down everything he heard. Soon thereafter, Rabbi 
Dunner sent a report to Rabbi Sholom Elyashiv, leader 
of the Orthodox Lithuanian Torah Jewry in Israel. 
On May 12, Rabbi Elyashiv issued a ruling that 
sent the sedate world of wig making into a turmoil. He 
decreed that wigs made of hair of Hindu women from 
India were not kosher and, therefore, must not be 
worn by married Jewish women, one of the biggest con- 
sumers of natural hair wigs, since their religion forbids 
them from publicly displaying their own hair. Orthodox 
Jews from around the world made frantic phone calls 
to their wig suppliers to find out if the hair in their wigs 
had originated from India. Some of the more virulent 
ones in places like New York actually heaped up hair- 
pieces from India and set them on fire. M.M. Gupta, 


Chennai-based exporter K.A.G. Raju poses next 
to a poster of a Brazilian model, who he claims 
is sporting hair processed by his company 


THE SCALP _ 


WATER BABIES 


_ PEOPLE 


Assembly-line shaving of heads in action at 
Kalyana Katta, the main tonsuring area in the 
temple of Tirupati, which employs 600 barbers 


Chairman of the Chennai-based Gupta Enterprises, 
which exports Rs 85 crore worth of hair, quickly took 
a flight to the US in his bid to douse the wildfire. 
“We have explained that people tonsure their hair as a 
mark of respect to the gods, and it should not be con- 
sidered as an offering to the idol,” says Gupta. 

The rabbis may call Gupta’s defence hair-splitting, 
but the fact is India’s Rs 500-crore hair export indus- 
try could take a hit if Jews around the world decide to 
heed to Rabbi Elyashiv’s call. There are an estimated 7 
lakh Jewish women customers, who'll overnight switch 
to other kinds of wigs. At the moment, though, exp- 
orters like Gupta are sanguine. In fact, the industry is 
growing at 20 per cent a year, and next year could be 
worth Rs 600 crore. “Every time we've been hit by a cri- 
sis, we have come out stronger,” says Gupta. 


Locked In 

Thank the unique quality of Indian hair as much as 
the resilience of entrepreneurs. Expert wig makers con- 
sider Indian hair second only to European hair in terms 
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of texture and sheen. But since European hair is in 
short supply and in any case Jewish women are forbid- 
den from wearing those too because they are considered 
too glamourous, the Indian variety manages to command 
a premium. For example, wigs made of hair from India 
sell at prices between $1,000 (Rs 45,000) and $3,000 (Rs 
1.35 lakh), depending on the length and style. Other 
Asian hairpieces such as Chinese (incidentally, China is 
the biggest exporter of processed hair) fetch signifi- 
cantly less—$300 to $700 (Rs 13,500 to Rs 31,500). 

The biggest source of organised supply of hair for 
exporters in India are temples, and among them, 
Tirupati. Every year, a staggering 8 million people 
come to this temple, India’s richest, to get themselves 
tonsured, and last year the temple authorities sold 
2,80,000 kilos of hair for Rs 28 crore. This year, earn- 
ings are expected to go up to Rs 30 crore. 

Despite the trade’s dowdy image, it is fascinatingly 
organised, At Tirupati, for example, the hair gets graded 
into five varieties, which fetch anywhere between Rs 20 
and Rs 7,000 per kilo. (You’d never guess what happens 
to shorter hair: converted into amino acid supplement 
L-Cystein, they find their way into everything from 
chocolates to infant food.) About 600 barbers on the 
temple’s payrolls work in shifts round the clock, liter- 
ally mowing down the serpentine queues with a light- 
ing fast shave that takes an average of four minutes. The 
business is so lucrative for the temple that it accounts for 
a quarter of all its earnings, having grown from Rs 7 
crore in 1988-89 to Rs 28 crore last year. All hair at the 
temple is bought by a powerful lobby comprising 12 of 
the biggest exporters, who resell it to smaller players. 

A great deal of the processed hair from India is 





Workers at Chennai’s K. Arumugam & Co. 
process hair destined for markets in North 
and South Americas, Europe and Korea 
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Yours Wig House of V. Hari (L) and M.A. Rao 
specialises in hand-made wigs that fetch 
between Rs 5,000 and Rs 15,000 apiece 





sent to China, where it is processed and re-exported. But 
some exporters such as K.A.G. Raju of Chennai-based 
K. Arumugam & Co. prefer to sell to North and South 
Americas, Middle East, Korea, and Europe. Raju also 
does not depend on Tirupati for supplies, instead trav- 
els 20 days a month to buy from elsewhere. Interestingly 
enough, temples account for just 10 per cent of hair pur- 
chased by exporters. The remainder comes from salons 
and hair that rag pickers manage to collect from 
garbage dumps. The village of Bhagyanagar in Hospet, 
Karnataka, has 2,000 families that eke out a living 
sorting hair collected by rag pickers. 

Entrepreneurs like Gupta say that India could have 
built a bigger industry but for the lack of investments. 
China has at least 40 large players in the Hainan 
province, with one company alone, Xinzheng Tianyuan 
Hair Products Co., raking in excess of $20 million. 
*My competitors 20 years ago have now become my 
buyers," rues Gupta, talking of China. 

For some others like Raju, the ambition is far more 
modest. “Моге than money, I want name,” says Raju, 
who plans to brand his processed hair. In his office, pos- 
ing next to a poster of a blonde Brazilian model adv- 
ertising a shampoo, Raju claims with some amount of 
pride: *She is wearing our hair." For that reason too, 
Raju reckons that the storm whipped up by Rabbi 
Elyashiv will eventually blow over. Ё 


WHERE'S MUSCLES MANI? 


He's on leave and will return next issue. 


Write to musclesmani@intoday.com 
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It is this habit that has been rewarded by the prestigious RAPA awards in the following categories 
Best Live Telecast, Best Cinema Programme, Best Channel Promo and the Best Anchor 


Aaj Tak, as always...Sabse Tez! 
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She’s Manor Floatel, India’s only floating hotel. 


ANAB PAL AND HIS WIFE SHUBHA MAKE A TYPICAL 
Moss peripatetic power couple. Like so 

many others of their tribe, they've been there 
and done that all over the world. On a trip to Vienna, 
the Pals were inspired by a performance of Johann 
Strauss’ The Blue Danube Waltz to actually visit and 
cruise down the river that flows through some of the 
most picturesque real estate іп Germany—ruined cas- 
tles, medieval monasteries, and terraced vineyards—on 
its way to the Black Sea. They were disappointed. 
Despite the picture postcard memories, the truth was 
that the Danube was (and is) but a small river. “1 
thought then... if they can do this with Danube, then 
imagine the potential of the Ganga?" says Pal. 

Now, he is close to addressing the angst he had to 
stifle in a distant land many decades ago. Manor 
Floatel—Pal, his wife and two British partners, 
Richard Bright and Roger Leopard, hold a majority 
stake in the venture—is close to launching the coun- 
try’s first floating hotel on River Hooghly off Kolkata's 
riverfront. Sweating profusely and sipping copious 
quantities of Mirinda Orange to beat the May after- 
noon heat, he points proudly to the four-storied 
structure that his men are winching into position. “She 
will catapult Kolkata into a select club of 10-12 cities 
in the world that have floatels,” he says. “And she'll 
be the only hotel in the central business district.” 
The Orchid Group has the management contract to 
run the hotel. “She is not a ship,” Pal clarifies. “There 
are no engines and the draught is just six feet.” 

An ornate reception area resembling a ship and a Raj 
. era replica parking lot leads onto the gangway that leads 
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to the floatel. “The banquet hall, the main kitchen 
and an open-air vegetarian restaurant will be located on 
shore,” says Pal. Three other restaurants—a 24-hour 
coffee shop, a specialty Anglo-Indian restaurant, and a 
part-open air, part-air-conditioned seafood restau- 
rant—will be located on board the vessel. An open-air 
discotheque on the top deck is also on the cards. 

“We plan to start a yacht club here where patrons 
can hire small vessels and indulge in water sports,” says 
Pal, “and talks are on with Bombay Yacht Club for a tie- 
up.” Trained lifeguards will keep a hawk eye on the 
river to prevent accidents. 

The four-star floatel, which cost Rs 31 crore, has 72 
rooms and three suites. “All the furniture is imported,” 
says Pal, who offers a word of reassurance to Indians still 
uneasy about spending a night on water. “The vessel has 
been manoeuvred into position using GPS technology 
and we’ve sunk our anchors 100 feet into the riverbed 
to ensure that the hotel doesn’t move or sway even an 
inch regardless of the tide.” 

A soft launch is planned around Diwali. And Pal is 
hoping that his riverfront baby is the first of a long list 
of tourism-related projects that will come up on the 
Hooghly. “I hope the government and the bureau- 
cracy wake up to the potential of the river. We have 
among the world’s best riverfronts. All it needs is a little 
bit of imagination and initiative. Pm hoping that she (he 
points to the floating superstructure) shows the way.” 

When that happens, the anguish he still sometimes 
feels when he recalls his cruise down the Danube 
many years ago will be fully addressed. 
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When it matters most, the nation tunes into the nation's best... 
On counting day (13th May), Aaj Tak had an unassailable lead in viewership. 


To top it all the channel share of Aaj Tak was almost double than that of its 
nearest competitor. 


Aaj Tak, as always...Sabse Tez! 
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LIBERTY 


The most anticipated spat of the year is here. 
Business Today Crossfire, presented by Royal 
Challenge. Where the decencies of debate do 
not proscribe the use of verbal missiles, logical 
WMDs, and analytical pincer manoeuvres. 
Enjoy a ringside view ОҒ some of the finest 
minds in Indian marketing and advertising 
locking horns over contentious issues and 
watch more than just words fly. And do not 
forget to bring your flak jacket along. 


Date Venue 

July 2, 2004 Taj Residency, Bangalore 
July 9, 2004 Taj Lands End, Mumbai 
July 23, 2004 Тај Coromandel, Chennai 
July 30, 2004 Taj Bengal, Kolkata 

Aug 6, 2004 Taj Krishna, Hyderabad 


Aug 13, 2004 Taj Palace, Delhi 
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BT PEOPLE 
Flower Power 


AST NOVEMBER, SHE WAS ONE OF BT's 25 MOST 

Powerful Women in Business. Past May, Naina Lal 
Kidwai got powerful still when she was appointed the 
Deputy CEO of HSBC India. A few days prior to the ap- 
pointment, the bank’s CEO, Niall 5.К. Booker had 
extolled his would-be deputy, on vacation till mid-June, 
thus: “Kidwai is a seasoned management professional, 
she is very well connected, and a bit of a fighter. She 
has turned out to be a very good recruit for us.” He 
could say that again. The 47-year-old Kidwai, India’s 
first woman graduate from the revered Harvard 
Business School, joined HSBC Securities and Capital 
Markets as Vice Chairman and Managing Director in 
November 2002, and has Maruti’s successful ІРО to her 
credit. Earlier at J.M. Morgan Stanley, the classical mu- 
sic enthusiast had put the joint venture together, and 
gone on to handle Wipro’s overseas listing, Bharti Tele- 
Ventures’ ІРО and Tata group’s VSNL acquisition. 
"Wonder what's next for the globe-trotting Kidwai. 


Product Push 


OLARIS SOFTWARE'S NUMBERS MAY NOT THRILL SHARE- 

holders, but they haven't dampened Chairman 
and cEO Arun Jain's ambition. Recently, Jain dis- 
played to the media a trophy poached from Redmond 
in the form of Koen Van den Brande, until recently 
Microsoft's retail banking strategist for Europe, Middle 
East, and Africa. Roped in to head up the Intellect (a 
banking software product) business, Brande has a 
simple brief from Jain: Grow the Rs 97 crore business 
to Rs 480 crore by 2009. Says Jain: *Koen comes with 
a deep and thorough understanding of the product line 
and Asian and European markets. Since our market- 
needs are large, he is the right fit." Besides Jain, 
Polaris shareholders will be keeping an eye on Brande. 
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ELEVEETIL DAMODARAN HIMSELF MAY NOT BE 

looking forward to it, but it seems the belea- 
guered IDBI’s Chairman of six months will get ап ex- 
tension before his term expires end of May. Good 
for IDBI and not so good for the 57-year-old 
Damodaran, who's primary job is as the CEO of UTI 
Mutual Fund, cleaved from uri, which he turned 
around last year. IDBI’s balance sheet is poised pre- 
cariously. Bad loans are mounting and profits shrink- 
ing. And unless the government comes up with a gen- 
erous bailout package, there's little even a man like 
Damodaran can do. This is one extension Damodaran 
must wish he hadn't got. 
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Pot of Gold 


HE LAST TIME ANALJIT SINGH MADE HEADLINES 

was in 1998, when he sold a large chunk of his 
stake in Hutchison Max Telecom for a cool Rs 545 
crore. That was a huge valuation, given that the tele- 
com sector was just taking off. In 1999, he used this 
money to venture into healthcare, life insurance and 
IT. Last fortnight, Singh sold a 29 per cent stake in 
Max India to Warburg Pincus for Rs 200 crore. This 
money will go into healthcare and life insurance 
business, where he is now betting big. Says Singh, 50: 
“Max India is not a speculative play, but we are in a 
strong investment and long gestation play.” Singh 
says he doesn’t need any more funds to invest in his 
businesses. Just the same, there could be a tidy amount 
coming his way. Hutch, where he still holds a 10 per 
cent stake, is slated to go public later this year. 


In Good Company 


МИ COULD A МАМ WHO’S GOT MORE MONEY 
than he can spend in a lifetime possibly want? 
August company, for one. On May 20, Mukesh 
Ambani, Chairman and Managing Director of 
Reliance Industries, became a recipient of the pres- 
tigious Asia Society Leadership Award, which counts 
Indira Gandhi and Henry Kissinger among its pre- 
vious recipients. Founded in 1956 by John D. 
Rockefeller Ш, the Asia Society aims to foster under- 
standing between the peoples and cultures of Asia and 
America. At a high-powered Washington 
ball, where Senator Hillary Rodham 
Clinton delivered the keynote add- 
ress, Ambani was lauded for his con- 
tributions to the development of 
modern Indian economy and closer 
Indo-US ties. And what did the 
46-year-old Ambani, 
who presides over a 
$23-billion-in-revenues 
conglomerate, have to 
say at the $250-a- 
plate dinner? “I ac- 
cept this on behalf 
of my father and 
all the profession- 
als who’ve made 
Reliance the 
world class com- 
pany it is.” Papa 
would have been 
very proud. 
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Patently Fair 


NOTHER AMERICAN HONOUR, BUT TO AN INDIAN 

far less famous than Mukesh Ambani. Muhammed 
Majeed, СЕО of Sabinsa Corp. (its Indian subsidiary 
Sami Labs figured in BT’s Companies To Watch list- 
ing last year), was conferred the Ellis Island Medal of 
Honor, which recognises outstanding contribution to 
the US industry. Its previous awardees include 
Presidents George W. Bush and Bill Clinton, and 
Lee Iacocca of Chrysler fame. Industrial pharmacist 
Majeed's Sabinsa holds 13 global patents and is con 
sidered a pioneer in the area of phytonutrients. 1 
CONTRIBUTED BY SWATI PRASAD, ROSHNI JAYAKAR 
NITYA VARADARAJAN, SAHAD P.V., ABIR PAL AND 
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Vision, First And Last 


ARUN MAHESHWARI, MD & President, Computer Sciences Corporation India 


FFECTIVE LEADERS ARE ORDINARY PEOPLE 
who are able to produce extraordinary 
results. They have the ability to inspire 
and galvanise their people and create a long- 
term impact that continues to last even when 
they have passed on. Occupying a leadership 
position does not alone make one a leader— 
there is an abundance of such people in all 
walks of like who, despite being in positions 
of power and responsibility, fail to lead. 
Great leaders build links with their fol- 
lowers through care and empathy. They act as 
coach and mentor to those who follow them. 
Effective leaders are those who are able 
to articulate a clear vision and value system 
and motivate their people to work towards 
realising them. If the vision is comparable to 
achieving heaven, the value system is the re- 
ligion used to achieve it. Yet, leaders are 
practical, political people. They understand 
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the need for a workable strategy to translate 
their vision into reality. 

Leaders have absolute belief in themselves, 
even to the point where they may appear ar- 
rogant to the uninitiated. Only such a de- 
gree of self-belief can help them overcome the 
vissicitudes of life. Such leaders can drive 
their followers to produce results far beyond 
all expectations. A true leaders do not bend in 
the face of what a crowd demands. They 
bend the crowd to their will and make it 
move in the direction they want. 

Last but not the least, strong leaders do not 
vacillate. They hold steadfast to their vision 
and values. Yet, they are capable of being 
flexible in the tactics they adopt to attain 
their ends. And they do not allow limited 
success to throw them off their original goals 
or get too concerned about losing what has 
been achieved. They are risk-takers. 
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EMBROIDERED SHIRTS 


Qeton DG 
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MEGA PIXEL ENGINE 


A seamless combination of advanced technologies, the exclusive 
Sony Mega Pixel Engine efficiently converts analogue to digital 
signals via its ultra high-speed signal processing to deliver high- 
quality, high-resolution and brilliantly vivid video images that 


come close to the original. 
ЕМІ: Rs. 3,541/-* 


DCR-PC330E 


* 3 Mega Pixel 

e Carl Zeiss T* 

* Memory Stick Duo Slot 
(still camera function) 





www.sonyindia.g 
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Power & Precision: 
Handycam Makes It Happen 


Sony’s Revolutionary Mega Pixel Engine 
and the Renowned Carl Zeiss Lens brings you 
the Best Picture Quality in Video and Still. 


ЕМІ: Rs. 2,291/-* 


Handycam 
DCR-PC109E Station supplied 


with PC 109. 
* 1 Mega Pixel 
* Carl Zeiss Vario Tessar Lens 
* Memory Stick Duo Slot 
(still camera function) 
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CARL ZEISS LENS ы 


World renowned for its high-quality precision optics, thi 

performance Carl Zeiss lens captures video images ? 
outstanding brilliance, excellent colour accuracy and еппатте 
definition with near zero distortion. 


ЕМІ: Rs. 1,874/-* 


DCR-HC40E 


* 1 Mega Pixel у 
* Carl Zeiss Vario Tessar | епу 
* Memory Stick Duo Slot 

(still camera function) 


FREE MS/PC application accessories supplied - MS 8MB, USB Cable, Driver software (Picture Package). 


mA mime ANTE 


0% 


#Conditions apply>24 months EMI. 


Finance at the sole discretion of the financier. » 





Buy any of the above shown 
Sony Handycam models 


Sri Láfika and Win 


Sri Lanka Getaways! 
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